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MERRY CHRISTMAS, MY EYE! 


What have we got to be merry about? 


THE WORLD’S IN A MESS.... 
q Well, at least the war is over and our side won. Wonder what kind 


of mess we'd be in if the other guys had won it. Hm-m, not a very 
pleasant thought. 


TAXES ARE TERRIBLE.... 


Look how much we paid out last year. But come to think of it we had 
quite a bit left, in fact, more than we've ever had before. And now 
taxes are going to be lowered a little. 


WE ARE WORKING TOO HARD.... 


Bone tired and grumpy, we need a rest. But heck, who wants to rest 
when there's so much business around. Guess it's better to have to fight 
off customers than to fight for them. 


STUFF IS HARD TO GET.... 


There's a scarcity of everything. Was a time when we could buy any- 
thing we wanted, but then it wasn't easy to sell our stuff. Folks didn't 
have much money. Maybe it's better this way. 


OUR DOUGH IS TIED UP IN WAR BONDS.... 


Well, not exactly tied up. We can cash them if we get hard up. Then 
again, what are we working for if not to put something aside for the 
future? Here's our future already made for us. 





Say, what are we griping about, anyway? 
When you think about it a little everything is OK. 
HEY THERE...... - 


Merry Chricteume 


Yes, and a Happy and PROSPEROUS NEW YEAR! 
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SPEAKING OF THE JEWELRY 


CLERK at Schwanke-Kasten’s 

jewelry store, Milwaukee, saw 
a man gazing intently into the show 
window where the $30,000 silver ser- 
vice for the battleship Wisconsin was 
on display. The man walked away 
slowly. Soon he was back and stood 
a long while admiring the beautiful 
service. Then like one who has his 
mind made up firmly, he walked into 
the store. 





As the clerk approached him, he 
said, “I want a silver service—one 
just like that one in the window.” 

The clerk gasped, “Why, that is 
for the battleship Wisconsin and—” 

“Yes, I know, I know,” the man 
said, “I like it and I want one just 
like it.” 

“But,” the clerk returned politely, 
“that is a government order. It can’t 
be duplicated. Besides it has the 
seal of the state of Wisconsin—” 

“Sure, don’t I know? That’s why 
I want it. You see I live in the West 
but I’m a Wisconsin man. Born and 
brought up here, I love Wisconsin. 
That’s why I want a service like 
that.” 

“But it would be impossible,” was 
the answer. e 

The would-be buyer went away 
sad and not entirely convinced. 
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Schwanke-Kasten were very happy 
to be chosen to make this service and 
William Schwanke was one of the 
Wisconsin delegation to present the 
gift, October 27, at San Francisco. 
Most of the. silver had*come from 
the old battleship Wisconsin. 
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66Q{ARATOGA MIKE,” an 80-, 


year-old clock of unusual de- 
sign, attracts considerable attention 
at the watch and jewelry repair de- 
partment of Henry M. Root in the 


department store of W. M. Whitney 


& Co., Albany, N. Y. 

The odd timepiece stands about 
three feet high and instead of the 
usual dial face has a brass globe 
driven by a mechanism in the bottom 
of the clock. Attached to the outside 
of the globe is an inch-wide strip 
marked with the figures 1 to 12. 
Above the globe is a gold ball and 
an arrow pointing to the numbered 
strip. This represents the sun shin- 
ing on the earth. The globe turns 
45 degrees in 15 minutes and the 
time is told by observing the figure 
to which the arrow points. 

Built by some Saratoga, N. Y., 
craftsman in 1865, the quaint clock: 
has been owned by Mr. Root for 40 
years. 
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HE old adage, “All is not gold 

that glitters,” has made sceptics 
of many of us, included with whom 
was an old man in Spokane, Wash., 
who saw a ring on the sidewalk re- 
cently. Picking. it up he-noted the 
“dime store” size of the large stone 
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and dropped it into his pocket where 
it remained forgotten for several 
days. Later, he casually showed it 
to a friend and learned from the 
friend who, incidentally, must have 
been a regular reader of the lost and 
found columns of the newspapers, 
that a woman was advertising for a 
lost ring. : 

Returning it to the woman, she 
identified it as her diamond ring, 
worth $2,500. 

Yes, the old man received a re- 
ward. 
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ANA TURNER,: well known 
Metro-Goldwyn-Mayer star, re- 
cently lost some of her prized jewel- 
ry—but this time voluntarily. For 
her role as a restaurant proprietor’s 
wife in her new film, “The Postman 
Always Rings Twice,” Miss Turner 
wears no jewelry except a wide gold 
wedding band and a pair of simple 
gold earrings. 


~" 53) < 7 
— {ee _ 
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Since she was six years old, Miss 
Turner has worn continually two 
baby bracelets on her left arm. In 
her other films she was able to cover 
them up with other jewelry but this 
time it wasn’t possible. So the two 
baby bracelets had to be sawed off: 
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“IT WOULD BE A GREAT JEWELRY CHRISTMAS, HERBERT, 
IF WE ONLY HAD MORE PARKER — 


THE PARKER PEN COMPANY — 


JANESVILLE, WISCONSIN 
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ALK about buried treasure! 
Seems about 30 years ago there 
was a successful retail jeweler by 
the name of William H. Fuss, who 
had a store in Williamsport, Md. 
Mr. Fuss, a batchelor, was addicted 
to riding one of those old high wheel 
bieyeles to and from work. One day 
he had an accident and fell off that 
old bike—quite a fall, if you remem- 
ber those vehicles—and hurt his 
head. When he recovered, Mr. I'uss 
went down to his shop one day and 
proceeded to board up the windows 


peared. 

For thirty years, that shop was 
untouched and unopened. Just re- 
cently, the owner was found dead in 
front of his sister’s home about 15 
miles outside of town. Where he’d 
been all those years, no one will ever 


know. 


story, his sister being his only sur- 
viving relative had the store opened 
and what a sight greeted their eyes! 
There was a large wall case with 
several mantel clocks, another of 
hollowware silver; a complete opti- 
cal department, a watchmaker’s 
bench, complete with tools and ma- 
terials; sterling flatware and a couple 


POR DECEMBER, 1945 





and doors and then quietly disap-. 


To get back to the point of the- 


of dozen alarm clocks. In a corner, 
an old iron safe was opened and in- 
side, jewelry, diamonds and many 
old style watches, some of them the 
old 18-size, solid gold hunting cases, 
were found. 

Everything in the shop was new 
and in perfect condition, outside of 
being dusty, as the shop was very 
dry. Later, everything was sold at 
public auction. 


¢ © 


RS. JOSIE FOWLER, of 

Elizabethtown, IIl., wants the 
clock in the Hardin County court- 
house kept in running condition. 
Mrs. Fowler, who donated the clock 
in 1927, directed in her will that 
$1,000 of her estate of $34,000 be 
set aside to assure continued care 
for the timepiece. 


© © 


HERE’S more than one way to 

“crash” the gates to Hollywood 
stardom as June Duprez, who plays 
one of the feminine leads opposite 
Alan Ladd in Paramount’s new film, 
“Calcutta,” has found. 

Three years ago, Seton I. Miller, 
producer of the film was a customer 
at a Van Nuys, California, jewelry 
store where Miss Duprez had taken 





Bese 


"Do we get double our money back if we're not satisfied?" 


a job as a clerk. She had come to 
Hollywood to take a part in Alexan- 
der Korda’s “Thief of Bagdad,” but 
had dropped out of sight when plans 
for the picture had failed to mate- 
rialize. 

When Mr. Miller was preparing 
“Calcutta,” a story of gem smug- 
glers, he remembered the girl who 
had waited on him in the Van Nuys 
jewelry shop and now Miss Duprez 
is “inside the gates.” 
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ELDOM has a hobby been so 

effectively combined with a 
career as in the case of one Paul 
H. Maenhoudt of Baltimore, Md. 
Mr. Maenhoudt was a_ policeman 
and his hobby, which he pursued 
even more diligently than he did 
his vocation, was burglary. So ef- 
fectively did he combine business 
with pleasure that at the end of 
six years he is alleged to have net- 
ted something over $27,658 — all 
gathered in his spare time. 

Ex-patrolman Maenhoudt, whose 
blue uniform may soon be replaced 
by one of more conspicuous design, 
began his profitable double life on 
January 19, 1939, and between that 
date and June 14, 1945, he is al- 
leged to have committed no less than 
75 thefts. 

His method was something like 
that of a vaudeville quick-change art- 
ist, but the returns were better. So 
far as his bewildered former col- 
leagues have been able to make out, 
Maenhoudt would first telephone a 
local newspaper and announce that 
the “Phantom Burglar” had broken 
into a house or, more frequently, a 
jewelry store. He would then hurry 
around to police headquarters and 
get himself assigned to investigate 
the case. Like a real trouper, he 
didn’t stick to one _ stereotyped 
routine, but varied it by occasion- 
ally omitting the “phantom” call or 
the investigation. 

One thing he did not vary, how- 
ever, and that was a sizeable haul 
from each victim. The law did not 
catch up with him until after he had 
resigned from the police force, ap- 
parently convinced that his job kept 
him too long away from his hobby. 

Police officials, looking sheepish, 
we're sure, announce that the case 
has broken all previous records in 
regard to the number. of ,burglaries 
as well as the audacity of the burg- 
lar. 
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How Much—How 


AN address by Maurice Salper, of Joseph Salper & Co., jewelry whole- 
salers in Newark, N. J., at the annual meeting of the New Jersey Retail 
Jewelers Association on November I!. As the title suggests, Mr. Salper 
presents the results of a study among manufacturers of jewelers’ merchan- 
dise to find out just what retailers may reasonably expect in the way of 


deliveries of goods in the months immediately ahead. 


HAVE been asked to speak to you on a subject that 

is unquestionably foremost in your thoughts today— 
“How much—How soon?” In order to answer that ques- 
tion intelligently and with some measure of accuracy, we 
must analyze various factors affecting our industry in 
relation to the over-all picture of world conditions. Real- 
izing the need for an authoritative basis for my remarks, 
I sent letters to the manufacturers of those items dis- 
tributed by us, requesting that they tell me the problems 
confronting them together with their opinions as to what, 


and when, the ultimate solution. will be. I am happy to - 


say that everyone of my letters was answered and I shall 
quote freely from them to pass on to you first hand infor- 
mation from the men who make, or import, the articles 
you sell. 

Let me say at the outset that I requested no informa- 
tion, and have none about either watches or silverware, 
and shall confine myself to those articles of jewelry 
which we distribute—gold-filled items, watch attach- 
ments, pearls, precious and semi-precious stones, and 
diamonds. 


LABOR SHORTAGE LARGEST PROBLEM 


Considering the industry as a whole, we are immedi- 
ately confronted with a gigantic stumbling-block to nor- 
mal production—labor. Many of us have had the naive 
impression that once the war was over, and war plants 
either closed or reduced to skeleton force, men would be 
eager to accept positions again which they had had in 
the pre-war era. We thought labor would have been con- 
cerned about their future unemployment and would have 
been grateful to an industry that welcomed them with 
open arms. 

Unfortunately, this was not the case. Former war 
workers are not willing to go back to foot-presses—to 
longer hours—to smaller pay. Most important of all— 
and this is a fact we must face—they are loath to return 
to an industry that does not hold out “job-security” to 
them. In a conversation with a prominent maker of 
gold jewelry, I was told frankly that the jewelry manu- 
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facturer does not give any security to labor—that men 
are hired for the peak seasons and laid off for the slack 
seasons. He further stated that as long as jewelers will 
continue to buy seasonally, this situation cannot be rem- 
edied. We are not here today to discuss labor; but I do 
mention this condition so that you may have a better 
picture of conditions as they now exist. 


PROBLEM NOT A LOCAL ONE 


This reluctance on the part of labor to return to the 
jewelry field is not a local one. It is affecting every 
jewelry center. In the conversation I cited a moment 
ago, the labor shortage occurs in Newark, New Jersey. 
A prominent importer of precious and semi-precious 
stones from New York writes: “Some of these experi- 
enced jewelers will not go.back to the jewelry industry 
as they claim they can earn more in other industries.” 
In Providence, R. I., the situation is graphically ex- 
pressed by a prominent producer. “Believe it or not, 
manufacturers are in worse shape today than they have 
ever been since the start of war. This condition is caused 
primarily by the lack of skilled labor. As an example, 
since V-J Day we hired 44 people, and were forced to 
let 34 go. While these 34 people were in our employ, 
they ruined valuable stock for which we had been waiting 
from our sources of supply for some time. From this 
you can see that we were far worse off, by having hired 
these people, than if they had never been in our employ 
at all. In the jewelry industry we need skilled help, 
and many of our workers who were formerly good jewel- 
ers, and later went into defense work, have seemed to 
have lost their touch, and it will be many months before 
they will be back again in their normal groove.” 

From Attleboro, Mass., another important manufac 
turer writes: “As we see the picture, our manufacturing 
problem is boiled down to one obstacle and that is labor.” 
Thus, the situation exists today of labor shortage in the 
foremost jewelry centers of the United States and with 
what hope of a solution only the future will tell. 

From this general picture of production problems, let 
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ys turn to specific lines. Aside from watches, probably 
the one item in greatest demand today is expansion 
watch bracelets, together with other types of watch at- 
tachments. Throughout the war, this merchandise was 
shipped to distributors on an allocation basis. It became 
the distributor's problem to give an equitable amount 
to all of his accounts. Very often in the past, a ship- 
ment containing one watch bracelet was received by you. 
A package of three was a fair amount—and if you ever 
received six, it was a gift from the gods! Add to this the 
increasing demand for them, and you approach a prob- 
lem of real concern to all of us. 


pAW MATERIAL SITUATION STILL CRITICAL 


The president of one of the largest manufacturers 
writes: “One of the most critical problems that we and 
other manufacturers in our field are facing is the raw 
material situation. Deliveries of raw material in the 
gold-filled industry are running 14 to 16 weeks behind, 
which you can readily see retards the production of all 
types of gold-filled jewelry.” Further on in this same 
letter he says: “The situation in the gold-filled industry, 
I believe, sums up to this . . . merchandise will be very 
critical the balance of this year, and due to the fact that 
all reports point to one of the greatest Christmas volumes 
in the history of this country, most wholesalers’ and re- 
tailers’ stocks will no doubt be cleaned out of all stand- 
ard merchandise by the end of this year. I believe the 
raw material situation will remain critical into next 
year, and therefore there will be a shortage of standard, 
trade-marked merchandise during the first part of the 
year at least. As for our own company, sometime the 
latter part of the year, we will send a new allocation for 
the first three months of 1946, and we believe it will be 
necessary to repeat this for the second quarter of 1946. 
After that time, we hope to be able to fill orders as 
received from wholesalers. However, we will continue 
to allocate our production until we feel certain that we 
can fill adequately all our distributors’ orders.” 

The head of another important maker of watch bands 
states: “The first point to consider is the labor situation, 
and in this particular matter things have improved very 
little. Despite the many reports in the newspapers con- 
cerning layoffs of workers, a good many of them are not 
yet taking on peace time jobs. Thus, with relatively 
little more labor than in war time, there is at present 
very little change in the production volume. It is hoped 
that the labor supply will improve as we go into the fall 
and that a somewhat better production picture will re- 
sult, As a whole, no very marked improvement is looked 
for this year since there is also the raw material supply 
to consider which is as yet quite tight and will not, from 
Present indications, improve very radically for some 
time. If the demand next year should be as great as 
it has been, there is the possibility that it will not be 
very easily supplied by manufacturers, and there may 
be spots where the supply will lag behind the demand. 
This, however, is something no one can foretell just 
now.” 

Summing up the conclusions of these two of the fore- 
most producers of watch attachments, we are met with a 
gloomy future. We can be fairly certain that for an- 
other nine months, unless there are radical changes 
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which do not seem likely, all distributors will continue 
to receive their watch bracelets on an allocated basis. 
This must mean that you will find yourselves constantly 
short of this merchandise until at least the fall of 1946. 


NO SHORTAGE OF KARAT GOLD 


In the karat gold field, there is no shortage of raw 
material. Here the problem is purely and simply a 
shortage of skilled labor in the face of greater demands, 
and more pressure from wholesalers than at any time 
during the war. In addition to this greatly increasing 
demand for gold jewelry, there is still the problem of 
war contracts. According to the latest report from the 
Quartermaster’s Depot, there are 23 million medals yet 
to be made and the Government is pleading with jewelry 
manufacturers to fulfill this need. 

Leonard Shiman, Vice-President of the Shiman Mfg. 
Co., with whom I discussed this situation, explained sev- 
eral problems which the manufacturer is facing. He 
said that the retailer today is no longer accepting over- 
priced merchandise he may have felt forced to buy dur- 
ing the war. He is insisting on the normally priced 
merchandise. Consequently, their distributors are de- 
manding jewelry far and above what would normally 
be expected. As a matter of fact, the demand is so 
great that he feels, as far as his company is concerned, 
they will have to maintain their quotas for almost a year. 


Another point brought up in discussion, and it is one 
that merits much consideration, is that of excess-profits 
taxes. Manufacturers have done a large amount of 
business—so large, that they have passed the point of 
diminishing returns—andy beyond the absolute obligation 
to fill the quotas already established, they are very loath 
to exert any extra pressure on their production schedule. 
As business men, we can readily realize the force of that 
objection. None of us is working for the sheer joy of 
work. 


‘STONES INCREASINGLY DIFFICULT TO GET 


Now let us turn to stones—imitation and synthetic, 
semi-precious and precious. Despite their prices, and 
during these past four years they have jumped beyond 
control, they are becoming more and more difficult to get. 
I have written to several prominent stone-dealers about 
this situation and the answers I have received from them 
have been interesting. 

One importer has this to say: “The situation is simply 
this. Old stone stocks of the stone-dealers have been 
used up. Stone-dealers had to find new sources of supply. 
These new sources, while costing considerably more, are 
far more satisfactory. The stones are plentiful, but we 
are not able to get the variety or colors we used to sup- 
ply, and some types are just impossible to get. If the 
manufacturers will realize this and plan their products 
around the stones now available, there will be no clog- 
ging of production due to stone shortages.” (When I 
mentioned this to one manufacturer, he replied: “But ~ 
the retailer is getting sick of onyx!’’) 

As to “How Much and How Soon,” we can again ex- 
pect shipments through the regular sources of supply, is 
anybody’s guess. The consensus is about one and one- 

(Please turn to page 236) 
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Christmas season in years . . . because 
his favorite ‘‘surprise’’ is here again! The 


. one and only 1847 Rogers Bros. ...a 


topper on gift lists for generations back! 


For you, it’s a BIG opportunity. To 
make your store headquarters for lovely 
1847 Rogers Bros. designs. To lay the 
foundation for a solid, profit-rich future 
with this 98-year leader in the field! 


Your customers will call it wonderful, 
too. At last, they can own the beautiful 
1847 Rogers Bros. design they’ve longed 
for . . . show ‘‘America’s finest silver- 
plate”’ to friends with such pride! 


[} ; 
We, you may be sure, are beaming over 
the whole idea. It’s good to be turning 
out 1847 Rogers Bros. in all its beauty, 
and we’re speeding ahead with produc- 
tion! For orders that just can’t be filled 
immediately, we suggest you use the 
‘Preferred Reservation Plan.’’ Keep 
your “‘Back in Business’”’ merchandising 
aids busy, too. And in the meantime... 
a very merry “‘silver Christmas” to all! 


1847 ROGERS BROS. 
CAntuiad Ofinen Mlwylide- 


International Silver Co., 


Meriden, Conn. 
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Publicity Board, discusses the proposed program to 


stimulate retail jewelry sales in the pestwar era. 


N a very short time you and I—all of us—will be 
ble by the Jewelry Industry Publicity Board 
an opportunity to share in the underwriting of an in- 
surance policy that has one major objective: that of 
keeping retail jewelry sales volume at a high level in 
the years immediately ahead. 

This opportunity to insure our future, from a sales 
viewpoint, in the highly competitive years which lie 
ahead, comes as a result of a series of highly scientific 
studies conducted for the industry by the Institute of 
Public Relations, one of the outstanding organizations 
in the field of industrial counselling. In addition to 
conducting certain studies itself, the Institute engaged 
Elmo Roper to do a comprehensive survey of the gen- 
eral public on questions and attitudes important to 
every retailer of jewelry merchandise. Once the facts 
were in hand, the Institute was then able to prescribe 
the course our industry should take. That course is the 
insurance policy with which this article deals. 

This insurance policy calls for a coordinated program 
of research, merchandising, advertising and public rela- 
tions activities that will be systematically carried on, 
day in and day out, and that will be backed up and paid 
for by all elements of the family of jewelry industries. 

The program will concern itself with a number of 
activities of direct help to retailers. There will be 
persistent national advertising that will stimulate desire 
to own jewelry store merchandise, and that will show 
the giver of gifts (and that means practically everyone) 
that the most appreciated gifts are gifts selected from 
jewelry store merchandise. Specifically, this gift ad- 
vertising would aim to get the public to purchase in 
retail jewelry outlets at least one of the two or more 
gifts the average person usually buys between 
Christmases. 

Merchandising, advertising and promotion kits will 
be furnished retailers who associate themselves with 
this effort, and these retailers as well as other members 
will be identified by insignia known in the trade and 
which will become known to the public. In these special 
kits will be portfolios of ideas for special promotions ; 
there will be window display and interior store display 
ideas for all types of stores. Ideas that big stores can 
adapt to their special needs; ideas that small stores may 
want to use ‘‘as is.”’ 
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w. Waters Schwab, Chairman of the Jewelry Industry 





W. WATERS SCHWAB 


These are but a few of the specific helps to be given 
participating retailers under the proposed program, 
which has been given in principle the unanimous ap- 
proval of the representative group comprising the Steer- 
ing Committee of the Jewelry Industry Publicity Board. 

The job of getting financial backing for this program 
is one of considerable responsibility and magnitude. 
Also, it presents some complexities—more of these, per- 
haps, than has ever been the case in any other industry’s 
cooperative promotional campaign. Not because of the 
amount of dollars involved (a million dollars a year 
for a minimum period of three years), but for other 
reasons. 

Another reason is this: we are not made up of a few 
producers of one type of product, we are silverware 
manufacturers, watch manufacturers, domestic and for- 
eign; importers and assemblers, workers in gold, plati- 
num and other metals, dealers in and retailers of all 
these things plus pearls, costume jewelry, synthetic 
stones, and other merchandise of value and utility such 
as clocks and fountain pens. 

That’s why the job—the very necessary job—of get- 
ting widespread participation in underwriting this 
jewelry industry sales promotion program takes on 
considerable magnitude, magnitude that makes the job 
a truly tough one for any group or committee to handle 
unaided. 

Important as a strong desire for an industry-wide pro- 
motional program may be and is, desire alone is not 
sufficient to get the ball rolling. All businesses in all 
branches of our family must want the program—must 
“talk it up” to their suppliers and even to their com- 
petitors. More than that, “talking it up” must aim not 
just for armchair approval, but for positive action to 
put the program to work. 

Wanting the program, and talking about it to every- 
one, will do two jobs: (1) speed the day when we can 
put the plan into action, and (2) keep each participant’s 
ultimate financial contribution at a very low figure. 
Ge. ws 

Let’s all sell the plan—to our competitors, to our 
suppliers, even to ourselves, and thereby hasten the 
day when we go into action as an industry with a target 
well defined and the bullseye in our sights. 
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Photography Gives Versatility 
To Window Display Backgrounds 


HERE are many mediums and materials which may 

be used in window display to achieve its purpose 
of associating merchandise visually with the atmosphere 
and ideas which make it sell. Some are so elaborate that 
they may outshine the merchandise in interest and atten- 
tion value. Others are so obvious and have been used 
so frequently that they have lost their value. 

There is one medium, however, which it seems to me 
is particularly applicable to the jewelry store and that 
is photography. Thoughtfully used, it can be extremely 
dramatic and attention-getting and yet can generally 
be depended upon not to “steal the show” from the 
merchandise, as more colorful prints and paintings fre- 
quently do. It is readily adaptable to the requirements 
of the particular display and has a “realistic” appeal 
difficult to achieve in any other way. In spite of all 
this, it has not been used generally enough to appear 
hackneyed. Still another point in favor of its use in 
this way, is the fact that photography has rapidly be- 
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by VIRGINIA DIXON 


come a number one hobby in this country and a more 


enthusiastic following could not be found for any ama 


teur interest. Shutters click on all sides and camera 
clubs, camera magazines, photographic exhibits and 9 
on, flourish throughout the country. 

The accompanying illustrations indicate some of the 
ways in which photography may be used effectively im 
jewelry store display. In the first, a photographic por 
trait of a pretty girl has been enlarged, mounted on 
beaver board and the head cut out. A fabric covered 
frame is placed around the picture at an angle from the 
window background. Jewelry is pinned to the frame 
and placed on the small pad to its left. Slender wooden 
dowels, painted white, are secured to a base and form 4 
decorative unit. A smaller frame is attached to the 
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dowels and may be used for additional pieces of jewelry 
or for copy. The jewelry which the girl is wearing 
may be part of the photograph or, as in this case, may 
be actual pieces attached to the cut-out. Here, a string 
of pearls was hung around her neck and a pearl ear- 
ring was put in place through a small hole drilled in the 
beaver board. 

Another use of a portrait photograph is shown in the 
second illustration. Here the head was not cut out, but 
the whole portrait. was framed flat. Jewelry is shown 
on small fixtures directly in front of the picture. A 
few pieces of jewelry may be attached to the frame as 
shown, or it may be left plain. Incidentally, the same 
frame was used in both displays, showing the versatility 
of a simple fixture. 

Photographic portraits, such as these, have a realism 







Photographs are an effective display 
medium for the jewelry store, giving 
that “realistic”? appeal that is not 


Possible to achieve in any other way. 


In this display the portrait of a pretty girl 
was not cut out but instead, was mounted and 
framed flat. Jewelry is displayed in front of 
picture and small pieces pinned to frame. 
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and human interest that fashion sketches generally 
lack. They relate the merchandise directly with its 
use—demonstrate dramatically its wearability and fash- 
ion rightness—and subtly hint to Milady that she can 
appear equally charming and stylish by wearing the 
same jewelry! 

In the third illustration, the photographic background 
is made into a sort of fixture by cutting slots in the 
mounted flower spray photograph and inserting small 
shelves of lucite or glass on which merchandise may be 
placed ; in this case, water tumblers. A pitcher and other 
items of glassware are arranged ona fabric covered 
elevation and floor pad. With such arrangements as 
this, almost any desired atmosphere may be evoked for 
your merchandise . . . dining scenes with silverware . . . 

(Please turn to page 240) 


The photographic background 
used in this display is utilized as 
a fixture with small shelves of 
lucite or glass inserted into the 
background and used for the dis- 
play of the pieces of glassware. 
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Wholesaler Is Key To 


New Questions Of Distribution 


Post-war distributive problems arise from need to facilitate 


greatly expanded flow of goods from manufacturer to retailer. 


By their services, wholesalers can synehronize this operation. 


by DR. R. S. ALEXANDER 
Associate Professor of Marketing, 
School of Business, Columbia University 


eat business is at grips with the problems 
of post-war distribution. These problems arise in 
large part from the need to distribute a vastly increased 
volume of goods. If the firms which have expanded 
their production capacity during the war are to operate 
profitably after the military demand is withdrawn and 
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if the general prosperity upon which the welfare and. 
profit of every business concern depends is to be main- 
tained in the post-war period, the distribution system 
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a 
must be geared to market goods in quantities undreamed 


of before the conflict began. 


One of these problems centers around the channels of 
distribution that shall be used. While each supplier 
must decide primarily on the basis of his own self- 
interest, whether to distribute through wholesalers or to 
sell direct, it also behooves him to give careful thought to 
the general interest of the trade to which he belongs and 
upon whose soundness and vigor his own ultimate wel- 
fare so completely depends. If his decision weakens the 
trade, it will soon jeopardize his own welfare. 
sidering this matter, therefore, he will be wise to review 
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the activities of wholesalers and appraise the value of 
their services to him and to the trade he and they serve. 

Of course, it is understood that some products are of 
such a nature that they cannot be distributed through 
retail stores generally, but must be sold through only a 
few which cater especially to the type of consumer buy- 
ing those products. For example, this is true of a very 
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highly specialized article which appeals to only a limited 
group of people, either because of its high price or be- 
cause for some other reason only a relatively few people 
are potential buyers. It might also be true in the case 
of a manufacturer whose total production is so small 
that a comparatively few retailers will take it all, and 
who is satisfied to have it remain that way. It is obvious 
that products in such classifications must be sold through 
a limited number of retail stores in selected centers. 
None of the implications of this article, therefore, apply 
to the manufacturer who specializes in making such prod- 
ucts or to the retailer who sells them. 

The wholesaler is a middleman. As such he has the 
task of tieing together two important elements in the 
economic system which, without his correlating influence, 
could not function as effectively, either in producing 
goods, in distributing them or in making profits. 

The wholesaler performs this task by offering a means 
of contact between manufacturers and retailers who are 
physically separated. 


MANUFACTURERS ARE CONCENTRATED 


The manufacturers of jewelry, like those in most 
other industries, are concentrated in certain sections of 
the country. Almost half of them are in New York City; 
80 per cent of those listed in the Board of Trade Red 
Book are in the three southern New England states, 
New York, Pennsylvania and New Jersey. Even those 
who operate braneh sales offices and stock rooms cannot 
afford to scatter their branch outlets over the country 
with any degree of completeness. Of the sales outlets 
(including both factory offices and branch sales offices) 
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distributing 
through branch houses, 87 per:cent are located in eight 
cities—New York, Chicago, San Francisco, Los Angeles, 


maintained by jewelry manufacturers 


Attleboro, Boston, Philadelphia and Providence. The 
largest number of branch houses maintained by any 
manufacturer of items sold by jewelry retailers is ten, 
and that is by a producer of optical goods. No maker 
of watches and clocks has more than five branch sales 
houses or offices; most direct-selling jewelry manufactur- 
ers have four or less apiece. 

The jewelry retailers, on the other hand, are widely 
scattered. Whenever people have money to spend and 
the desire for “nice things,” there are jewelry retailers. 
As a result, long distances lie between many of them 
and the manufacturers from whom come the goods they 
The wholesaler’s function in this intervening space 
is to maintain contact between the two groups. 

The charts that accompany this article picture the 
way in which the wholesalers of the country serve as 
links to joint the manufacturers and retailers of certain 
jewelry products. In each chart, the states have been 
arranged by districts, from east to west, to bring out 
the fact of the concentration of manufacturers in certain 
areas. (All listings are from the Board of Trade Red 
Book.) In the case of each product, or class of products, 
the manufacturers shown include both the home factories 
and branch sales offices and storerooms ‘of the firms listed 
in the Red Book, as making the product in question; the 
wholesalers shown are the general line houses, plus the 
firms listed as specializing in the product; the retailers 
shown are all of those listed in the Red Book as retail 
jewelers, whether “cash” or “instalment.” 


sell. 
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The separation in space between the manufacturers 
and the retailers who sell their products results in a 
separation in time between them which must be shortened 
if distribution is to be efficient. It takes much longer to 

(Please turn to page 242) 
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Designed to Make Selling Easier 


Wartime merchandising presented many problems to the retail 


jeweler but from this experience he has gained much valuable 


knowledge that is being put te good use in new store design. 


HE experiences of wartime merchandising have 
played an important part in the design of the new 
Proctor jewelry store in Fresno, California. 

Operating a similar store in San Jose, P. R., Proctor 
and Irvin Weiner have made a specific point of listing 
all physical and managerial difficulties which cropped 
up during the conflict—and “eliminating them in ad- 
vance” in designing their Fresno store. “Until Pearl 
Harbor we believed that our San Jose store was about 
the last word in jewelry retailing,” Mr. Weiner smiled, 
“but operating under war pressure, with less merchan- 
dise and less help to meet a vastly bigger market, we 
learned that many improvements could be made. All of 


them that have proved to be practical are incorporated 
in our new store, to make peacetime selling as pleasant 
and easy a job as possible for both customer and mer- 
chant.” 

Occupying the most prominent downtown corner in 
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the San Joaquin Valley city, Proctor’s is a large store, 
built to feature gold, silver, diamonds and watches with 
supporting lines of gifts, china, stemware and leather 
goods. As the first management step, all stock has been 
“simplified” down to strict jewelry-store items which 
aren't sold competitively in surrounding department 
stores. 

As shown in the accompanying photograph, the build 
ing exterior combines white decorative plaster and light 
red brick—something of a new departure in exteridt 
treatment. The entrance is at the corner and is set well 
back from the sidewalk under a stainless steel marquee, 
providing a shortcut by which passersby can angle acros 
the corner—thus exposing them to the main window 
display, which is actually an “exterior showcase.” 

The war-taught ideas begin with the exterior facade— 
which as shown is entirely brick-faced with plaster insets 
above the display windows with the name standing ott 
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in stainless steel letters against the white background. 
“We will never have trouble in modernizing our exterior 
appearance,” Mr. Weiner said, “since the brick can eas- 
ily be covered with architectural glass, metal facing, or 
stained a different color. The brackets for adding or 
changing to any facing that we desire, are already built 
in, so that we can change the outer shell without making 
any structural change in the original facade. Since we 
believe in frequent appearance renovation, this is an 
important point.” 

Similarly, the white plaster framed by the red brick 
sections can be renewed with nothing more than a bucket, 
brush and ladders to guard against dinginess or fading 
of the contrasting white. It will thus be possible to 
completely change the exterior without tearing anything 
out or removing glass. 

The second consideration was window display size. 
“We had a lot of trouble with wartime windows since 
we did not have enough stock to get them well trimmed,” 
Mr. Weiner explained. “I believe the average jewelry 
store windows are too large and ruin too much merchan- 
dise exposed to the sun. Therefore our new store was 
built with very small windows which are individual 
shadow boxes and require far less work to trim and 
maintain, as well as providing a more effective display 
setting for the merchandise. As shown, there are five 
small windows on the left side, each five feet wide bv 
three feet high, and two of similar type, though some- 
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what larger, at the front, with no partitions or separa- 
tions. Each window is actually a tiny stage, and is so 
arranged that 20 per cent of the merchandise which 
was required to dress a window in the other store is 
enough here for an effective display. 

“The backs of the five windows are small inset display 
niches lined with ‘shadow mirrors’ along the interior 
wall cases of the store. In order to get into the window, 
it is necessary only to detach an invisible hook, and the 
entire niche (which has two glass shelves for gift sug- 
gestions) swings out, thus opening up the back of the 
window. Every inch of window space is within arm’s 
length reach. 

“‘We have seen a lot of merchandise fade or be other- 
wise damaged by sun heat,’ Mr. Weiner observed. 
“Therefore all the glass in all windows is ‘solar glass’ 
which excludes infra-red heat rays entirely. No heat is 

(Please turn to page 246) 















The display case for flatware has 
tilted trays and knee space under 
the display top allowing seated 
customer close inspection of goods. 





by ROBERT A. LATIMER 


Small display-niche cases like these along 
the wall of new Proctor store swing open 
and are revealed as back of display windows. 








he 
en 












In featuring the doubly | sel 
ring ceremony in numer. 
ous ways, Mrs. Abbot of 
uses picture of happy § to 


seal : couple, sometimes ; 
Ris the bride herself, Th a 
longus. same picture may sery 
by STOWEE under a number of di. an 
ferent catchy headline. to! 
Curmen = 
ray - 
ene ag a be 


* 


a 
Dorsue-hive 





by EVERETT M. SMITH 








Personal, Feminine Touch 
Gives Their Ads Appeal 





ERSONALITY in jewelry ads—plus the feminine 
touch. 

That’s the formula which Mrs. Elsie R. Abbott, ad- 
vertising manager at the A. Stowell Company, Boston, 
set up for herself when she took over this position six 
years ago, and which she follows today with marked 
success. 

Since the majority of jewelry customers are women, 
it was believed only natural that the feminine touch in 
advertising should appeal to them. 

Tn addition, there’s the ‘personal touch”—by the in- 
troduction of pictures of people, hands, arms—almost 
anything to make the ad “live.” The copy, also, -is re- 
fined and conversational. 

Mrs. Abbott makes her own selections of merchandise 
to feature, plans her own layouts, and clips and pastes 
the pictures and slogans which appear frequently in 











The same slogan may serve to headline differ- 
ent ads as shown here where the copy is keyed 
in one instance to the returning veteran and 
in the other advertisement to Mother's Day. 
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her copy. She does all the copy wriung, visualizing the 
entire ad from start to finish, 

As she turns out her copy, she likes to think of her- 
self “talking to people across the counter,” with much 
of her copy keyed to young couples. For, when it comes 
to engagement rings, for instance, it’s mostly young 
couples who come in to make the selections. 

Through it all, however, there's a quiet air of dignity 
and refinement which all build for confidence in a cus- 
tomer’s thoughts. Stowell’s is an old, reliable firm— 
founded 123 years ago in 1822, the year in which Boston 
became a city. 

Many of Stowell’s ads are definitely designed to ap- 
peal to young couples—designed to make them feel 








Dressing up ad showings of 
tings and bracelets by the 
use of feminine hands and 
arms, is one feature of the 
Stowell jewelry advertising 

at brings a "personal and 
feminine" touch to the copy. 
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welcome at the store, to get them to come there early in 
their lives, and start out with the better things. Effort 
is made, too, to impress upon these potential customers 
that it is no more costly to buy the more reliable types 
of merchandise. 

Mrs. Abbott brought with her to Stowell’s a fashion 
background of several years spent with a large Boston 
department store. There, she was employed.in “ready- 
to-wear” advertising. Such a background is very help- 
ful, in fact, almost essential, it was explained, since one 
has to treat jewelry as only a part of a customer’s entire 
costume, 

Persons handling jewelry advertising should keep up 

(Please turn to page 248) 


A bit of human interest to make her ads 
*‘live,’’ plus copy on the conversational 
side, is successful advertising formula 


of Mrs. E. R. Abbott. of A. Stowell Co. 


To help customers make their silver selec- 
tions, a standard six-piece place setting 
is featured in all of Stowell’s silverware 
ads. Available patterns are also pictured. 
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The Teehnique of 


Salesmanship 


With the renewed emphasis upon salesmanship, this series of 


articles, of which this is the third, is designed to help both 


the merehant and his sales staff in developing those qualities 


mecessary to do a successful and competent selling job. 


by KARL S. BOWMAN 


Chapter IIT: 


IGH on the list of requirements for the retail 
jewelry salesman is the easy and habitual use of 
good English. Crude or ungrammatical expressions and 
slang phrases are entirely out of place in talking to cus- 
tomers, and nowhere more so than in a jewelry store 
where the whole atmosphere should be one of refinement. 
Even though the customer may himself be uneducated 
and make errors in his own speech, he will unconsciously 
have a greater respect for you, and place you on a higher 
plane if you speak grammatically. While, if he is an 
educated person, crude and careless speech will grate 
upon him and unconsciously repel him. 

It’s not merely a matter of the amount of formal edu- 
cation you may have had. We’ve heard college graduates 
whose everyday conversation sounded as though they’d 
never learned even the elements of English grammar, 
and other men who may never have gone beyond the 
fifth grade of elementary school but whose speech is that 
of cultured gentlemen. 


GOOD ENGLISH A MATTER OF HABIT 


Given a knowledge of the rudiments of grammar, the 
use of good English is mostly a matter of habit, and the 
surest way to acquire that highly desirable habit is con- 
stant association with people who, themselves, use good 
English habitually. If you are accustomed to being in 
the company of people who speak correctly—and espe- 
cially if you at first try to pattern your speech after 
theirs—you will find your own grammar and vocabulary 
improving. And what is more, grammatical speech will 
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Good English 


become such a habit that you’ll employ it unconsciously 
without having to stop and think before putting a thougl 
into words. 4 

Just as we can fall into careless habits through con | 
stant association with ignorant people, so we can fal 
into good habits by associating with those whom we Wil 
to resemble. 

Reading good books, noticing the author’s choice 
words (especially if you look up in the dictionary 
whose meaning you don’t know), and observing the Wa 
he puts them together into sentences, are also helpful 
acquiring the habit of good English. So, too, is listent 
attentively to good speakers with particular attenti 
not only to what they say, but how they say it. 

Even better is to take a course in public speakif 
where you not only will hear, but even more importa 
will have to practice the use of good speech. In addit 
to the value of this practice under competent supervisil 
in the use of correct English—and practice, after all 
the best teacher—public speaking will help you to i 
crease the effectiveness of your manner in addressil 
the customer. 


PUBLIC SPEAKING BUILDS VOCABULARY 


Public speaking helps you to build up your vocal 
lary, to look straight at the person to whom you 
talking and not to mumble, or let your voice fade out 
the last two or three words of a sentence, making? 
necessary to repeat what you said because the other f 
son did not understand. 


FU 
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It teaches you to speak slowly and enunciate each 
word plainly. It accustoms you to express yourself 
fluently and to use the proper words to convey your 
thoughts to another person so that there is no doubt in 
his mind as to what you mean. 

Your course in public speaking will teach you to pick 
out some simple word that is not frequently used by the 
average man, study it thoroughly, learn its exact mean- 
ing and then use it in your general conversations the 
next day. 

Doing this each day, you will find that before long 
you will have a good sized vocabulary of excellent words 
at your command. You will be surprised how this will 
help you express yourself much more fluently than ever 
before. 

That will also help you to keep from getting into a 
grammatical rut. You will no longer have to use the 
same old worn out phrases and words day after day. 

There are many other important things that a course 
in public speaking will teach you but we cannot begin 
to enumerate them all here. There are too many other 
points to cover. 


LOCAL CLUBS AFFORD PRACTICE FIELD 


For instance, along with this study, it is a good idea 
to join some service club, like Rotary or Kiwanis or 
Lions. There is also the speaker’s club at your local 
Y.M.C.A. or the Toastmaster’s Club. 

In any of these, you will have an excellent opportu- 
nity to get on your feet and talk. Take advantage of 
it, if only for the practice it affords. If you become good 
at it, the rest of the club will notice it soon enough and 
before you realize it you will be making impromptu talks 
in the club as well as in other organizations. 

This, of course, necessitates thinking while on your 
feet, the same as you must do during a sale and it is the 
best practice you can get. If you go through with this 
program, you will find it easier and easier every day, to 
talk convincingly to customers and sway them into 
buying. 

Another important point is to cultivate the proper 
expression in your voice. If you want to find out how 
important this is, go to your local manager of the tele- 
phone company and ask him for some information on 
the subject. 

He will tell you how they spend thousands and thou- 
sands of dollars to improve the voices of their operators, 
and in showing business men how they can improve their 
businesses by simply putting the right expression into 
their voices when talking. 

The telephone company has even gone to the expense 
of having a “talkie” made, that they will show to any 
group of people, free of charge, explaining this fact— 
this important part of talking. , 

If the telephone company thinks that this “smile in 
your voice” is as important as this, surely a salesman 
should recognize the value of developing it in himself. 


EXPRESSIONS TO BE AVOIDED 


And now just a word or two about a few specific 
phrases and expressions that may not be forbidden by 
the rules of grammar, but that should be avoided. 

Do not use trade terms like “item,” “number,” “line,” 
and “price range” when talking to a customer. To you, 


198 








KARL S. BOWMAN 


Well. qualified to speak on subject of salesmanship 
having had a background of 25 years of personal ex- 
perience selling in both retail and wholesale fields. 


or to the manufacturer, a certain ring may be a “num-| ) 
ber,” but to the customer it’s a “style” or a “model.”” 
Don’t say, “This is a good number.” Say, instead, “This 7 
is a beautiful style.” ' 3 

Do not refer to any part of your merchandise as § 
“line.” Do not say, “Our line of rings.” Instead, say, § 
“Our selection of rings.” Do not say, “We have these | 
models in this price range.” Instead, say, “We have 
these models at these prices.” . 

In short, put the customer at her ease by avoiding ~ 
trade expressions, and use instead the kind of words — 
that she will know and understand. 

As far as possible, say “we’’ rather than “I.” We have 
often heard a salesman say “Shall I order that ring for 
you?” “May we order that ring for you?” would be 
much better. It is not your own merchandise you are 
selling, but the store’s. 

Never use the old worn out phrases—“You know what 
I mean,” or “You understand?” or “see,” after making 
a statement as—‘‘You know what I mean, I can put this 
strap on the watch for you, see?” Silly, isn’t it? If 
you've expressed yourself clearly, of course the customer 
will understand, and adding “see?” won’t make it any 
plainer. 

Watch the little niceties of speech. For instance, we 
often hear salesmen using the word “got.” Instead of 
saying, ‘““We’ve got that same watch with a black dial,” 
say, “We have that same watch with the black dial.” 
Those little differences are the mark of the educated man. 

A still worse offense is the use of speech expressions 
as “What?” or “What did you say?” or just plain 
“Huh.” Always say, “I beg your pardon,” if you have 
failed to hear or understand what the other person has 
said. . 

The list could be expanded, but those few examples 
will serve to illustrate the point. 

(To Be Continued) 
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WORLD'S GREATEST LIGHTER 














RONSON “Whirlwind” 
With Disappearing 
Windshield. 


RONSON “Crown” 
Table Lighter. 
Exquisitely modeled in 
rich silver plate. 


Al INCREASINGLY AVAILABLE 














Faster and faster, we are increasing supplies of RONSON plate .. . are once again proving themselves irresistible to 
Lighters—to keep pace with consumer demand! an eagerly buying public. | 

It’s a tough job, too. The overwhelming preference for All feature the world-famous, one-finger, one-motion, 
RONSONS ... registered in surveys among ex-servicemen patented RONSON action ... Press, it’s lit! Release, it’s out! 
and civilians alike . . . is boosting sales to sell-out speed. We are sparing no effort to 

Fast-moving, as expected, is the RONSON Whirlwind, speed up reconversion . . . to en- | ’ 
with disappearing windshield ... which made such an out- able us to supply RONSONS as al & 
standing reputation on every fighting front. rapidly as possible to our good 

The RONSON Standard, too... and the RONSON friends in the Trade who have 
Crown, a table lighter exquisitely modeled in rich silver been waiting so patiently for them. 


OVER 14 MILLION RONSONS HAVE BEEN SOLD 


*Trade Mark 
RONSON ART METAL WORKS, INC., NEWARK 2,N. J. 
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Myron Porges, manager of the Rudman & Gottberg store, Pocatello, Idaho, 
believes that attractive windows are the jeweler's best advertisement, 





Says Jewelry Sales Due For 140% Inerease 


Centrary to widely held opinion that pestwar competition 
of other products will cut inte jewelry sales, this Idaho 
jeweler is optimistic on future outlook of retail business. 


ee HE retail jewelry business will see an increase 
of 140 per cent of pre-war volume during the first 
five to eight years of the post-war period.” This is the 
opinion of Myron Porges, Pocatello, Idaho, jeweler, 
when he was interviewed recently while vacationing in 
New York City. 

To arrive at the 140 per cent figure, Mr. Porges took 
100 per cent as the normal pre-war business. He based 
his assumption on two points: 

(1) People are more jewelry-conscious than ever 
before in jewelry history. 

(2) Higher prices now in effect. 

About 90 per cent of the average run of people, says 
Mr. Porges, according to his experience, love watches, 
diamonds and jewelry, in general. And given the means 
to purchase them, they place those commodities at the 
top of their shopping lists—often even ahead of wear- 
ing apparel. 

Mr. Porges expects this annual increase in unit jewel- 
ry buying power in spite of the fact that all of jewelry’s 
hardiest competitors will soon be back again and that he 
fully expects that all surplus funds, such as savings and 
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cashed-in war bonds, to go first for new automobiles, 
radios, electric gadgets, housing, new furniture, and the 
dozens of other war-time commodity casualties, which 
will soon be on the market. 

Mr. Porges believes that this competition can be 
overcome by effective advertising and window display, 
by rendering unusual service, and especially by extend- 
ing long-time credit. Small and easy payment plans 
will do the trick, he feels. 

The most noticeable effect of the end of the war on 
the jewelry business so far, is that already there is 4 
perceptible decrease in volume and a pronounced sales’ 
resistance, with the customer demanding less expensive 
merchandise. 

With the proper sales appeal and advertising aimed 
to create a desire for jewelry, Mr. Porges feels that the 
next few years will see an even more jewelry-conscious 
nation than blossomed during the bonanza war-period. 

(Please turn to page 249) 
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The artist sketched the actual garden reception of a 


young Sergeant and his bride for the new diamond series. 











In the most beautiful and most significant advertising ever run about gem diamonds, servicemen 
and their brides are graciously permitting their weddings to be illustrated and cited. The fact that all 
the service couples so far interviewed already possessed a diamond ring is a noteworthy indication of 
he importance of the diamond engagement ring tradition in their minds. Informational gopy to enhance 
even greater desire for the diamond is running in four colors in leading magazines and newspapers 
thoughout the country . . . will have a tremendous total of 177,104,400 messages. De Beers Consolidated 


Mines, Ltd., and Associated Companies. 
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NE of the most beautiful of the semi-precious stones is the turquoise, the birthstone ff 
December. It is one of the few stones that is a species by itself and has a long history 
being known and cherished with its alternate stone of the month, lapis lazuli, by the Egyptiat 
as early as 4000 B.C. Today it is still valued highly by certain peoples above other gems, amo 
whom are the Navajos of our own Southwest who use it extensively in their beautiful silvé 





jewelry. ' 

Here, Sol Kaufman, noted creative designer, 562 Fifth Avenue, N. Y., has used turquol 
in this group of highly styled pieces, accenting its blue color with diamonds and small round-t! 
rubies in settings of either platinum or palladium. 
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CAPRICORNUS, THE GOAT 
The Sign of the Zodiac for December 

















2” i 
DECEMBER </Wsquotie 


Turquoise is the beloved birthstone for December, 
and for this last month of the year is symbolic of success. 
And Zircon, the alternate birthstone, will soon again be available. 
At this, the first Christmas in many years that we can celebrate in a . 
world released from war, we, at Stone Headquarters, 


wish you Success in all your endeavors. 


A Merry Christmas and a Happy New Year. 





S. NATHAN & CO., INC. 


610 Fifth Avenue, New York 20, N. Y. 
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DIAMONDS 
For the 
Diamond 


Horseshoe 


A fourragere of baguette and emerald-cut 
diamonds accents this formal holiday hair- 
do. Platinum hair is styled very high and 
given body by the addition of a thick braid. 


Titian hair shining with diamonds makes up 
this unusual coiffure by Charles of the 
Ritz. The diamonds are by Van Cleef & 
Arpels as was all the jewelry at the preview 
of opera fashions held at the Ritz-Carlton. 


HE glitter and glamour of opening night at the Met 

was previewed at the Ritz-Carlton Hotel in New 
York just six days before the opera season actually 
began on November 26. Traditionally the most lavish 
evening of the fashion year, openings at the Metropoli- 
tan Opera House had been rather subdued during the” 
war years. The 1945-46 season, however, will prob- | 
ably see the most eye-filling display of jewelry, furs 
and furbelows since the great days of the pre-depression © 
era. ; 
“Diamond Hair-dos for the Diamond Horeshoe” was 
the theme of the fashion show and there were diamonds © 
galore, enhancing towering coiffures and formal decolla- ” 
tages. If this collection of beautiful women, startling” 
hair-dos and magnificent gems did turn up at the Met” 
opening, you can bet that not much attention would be 
paid to the operatic goings-on. 

Unusual though the Charles of the Ritz coiffures were, 
the attention of the audience at the fashion show centered” 
principally about the dazzling display of diamond | 
jewelry from Van Cleef & Arpels. Not only were the” 


A regal tiara of diamonds tops a dignified 
coiffure featuring soft sculptured waves. 
The high waves help balance the headdress. 
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“SEVEN: east FIFTY: FIRST STREET, NEW ED: 


“OWNERS AND CUTTERS: OF. THE JONKER; VARGAS AND LIBERATOR DIAMONDS 
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Five diamond clips are cleverly joined to 
make the tiara that adds distinction to this 
queenly but simple coiffure. Hair is swept 
up and off the face to form a natural crown. 









The hair stylist uses streamers of diamonds 
to outline a side-swirled coiffure called by 
its creator “Cloudtop". Smooth, shining hair 
makes a perfect background for diamond jewels, 





An Egyptian goddess hairdress created a 
sensation at its debut at the Ritz-Carlton 
both for its scattering of diamonds on the 
braid and for the azure blue braid itself. 


















traditional tiaras, hair clips and earrings shown, but 
pieces usually used as necklaces and bracelets were con- 
verted into stunning looped decorations for the air. The 
high, smoothly-swept, uncurled coiffures proved to be 
perfect backgrounds for jewelry. No fussy little curls 
obscured the fire of the gems and the upswept style 
showed earrings to full advantage. 

Almost every hair ornament shown could play a dual 
role in its owner’s jewelry wardrobe. A tiara, decorat- 
ing one of the few “down” hair-dos, was actually five 
clips ingeniously joined to form the unbroken line of 4 
regal headdress. Cleverly hidden ribbons worked into 
the coiffure hold in place garlands of diamonds that 
could also be worn as a necklace. And diamond snow 
flakes ornamenting a false braid on one of the hair-dos 
may be worn more conventionally as dress clips. 

There’s no doubt about it—diamonds will hit a high 
note at the opera this season. 
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Yours be the genial holly ureath 
She stocking and the tree 

SA he peaceful year, the happy hearth 

And loved ones near to thee. 
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New Type Showroom 


Aids Diamond Sales 


Don Edwards, Fresno. Calif., jeweler, sets 
ap special diamond room in his recently 
remodeled stere, believing most customers 


want privacy in making their selections 


ba 


N entirely new concept in merchandising diamonds 
is the outstanding feature of the newly remodeled 
Don Edwards jewelry store in Fresno, California. 


Mr. Edwards, whose unusual advertising and pro- 
motion methods were described in a recent issue of 
JEWELERS CircuLar-KeysTone, is convinced that the 
presentation of diamonds in the average store is either 
far too haphazard or “too concentrated.”’ Consequently, 
when priorities relaxation made it possible to obtain 
the necessary materials, his first step was to set up a 
diamond room which does away with all the standard 
drawbacks to diamond merchandising. 


BUYING DIAMOND A SERIOUS OPERATION 


“Customers intent upon purchasing a fine diamond 
usually regard its buying as a rather serious operation,’ 
Mr. Edwards pointed out. “Naturally they do not enjoy 
leaning against a glass case and being jostled by custo- 
mers or disturbed by outside noises while making the 
decision. At the same time, few enjoy being cooped 
up in a tiny booth with the salesman and a tray of 
diamonds, necessitating frequent trips to the diamond 
case and other interruptions. One or the other of these 
extremes is usually encountered in the average one- 
floor jewelry store, and I have attempted to eliminate 
both of them in the remodeling of my store.” 


To accomplish this, Mr. Edwards has laid out a new 
diamond room entirely separate from the rest of the 
store, and containing the entire stock of fine gems within 
its four walls. The new room is actually open to the 
rest of the store at both ends, but by clever partitioning 
when the Edwards store took over an empty shop next 
door, it gives the appearance of a closed-off lounge. 
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DON EDWARDS 


Customers coming in may enter either by walking up 
two steps from the main entrance and into the diamond 
room, or by walking to the rear of the store and around 
to the right, opening upon the rear of the diamond 
room. 


The entire space is centered around a leather covered 
desk on a -raised platform at the front of the room, 
and four small glass wallcases spaced around the walls. 
In these five locations Mr. Edwards maintains his entire 
precious gem stock, all conveniently at hand, and read- 
ily visible from any point in the room. Very little 
furniture except for two comfortable lounges and the 
chairs on either side of the central desk is used in the 
35x12 foot space--since Mr. Edwards reasons that he 
will seldom have more than two or three diamond pur- 
chasers to reckon with at a time. Still there is plenty 
of space for the customer to move around if he wishes. 


STOCK AT HAND ELIMINATES INTERRUPTIONS 


Having all stock thus close at hand has eliminated 
the common drawback of interruptions caused by the 
salesman having to run back and forth between the 
diamond room and the main body of the store. In sell- 
ing, the customer is seated at one side of the desk, 
and Mr. Edwards on the other. Individual diamonds 
are shown on black velvet trays from a drawer beneath, 
and 90 per cent of the desired stock is conveniently 
at hand in the desk itself. Should the customer wish 
to see something else, Mr. Edwards c&n remove the 
stock from a window case without leaving his chair. If 
other precious stones are involved, it is simple to step 
to the walleases and remove the desired merchandise 
for close inspection. Lastly, where large purchases até 
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102 FACET 
DIAMOND 


EXCEPTIONAL BEAUTY AND BRILLIANCE 
¢ Acclaimed by Experts 
e Prized by Merchants 
¢ Coveted by the Public 









FIFTY-FIVE YEARS of craftsmanship and tradition are superbly 
expressed in this newly designed diamond. Increased quan- 
tities being made available as rapidly as expanding produc- 


tion facilities permit. 


MAX FINE & SONS, Ine. 
Established 1890 
20 West 47th Street, New York 17, N. Y. ° 29 East Madison Street, Chicago, Ill. 
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involved or the diamond concerned has been especially 
eut or mounted, there is a buzzer button on the desk 
by which Mr. Edwards can signal his employes to 
bring the particular item from the safe at the rear. 
“The entire idea is convenience for both myself and 
the customer which allows us to concentrate entirely 
on the diamonds shown,” Mr. Edwards emphasized. 


LARGE WINDOW GIVES NATURAL LIGHT 


Another common drawback to diamond selling—run- 
ning outside of the store to “see it in daylight’”—has 
been removed simply by installing the largest panel- 
glass display window in Fresno—a huge plate glass 
window so large that it is actually the front wall of the 
room. Extending from floor to ceiling and from wall 
to wall, the huge window measures 14x8 feet, and is set 
in white stucco with an electric blue marquee which 
greatly enhances its exterior appearance. White nylon 
drapes are used at either side to soften part of the 
strong daylight coming through—simple “waterfall” 
drapes which harmonize with the white stucco walls of 
the diamond room. 


Facing northeast, this extraordinary expanse of glass 
bathes the entire space in strong daylight, and has com- 












pletely eliminated both the stepping aside for a daylight 
examination and the use of “blue lamps.” 

“I have never believed in artificial light in gelling g 
stone so beautifully responsive to natural illumination 
as a cut diamond,” Mr. Edwards remarked. “And nat- 
urally, taking any stone outside to look at it is a nuisance 
for both the customer and the salesman. The window 
is thus a double asset in getting rid of these annoyances 
as well as attracting a lot of attention from passersby,” 

Though the immense size of the window would make 
its use as a display window almost a “must” for display- 
ing the entire inside of the diamond room, Mr. Edwards 
doesn’t plan to utilize it in that way. Instead, there is 
a handsome mirror screen set between the interior sales 
space and the window. Later when a fixture for the 
window display which is now being built is ready, this 
will cut off the view inside. 

“The w'ndow is there for the powerful daylight illumi- 
nation it makes possible, and for that reason alone,” 
Mr. Edwards summed up. 

Already many customers interested in collecting fine 
gems have formed the habit of visiting the diamond 
For this reason Mr. Edwards has installed an 





room. 
invisible photoelectric cell, “electric eye,’ which attracts 
(Please turn to page 250) 





This large plate glass window in the 
Edwards’ store faces northeast and 
allows strong daylight to enter "dia- 
mond room" thereby eliminating need 
for artificial light and allowing 
stones to be shown to best advantage. 


by R. A. LONGDEN 
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RINGS 


Featuring 14 Karat Gold Mountings 


1. response to the demand for rings of smaller size 


we are featuring special selections of Gemstone models 
to retail from $25 to $50... These rings set with genuine 
stones embody the same characteristics of fine quality and 


styling that have always distinguished Gemstone Creations 

















Above, rough turquoise with five specimens cut and 
polished. Right, the alternate stone for December, 
lapis lazuli, both rough and polished. All stones 
are from Wm. V. Schmidt Co., Inc., New York, N. Y. 


ANY of the birthstones have relatively brief his- 

tories behind them: diamonds, for example, were 

not known to the oldest civilizations. The beauty of 

turquoise, however, appealed to primitive man just as 

much as to the most modern city dwellers of the Twen- 

tieth Century, and its relative softness was in those days, 

a point in its favor because only the softer stones could 
be readily cut with the crude tools of that era. 

The oldest jewelry known in the world, found on the 
arm of the mummy of Queen Zer, the wife of the second 
ruler of the first Egyptian dynasty, has turquoise as its 
gem stone. Further proof that turquoise was known and 
used by the ancients is the fact that no important tur- 
quoise occurrence has ever been discovered in which there 
have not also been found traces of primitive mining. 

Turquoise, then, has a very ancient history as a gem. 
Primitive man was attracted by its color and found that 
he could shape it with simple tools. Its utilization by 
such peoples is world wide; natives of many lands 
shared the fondness for the lovely blue color, and through 
a parallel evolution, originating quite independently, we 
find the natives of Egypt, Asia and America all setting 
great value upon the identical mineral, even though there 
was no communication between them. 

In Persia, the green was more highly valued than the 
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Curator of Geology and Mineralogy 
American Museum of Natural History 
Gem Consultant for JC-K 


blue; perhaps it was this color that gave rise to the 
belief, which we have already noted with emerald, that 


the gem rests the eye of the beholder. If only we could 
believe in some of these old myths we would be very 
fortunate, for a turquoise seen early in the morning was 
supposed to assure the passing of a happy day. 

Turquoise is a phosphate of copper and aluminum. It 
is one of the few gems that owe their color to an essential 
ingredient, for it is the copper that gives it its color and 
true turquoise is always blue to greenish blue. This is 
an interesting contrast to some of the other gems, such 
as sapphire, which may be almost any color, and color 
less when pure; and beryl, with its emerald, aquamarine 
and morganite varieties; to name a few. 

Turquoise also differs from most other gems in that 
it is one of the very few that are opaque. In fact, with 
its companion birthstone, lapis lazuli (the alternate for 
December), and bloodstone, it is the only opaque ge 
among the birthstone series, if we consider pearls, moo 
stones, sardonyx and opal as translucent. Without desit 
ing to over-emphasize the point, it is interesting to not 
that among’ the ancient lapidaries it was these softer, 
opaque and translucent gems which are today’s less 
valuable stones, that were then the most highly prised 

(Please turn to page 251) 
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With the increasing trend toward 
STAR SAPPHIRE rings, fine jewelers are 
offered an unusual sales opportunity. As the 
largest importers of STAR SAPPHIRES in the 
United States, we present a distinguished 


collection of mounted and unmounted stones. 


AMERICA’S LEADING 
SPECIALISTS IN PRECIOUS 
COLORED STONES 
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TBRITISH BUILDING, ROCKEFELLER CENTER, 620 FIFTH AVENUE, NEW YORK 
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Here are 84 questions and answers in simple non-technical language 
designed to give the retail jeweler a working knowledge about some 
of the fundamentals of jewelry stones and their identification. 


ELIEVING that a need exists for a short and 


simple explanation of the principles of classifying 
and identifying gem stones, the JeweLers’ CircuLar- 
Keystone has asked the Wm. V. Schmidt Co., prominent 
dealers, to prepare such an outline, and presents the 
result herewith. 

This presentation does not pretend to be, and should 
not be considered as, a scientific treatise but only as a 
short practical explanation of some of the elements of 
the science of gems for the benefit of the non-technical 
man. 


Q. What is a stone to a jeweler? 

A. A mineral suitable for wear. 

Q. How many minerals are of interest to a 
jeweler? 

A. Only about 20, but most pf them have many color 
varieties. 

Q. What are some factors governing value of a 
stone P 

A. (1) Rarity; (2) Beauty; (3) Fashion; (4) Dura- 
bility; (6) Portability. 

Q. What is the color of most minerals when ab- 
solutely pure? 

A. Colorless—only a few, like Peridot and Turquoise, 
have color due to composition. 

Q. What causes color in most minerals? 

A. An “accidental” impurity, such as causes the red 
in ruby and gives the stone its value. 

Q. What is the fundamental basis for classifying 
minerals? 

A. Their chemical composition. Red tourmaline is 
the same as green tourmaline except for color. 

Q. What makes the different varieties of the 
same mineral P 

A. Usually merely the color—the color is often part 
of the name. 

Q. Do names like “Hungarian Opal” mean that 
Hungary is the source? 

A. No—merely name of a type—often its first known 
source. 

Q. What do most minerals look like when 
found? : 
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’ and this is always the same for any particular mineral, 


A. They “grow” in definite shapes called crystals, 

Q. What jewelry stones do not crystallize? — 

A. Opal, turquoise (and glass, which is the materi 
of most imitations) are irregular masses. 

Q. What is the crystal pattern or “system” of, 
stone important? | 

A. All stones of the same system act the same on th 
light going into the stone. 

Q. What good is this information to a jeweler? 

A. We have instruments which use these characteris 
tics to identify stones. ; 

Q. What are these instruments called? 

A. Refractometer and Dichroscope. 

Q. What does the refractometer doP 

A. It measures the degree that light is bent as it gos 
into the stone. ' 

Q. Why is this important to the jeweler? 

A. Every mineral has a definite degree of bending, 


Q. What is this “degree of bending” called? 

A. Refractive Index (R.I.). 

Q. Is the refractometer test easy to make? 

A. Yes—usually takes only a few seconds. 

Q. Does the refractometer reading alone idem 
tify the stone? 

A. Not always but the jeweler often finds this enough 
to identify. 

Q. Does the refractometer always identify 4 
stone P 

A. Positively no—other tests are often necessary. 

Q. What does the dichroscope do? 


A. Shows whether a stone is single or double refrat- 


Q. What is meant by a “single refractive” stone? 

A. A ray of light going through such a stone comé 
out as a single ray. 

Q. What is meant by a “double refractive’ 
stone P 

A. A single ray of light going through the stone if 
broken into two separate rays. 

Q. What jewelry stones are single refractive? 

A. Only diamond, garnet, spinel, opal, turquoise and 
glass. 
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Q. What jewelry stones are double refractive? 

A. All, except the six mentioned above. 

Q. Does the refractometer give a reading for 
each emerging ray? 

A. Yes—therefore there are two R.I.’s for each double 
refractive stone. 

Q. Does a double refractive stone always show 
two rays emerging P 

A. No—every stone has at least one direction in which 
it is single refractive. 

Q. What precaution must one take before being 
sure that a stone is single refractive? 

A. Take dichroscope readings in at least three direc- 
tions. 

Q. How does the dichroscope show single re- 
fraction P 

A. The two windows of the instrument show the same 
color. 

Q. How does the dichroscope show double re- 
fraction? 

A. The two windows show different colors. 

Q. Is this color difference important to the 
jeweler P 

A. Yes—consulting dichroscope charts often gives a 
good clue to the identity of the stone. 

Q. The dichroscope is only for colored stones— 
what about colorless stones P 

A. A polariscope also tells whether stone is single 
or double refractive. 

Q. Is this a necessary instrument for the jewel- 
er’s testing P 

A. Useful, but not essential—most white stones are 
identified by other means. 

Q. What are some strongly date refractive 
stones P 

A. Peridot and zircon. 

Q. What is characteristic of such stones P 

A. Everything seen through them appears double. 

Q. What causes this strong double refraction? 

A. The two emerging rays have widely different bend- 
ing degrees. (See R.I. tables—Peridot is 1.65-1.69—dif- 
ference .04 is very great.) 

Q. Next to refraction, what is another important 
test for stones P 

A. Specific gravity—the weight of the stone compared 
to water. 

Q. How can you explain specific gravity simply? 

A. Ruby has Sp. Gr. 4.0—New Zealand Jade has Sp. 
Gr. 3.0—therefore, a ruby weighs 1/3 more than a New 
Zealand Jade of exactly the same size. 

Q. How can the jeweler measure Sp. Gr.? 

A. With his diamond scale; first he weighs the stone, 
then weighs it while suspended in water. 

Q. How can he suspend the stone in water? 

A. On a coiled wire into a wineglass of water—a 
wooden bench holds the glass clear of the scale pans. 

Q. How can he figure out specific gravity P 

A. Sp. Gr. equals weight (in air) of stone divided by 
loss in weight of stone in water. 

Q. What is meant by “hardness” of a stone? 

A. Resistance to scratching—a stone may be scratched 
only by a stone of equal or higher hardness. 

Q. Is hardness an important test? 

A. No—but sometimes it is helpful. 
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Q. How is a hardness test made? q 

A. Pieces of known standard stones are used to tm 
to scratch the stone being tested—sapphire 9, quarts 7 
etc. ‘ 
Q. How do you express the result of a hardness 
testP 

A. The hardness is that of the lowest standard thi 
scratches the stone. ; 

Q. Why are stones over 7 hardness conside 
very hard? | 

A. They resist scratching by ordinary dust, which # | 
largely sand hardness. a 

Q. Is “hardness” the same as “toughness”? Bx 
plain. 

A. No—glass is harder but not as tough as rubber, | 

Q. What does toughness meanP ; 

A. Resistance to breakage. 

Q. Of what importance is hardness to the stone 
cutter P ) 

A. The grinding powder has to be harder than | 
stone being cut. : | 

Q. What does the lapidary mean by “oriental 
tion” P 4 

A. “Directioning” of the stone—so as to cut it at th 
correct angle to produce the best results. 

Q. What causes “brilliance” of a stone? 

A. Cutting facets so that the light is thrown back out 
of the stone besides giving most reflected light fro 
the surface. = 

Q. What causes “fire” of a stoneP . 

A. White light passing through facets that are nd 
parallel is broken into its component colors, red, orange 
etc., all the way through the spectrum (rainbow) 
violet. 
Q. To what is the high “fire” of the diamon 
dueP | 

A. Its high “dispersion”’—the wide spread betwes 
the red and the violet parts of its spectrum. 

Q. What causes the “play of color” in opals? _ i 

‘A. Interference of light reflected from various layers 

Q. What is this similar toP F 

A. Soap bubbles or oil film on water. 

Q. Is this also called “opalescence”? ) 

A. No—opalescence is the pearly reflections from the 
interior of a stone. 

Q. What stone shows opalescence best? 

A. Moonstone—and some cheap grades of opal. 

Q. What is asterism? 

A. The star-like effect in star sapphires, etc. 

Q. What is chatoyancyP 

A. A silky sheen or gleam that follows every move 
ment of a stone. 

Q. What stones show chatoyancyP 

A. Catseye and tigereye. 

Q. What is “engraving”? 

A, Cutting into stone, usually with a small lathe. 

Q. What is an intaglio?P 

A. An engraving, the design appearing in the stone. ” 

Q. What is a cameoP 4 

A. An engraving, the design raised on the stone. 

Q. What is a chevet?P 

A. A cameo with a raised border higher than # 
cameo proper. , 

(Please turn to page 252) Fr 
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You Can’t Say That! 
° ¢ ¢ Or Maybe You Can 


Based on the National Association of Better Business Bureau’s 


*“Guide for Retail Advertising and Selling.’’ this is the second 


installment of a series intended to help jewelers develop an 


honest sales language in their advertising and promotion. 


LL statements should be fair and accurate as to 

credit terms, sales, guarantees, free offers, testi- 
monials, efficiency and performance. No exaggerated 
statement or statements derogatory to competition should 
be made in advertising. 


GENERAL CREDIT STATEMENTS 


All general credit term offers, not applied to specific 
articles, should pertain generally to all merchandise in 
the store, and should be ordinarily obtainable by any 
person of credit standing. Advertised credit terms or 
plans should apply to the articles in such advertisement 
unless otherwise indicated, and clearly and specifically 
referring to certain articles only. 


DOWN PAYMENT 


If a down payment is advertised, it is advisable to 
state also the full selling price. 


CHARGE FOR CREDIT 


Statements such as “No Extra Charge For Credit,” 
“Buy For Credit at Cash Prices,’ “No Charge For 
Credit,” ““No Carrying Charge,” “No Finance Charge,” 
etc., should mean that the advertiser maintains the same 
prices for credit as he does for cash and makes no 
interest or other charge whatsoever for credit, and gives 
no discount for cash. They are also interpreted to 
mean that merchandise so advertised may be purchased 
at prices comparable to cash prices for the same or 
similar merchandise. “Deduct 6% for cash’ implies 
there is a 6% charge for budgeting or time payments. 

No figure or percentage should be advertised as a rate 
for “Finance Charges,” “Interest,” “Budget Charges.” 
etc., unless it accurately denotes the time period to which 
the rate refers, i. e., per annum or per month. It is 
preferable to state in any advertising of definite Credit 
Rates whether the charge is on the original unpaid bal- 
ance or on the reducing unpaid balance (amount owing 
at any time). For example, “14 of 1% per month 
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on original unpaid balance,” or “1% per month of sale 


price for credit.” 


NONE SOLD FOR CASH 


The public has a right to believe that if merchan- 
dise is advertised at a specific price it may be pur- 
chased for cash at that price. If the intention is to 
sell at the advertised price on credit only, the adver- 
tising should conspicuously state that fact, e. g., “None 
Sold For Cash.” 


SALE 


The public construes the term “Sale” to mean an 
offering of merchandise at a price concession. 

Tt is an unfair trade practice to advertise, describe 
or otherwise represent regular lines of merchandise as 
“Close-Outs,” “Discontinued Lines,” or the like, with 
the tendency and capacity or effect of misleading or 
deceiving the purchasing or consuming public into the 
erroneous belief that they are receiving bargains or 
price concessions when such is not the fact. 


RANGE OF PRICES 


A selling price, special or otherwise, should not be 
displayed in advertising so as to create the impression 
that such featured price represents the true price of 
the articles advertised when, in fact, the prices of the 
articles advertised are in excess of the featured or dis 
played price. 

If such selling prices range from a minimum price 
to a maximum price as, for example, $39.95 up to $99, 
the maximum price shall be printed in immediate con- 
nection with and in type equally conspicuous as that im 
which the minimum price is printed to clearly indicate 
the maximum price as well as the minimum price. 


SPECIAL SALES 


Special sales or offerings should fulfill the accepted 
meaning of the word “Special,” namely, “out of the 
ordinary practices.” A price should not be described 
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as “Special” if it is the usual price charged for the 
article in the ordinary course of business. ‘“Intro- 
ductory Offer,” “Introductory Price’ would imply a 
special price and not the usual or regular price, or 
that the price would subsequently be increased. 

Use of such terms as “Special Sale,” “For Three 
Days Only,” “For a Limited Time Only,” or other 
words implying that the price is special or other than 
the regular price, is prohibited when such is not a fact. 


TIME LIMITS 


Time limited sales should be rigidly observed. All 
offers to purchase under the terms of the time limited 
sale, received after the expiration thereof, should be 
refused. ‘One Day Sale” means that merchandise is 
‘either taken off sale or reverts to a higher price on the 
day following the sale. August sales should be con- 
fined to August, etc. 


QUANTITIES 


Quantities of merchandise offered in a sale should 
be accurately given. ‘Million Dollar Sale” should mean 
that merchandise totaling a million dollars is offered at 
special prices. The quantity mentioned should be in 
the advertiser’s store, in his own warehouse, or in his 
own possession and immediately procurable, when the 
sale opens. 


ENTIRE STOCK 


In advertising “Entire Stock,” “Choice of the House,’ 
etc., no items should be withheld from sale unless a 
statement to that effect appears in the advertisement. 


GOING OUT OF BUSINESS, ETC. 


Such terms as “Going Out of Business,” “Selling 
Out,” “Closing Out Sale,’ and similar terms, should 
not be used unless the concern so advertising is actually 
going out of business. A “Liquidation Sale’ means 
that the advertiser’s entire business is in the process 
of actually being liquidated prior to actual closing and 
by a certain date which it is advisable to announce at 
the start of the sale. 

Any sales described as “Removal Sale,” “Insurance 
Adjusters,” “Bankrupt,” “Insolvency,” ‘“Assignee’s,” 
“‘Receiver’s,” “Trustee’s,” etc., should be as represented 
and as indicated by such terms. In many localities all 
such sales are regulated by special statute or ordinance, 
auction laws, etc. 


SPECIAL STOCKS 


In any such sales as mentioned above or in any sale 
based upon the purchase of stock of another concern, 
no other merchandise should be included in the adver- 
tisement without clear and prominent reference to such 
fact. In the event that any other merchandise is added, 
the merchandise in the store should be identified clearly. 
This applies also to the advertising of sales of furnish- 
ings of private estates or residences, whether by auction 
or otherwise. 


> “ce 


CLEARANCE 


Statements as to “Clearance” and “Remnants” and 
similar expressions should be used only when represent- 
ing the exact facts. “Clearance” means a clearance of 
a store’s own stocks and not those of any manufacturer, 
unless so stated in the advertisement. The quantity, 
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pattern and all other limitations of the merchandige 
should be clearly stated whenever possible. 


BARGAINS 


“Bargains” is a word understood by the public as 
meaning goods quoted below regular price. 


GUARANTEES 


All guarantees should be specific, definite, and clear 
to the public as to what they mean, to what they apply; 
and any conditions or time limit should be mentioned, 
e. g., “Guaranteed against defective materials and work- 
manship for 90 days.” 

Obviously, it is misleading to guarantee an article 
against defective materials and workmanship for a per- 
iod of time beyond the normal life of the article or parts 
thereof, or beyond the time within which defective 
materials and workmanship are likely to show up. 

In various cases, the F. T. C. has established the 
principle that the words “Guarantee” or “Guaranteed,” 
or any other words of similar meaning, should not be 
used in advertising, unless clear and unequivocal dis- 
closure be made in direct connection therewith of exactly 
what is offered by way of security, for example, refund 
of purchase price; and in another case, unless the true 
nature and extent of such guarantee is clearly and ade- 
quately disclosed; and in another case, to cease issuing 
a guarantee for any period greater than reasonably can 
be estimated as the approximate usable existence of the 
product; and unless the terms and conditions are such 
that they may be reasonably complied with. 





RELIABILITY OF GUARANTEE 


A guarantee is only as good as the concern which 
makes it. Retailers should not use statements in their 
advertising regarding a manufacturer’s guarantee un- 
less the manufacturer is known to be in a position to 
carry out his guarantee, nor should retailers refer to 
their merchandise merely as “Guaranteed” unless they 
are willing to make good, if called upon to do so accord- 
ing to the specific terms of the guarantee and/or as 
may be reasonably expected according to the standard 
practice of the trade. 


MONEY-BACK GUARANTEE 


All refund offers should be free from confusion. A 
money-back guarantee should mean a cash refund, with- 
out any form of deduction, not a credit slip or an ex- 
change. (Under F. T. C. rules special provisions apply 
to money-back and other guarantees by schools.) 


SATISFACTION GUARANTEED 


When such claims as “Satisfaction or Your Money 
Back” are made, the customer should be the judge of 
whether or not he is satisfied, and such guarantees should 
be honored at once. (The word “Satisfactory’’ used in 
a contract where the buyer was to pay for the article 
“if satisfactory,’ leaves the decision in the matter to 
the purchaser. 


PARTS GUARANTEED 


The guarantee of any one part of a finished article 
should not be ‘stated in such a way as to mislead the 
public to believe the completed article carries this guar 
antee. An example is the advertising of watches where 

(Please turn to page 254) 
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They Can't Prohibit This! 


\| 


The bridesmaid was speaking to the bride, 


"And where are you going to spend your honey- 
moon, my dear?" 


The bride blushed her answer becomingly, 
"In France." 
"How lovely!" 


"Isn't it? Harry told me that as soon as we were 
married, he would show me where he was 
wounded in the war." 


A New Year is on the way. 


In spite of Strikes and Regulations, Rationing and 
Senate Investigations, girls will be girls or rather 
girls will be brides, and they will still sport on the 
third finger of their left hand the sparkling trophy 
that goes to the victor of the chase. 


Which brings us right around to the point you ™ 
knew we were coming to anyway—our diamond 
rings. 


If you want to check your smartness as a buyer 
and merchandiser, compare what you have in 
stock or what anyone else can offer with the line 
we are showing for Spring business. If you can 
do a better job buying elsewhere, you are priv- 
ileged to pat yourself on the back with both 
hands. You deserve it. And if you can't, which 
is more likely, you will be that much happier to 
find that you are buying the most saleable mer- 
chandise on the market at rock bottom price. 
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Adds Subdued 
Sparkle To 
Winter Fashions 


A dramatic evening sweater of white wool heavily 
embroidered with black jet beading is worn with 
faceted bangle bracelets and large earrings 
of jet. Jewelry by Coro, sweater from Groblue. 


ET is back! We urge you to welcome it with open 

arms for it has been away too long. Several of 
our leading costume jewelry houses recently turned their 
attentions to this age-old gem material and have pro- 
duced a number of handsome pieces very much in keep- 
ing with the current popularity for subdued sparkle. 
With a little encouragement from retail jewelers, jet 
could resume the honored place it once held in milady’s 


Jet in combination with crystal forms a dra- 
: matic necklace, bracelet and earring set. 
jewel box. Stones are faceted like rose-cut diamonds and 


There was a time, during the last century, when no set in sterling silver. By Kramer Jewelry Co. 
fashionable lady would want to be without at least one 
set of drop earrings and a necklace of jet, but during 
the past few years this highly adaptable gem material 


fell into disuse and was seen only infrequently. Whatever jewelry. One popular model, for example, is a simple 
the reason for this decline, there is no reason why jet black dress cut in the most unpretentious lines but almost 
should not be enthusiastically revived today. entirely covered with black sequins in a scroll design. 

Gowns and afternoon dresses encrusted with black Such a dramatic use of glitter needs added accents in 
sequins, glass beads and jet are much in evidence in this shining black and jet is the answer. In addition to its 
season’s collections. ‘To harmonize with this type of uses with formal clothes such as this, jet is also a beat 
ornamentation and give it added accent, women want jet tiful ornament for sportswear. Photographs on these 
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1are and Emerald i E Liman [Jewelry 


PM nn) 


Overy diamond set in our jewelry is cut in our own 


modern Caltivig A 


Specialists in the cutting of Square and Emerald Cut Diamonds 


Established in New York City since 1914 


H.& J. BLITS 


Diamond Cutters 
64 WEST 48th STREET NEW YORK 19, N.Y. 
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by RENEE FORBES 


The black satin sheen of jet heaped at the 
throat of a turquoise blue sweater, at leff, 
A black jet ensemble adds accent to ¢ 
white sports sweater, below. Jet by Coro, 





pages give afnple proof of the way gleaming jet com- 
plements rough textured knitwear. A white or pastel 
sweater or dress is a fine background for jet. 

No gem, precious or otherwise, offers greater oppor- 
tunities for dramatic contrast than jet, either when used 
alone or with some other stone. Jet in combination with 
crystal or rhinestones set in sterling silver is one design- 
er’s idea and the result is a necklace, bracelet and ear- 
ring set that is both dramatic and delicate. Designers 
today are using new techniques in jet work, not merely 
cutting it in the traditional faceted style. One necklace 
is made of large beads, which in turn consist of hundreds 
of tiny jet beads worked together. 

The history of jet is one of the longest in the annals 
of ornamentation. The pre-historic civilizations which 
flourished in Scotland, England and on the continent 
during the Bronze Age are known to have favored it. 
Recent diggings among the ancient Pueblo Indian ruins 
in our own Southwest show that the Pueblos wore rings 
and pendants of jet. According to anthropologists these 
ancient peoples favored it as an amulet, to ward off evil 
and protect them against disease. 


Evidence found in early Scottish tombs show that 
(Please turn to page 290) 





224 THE JEWELERS’ CIRCULAR-KEYSTONE FX 





Sted (ie ee ee - - — 





fe re 





: 





FOR DECEMBER, 1945 





Somers-Ernst Go., Ine. 


Manufacturers of 
10kt. and 14kt. GOLD JEWELRY 


Styled by “_ 


FOUNDED 1902 


0. J. SOMERS CO. 


DIAMOND IMPORTERS 


42 WEST 48th STREET NEW YORK 19, N. Y. 


BUY MORE VICTORY BONDS 
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Frank Varallo, mang 

of Rone Jewelers, shows 
customer one of ney 
electrical appliances 
which the store is now 
featuring under their 
new postwar policy, 


by PAUL D. HOSIER 


Clearing the Decks For Business 


Survey of jewelers in Chattanooga, 
Tenn., offers good example of how 
stores in average small city are 


making ready for peacetime selling. 


HATTANOOGA, Tennessee, offers a good example 

of the way that forward-looking jewelers are rapid- 

ly readjusting their business operations from war to 
peacetime conditions. 

But a survey of the better establishments of this 
Southern city indicates that the changes being made or 
contemplated will not be drastic. In part, at least, this 
is due to the fact that very few if any temporary war- 
time expedients were resorted to in these stores during 
the recent war years. 

In most cases no entirely new lines or departments 
were introduced as substitutes for unavailable merchan- 
dise. For example, Templeton Jewelers has always car- 
ried an exclusive line of china and when other merchan- 
dise became unavailable, the china department was en- 
larged. Increased sales of china proved this to be a very 
good policy, according to Ira F. Templeton, owner of 
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Abe N. Shyer, left, who has been in business in Chattanooga 
since 1915, is discontinuing all items substituted during war 


this leading store, but now that other and more strictly 
jewelry items are again becoming more readily available, 
the china department will once again be relegated to its 
previous secondary position. 

Another prominent jewelry store which did not substt 
tute cheaper merchandise during the recent shortage of 
silverware, watches and other standard jewelry lines #8 
Edwards & Lebron. The outstanding change during that 
period was an increased diamond stock—and, by’ the 
way, a decided increase in diamond sales. 

However, this store now plans to install a radio and 
electrical appliance department, according to R. L. Hud- 
son, senior partner, 

(Please turn to page 262) 
Bre. 
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THE MOST DIVERSIFIED 
STOCK OF QUALITY STONES 
IN THE WORLD! 


Here is one of America’s most sales-commanding collections 
of popular precious, semi-precious, synthetic and 
imitation stones . . . ready to grace the proud creations of 
the country’s foremost creative jewelry manufacturers. 
Here, blazing with dramatic brilliance born of perfect 
precision cut, are quality stones of every shape, color and 
description. . .every one masterfully measured and 
accurately sized with traditional K&B craftsmanship. 
This significant perfection is inevitably evoking a new 
dynamic interest on the part of jewelers everywhere. 
Anticipate the retail demand of alert merchandisers who 
recognize the compelling effectiveness of K&B stones. 
Earn the confidence and the loyalty of a discriminating trade 
by using a stone source of unequalled excellence .. . 


Kittay & Blitz, Inc. We invite your consideration. 


y 


— Kirtavoo BUTZ ne. 


=~ 
5 aS 2) WEST 48 ST., NEW YORK 19, N. Y. 


IMPORTERS AND CUTTERS... PRECIOUS . . . SEMI-PRECIOUS . . . SYNTHETIC AND IMITATION QUALITY STONES 
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Merchandising Calendar For 1946 


ACH month throughout the year has its special days 

or events which set the theme for a jeweler’s win- 

dow display or advertising. Some of these days are 

more important to the jeweler than are others but all 

provide the opportunity whereby the jeweler can give 

his promotion that little something extra to capture pub- 
lic interest and build sales. 


Below is a list of the days calling for something oth 
than just the regular “run-of-the-mill” window digr 
or advertising promotion. Some, of course, are ; 
important than others but each offers the jeweler oy » 
tunity for something special in his promotion at ]~ 
once a month. Cut it out and paste it up near at } 
for a reminder during 1946 of days to remember, 





CALENDAR OF JEWELERS’ MERCHANDISING EVENTS 





New Year’s Day 


January 1 


Complete new window display to start new year. “Resolution” : 
theme could be worked out in many ways to tie in with displayed 
merchandise. 





Valentine’s Day 


February 14 





Washington’s Birthday 


February 22 





’ $t. Patrick’s Day 


March 17 





Easter Sunday 


April 21, 1946 





One of jeweler’s four most important merchandising events, — 
Sweetheart theme is keynote of displays. 








Red, white and blue is color scheme for windows on this day. 
Photographs, etc., and “hatchet and cherry tree theme” makes — 
swell tieup with displays. 








“Wearing o’ the Green” today. Opportunity for display of - of 
emeralds in jewelry. 





Jewelry for that new Easter outfit is promotion theme for week — 
preceding. Easter colors—purple and white—are complimentary ~ 
to jewelry displays. 4 





- 
| 
| 


Tree-planting day. School children observe day by planting — 








Arbor Day Observed various days during 
April throughout country. | young tree. Opportunity for local tieup through window publicity, — 
ice | a 
Mother’s Day Second Sunday in May ; Another of jewelers’ feature promotion events. Selected show- © 


ing of gifts for Mother. 





Graduation Day 


Variously from mid-May 
to late June. 


Gifts for the graduate, especially watches, featured with appro- 
priate graduation theme display. 








Memorial Day 


May 30 


Tie in window displays with local observance honoring war dead. 








Flag Day 


June 14 


Honer to our country’s flag. Make sure flag display is paramount 
and not background for merchandise shown. 








Father’s Day 


Third Sunday in June 


Gifts for Dad today in window displays and advertising. 





Independence Day 


July 4 


Many ideas here for outstanding displays using red, white and 
blue color scheme. 





National Aviation Day 


August 19 


August offers little in way of special events for promotion, but 
interest in aviation offers theme for display tiein on this day. 








Labor Day 


First Monday in September 


Vacation’s over, now back to work. Opportunity here for special 
clearance of summer merchandise. 








Back-to-School 


September—Various Days 


Good opportunity here for promotion of pen and pencil sets, 
watches, school pins and rings. 

















Monday in November. 


Columbus Day October 12 Idea here for promoting diamonds and precious gems using 
“discovery” theme. 

Hallowe’en October 31 Witches and goblins and harvest settings offer many ideas for 
unusual displays. 

Election Day First Tuesday after first Many ideas here for window promotion and newspaper adver- 


tising using “first choice” and “election” themes. 








Armistice Day 


November 11 


Tie in displays with local observance of day. 

















Thanksgiving Last Thursday in November Swell opportunity here to feature place settings in aporopriate 
atmosphere. 
Christmas December 25 What can we say here? This is jewelers’ biggest selling event 


and he should make the most of it. 
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- OF A MAGIC CIRCLE DIAMOND 
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ance can ring your cash registe 


this amazing Dri 


The amazing brilliance of The Magic Circle Diamond is unique in that it is a 
definite eye-filling addition to the normal brilliance of a regular cut diamond. 
This actual photograph testifies to that. 


“Thar’s gold in that thar brilliance’! It will ring your cash register too! It is 


ringing the cash registers of jewelers throughout the nation who are taking on 
the exclusive franchises offered in the Magic Circle agreement. 


Write today! A memorandum selection and the full story of the Magic Circle 


diamond will be forwarded to you at once. 


: > propuct oF 
Maghe Citele THE RUDOLPH Deutch COMPANY 


DIAMONDS CLEVELAND 15, OHIO 
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It’s the Little Touches 
That Give Windows Appeal 


A table lamp lends a soften: 
effect to regular window lighh 
ing and is one means used by 
Chandler's to accent disp 


Attractive window displays have always been emphasized at the 


E. E. Chandler jewelry store, Boone. Iowa, and Mrs. Ruth Benson 


believes it’s the small extra aceents that make them noticed. 


EVENTY-SIX years ago, on September 1, a 

jewelry store at Montana, Iowa, was opened under 
new ownership. It bore the name of E. E. Chandler. 
Today this same store, in the same town, now called 
“Boone,” Iowa, is still the “E. E. Chandler Jewelry 
store,” although today the business is run by the found- 
er’s son, Deck Chandler. 

Boone has 13,000 population and, of course, there are 
competitors, who get their share of the town’s jewelry 
trade. But Chandler gets his share, plus some more, 
and one of biggest reascns this has always been true is 
that since the very first they have emphasized “Attrac- 
tive Windows.” 

Folks have formed the habit of coming past the store 
just to see what Chandler has in his window. From 
past experience they know that just looking at the win- 
dow is fun. If they themselves don’t buy, they'll go out 
and tell others what they saw in the window. This “word 
of mouth” advertising is the best type of advertising 
any store can have. People hurry down to Chandler’s to 
buy something they have seen in the window, or some- 
thing they have heard about that was in the window. 
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One of the most recent windows that brought folks 
scurrying in to order was a window in which Spode 
china played the most important part. Mrs. Ruth Ben- 
son had arranged service for six on a low walnut table, 
with silverware and all the other accessories, as if the 
family was ready to sit down and eat dinner. Women 
gazed at the catching scene, and came directly into the 
store to order Spode china for future delivery. 

Until the fall of 1943, Mrs. Deck Chandler made the 
window arrangements herself and took the job as 4 
challenge to see what selling goal could be reached by 
drawing folks into the store with outstanding window 
displays. 

Before she left she taught Mrs. Benson, who had 
been one of the store’s employees for a number of years, 
the principles of good window display. Mrs. Chandler 
still supplies the ideas for many of the windows, and 
helps arrange some of them, but Mrs. Benson is really 
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¢ Full color ads in leading 
national magazines 


Window Displays! Counter Displays! 
Newspaper ads! Dealer ads! 
Radio Spot Announcements! 


BONDED 
DIAMOND RINGS 


Cardinal Bonded Diamond wedding and 
engagement rings sparkle from the pages of 
leading national magazines. Dramatic full 

color ads compel attention from coast to coast. 
Cash in on our effective sales promotion and 
merchandising aids .. . our unique new selling 
plan creates customer confidence, builds 
sales for you. An actual Bond, given to 

the customer at time of purchase, assures 


satisfaction. Write today for further details. 


CARDINAL DIAMOND SYNDICATE 


BAUMAN-MASSA JEWELRY CO., ST. LOUIS, MO. + M. B. BARKAN COMPANY, MILWAUKEE, WISCONSIN 
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responsible for seeing that a good window today will 
bring good customers tomorrow. 

Mrs. Benson has some window creating tips that would 
be helpful to other jewelers who want to make their 
windows tempting to look at and irresistible to the buying 
public. 

“Lighting is one of the most important things in hav- 
ing a good window,” Mrs. Benson declares. “We not 
only have the overhead light, but use a table lamp be- 
sides. This gives a soothing, softening effect that adds 
something ‘eye appealing’ to the windows.” 

“Floral displays are extremely helpful in giving that 
needed touch to the windows,” Mrs. Benson comments. 
“In the summer, flowers in season are used; in the win- 
ter we have them sent from the florist. Roses, chrysan- 
themums and Easter lilies are among the flowers that 
find their way into the Chandler window. Twice a week 
passersby will see a new flower arrangement beckoning 
to them from Chandler’s windows. 


buying interest, too. Dolls in French, Italian, English 
and Dutch national dress say ‘‘Hello” and make people 
stop for a further look. 

Copper bowls shown on imported linens was anothe, 
line that found its way a few weeks back into the 
Chandler window. The colors in the bowls were accented 
by the colors in the cloths. Prospective customers found 
an incentive to stop and look and then come in and bur. 
A window of compacts is always another good bet, say, 
Mrs. Benson, who often makes up a good display of 
these items, usually arranging them on steps. ; 

Leather goods, too, always make a nice window, Cigar. 
ette cases, billfolds, make-up cases, jewel boxes, anj 
such as these will accent the positive on this coun 
Colored glassware is a “natural” for an extremely beay. 
tiful display and Chandler’s have one of the largest 
assortments of it in the state. 

A most enticing window is one in which pearls appear, 
Mrs. Benson uses a Lucite frame in the background 





“It’s always a good idea to show diamonds and watches 
in a jewelry window. People are always fascinated just 
to look at them,” Ruth Benson smiled, as she tenderly 
placed a pair of wedding and engagement rings in the 
window. “One of the most important points to remember 
is that the window should never be or look crowded but 
should always appear well-balanced to the shoppers on 
the outside looking in.” 

Mrs. Benson uses different materials on the window 
floors at different times and always tries to use just the 
right one for the specific merchandise she is displaying. 
For backgrounds she has fabrics of brocaded satin, blue 
velvet, gray brocade, black brocade, black taffeta, ivory 
satin, white taffeta and others. 

For patriotic occasions, such as Fourth of July, V-J 
Day, etc., she uses a red, white and blue stripped satin 
for the background to add that patriotic touch. 

People of all ages, from seven to seventy, get a kick 
out of seeing cute little dolls. Knowing this, Mrs. Ben- 
son frequently uses dolls in the window to catch the 
eye of the passersby and in doing so, she catches their 
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Chandler's silverware is occupying only part of wall 
case now but each piece is shown to its best advan- 
tage. Note signs below calling attention to various 
patterns of flatware by each manufacturer on display. 


with a strand of pearls directly in front of it on 
swatch of black velvet. At the left of the Lucite frame 
is a white vase and at the right is a pottery piece in aqua 
color. Besides the vase and the pottery is a box, contait- 
ing a lovely pin, and toward the front of the window art 
three or four boxes, each containing a pin. A picture of 
the bride adds a sentimental touch. 


A window that appeals especially to engaged girls is}. 
a showing of silver flatware and hollowware in matching 2 


or harmonizing patterns. 

Naturally at Christmas the Chandler windows will 
shine forth the Christmas spirit with a message of good 
cheer and gracious giving. 

Chandlers have two display windows, with the e& 
trance door between them. For Christmas, both windows 


will have background curtains of filmy white gau—” 


dotted generously with gold stars which will hang from 
(Please turn to page 301) 
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“TRI IBLAK” genuine Black Ony 
inest selected Brazi ian agate, sugar honey dyed of 
guaranteed permanent black color, No artificial dye stuffs 
are used in the Processing and all operations from the split- 
ling of the rock to the finishing of the stone are made 
own plant under minute and careful Supervision. 
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-thought is certainly worthy of your consideration. 





HOW MUCH—HOW SOON? 



























("rom page 185) 


half years, and even when that happens, conditions ate 
not going to be the same as in the past.” 

Another firm of stone dealers writes: “The Far Rag 
market, China and Japan, will probably not be open fy 
another year as a source of supply for semi-pregj 
stones or cultured pearls.” 








So far as precious stones are concerned, | received 
a very illuminating .etter from one of the largest ip, 
porters of precious stones in the country. It says in par. 
“Precious colored stones will not become more availabj, 
in the immediate future. These goods are usually solj 
in the East, and only exported when there is no read 
market there. The demand for precious colored stong 
on the continent of Asia is always very great. Mog 
business men keep one-fifth of their wealth in gems y 
do corporations, organizations, and stores. At present 
this demand is quite unsatisfied and in view of unce. 
tain economic factors, the people of Asia would rathe 
have gems than money. Rapidly increasing public & 
mand in all the Americas for precious colored stones \ 
increasing the demand at a time when the world deman( 
is similarly increasing. In consequence of all these fa. 
tors, the available supply of precious colored stones wil 
not increase for some time to come. Prices will remaiy 
at present levels at least, and many types of gems will k 
obtainable only in minute quantities.” Thus we see thy 
stone situation to be as uncertain and as tight as the reg 
of jewelry production. 





However, this importer holds out one hope to th 
retailer. He feels that in precious stones the public ha 
not been drilled to demand specific sizes, shapes, anj 
cuts, and allows itself to be guided in its choice by th 
jeweler. Consequently, since the demand is increasing 
and the value is sound, he feels the sale of preciow 
stones has tremendous possibilities for the retailer. Thi 





DIAMOND SITUATION PRESENTS DILEMMA 








And now, let us turn to my last topic, diamonds. At 
the present moment, prices are high and are apparenthj M0 
mounting. With the war over, no one knows wheth 

to stock up at the present market value or to wait ft pre 
a drop. It is a dilemma in which every jewelry merchatl 
finds himself. I have spoken with quite a few diamonl 
dealers but their replies have been vague. Apparenth§ 
they are as much at sea as we are. 



















However, I have one letter from a large firm of di 
mond cutters who import rough diamonds only, thati 
more specific. He has written, “The answer to the qué 
tion, ‘How much, how soon?’ ” depends on various 
certain factors. For example, you know about t 
strikes, the slow rate of release from the army of di 
mond cutters, and last, but not least, shortage of 
material. The mines in Africa have not been workit 
anywhere near capacity since the war started, due! 
labor shortages and machinery shortages. Most of t 
mines that have been worked in recent years have be 
surface diggings and these are about exhausted. 


The demand for rough diamonds is the greatest 
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has ever been, due to the fact that Belgium and Holland 
are trying to re-establish themselves in their industries. 
We also have a large industry here in the United States, 
plus several new diamond cutting factories in Palestine, 
Cuba and Brazil. 

Then take into consideration the new consumer de- 
mand throughout the United States and the rest of the 
world which has been without diamonds for so many 
years. The result for the next six months to a year is 
that there are more buyers than sellers, which means 
that we will have a firm price structure although the 
prospects are that there will be a fair supply of mer- 
chandise. 


EXPECTS PRICES TO CONTINUE TO RISE 


From another source, we get this information: “The 
general outlook is for prices to keep going up. There 
might be some small recessions now and then, when the 
slow months in retail trade set in, but the general trend 
will definitely be upward. My reasons for this predic- 
tion are as follows: The general demand for diamonds 
of all sizes and qualities will continue strong, if not 
stronger than in the last two years. The average dealer 
and retailer had expected that at the end of the war in 
Europe prices would drop and therefore kept the stock 
as low as possible. Actually, conditions have proven 
this expectation false. Instead of goods dropping in 
price, they have risen considerably since V-E Day. 

“This new rise was due to the fact that instead of 
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goods that are being cut in Europe, coming in to Ne 
York at lower prices, they are actually coming jy ‘ 
higher prices than prevailed on the New York market | | 
We can attribute this to the fact that the European Map 
ket is being very stringently controlled by the Belgin 
and Dutch governments. All goods, before being ¢, 
ported, must be submitted to a control committee and 
they must approve the prices at which same may by 
exported. Should any manufacturer underestimate 4, 
value of goods, figuring that he was making a suffciey 
profit, he does not get the necessary export permiss 
or license. This is being done because these governme 
are anxious to obtain as large a dollar balance as pogg, 
ble for the purpose of importing essential goods for th 
. United States as well as for paying debts due for mp 
chandise and services obtained during the war, 


ONLY LIMITED QUANTITIES BEING RELEASED 


“This much for the upkeep of the demand. Now § 
the supply. The supply of all rough diamonds is « 
pletely controlled by the Syndicate in London. I cg 
not say whether it is due to the shortage of rough dj 
monds on hand or that the Syndicate wants to limit 
supply deliberately. In any case, they are only rele 
ing limited quantities as they see fit and not what { 
market demands. In the ‘sight’ or showing in Londa 
only 20 per cent of the demand was supplied, andj 


the future even that percentage may not be obtaine| 


For the year 1946, it has been estimated that the Syndf | 
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oly will be rings with OVAL-made 
d glass stones. For more reasons 

in one, but for these reasons in particular: 

"AL stones bear the closest resemblance 

the real things in mined stones; they are in a 

ss by themselves for resistance to chipping and 
ching, for all-around durability! Is it any wonder 
hve top choice with leading ring manufacturers? 


Rings by Modern Jewelry Casting Co. on 
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cate will release about 36 million dollars worth of dia- 
monds. Of this, more than. one-quarter is immediately 
consigned for industrial purposes, and of the other 
three-quarters, a part is usually turned over: for in- 
dustrial purposes by the diamond cutters because they 
do not find this merchandise worthwhile to be cut 
for gem purposes. This would leave something be- 
tween 20 to 30 million dollars worth of rough 
diamonds for the purpose of cutting into gems the world 
over. I believe that this is only a fraction of the dia- 
monds sold at retail in the United States alone. 

Since V-E Day, Europe as well as India, has come into 
the markets and added considerably to the total con- 
sumption and will therefore make the supply even 
shorter. At the moment I cannot see any reason or any 
prospect that the situation will change, in the near 
predictable future, and the chances are for prices to go 
up even to double the present market prices in view of 
the fact that both the supply of rough and labor and 
profits in Europe are totally controlled.” 

To sum up, it is the opinion of every one of these 
manufacturers and importers that there will be no nor- 
mal distribution of merchandise for at least six months, 
with the majority of them agreeing on a year. It is also 
their unanimous opinion that this Christmas will see a 
volume of business unprecedented in the history of the 
’ jewelry industry and that this high level of sales will 
continue throughout the year. It is their general opinion 
that your shelves will be emptied of all standard mer- 
chandise and that many months will elapse before you 





will be able to replenish them. They feel that you wip 
be able to cleanse your inventories of all over-priced ya, } 
merchandise and that you will have the opportunity ty 
re-stock your store with standard brand gold-filled ang 
karat gold jewelry. and With precious stones, for a firm 
post-war structure. While the immediate future my 
look gloomy, the long view is a bright one and a happy 
one. Guide yourselves accordingly. c 


PHOTOGRAPHY GIVES VERSATILITY TO DISPLAYS 
(From page 189) 


travel pictures with luggage . . . gay “night-life” effegs 
with formal jewelry . . . sports events for inform 
jewelry and watches . . . graduations . . . weddings.) 
any kind of seasonal atmosphere . . . and a host @ 
every-day events which tie in with jewelry merchandise, 
Photo-murals and smaller prints can also be used: 
advantage in the store interior . . . the backs of ¢ e 
wall panels, niches and so forth. 
Very desirable stock pictures can be obtained f 
photographic agencies for a moderate fee for the w 
of the negative. They can be enlarged and finished 
a number of ways. Sepia and-other colored tonings ¥ 
frequently make a picture more effective. Careful “¢ 
ping” or trimming down will often greatly improve 
attention value of a picture. 
A still better way to obtain your photographic wa 
is to corral the interest of one of your local amatey 
. .. there are sure to be plenty of them around—mayh 
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—A NEW EARRING-BOUTONNIERE ENSEMBLE 
OF SURPASSING LOVELINESS 


The delicate charm of a floral spray is 
captured forever in Fleurette... 

a wondrously beautiful creation by Kuris. 
Offered in olivines, garnets, opals, 

rubies, pearls, turquoise, emeralds, and 
other precious gems, these exquisite 
matching sets will instantly appeal 

to those of discriminating taste. 
Mountings are of 14 carat gold. 


Order through your jobber 
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in your own employ—and cash in doubly on your photo- 
graphic investment. Nothing interests one amateur pho- 
tographer quite as much as the work of another amateur 
photographer and if you give due credit to your man 
on a small card in the window, you are bound to excite 
interest., Still better if you can persuade your picture 
taker to divulge on the same card the usual photographic 
abra-ca-dabra about shutter speeds and filters and what 
not, you will insure the interest of every passing camera 
addict and you'll find that is quite a lot of people! 

There are any number of angles to a photographic 
contest which a jewelry store might sponsor, possibly 
in cooperation with the local Camera Club. Prizes for 
the best portrait of a woman—or man—wearing jewelry; 
the best still life with silverware; flower arrangements 
in a silver or crystal container make the problem 
specific and give the contest definite identity with the 
jewelry store. 

With the release of new photographic equipment and 
supplies and the development of new techniques, par- 
ticularly in color photography, now is the time to make 
full use of the possibilities of photography in your win- 
dows. 


WHOLESALER KEY TO DISTRIBUTION PROBLEMS 
(From page 191) 


get goods from production centers, such as New York 
City or Providence to Lubbock, Texas, than to get them 
there from such wholesale centers as St. Louis or Dallas. 


By their location and their services wholesalers gyp. 
chronize the clocks of distribution. : 
The range of goods offered by any one manufacture, 
must be supplemented by others to fill the needs of th. 
retailer. No manufacturers make a complete line of 
goods, embracing watches, diamonds, silverware, ete, 
such as the average retailer must offer if he is to satisfy 
the wants of his ultimate consumer customers. Even jp 
any one branch of the field, few manufacturers haye , 
line that includes every price bracket. 


Practically ali f 


of them specialize in making one article or a limited ling | 


of articles. The retailer’s stock, however, must be diversi- 
fied and therefore must include many lines of goods by 
many producers. 


In reconciling these two factors both for the trade as | 
a whole and for the several firms in it, the wholesaler § 


renders several specific services. 


WHOLESALER RENDERS DIVERSIFIED SERVICES 


First, he carries a stock much more varied than that § 
of the average retailer and near enough to the retailer f 


so that he can make quick deliveries. In his catalogue 
(if he issues one), the average jewelry wholesaler lists 
about 700 classes of items divided among 8000 or 9000 
different numbers or price listings. For example, such 
a catalogue includes between 1400 and, 1500 varieties 
and makes of rings, between 400 and 500 types, varieties 
and makes of watches, and between 200 and 300 differ. 
ent varieties and makes of chains. 

These wholesale stocks are within a few hours of 
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every retailer in the country. The order-handling and 
delivery procedures of the wholesaler are set up so that 
he can get any one of these items to any retailer in his 
territory within a surprisingly short time. Since the 
distance which goods must travel from the wholesaler 
to the retailer is short, the chances of untoward acci- 
dents which made for uncertainty in delivery are few 
in comparison with those which exist when they must 
move long distances. 

This means that the manufacturer who distributes 
through wholesalers has most of his stock-carrying work 
done for him. He can ship to the wholesaler in larger, 
more economical lots than would be possible if he sold 
direct. If he wishes to do so, he can usually arrange 
to be relieved of much of the stock-carrying burden 
resulting from seasonal production or demand. He may 
use the wholesalers’ stocks as a reservoir in which goods 
collect during the production season and from which 
the wholesaler pumps them out to the retailew during 
the selling season. 


MAINTAINS STOCK RESERVOIR FOR RETAILER 


The retailer who uses this reservoir has at his dis- 
posal a stock many times as large as that which he 
carries in his own store and from which he can make 
‘one or two-day deliveries of items his customers want 
occasionally but not sufficiently often to justify his 
stocking them. Therefore, because less of his inventory 
is in seldom called for items, he can get a more rapid 


Was: 








stock-turnover—a matter of vital importance im g 
in which turnover is at best painfully slew. dhaioe 
The second part of the wholesaler’s task in serving By t 
the manufacturer and retailer is dual in character] the bi 
Through his sales force and promotional work he heal atts | 
supplies an economical and effective selling service fo the ™ 
the manufacturer and also simplifies the retailer's tag} beco™ 
of selecting and buying merchandise. Its 
The jewelry manufacturer who wishes to sell direg| called 
to retailers is faced with a difficult and costly task and) By di 
with a painful choice. Estimates of the number of retajf of 4 | 
jewelers vary widely. For purposes of uniformity | whole 
will use that of the Jewelry Board of Trade, which lig be P™ 
17,103 cash and installment jewelers. Hf the mam Th 
facturer attempts to achieve complete market coveragd retail 
by selling to all of them, his task is staggering. it. TI 
average wholesaler’s salesman makes 1.3 calls per day factur 
Having a much smaller line to present, the manufac} took | 
turer’s salesman could probably better that record cop} of th 
siderably. Let us assume that he can average three call oblige 
a day. The average wholesaler’s salesman calls on eagthe p' 
retail customer between four to five times a year. L¢ 
us assume that with his shorter line the mannfacture 
feels the need for only three calls a year. Computing 
on this basis we find that a jewelry manufacturer woull 
need a force of about 55 salesmen to cover the entir 
market. This is the manufacturer’s task if he choose 
to sell to all retailers. 
To avoid this expense the manufacturer, unless he is 
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,very large one, may be tempted to make the painful 

hoice of selling direct to a limited number of retailers. 

By this policy @ manufacturer confines his market to 

a the bigger outlets in the great centers of population and 

atts himself off from a large and lucrative portion of 

ni the market—a portion of it which promises to grow and 
became more profitable. 

It would be difficult to find a retail jeweler who is not 
elied an regularly by at least one wholesaler’s salesman. 
J By distributing through wholesalers, the manufacturer 
aij of jewelry article enlists the services of thousands of 

ghoksalers’ salesmen and so assures that his goods will 
al be presented to every retailer in the country. 
| Through his sales force the wholesaler also aids the 
| retailer in his work of selecting merchandise and buying 
wit. The Board of Trade Red Book lists 1791 firms manu- 
ayj facturing jewelry and allied lines. If a retailer under- 

took to examine and choose among the offerings of all 
miof them, his task would be stupendous; he would be 
if obliged to spend practically all his working hours in 
chi the process. 
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a “INCLUDES GENERAL LINE AND SILVERWARE SPECIALTY HOUSES 


Of course, by no stretch of the imagination can we 

sume that he would attempt to examine them all. If 
me were to carry a well selected stock, however, and 
pouy all of it direct, he would find it necessary to exam- 
ine and choose among the offerings of not less than 
tree manufacturers of each of at least 100 articles or 
ses of articles. This would keep him busy for at 
east 60 eight-hour days each year, provided all sent 
@lesmen to see him three times annually and he were 
‘aked upon to spend no time or effort journeying to the 
to see the offerings of suppliers who did not 
operate sales forces. 












In the process of buying direct the retailer must inter- 
Wand examine the offerings of the salesmen of many 
Macturers whose goods do not fit his needs. In so 
g he wastes much time and energy which could be 
wed to better advantage in other ways. No small part 
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of the service the wholesaler offers his retailer-customers 
consists in weeding out those offerings which do not fit 
their needs. 

The jewelry retailer who bought all his goods direct 
would likewise be obliged during a normal buying period 
to receive and check small shipments from at least 100 
manufacturers and to merge each of them into his stock. 
He would regularly have to check the same number of 
invoices and to pay them with the same number of 
checks or cash remittances. His whole process of buy- 
ing, receiving goods, and paying for them would be 
tremendously complicated and expensive. 

The wholesaler supplies him a means by which he can 
do the work of comparing and selecting goods by exam- 
ining the offerings of three or four sellers at most. 
Within any normal buying period he can purchase his 
entire requirements in three or four orders, receive them 
in three or four shipments and pay for them in three or 
four remittances. 

The fact that the manufacturer usually makes a few 
items of uniform quality and the retailer must stock 
many items in great variety gives rise to another diffi- 
culty that is subtler but equally significant if the retail- 
er’s buying is done directly. The typical manufacturer 
has a limited line of merchandise to sell. For his sales- 
men to achieve a satisfactory volume, they must sell 
each item of that line in substantial amounts. They are 
under constant pressure, therefore, to sell the retailer 
‘more of each item in the line than the retailer should 
buy at one time. The result is that the dealer is likely 
to be oversold and his rate of stock-turnover tends to 





be slower than it should be. If a jewelry retaile; is ty 
be efficient, he must seize every opportunity to speed 
his naturally slow turnover which handicaps him le 
competition with his department store and chain gto, 
rivals and which, by making his goods more expengj 
reduces the entire amount of merchandise that cap | 
sold by the industry. 

The wholesaler’s salesman, on the other hand, has 
line to offer that includes every item wanted by ty 
retailer. This salesman can sell him only the items he 
wants and in the small economical quantities in whig 
he should buy each of them and still achieve for hims¢ 
a satisfactory volume. 





















DESIGNED TO MAKE SELLING EASIER 
(From page 198) 














Above that, we have gotten rid 


concentrated inside. 
reflections which make it hard to see displays by se 
the glass at an angle—leaning forward six inches f 
base to top. This makes it easy for passing motori 
to see inside the window, entirely free from the 
mirror effect.” 

The “hanging case’”’ under the front marquee and 
main left hand window are similarly slanted. In 
hanging case, which is trimmed just as the interior 
are, only diamonds and the more expensive lines will 
shown. Small windows are paying rich dividends in 
centrating more attention on specific items, while 
glass doors permit a good view of the store interior, 

Further time-saving ideas are apparent within 
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ist tore. First, lighting has been arranged to do away Rives 


with “going outside to see it in daylight.” A 7x4-foot 


d 
%. anel over the door floods the front of the store with 


ston} daylight, combined with three fluorescent daylight fix- 

sive} tures down the center. Over the cases all the way 

nbd ground the store is a projecting blonde wood ledge, in - 

which are set 12 clear glass incandescent floodlights. 

as) The direct light projected down from these illuminates 

thd all case interiors and tops (there are no lights at all in 

8 he the cases themselves), is best for employee eyesight, . 

hid? §=and for showing most merchandise. Where diamonds 


nlf are concerned and the customer wants to see the effect ({ 
of daylight, all she need do is turn around and hold 

her hand out in the center aisle under the fluorescent 
fixtures. “We lost a lot of time with this nuisance of 
running outside,” Mr. Weiner said. “There isn’t any 
reason for it with this new setup. We’ve done away ae B L A Cc K 


with blue lights and case top lamps altogether, with the 


flood of direct light available.” | 
ONYX 


INTERIOR FINISHED IN LIGHT COLORS | ¢ 

The interior is done in apple green with blonde wood ALL ‘STZ6S 
wall cases, tables, and floor cases. Chief innovation here 
is the slanting of the glass fronts of the wall cases to 
eliminate reflection, and doing away with partitions—one 
glance allowing the customer to see everything shelved 
along one side of the store. 

The blonde wood cases are “built for knee room.” Be- 
neath the 10-inch glass face on each counter, the blonde 
wood facing slants in frot floor to glass 8 inches, with 
a rubber tile kick plate six inches high at the floor. This | 
permits standing directly up against the case without 
banging knees or toes into the usual flat surface, while 
the rubber tile absorbs scars and nicks which visitor’s 
shoes inevitably cause. More room is allowed for cus- 
tomers to pass a standing patron, and the cases can thus 
be somewhat larger than would otherwise be possible. 
All of them are designed in this way, 36 inches high, 
and equipped with double drawers at the rear. 

“Double drawers solve the problem of keeping 
plenty of forward stock,’ Mr. Weiner pointed out, ‘‘and 
are a distinct improvement over the usual single drawer 
or shelving. Shelving is unsatisfactory because of dust 
and disarray, while one drawer is seldom enough to ac- 
commodate the stock we need. Therefore, there are 
double drawers all the way around.” 

Space is provided for two watchmakers, both stationed 
at the rear on a novel double bench with work surfaces 
built on two levels. Duplicate blonde wood enclosures 
were built for the cashier on the right and the watch- 
making bench on the left. Two huge mirror doors lead 
into the stockroom between, giving the interior the illu- 
sion of a much longer store. Built “functionally,” there 
is little effort for glamor fixtures except a mirror-lined 
niche on the right side for specially featured bulky mer- 
chandise, such as radios, sterling hollowware, etc. 
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Two flat mirror-topped tables in the center aisle are 
hilt for china and glassware, which will be carried in 
moderate amounts. Between the two tables the sterling 
flatware desk has two modernistic chairs, and features 
three display trays of sterling patterns tilted up beneath 
the glass toward the customer—which as the photograph | ; 
shows, makes it easy for her to see the details of all the | . 
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patterns on display without bending over to peer through 
the glass. 

“That’s only a small timesaver,” Mr. Weiner observed, 
“but all these things combined help a lot.” 

A tiny automatic elevator connects the basement 
stockroom with a small room behind the right front 
window, for quick restocking of cases or window display 
work, A telephone connects with a stockroom station 
for making orders. There is no separate diamond room, 
since the store is soundproofed, and a customer in the 
diamond bay at the front is unbothered by passing store 
traffic. 

“The whole design sums up to eliminating lost motion 
and wasted time,’ Mr. Weiner concluded, “so that we 
can handle many more customers with approximately 
the same facilities that were available in our original 
store.” 


PERSONAL TOUCH GIVES ADS APPEAL 
(From page 195) 


with the latest in fashions, it was emphasized. When 
women’s fashions call for earrings, chokers, necklaces, 
or bracelets, one is then abreast of the times in writing 
jewelry advertising copy. 

Jewelers today are up against a great deal of com- 
petition from department stores and specialty shops, 
and it was pointed out that jewelry stores should be 
more alert in presenting new items. In other words, 
the writer of jewelry store advertising copy should make 


a close study of feminine fashions and fashion Maga- 
zines—noting the various style trends, especially where 
jewelry is involved. 

Mrs. Abbott likes to inject a bit of human interes 
in her ads, too, by the use of pictures or sketches of 
people. A picture of a charming bride in an advertise. 
ment of wedding rings, for example, definitely attracts 
attention of the bride-to-be, who is likely to picture her. 
self in much the same way, and as looking just as 
beautiful. 

Poring through fashion magazines regularly, Mys, 
Abbott often sees a picture—sometimes just a feminine 
hand—around which she is able to build up the adver- 
tisement. For one thing, the double-ring ceremony and 
all it implies in jewelry has been featured frequently in 
Stowell advertising copy. 

There’s no set rule in making up Stowell ads, Mrs, 
Abbott explains. The store signature is always about 
the same, and featured rather prominently in all copy, 
Stress is generally laid on diamonds first, followed by 
gold, and then silverware, although there is no set rule 
about this, either. 

In silverware ads, the six-piece place setting is 
stressed, and every time a silverware ad is run, the so- 
called place setting of six pieces is used in some manner, 
In this way, the ads make it easy for customers. 

Catchy headlines are another feature of Stowell ads. 
A whole series of ads were built around the four words, 
“A Ring for Romance.” Other headlines that have been 
used with success are: “Two on a Match’—applying 
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the phrase to matching sets of jewelry; “For the Day 
You Always Remember’—-for use on anniversaries, 
pirthdays, and other special occasions; “Once in a Life- 
time,” “Kiss and Godbye,” and so on, each lending itself 
to some particular type of copy. 

In addition to Mrs. Abbott’s fashion background, it 
, may be added, she has had considerable newspaper expe- 
| rience—her first job being a cub reporter on a Bostow 
| daily. She also has done a bit of radio script writing, 
and is a member of the Advertising Club of Boston and 
of the Fashion Group. 


sAYS JEWELRY SALES DUE FOR 140% INCREASE 
(From page 200) 


From the small town jeweler’s standpoint (Pocatello, 
Idaho, has a population of approximately 20,000) Mr. 
Porges believes that attractive window displays are the 
jeweler's best advertisement, especially if one’s shop is 
strategically placed on the main shopping thoroughfare. 

Mr. Porges’ Pocatello store is one of a chain of the 
Rudman & Gottberg’s four jewelry stores in Southeast- 
er Idaho. Rudman and Gottberg was founded in 1893 
at Cripple Creek, Colorado, by Julius Gottberg and Sie- 
bert Rudman. They left Colorado in 1916 and opened 
their first store in the thriving farming town of Idaho 
Falls, Idaho. In 1916 they also opened the Pocatello 
store, followed by Malad in 1934, and Twin Falls in 
1940. Mr. Gottberg passed away in 1933, his interest 
passing to his daughter, Fannie G. Porges. Mr. Rudman 





still operates the Idaho Falls store with Otto Lines as 
manager. Myron Porges operates the Pocatello store 
with M. G. Sexby and A. P. Silver as managers. Robert 
L. Summerfield operates the Twin Falls store and Miss 
Delores Jones is in charge of the Malad store. 


ANTICIPATE NO EXTRAORDINARY CHANGES 


Mr. Porges, speaking for the four Rudman & Gottberg 
stores, said they anticipated no extraordinary change 
from war to peace as far as their businesses were con- 
cerned. During the war they added no extra lines that 
weren't strictly in the jewelry category. 

Also, during the war period they made an especial 
effort to give extra service, especially as to the repair of 
watches and clocks. None of their competitors wanted 
the repair work—nor for that matter did Rudman & 
Gottberg, since both help and materials were hard to get. 
However, by staffing saleswomen instead of men and by 
employing part time repair men, they managed to take 
care of practically all the watch and repair work in their 
various communities. And the rendering of this extra 
service at a time when it was so sorely needed has 
brought them many friends and customers who will go 
along with them during the post-war period, Mr. Porges 
believes. 

The repair department—expanded to meet the war- 
time necessity—will be retained on the same scale during 
the post-war period in the belief that it will continue to 
win friends. 

Mr. Porges says that all the stores are run on the 
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same principles laid down by the founders in 1893, the 
most important of which is their aim at all times... 
during boom or depression—to “Give Service and More 
Service Than Even the Customer Demands.” 


ADHERES TO SELLING PRINCIPLES 


Other principles adhered to and to which he attributes 
much of the success of the chain are: 

(1) Appreciate the customer’s business. 

(2) Be pleasant and courteous at all times. 

(3) Render some extraordinary service ho matter how 
difficult (as in the instance of the war-time clock and 
watch repairing). 

(4) Always maintain a high quality and value. 

(5) Give more service than is expected of them or 
any other jeweler. 

(6) No high pressure methods. Rather, when cus- 
tomer is in doubt, suggest comparison with fellow 
dealers. 

(7) Keep up with the times in store’s appearance. 
Make improvements. 

In closing Mr. Porges had nothing but high com- 
mendation for the jewelry manufacturers who, in spite 
of the magnificent contributions they made to the war 
effort, were able to take care of the retailers. 

“They did a fine job,” Mr. Porges said, “regardless 
of both material and labor, they went right on supplying 
retailers with merchandise. It was remarkable. They 
deserve a world of credit.” 





NEW TYPE SHOWROOM AIDS DIAMOND SaAtgs 
(From page 210) 


the attention of the store staff whenever a custome 
enters at the front. Because the sound of a buzzer in 
the small store might be irritating, this photoelectric yy 
is connected with a flasher light set in the ceiling and 
facing into the business office section at the rear of the 
store. Projecting a bright flash of light, it is readily 
noticeable and keeps salespeople alert to greet any 
entering customer in the diamond room. : 


TO CARRY ONLY FINEST GOODS 


Looking forward as usual to the customer who want 
something really different and individual in diamond; 
or other fine stones, the Edwards diamond room yjj 
carry absolutely no duplicates and concentrate on th 
most rare and unusual stones it is possible to obtain, 
With such merchandise Mr. Edwards habitually spend 
as much as two or three hours with a single custome 
in the comfortable atmosphere of the diamond room, 
secure against interruptions and with every facility ty 
give the stone the luster it deserves. “We want to pre- 
sent diamonds with both maximum dignity and th 
utmost in sales appeal at one and the same time,” Mr 
Edwards summarized his policy. “In this way we feel 
we can surround them with the air of rarity and desirs. 
bility which the customer should feel afterwards in 
owning them.” 
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TURQUOISE—BIRTHSTONE FOR DECEMBER 
(From page 212) 


This is understandable for without the accurate facetting 
of today, which was then unknown, some of even the 
most fiery gems would lose much of their appeal. 

The fact that turquoise is usually found in regions 
with arid climates is highly suggestive of a type of 
origin very different from that which we have come to 
expect with gem stones. Turquoise is a secondary min- 
eral, which appears to have formed as a result of the 
decomposition, through surface weathering, of aluminum 
rich rocks in which there is apatite (a calcium phos- 
phate) and some copper mineral. The significance of 
this origin, from a commercial standpoint, is that tur- 
quoise cannot form in any really deep-seated deposits, 
it will only be found near the surface in the zone of 
weathering, and the mines will all fall in value as the 
work goes deeper. In most cases, the source of the 
apatite and the other constituents is an igneous rock. 


The oldest turquoise mines in the world are in the 
Sinai Peninsula. A source of gem material for the an- 
cient Egyptians, they have not been worked for the past 
3000 years. Attempts in modern times to reopen these 
mines have met with failure. 

In the trade we really encounter stones from only two 
regions, those of Nishapur, Persia, and those of the 
American Southwest. The earliest certain reference to 
these deposits is to be found in the writing of the 
Arabians of the Tenth Century. 


Comparatively few 


Oriental stones are of fine quality, and many of them 
appear to fade on drying out, so that they become worth- 
less. 

Many deposits are known in the American Southwest, 
and their total production, stimulated by the vogue for 
Navajo Indian jewelry, has far excelled in value the 
amount ‘of imported turquoise. The most important 
deposits are in the Cerrillos mining district of New 
Mexico, where mining was carried on before the advent 
of the Spaniards. Numerous deposits are being worked 
spasmodically today, and considerable turquoise of good 
quality still seems to be found. 

The Spaniards found the Aztecs to be using many tur- 
quoise ornaments, but since the known Mexican occur- 
rences are few and poor, it is probable that most of the 
pieces were brought down from the north, many of them 
from the same Southwestern American deposits which 
are worked today. The traces of ancient working found 
in these mines prove it to have been mined by the Indians 
and relics show it to have been traded up and down the 
continent. It is highly valued by the Pueblo Indians 
of today. Many a local trader has taken in and advanced 
money on turquoise ornaments to the temporarily embar- 
rassed, who later redeemed them, time after time, much 
as a city man might pawn his watch when the need arose. 
According to Pogue, a Zuni would value a fine string of 
turquoise as high as several horses. 

Since turquoise is a rather soft and porous stone, it is 
susceptible to treatment which will improve or damage 
the appearance. Old Indian pieces can be recognized by 
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a greenish cast resulting from the absorption of grease 
and oil into the tiny pores, the yellowness of this dirt 
affects the color of the stone. The owner of a fine tur- 
quoise should use care in its treatment and not permit it 
to be exposed to all the hazards of the skin; soap, water, 
cold cream, and so on. At the same time, caution should 
be observed in purchasing turquoise, for it is conceivable 
that the color might be intensified artificially by the 
proper treatment. The recognition of such stones is diffi- 
cult, but eventually such coloration is likely to fade and 
the stone revert to its natural color. All the accounts 
tell of fine stones fading out after drying. As soon as 
they are taken from the mines the moisture will dry out. 
Wetting a turquoise might briefly deepen the color of a 
pale stone, but would hardly be an effective deception. 
Waxing is a more permanent treatment which will some- 
times be encountered. 


IMITATIONS EASY TO RECOGNIZE 


In addition to the treatment of natural stones to im- 
prove their color, we find the imitations; of glass, which 
are easy to detect, and of various compositions, which 
are more difficult. Many of the tests for the identifica- 
tion of these imitations damage the specimens, so that 
they cannot be applied to valuable stones. Another type 
of genuine stone often confused with turquoise is iron 
phosphate stained fossil bone, known as bone turquoise. 
The microscopic bone structure visible in sections of this 
material make it easy to recognize, however. 

A fine monograph on turquoise has been written by 
Joseph E. Pogue and published as volume 12, part 2, 





of the Memoirs of the National Academy of Sciences, in 
1915. Anyone interested in turquoise should make a spe- 
cial effort to consult this exhaustive study. Though long 
since out of print, it will no doubt be found in most large 
libraries. It would be a fine thing for the jewelry trade 
if many more such studies of various gem stones were 
available. 


—_———_—_—_ 


A GEM-STONE PRIMER 
(Frome page 216) 


Q. What is incrusting?P 

A. Inlaying metal into an engraving. 

Q. What are imitation stonesP 

A. Those that look like, but do not have chemical or 
physical characteristics of the natural. 

Q. What are most imitations made of? 

A. Usually glass. 

Q. What is the “common doublet”? 

A. Glass with a genuine garnet top. 

Q. What is the “soldered emerald”? 

A. An imitation made of two pieces of colorless crys- 
tal joined by a green cement. 

Q. What is a synthetic stone? 

A. A manufactured stone having all the chemical, 
physical and optical properties of the natural. 

Q. How is the natural told from the synthetic? 

A. “Growth,” “color” or “grain” lines are curved in 
the synthetic. In the natural they are always straight, 
or form angles composed of straight lines. 
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Q. What is the basis for these natural character- 
istics P 

A. The natural shows evidence of its “growth” into 
definite crystal shapes. 

Q. In what popular stones are these straight lines 
often visible to the naked eye? 

A, Star sapphires, sapphires and rubies. 

Q. What are other charactertistics of synthetics P 

A, Circular bubbles (air) and fusion marks. 

Q. Can synthetics always be told from the nat- 
ural with the naked eye? 

A. No—often a loupe or even a high powered micro- 
scope is needed. 

Q. What are the only two synthetic minerals 
made commercially P 

A, Corundum and spinel. 
Q. Do both these synthetics have same hard- 
ness P 

A. No. Corundum is 9—spinel is 8. 

Q. What are the well-known varieties of corun- 
dum? 

A. The sapphires and ruby, both natural and syn- 
thetic. 

Q. In what colors are synthetic stones made? 

A. A wide variety of shades, even some not known in 
nature. 

Q. What is erroneously called “synthetic zir- 
con” P 

A. Synthetic spinel of color approaching the blue of 
the zircon. 

Q. Why is “synthetic zircon” erroneous? 

A. The stone does not have the chemical, physical or 
optical characteristics of natural zircon. 

Q. What does the jeweler require for the practi- 
cal testing of most stones? 

A. A refractometer and a dichroscope, besides his 
loupe and diamond scale. 

Q. Will his experience help him in testing? 

A. Yes; usually—but his “guess” often has to be sub- 
stantiated by instruments. 

Q. Can he always identify any possible stone 
with these alone P 

A. Not always—occasionally more elaborate equip- 
ment is needed. But when necessary he can call on a 
reputable stone house or testing laboratory. 





ROAD MAP FOR OUT-OF-WAY STORE 
by ROBERT LATIMER 


When S, Frank, manager of Granville’s Jewelers, San 
Francisco, found that many customers experienced diffi- 
culty in finding the store in answer to newspaper adver- 
tising, he was up to the problem—providing the answer 
by furnishing a miniature map printed on the back of 
the store business cards. 

“Granville’s is in an out of the way location, even 
though it is in the heart of downtown San Francisco,” 
Mr. Frank said, smilingly, “caused by our famous angled 
streets which run into Market Street. We’re in a pocket 
triangle formed by two angular intersections, and con- 
sequently many people interested in our advertised mer- 
chandise went far out of their way attempting to find 
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With the easing of Navy and Army 
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the store. Some of them went too far on street cars or CERTIFIED 
took the wrong line. Consequently, we are now sending The term Certified: implies that the article so de 
out the tiny map with all direct mail, invoices or busi- scribed has been “Certified” by a governmental 







































ness mail, so that it won’t happen again.” scientific bureau, or other responsible agency cha 
The map, drawn up by the store advertising agency, with the responsibility of examining and certifying 

shows the store in relation to Market Street and Geary an article or that it has been analyzed or appraised 
Street, which run together nearby. A quick glance at it an impartial agency, its nature and quality being daly 
goes a long way toward straightening out the position attested in writing or duly attested to be as represen 

in the visitor’s mind, so store people have been asked to unless otherwise clearly indicated, e. g., “Certified * 
hand one of the cards to everybody who enters the store, Our Own Laboratory,” “We Certify,” etc. Provi 
asking them to keep it handy. “Since we were able to however, that if a recognized, legally established gy 
show some stock in almost all restricted lines through governmental certifying agency is established for a spe 
the war, many of them did,” Mr. Frank said. cific product, the term “Certified” should be used only” 





in that sense. In any case, it is advisable to indicate) 
the agency of certification. ; 


The term “Certified” should not be used as part of 

a name, or otherwise, to represent that the quality or 
the guarantee may apply only to the watch case and any other feature of a product is “Certified” unless: 
not the movement. such are-the facts. There have been various F. T, Ci 
cases indicating that the term “Certified” should not” 
» BONDED : : 4 
of ss 7 be applied to an article or used as part of a trade name © 

The terms “Bond” or “Bonded,” should not be used to imply that goods are “Certified” ‘as to quality, cut, 


YOU CAN'T SAY THAT! 
(From page 220) 


as part of a trade name, or otherwise, so as to imply a design, composition or otherwise, unless, in fact, they 

guarantee or protection of the customer, unless, in are analyzed, appraised by a governmental agency, or by 
fact a bond has been posted to provide such guarantee a qualified, impartial agency or independent organiza 
or protection. In F. T. C. 3459 respondent was order- tion, etc., or approved thereby. 5 
ed to discontinue trade name “Bonded Jewelers of _ 
America,” which implied the business was bonded when FREE 
such was not the fact. The common méaning of the word “Free” is “with- 














Doghouse and Scottie 
{or any dog shown) in 4 
14-Kt. yellow gold with 
fine 17 J. Swiss move- 
ment. Eyes of dog are 
aset with genuine Rubies 

$320.00 - 













Exquisite Bird of Paradise combination 
‘clip and watch in 14 Kt. Gold with a 

17 J. Swiss movement. The tail coverts 

- aré-fan-shaped and set with fine Dia- , 
~ ‘monds, or Rubies or Sapphires (or any Pair of Scottie puppies in * 
rigors mil of stones) from $950.00 14 Kt. yellow gold, with  — 


genuine rubies for eyes. 
$150.00 










Cocker Spaniel also in 14 eS cy " 
Kt. yellow gold with genu- 
ine Rubies. 








Any dog shown can - 
be supplied in pairs. 
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ATLAS MANUFACTURING CO. 


Distinetive Jewelry by Master Craftsmen for the Wholesaler 
A. B. PAULSEN 19 West 24th Street New York 10, N.Y. A.H. DAVIS 


PEM Oe Mt Vit t) Meltit4: WaAtkins 9-3634-5-6 57 Post Street 
Chicago, III. C.W. WOOD, New York San Francisco, Cal. 
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Successive stages of cuts 


INDE synthetic ruby offers unique advan- 
L tages to the gem cutter. Carefully con- 
trolled conditions of boule and rod growth 
make it possible for the lapidary to stand- 
ardize cutting procedures. Brilliant red 
color and high, lasting polish make the 
synthetic ruby an excellent gem stone. 


This synthetic gem material, which has 
the same chemical and physical properties 
as natural ruby, is available in half-boules 
weighing up to 150 carats and in rods. 0.065 
to 0.125 in. diameter. Half-boules and rods 
of LinDE synthetic white sapphire are also 
available. 


More information on LinbDE synthetic ruby 
and sapphire will be sent on request. 


BUY AND HOLD UNITED STATES 
VICTORY BONDS AND STAMPS 








Air PRopucTs COMPANY | 















out cost or obligation,” or “gratuitous,” i. e., given with. 
out recompense or payment. Therefore, the word “Fre? 
may have the capacity to mislead when used in any 
other sense. 

The Federal Trade Commission has made it entirely 
clear that it considers as unlawful any use of the word 
“Free” where there is an obligation to purchase som, 
other article or to render some service, or where ther 
are any conditions or strings attached to the offer, Th 
position of the Federal Trade Commission is accurately 
and clearly set forth in Docket 3461, for example, which 
orders the respondents to cease and desist from: 

“Representing, designating or describing watches o 

other articles delivered only upon the condition tha 

some other articles be purchased and paid for x 

‘free,’ ‘included free,’ or ‘included free of extry 

charge’ or in any other manner indicating that the 

watch or other article is a gift or gratuity.” 

“Using the term ‘free’ or any other term of sitnilar 

import and meaning to describe, designate or refer 

to any merchandise which is not a gift or gratuity 
and delivered to the recipient thereof without cost 
and unconditionally.” 

The Federal Trade Commission has informed Better 
Business Bureaus that to the extent that any prior 
orders for opinions are in conflict or inconsistent with 
the position taken in the above quotation they are not 
controlling and should be disregarded. 

Where the obtaining of one article or service is de- 
pendent upon the purchase of another article or service 
(at no more than its regular price), but is included 
without additional charge, it is recommended to retail 
advertisers that the phrase “Included With” be used. 
The terms “Give” or “Given” are not recommended 
to express such meaning. 


GIFT 

When the term “Gift” is used in the advertising of 
merchandise it conveys the impression that the article 
so described is a donation or a “present,” or that it is 
“Free.” If the “Gift” is dependent on the purchase of 
another article, it is not a gift, it is not “free.” The 
term “Gift” should not be used unless the article is 
“free.” Similarly with the word “present” as a noun 
or verb. 


ON APPROVAL 


When any merchandise is “Sold On Approval” the 
buyer should have the privilege of examining, or when 
approval period or for a reasonable period of time, 
necessary, trying, or trying-on, merchandise in the 
with the privilege of returning it to the seller for 4 
refund if it is not satisfactory. 


DELAYED DELIVERY 

In the retail advertising of articles customarily 
stocked and delivered immediately, the advertising 
should indicate if there is to be a delay in delivery, 48 
for example, when the intention is to take orders from 
samples for future delivery. 


SUPERLATIVES AND EXAGGERATED STATEMENTS 


Superlative and exaggerated general statements 
should not be made. Advertisers who adopt a policy 
of having proof for each statement before publication 
will avoid such confidence-destroying statements. Sueh 


THE JEWELERS’ CIRCULAR-KEYSTONE 








lw ewamade M comremrtuasa M coarmuryrdt MM eCTANRT CATY TWIT Wi 2k O6DTWAAWTATC MM OruwbTsAAT Mm cwHnTs MM eat IWAA SM CcoONOWwVIC % | 











3 






= 


22 6825 57 3 8 As 


2 8 2922 8 


ee. 
2 & 


aee8 6S P 





seals? 858 @& 
DOTS * saHDLYM ¥* SGNOWYId ¥* SIOOL GNY TYINSLYNW ¥* SHYMESATIS * AHTAMA ¥ SHDOTO ¥ SEHDLYM ¥* SAGNOWYWIG 











DIAMONDS te WATCHES % CLOCKS y%& JEWELRY % SILVERWARE % MATERIAL AND TOOLS 


GIVING 


SELECTED 


DISTRIBUTION 
TO THE 


FINEST LINES IN THE 
BUSINESS 


a.¢, Becken bo. Chicage 


AMERICA’S LEADING WHOLESALER 


BRANCH OFFICES — 





DETROIT DENVER 








MICHIGAN BLDG. STEEL BLDG. 





“BUY FROM BECKEN — AND GET THE BEST” 





sa 





DIAMONDS x WATCHES x CLOCKS 4 JEWELRY % SILVERWARE % MATERIAL AND TOOLS * 


ONDS % WATCHES % CLOCKS »% JEWELRY % SILVERWARE y% MATERIAL AND TOOLS % DIAMONDS »% WATCHES ~% CLOCKS + 


DIAM 
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statements as “The Greatest Sale In America,” “Best 
Value In Town,” “Undisputed Leadership,” “Unmatch- 
able Values” are not only confidence-destroying, but are 
regarded as attacks on competition which often result 
in equally or more ridiculous claims by those competi- 
tors who feel they must meet the attack. 

Certain types of superlatives, which are not genera! 
nor combative, but matter of fact and provable, are not 
objectionable; for example, “the oldest hardware store 
in—————.”_ Other types of superlatives, not general 
nor combative in nature, but provable and preferably 
confined to the advertiser’s store, are not objectionable; 
for example, “the best shirt value we have offered,” “‘the 
biggest clearance sale we have ever held.” 


UNPROVABLE CLAIMS 
Claims and representations should not be used which 


are unproved or unprovable, and which deceptively ex- | 


aggerate or are not justified by fact or performance, 
or which may mislead consumers as to reasonable expec- 
tations from the product or service advertised in respect 
to grade, quality, substance, performance, etc. 


EFFICIENCY AND PERFORMANCE 


Claims as to efficiency and performance should be 
based upon average performance rather than on rare 
and exceptional cases under unusually favorable condi- 
tions. (Particular examples are radio and mechanical 
devices.) Claims or comparative claims as to the effi- 
ciency, performance or effect of a product, device, or 
service should be justified by competent, reliable tests, 
or actual results proven by scientific evidence. 














diamond purchases. 


savings through cash purchases. | 


EMPIRE STATE BLDG. 


CAI) 








Oy 
Opportunity Re em oe 
DIAMOND BUYERS 


As one of the world’s largest buyers of Diamonds and diamond jewelry direct 
from the public we are in a position to save you considerable money on your 


Heretofore we sold our diamond jewelry to the New York manufacturing and 
wholesale trade. We have now decided to establish nationwide distribution. 


We carry in stock a large variety of mounted second-hand jewelry. 
We solicit inquiries from responsible jewelers who wish to effect substantial 


We also carry a complete line of Melee. 


EMPIRE DIAMOND APPRAISING CO. 


Any article advertised should be available when th 
public responds and should be readily shown, sold, ang 
promptly delivered. 


LIMITED QUANTITY 
Advertising should be backed up by a reaso 

sufficient supply of the advertised merchandise to meg 
public demand resulting from advertising. When ther 
is available only a limited quantity of the merchandige 
advertised, this fact should be stated or the number 
or quantity obtainable should be indicated. If the ad 
vertised merchandise is not on sale in all the store 
owned by the advertiser in the territory in which the 
advertisement was distributed, such fact should be noted 
in the advertising. 


“BAIT” 

“Bait” advertising or baiting’ methods should not 
be used. 

“Bait” advertising is an alluring but insincere offer 
to sell something. Its primary purpose is to get the 
customer into the store. Bait offers include merchandise 
the advertiser does not intend to sell; the knocking of 
advertised merchandise by sales people for the purpose 
of switching the customer to an item which is more 
advantageous for the merchant to sell; placing on sale 
a limited quantity of the advertised product, insufficient 
to meet reasonable demands; placing the advertised item 
in an inaccessible location so that the customer is incon- 
venienced in attempting to inspect it; or using other 
methods to switch the customer from the advertised 


merchandise. 
(To be continued) 
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Can You Help Me? 


My Display Problem Ig, 







































by VIRGINIA DIXON 


Readers’ questions about window and inside-store display 
will be answered in this department each month by Miss Vip. 
ginia Dixon, one of America’s topnotch display experts whor 
talents have been brought to a focus on the jewelry field, 
Miss Dixon is already well known to JC-K readers ag 
author of many stand-out articles on jewelry store display. 


. 


ILL you please advise where we can obtain some 

very small black plastic price markers with white 
figures for window display? We have seen these on the 
market several years ago. With the type of merchandise 
we carry, we need price markers that are very small 
and neat.—J. C. S. 

Answer—The Franklin Manufacturing Corp., 62 
Central Street, Norwood, Mass., manufacture the Frank. 
lin E-Z-C price and sign tickets which seem to answer 
your description. They come in several combinations 
and are very reasonably priced. The sign tickets which 
may be used in combination with the price tickets include 
a quantity of phrases generally used with jewelry mer 
chandise. They will send a circular on request. 

Most of the other manufacturers of such markers 
have been out of production during the war, but there 
will probably be other lines on the market next year. 


E would like the names of several concerns that 

sell display fabrics. We would also like to know 
where we can get metallic letters which can be applied 
to glass.—R. I. 

Answer—Stocks of fabrics are still poor and ger 
erally unsatisfactory, but starting with the new year 
stocks should improve. The following concerns are the 
best sources I can recommend: James A. Cole Company, 
235 Fourth Avenue; Waverly Fabrics, 60 West 


| Street; Frankel Associates, 218 West 47th Street, 
| Kaplan Textile and Products, 460 Fourth Avenue, 
| of New York. 3 


a 


The RediKut Letter Company, 2902 W. 76th Streey 


_Los Angeles 43, Calif., and Blockart Company, If 


East 25th Street, New York, may have metallic paper of 
cardboard letters which could be pasted on glass. I dont 
know of any other type of metallic letter which would be 


| available now. 





E would appreciate it if you will advise us where 
we can get various types of velvet for display. 7 
Also, we are planning to remodel our, store, and would 
like to get designs drawn up for it. We want to lower 
the ceiling and put in a good lighting system.—W. J. G 
Answer—It is still extremely difficult to get any good 
quality velvet except through retail sources, such as yout 
local department or yard goods store. As soon as velvel 
is available through the display houses again, I wil 
include this information in the Shopping Notes of the 
column. 
The best person to advise you on your remodeling 
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/f STARLIGHT 


SLO 7 elle 


‘ sh mebtone « Studded 


4 Uh Mh, 


WAY 


Eo 
Ultra smart!—A  scin 


designed for-@lainoroud fe 
light Trio-ette Triple-mirrored’ compact. Glass ing “ebony Tenite 
in rose-cameo styling, encircled with—twin_haloes_of—hand-set 
brilliant rhinestones. Deftly fitted with rouge under the rose- 
covered mirror—powder-sifter and puff in other side—and lip- 
stick concealed in the handle. What an irresistible accessory—a 
complete make-up compact. The Starlight Trio-ette is the inspired 


answer for all occasions where elegance is a requisite. 


Starlight Trio-ette, ebony Tenite, complete with dainty carrying 
Trio-ette also created in ebony 
Handsomely boxed, choice of four harmony-matched shades Tenite with cameo-rose hand- 
painted. Without rhinestones, but 
same choice of cosmetics . . . 


ics. for Blondes—Brunettes—In-B-Tweens and special 
hade. Priced to retail at $15 plus Federal Tax. retails at $7.50 plus tax. 


Regular Trio-ette, without hand 
painting and rhinestones—in dif- 
ferent choices of gleaming Ten- 


> ail 1 
House oF alli DETROIT 5, MICH. ite—retails ot $5.50 plus tax 





OR DECEMBER, 1945 


261 











UNPARALLELED 
OPPORTUNITY 
FOR JEWELRY 

SALESMAN 


WE HAVE an opening for an experienced 
jewelry salesman who is above all a gentle- 
man, who enjoys the confidence of the trade, 
and who can represent the standing and repu- 
tation of this long-established firm in a dig- 
nified and. effective manner. 


THE TERRITORY is one of the richest in 
the U.S.A., embracing New England, New 
York, New Jersey, Pennsylvania, Maryland, 
and the District of Columbia. 


THE EARNING possibilities of this territory 
are sufficiently high to attract a thoroughly 
seasoned man capable of doing justice to its 
tremendous potential. 


OUR LINE of finer-quality watches presents 
impressive sales features, is nationally ad- 
vertised and favorably known to every worth- 
while jeweler. 


IMMEDIATE and confidential consideration 
will be given only to replies in your own 
handwriting, and early appointments will be 
arranged. Please do not wire or telephone. 


Address reply to 


MR. ALFRED WYLER 


WYLER WATCH AGENCY 
630 FIFTH AVENUE 
NEW YORK 20, N. Y. 





.ent store when the necessary alterations and improve- 
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and lighting problem would be an architect, familig 
with store design. Charles S. Telchin, 22 West san 
Street, New York, has designed a number of jewelry 
stores and would undoubtedly be familiar with your 
problems, or you may be able to locate a store architect 
in your own locality. 


SHOPPING NOTES 


One of our readers has written in to recommend very 
highly a white spun glass which he obtained from Gap 
rison-Wagner, 1627 Locust Street, St. Louis, Mo. H, 
says they used three pounds to cover 48 square fest 
and received not only many compliments, but sold plenty 
of goods! It is inexpensive and may be used more thay 
once, but he warns it must be handled with gloved hands, 

The lighting companies are beginning to come out with 
new models again. Century Lighting, Inc., 419 Weg 
55th Street, New York 19, N. Y., say they can fill orders 
promptly for their ‘““Dramalites” . . . small, very nea 
looking units to accommodate 150 or 300 watt reflector 
bulbs. They may be arranged for portable or permanent 
mounting, whichever is desired. 

Display Market Week will be hetd again this year 
in New York during the first week in December, with 
all the display supply houses bedecked for Spring. If 
you are planning to be in New York at that time, it’s a 
good chance to pick up ideas for the New Year. Any- 
thing really big will be reported here next month.., 
also the best from the New York Christmas windows! 


CLEARING THE DECKS FOR BUSINESS 
(From page 226) 


Dealerships have already been secured by this estab- 
lishment from Stromberg-Carlson, General Electric, 
Zenith, Sunbeam and Westinghouse. Additional space 
has been secured which will double the size of the pres- 


ments are made. Work is to start on the new addition, 
adjoining the old location, as quickly as construction 
materials can be secured. The new annex will be occv- 
pied entirely by the radio and electrical appliance de- 
partment. 

One Chattanooga jeweler who experimented with war- 
time substitute merchandise but found the quality of 
most of the goods that it was possible to secure in any 
quantity was too inferior to be worth continuing nov 
that the war is over, is Abe N. Shyer, owner of Shyer's 
This establishment, which has been in Chattanooga since 
1915, will discontinue practically every item substituted 
during the war. There is, however, one exception. Ser- 
eral exclusive lines of perfume that were taken on dur 
ing the past two or three years will continue to bk 
handled. 

George C. Toler, Manager of the LeGrand Jewelry 
Co., seems inclined to be a little more considerate 0 
most of the items which substituted in that store durit 
the war period. He favors continuing most of them {0 
a while longer. Practically every one of them enjoy? 
very good sales during the war, so there is an excelles 
opportunity that they will continue to sell, Mr. Toler! 
convinced. He does not believe in making needle 
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-|| All Your Insurance Needs 
Covered by a Single Policy | 


ery 
Tar- : 
He ’ ’ 
«| That's Jewelers Block Insurance .. . 
nity} | 
— It protects you against burglary, theft, Save yourself insurance worries by covering 
a | hold-ups, window smashing, pennyweighting, ALL RISKS with this one simple complete 

| , ‘ policy. 
Vest | fire, smoke and water damage, loss in transit, ; 

For details consult any of our agents any- 

heat | ff 
ctor | | as well as your own goods. broker. 


‘t!! St. Paul Fire & Marine Insurance Co. 


| 
| 
| 
| 
! 
ders | | d hi 4 ° ° 
r and covers anything you may have on memo, where in the United States, or your own | 
| 
| 


-. N. Y. OFFICE HOME OFFICE PACIFIC DEPT. 

7 WM. F. BOYLAN, Mar. 111 West Fifth St. E. B. BARRY, Mgr. 

| 107 WILLIAM ST. ST. PAUL 2, MINN. MILLS BUILDING 
NEW YORK 7, N. Y. SAN FRANCISCO 4, CALIF. 








|| CENTRIFUGAL CASTING 
vl| EQUIPMENT & SUPPLIES 


pace 

res- . 
Conteitoget Metal Casting Machines 

ve- (Kerr, Vaughn, Dee, & Ecco—Spring & Motor Driven) 


ion, Centrifugal Wax Casting Machines 
(Spring & Motor Driven) 


tion 
Rubber Mold Holder for Wax Casting Machines 
on Electric Vulcanizers & Wax Pots 
de- Two-Piece Frames for Rubber & Metal Molds 
Bismuth Alloy No. 200 for Metal Molds 
yar- Machines for Injecting Wax into Metal Molds 


(Hydraulic Hand Pressure & Air Pressure) 
Wax Eliminator Ovens 


any (Saunders, Baker, Hones, & Hoskins—Various Sizes) A COMPLETE LINE OF OPALS 


now Melting Furnaces 
(Gas Fired & Induction—Various Sizes) FOR THE 


* coon Mats Sets rang 
xon San raphite—Wesgo 
te Casting Crucibles MANUFACTURING JEWELER 


(Sand, Mullite, Carbon, Carborundum & Graphite 





}er- for All Types of Casting Machines) 
lur Vacuum Pump Units 
be (Table, Pump, Metal & Rubber Plate, Glass Bell Jar) 


Steel Flasks—Carbon & Stainless—Rubber Sprue Bases 


Investments—(‘‘Cristobalite”’ for Gold & Silver) 
aly (Saunders for Palladium) 


Waxes—(Kerr’s Precision & Modifying—Saunders) 
; Tongs for Crucibles & Flasks—All sizes 
rin Fluxes—Asbestos Gloves & Mittens 


of 


George T. Manning 

















fot The Opal Specialist 

yg | ALEXANDER SAUNDERS & CO. 22 West 48th Street, New York 19, N. Y. 
l . (Suee. to J. Goebel & Co.) Est. 1865 

ti 95 BEDFORD STREET, NEW YORK 14, N. Y. Telephone BR 9-7199 

les Price List Sent Upon Request 
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changes or discontinuing items if they are selling satis- 
factorily. So there are novimmediate 7 contem- 
plated by this establishment. 

On the other hand, the Rone Jewelers, who probably 
featured a greater variety of substitute items during the 
war than any other establishment in Chattanooga, plans 
to discontinue most of these items, according to Frank 
Varallo, manager. An entirely new department is being 
added, however, and present plans call for it to be promi- 
nently featured. Small electrical appliances for the 
home, such as waffle-irons, toasters, percolators and other 
small items of this nature will be included in this new 
department. 

The demand for this type of merchandise is tremen- 
dous at the present time. The success of this depart- 
ment is therefore practically a certainty. And in addi- 
tion to the large volume of business which is anticipated, 
many new customers will undoubtedly visit the store who 
would not do so for the primary purpose of buying items 
of jewelry, but who will make other purchases aside 
from electrical appliances. 

Practically no new merchandise not previously han- 
dled was substituted by either Albert F. Steinhoefel, or 
Fischer Co., as wartime replacements. 

Imported items were, of course, practically unobtain- 
able during the war, T. H. McClure, President of Fischer 
Company, pointed out. That establishment, therefore. 
greatly increased the stock of American-made merchan- 
dise to compensate for the lack of imported goods. In 


i As advertised in December 


TOWN & SOURS: 








every case, however, the domestic items were as 
appearance and quality as possible to the preyj 
featured imported goods. 

What it all sums up to is that in most instances 
jewelers of Chattanooga seem inclined to pre-war 
and merchandise for post-war business. Those 
that added war-time lines will drop them, for the 
part, and the only important additions are the radio, 
electrical appliance departments, which will be ing 
in Edwards & Lebron and the Rone jewelers. 
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: 
TRADING UP STOCKS FOR POST-WAR SELLING. 


With the return of chromium and flatwear, Sam Bailep 
plans to drop the lower priced glassware and costume 
jewelry lines which were handy shelf fillers daring i 
period of war shortages. 

Bailen’s Jewelry is a neighborhood store located 
Mack Ave. in Detroit. 3 

Mr. Bailen feels that while the two lines provi 
some profit, they did not do the store any real good frog 
the standpoint of customer reputation. : 

The better grades of costume jewelry, however, " 
be continued. 

“When an item costs $15 or more, it has stepped P| 
of the costume jewelry class and becomes real jewelry 
to be treasured by the recipient,” Mr. Bailen says, 

In addition to the small electric appliances he for 
merly carried, he plans to add small radios. 









































J ler 
aie’ COMPACTS 
Designed and crafted by MAJESTIC . . 


makers of compacts for America's exclusive | 
cosmeticians for over a quarter of a century. 
















MAJESTIC Sterling Compacts. .... .$72 dors 
MAJESTIC Metal Compacts. $21.60, $33 doz. 
MAJESTIC Cigarette Cases .$18, $28.80 dor. 







Write for sample assortment 













NATIONALLY ADVERTISED in Town & Country, 
’ Harper's Bazaar, Seventeen, Glamour, Charm, - 
Look, Saturday Evening Post and Sunday Roto ~ 










Distributed by 2 


JAY KEL JEWELRY CO. 
307 Fifth Avenue e New York 16 
Chicago: 36 South State St. : 
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Seasons Greetings 


‘Peace on earth, good will toward men” 


Chatroh and Company 


NUFACTURING JEWELERS 
2 Garden Street Newark 5, N. J. 


Member American Gem Society 














RINGS FOR LADIES 


SPOT CASH vit 
STORE INTACT 


SELL us your business . . . realize 
every cent it is worth. We are ex- 
panding and will pay a fair and just 
price for additional outlets. 65 years 
of reliability backs this firmly estab- 
lished Jewelry organization, oper- 
ating stores in various states. Firms 
purchased (names on request) will 
attest to our satisfactory dealings. 
Ask your bank for reference. 





10K and 14K Gold Set with Synthetic 
or Genuine Stones 


«eyes: 
Rings for Men Set with Synthetic Stones or Onyx 
Bridal Sets, Baby Rings, etc. 


JOBBERS ONLY 


Always Ready to Serve 


KEYSTONE 


Jewelry and Mfg. Co. 


WRITE, WIRE OR PHONE MA 3-2987 
Ask for Mr. Busch or Mr. Sargent 


J SONS, 








OOO ttt tt tt ty a tn aa adn a ah ai ainda 








Est 1880 101 Maiden Lane New York 7, N. Y. 
MAIN OFFICE Designers r Manutacturers 
875 Broad St., Newark, N. J. FL Mena ee 
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TIME TO MODERNIZE 


for 
Greater Sales 


with our smart, modern 


SHOWCASES 


Get the benefit of their superior display qualities 
in pushing your sales to a new peak. 

Clean modern lines. Fine craftsmanship and finish 
throughout. Your choice of four woods: White Oak, 
Maple, Walnut or Mahogany. 


THE UTILITY SHOWCASE 


$75" 






A practical case that can be used effectively for a 
wide range of miscellaneous items, such as men's 
jewelry, costume jewelry, leather goods, etc. 70" 
long, 18" deep, 40" high. 2 glass adjustable shelves. 


Mirrored Doors Available Without Extra Charge 
on Both These Showcases 


THE MODERN PERFECT SHOWCASE 











Ideal for your diamond rings, watches, etc., because 
it displays the merchandise at the proper height for 
convenient inspection by the customer. 70" long, 40" 
high, 20" deep. 12" glass front and sides. 4" re- 
cessed panel front adds to its attractions. 


PLACE YOUR ORDER NOW! 
Cost of Crating Either Case: $8.00 


COMPLETE LINE OF JEWELRY DISPLAYS 
for your window or showcase 


WILLIAM KORN & COMPANY 


Designers and Manufacturers of Jewelry Displays 


30 West 47th St., New York 19, N. Y. 

















WATCHMAKING BOOK REVISED 


Watchmakers’ Handbook, by Waltham Watch Co., Waltham 
published by same: sent postpaid, free of cost, upon request i 
Waltham Watch Co. vl 


. HIS booklet is.a revised edition of one that had fo 
many years been distributed by the Waltham Watg 
Co., but that had been discontinued for a time recently, 
due to wartime conditions. We are glad to see the rp. 
appearance of this little work, not only as one of the 
signs that the war is over, but very decidedly because of 
the merit of the work itself. 

There are 32 pages, with 32 illustrations and severg} 
tables of data on the effects of turning mean-time screws; 
thickness or strength of mainsprings; width of maip. 
springs; conversion of watch-movement sizes in different 
systems. Interesting chapters are on temperature effects 
on watch time rates, and the differences between tee} 
hairsprings with bimetallic balances and the Waltham 
“Conel” alloy hairspring used with monometallic }gl- 
ances. Considerable space is devoted to discussion of 
the escapement and its design, action and adjustment, 
with very clear drawings to illustrate the text. . 

On the important subject of mainsprings, brief chap- 
ters are headed: ‘““Why mainsprings break”; “How to 
wind mainsprings’; “How to measure mainsprings’; 
and a final list of “Mainspring Don'ts,” summarizing 
practical precautions against incorrect methods of te- 
placing broken springs and returning springs into their 
barrels after cleaning. Cleaning and oiling watches are 
given the attention deserved by the importance of this 
work. Other chapters deal with proper handling of some 
of the typical Waltham features of construction—their 
triangular hairspring stud, jeweled main-wheel, and pen- 
dant-setting mechanism. One page is occupied with a 
number of practical “Hints and Suggestions,” useful 
information of general interest in handling the business 
of watch repairing. 


7845 MILES AND PROBLEMS ARE THE SAME 


While jewelers in South Africa expect the coming 
years to result in good business they say that the overall 
picture is not so rosy as the more optimistic may suggest, 
for while South Africa is planning to import consider 
able quantities of American goods, only a proportion of 
these will be lines handled by jewelers, who will have 
to compete keenly with other salesmen for the money 
that may be available. There is no doubt that at the 
moment South Africa has plenty of spending power, but 
this is rather offset by the steady decline in the real 
value of money. Much jewelry is still bought, but money 
that in an earlier generation might have been spent m 
rings, bracelets and necklaces is now put to other pur 
poses. The demand for many types of domestic articles 
that could not be obtained during the war is likely to 
be very keen in the future, and this is likely to compete 
for the available spending power of the country with 
jewelry. 

So far the South African jewelry industry has mt 
organized itself to meet this development, but many of 
the leading jewelers seem to be alive to its implications 
and in the’ very near future they are likely to initiatt 
publicity campaigns that will assist in increasing sales, 
At present such publicity follows the rather negatité 
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Rosbara Bates 


SENDS CUSTOMERS YOUR WAY 
With This Ad —> 
IN HARPER’S BAZAAR 


ECEMBER Harper's Bazaar tells folks to 
D come to you for Barbara Bates lovely 
gifts, a gesture that certainly means more 
sales for you. 

Of course, we regret that we have been 
ynable to supply all the manicure sets you 
want. But here is a suggestion. Sell your 
customers gift certificates for Barbara Bates 
Manicure Kits to assure your sales against 
future delivery. You will be pleased and 
they will be. pleased for Barbara Bates is 
definitely worth waiting for. 


See re re rc re ce TTT TTT Tr 


























WANTED! 





For South American 


Export Trade 
Clocks. Watches, 


Jewelry and Other 
Allied Lines 


I wish to import above men- 
tioned merchandise or act as an 
agent for all of these Jines on a 
commission basis. My territory 
comprises an area in South 
Brazil which includes Rio de 
Janeiro and Sao Paulo. I am 
also interested in becoming a 
representative for lines which 
will be available after the war. 

Will correspond in English, 
French or Portuguese languages. 


Credit references furnished 
by New York bank. 


FERNAND ARON JUNIOR 


Post Box 2285 








Cable address ““Fernon” Sao Paulo (Brazil) 


| rua Dr. Falcao Filho 151 sobreloja 


7 P. PUCHKO 








FOR DECEMBER, 1945 
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lines of suggesting to the public that jewelers who be- 
long to the association can be depended upon for fair 
service, but what seems to be needed is a vigorous cam- 
paign of direct sales promotion. As yet there are no 
signs that such a course will be adopted, which some 
jewelers dismiss as undignified. Market research is an- 
other matter so far ignored by the South African jewelry 
industry. A more up-to-date attitude towards effective 
publicity would undoubtedly react to the general advan- 
tage of the industry in the Union. 

Palladium and palladium alloy are still being imported 
into South Africa, where several manufacturing jewelers 
appear to be having difficulty in treating the alloy. It 
has been necessary to get in touch with the London sup- 
pliers, who in their turn have not hesitated to send out 
full details of the best method of dealing with this alloy. 
It yet remains to be seen whether the local manufactur- 
ing jewelers find these directions helpful, but they are 
sufficiently explicit to be so. 

The Board of Trade and Industries recently issued 
a most comprehensive report in which there is much of 
interest to the jewelry industry in regard to the en- 
croachment of Government manufacturing on private 
enterprise. The tendency toward increased official con- 
trol has also been noted. The board seems to feel that 
the part of the Government in regard to the manufac- 
turing industries should not be that of continuous inter- 
ference, but one of guidance, encouragement and regu- 
lation to ensure the highest efficiency. The jewelry 





industry has long protested at the activities of the Souy 
African Mint and it seems that it will have to 80 on 
protesting, for so far it has not achieved that low level 
of State competition that it desires and still hopes ty 
secure. 


FIRST SHIPMENT OF WATCHES SINCE D-DAY 


An excellent indication of better days to come way 
given by the recent arrival in the Union of the first ty, 
shipments of watches to be landed since D-day. They 
were watches of good quality, of 15 jewels or more, anj 
they are now being sold at controlled prices. It ig ¢. 
pected that before Christmas most of these watches vill 
have been sold, but this is not causing so much Worry, 
as additional consignments are expected. Permits 
import watches to a value of about £1,200,000 hay 
been passed. Some urge that this total should be x 
least doubled. 

A large number of goods, including many lines of 
interest to jewelers, have been placed on the list of 
items that can be imported without permits or certif. 
cates, a sign that the war really is over. Some of thes 
items were listed even before Japan surrenderd. This 
relaxation does not mean an immediate flow of goods o 
to jewelers’ shelves, as the supplying countries have 
still to resume deliveries on a peacetime basis. 


The diamond industry is viewing the future with con. 
fidence. Even before the outbreak of war there was 4 
widening demand for industrial diamonds, but the vastly 

(Please turn to page 277) , 
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WHOLESALERS 
BALTIMORE-1, MD. 
EASTON WATCH IMPORTERS 
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t of ' ... by KREUTER...watch straps created with old 
rtifi- world regard for fine detail! Specific orders taken 
hese for leather, width, buckle-type. All buckles made 
~ with push-pin bars. All straps hand beveled. 
$ on 
have JACK KREUTER COMPANY 
Every KREUTER custom-strap 516 Fifth Avenue, New York 18, N. Y. 
con- bears this trademark on its pigskin 
as a lining, and is imprinted with CHOICE OF WIDTHS: 
stly the name of the leather used. s/ie” 7/16” 1/2” 9/16” s/e” pe’ 3/4" 
FROG + ENGLISH PIG - ALLIGATOR + MOROCAIN - LIZARD + DOMESTIC PIG + CALP 
NEW NIASH CLIP 
7 ge SEAS 
| SALESMAN Win CAPITAL fer Carvings 
r | _ 
e . 
SALESMAN with well established trade 
(wholesale and retail), is seeking to go 
into business with a COMPETENT 
MANUFACTURER AND VOLUME 
PRODUCTION MAN of platinum 
watches, rings, attachments, etc. 
TRAVELING OVER 25 YEARS Practical 
4 Px? Easy to chisemtle 
Is in a position to invest $50,000 or F 
more in good going business. Here is an inexpensive handy clip with 
beautiful design requiring no soldering 
You can be assured that all communica- operations or bending. After base is at- 
tions will be held strictly confidential. tached to the edrring, just snap on the clip 
and the earring is ready for wear. 
Address Box “A., 2519” : : 
| JEWELERS’ CircULAR-KEYSTONE Sold in all colors, 10 K and 14 K. 
_ 100 EAST 42nd ST. NEW YORK 17, N. Y. 
ec assau § ‘cal , 
cc NIASH fefining Co. itNoweest,  Grsstt 
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Wipe Out This Black Market! 


THE nation's retail stores are faced with a peace-time black market that 
poses a far more serious and lasting threat to the legitimate distribution 
of goods than any black market that reared its head during the war. It's 
known as trade diversion and flourishes in all of the 48 states except the 
six indicated on the map, where it is now prohibited by law. What can be 
done about it? Read this article by a man who has made an intensive 
study of the problem, and who presents here his suggestions for a program 


of activity by legitimate merchants to combat this evil. 


by ARTHUR L. GARNISS 


Executive Vice-President 
N. Y. Council Retail Trade Diversion 


ID you believe that with the end of the war black 

markets would come to an end? Guess again— 
you're still faced with a black market that can be far 
more serious and much longer lasting than the war-time 
variety unless something is done immediately to correct 
the situation. This peace-time type of black market is 
nothing more nor less than the sum total of these prac- 
tices commonly known as trade diversion—in other 
words, the practices that result in the distribution of 
consumer goods through other than legitimate retail 
channels. 

On the basis of the pre-war situation, it is now esti- 
mated that this type of black market will divert about 
two and a half billion dollars a year from legitimate 
retailers as soon as the full flow of consumer goods is 
resumed. 

Trade diversion can be broken down into three major 
practices : 

1. Manufacturers and distributors who sell directly 
or indirectly to the consuming public, contrary to a 
declared policy. 

2. Discount houses and fake wholesalers. 

3. Industrial selling. (Industrial selling is the term 
applied to the practice whereby employers purchase 
directly or indirectly all manner of merchandise other 
than their own products at discount prices for their 
employees. ) 

Trade diversion got its start years ago through the 
third of these methods, when the purchasing of mer- 
chandise by employers for employees was offered in lieu 
of proper compensation. 
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ARTHUR L. GARNISS 


Retailers must be alert to the possibilities of this prac 
tice being used to a greater degree than ever before in 
meeting the demands for increased compensation to off- 
set the cost of living rise. 

A substantial indulgence in this practice by employers 
throughout the country could seriously affect our retail 
distribution system. 

The methods used in trade diversion are almost always 
deceptive to the consumer, unfair to the established re 
tailer, damaging to the reputation of the manufacturer 
and generally unsound economically. 

Nationally advertised merchandise such as watches 
and silverware of known brands, is most commonly ass 
ciated with trade diversion practices but amounts to only 
a small fraction of the volume diverted from retail char 
nels. This type of merchandise is used as “bait” to cor 
vince the consuming public, that the catalog house offers 
substantial savings and thus to induce people to buy 
unidentifiable merchandise in the purchase of which the 
consumer sustains his greatest loss. Diamonds and other 
jewelry are typical examples. ' 


HOW TRADE DIVERSION OPERATES 


Manufacturers who professedly depend on established 
retailers for distribution, and who at the same time e& 
gage in direct selling to the consumer—such as recipte 
cal sales for the benefit of the employees of other cot 
porations—are following a procedure that is based o® 
ignorance of sound distribution methods, carelessness i 
operation, or as the result of deliberate intent. ‘ 

If such selling is due to ignorance or carelessness, 
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is possible that the customer may be able to buy at a 
price substantially less than retail. Where it is delib- 
erate because the retailer is consciously circumvented, 
it is likely that deceit will also enter into the sale to the 
consumer, and altogether probable that he will not only 
fail to obtain the “factory” or “wholesale” price, as 
stated or implied, but that he may actually pay more 
than the normal retail price. 

In the case of indirect diversion, deceit is fundamen- 
tal. Unlike direct selling (which presents a compara- 
tively simple problem) indirect diversion spreads out 
in a complicated web, and all such schemes are wholly. 
or in major part, misleading. 

First, the consumer may or may not get what he thinks 
he is buying, and rarely, if ever, has recourse even where 
branded goods are concerned. 

Second, the manufacturer selling through such ‘chan- 
nels contaminates his distribution system and under- 
mines his price structure. 

Third, the established retailer is libelled—for it is 
the alleged “high cost of retailing” that comes continu- 
ally under attack by the activity that represents itself 
to be something other than retailing. 

Here are some of the leading methods of indirect 
trade diversion: 

1. The “Discount Concern”: This type is the most 
prevalent. There are hundreds in such large cities as 
New York, Boston, Philadelphia and Chicago, as well 
as many operating in smaller communities frequently 
unknown to the local retailers. Their operations are 
based on using the retailer for his showrooms, cutting 
the price on advertised or price fixed merchandise in 
violation of the law and using this merchandise as “‘bait”’ 
to sell inferior un‘dentifiable merchandise. 

These “discount” concerns are located near the cen- 
ters of employment in most large cities. Some are oper- 
ated by former employees of business corporations en- 


gaged in purchasing for employees. Some are high 

in appearance; others are cheap and shoddy. Freq ~— 
they are in upstairs rooms. They carry very little 
(mostly items well known because nationally advertige “4 
but depend generally on contacts with certain resogrey 
—manufacturers, jobbers, wholesalers, or retailers. 
who undermine their own trade’s interests by tranghip. 
ping. What they do not carry in stock, or list in a cat. 
log, they “handle” by referring the customer to so-cal] 
“wholesalers.” 

For a long time all of these concerns preserved 
fiction that they were exclusive in their clientele, 
now most of them are wide open to the public, 
however, still seek trade in much the same way. 

—They print and distribute elaborate catalogs. 

—They distribute “courtesy cards.” RS 

—They personally solicit the purchasing and persom 
nel officers of large corporations. ‘2 

—They circularize entire office buildings. 

—They depend on word-of-mouth promotion. % 

2. “The So-Called Wholesaler”: The so-called whol 
salers in the larger cities sell many types of merch 
dise—principally unbranded and unidentifiable items, 
which jewelry is one of the principal lines. Undoubte 
ly there still are many and will be more, but, with th 
increasing agitation against the practice, the more ast 
operators have changed their tactics and call themselyg 
“manufacturers’ representatives” or “distributors,” eb 

3. The “Employee Association”: It is a common p 
tice among “discount concerns” to play on the accept 
definition of: “cooperative.” In some catalogs occur 
phrases such as: 

“Dividends and extra dividends.” 
“Operated on the cooperative principle.” 
“Cooperative buyers.” 
4. “Credit Unions’: Credit unions engage in buyingy 
(Please turn to page 290) 








The black market of trade diy 
version flourishes in all 6 
the six states shown in 
where laws forbidding it 
enacted in the years indicate 
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Authentic .. . faithfully interpreting the spirit of a happier 
era to which we now nostalgically revert . . . these glorious 
creations in ''Sterling by Frank M. Whiting & Company’ 
have found high favor with hostesses of discrimination and 
discernment. Warmly welcomed as this group has been, its 
acceptance will be still further stimulated by extensive 


advertising in carefully selected media 





© vrank M. Whiting é& Co. 
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Silver Holds 
Center of Stage 


At Antiques Fair 


Revival of interest in antique jewelry 


Ready for a Georgian banquet is this 
elaborately arranged table set with 
$100,000 worth of early I9th century 
china, glassware and silver. The table, 
prepared by actress, Ilka Chase, a 
student of the period, was the focal 
point of the recent Antiques Fair, 


These cameos, part of a collection be. 
longing to Vin Purnie of Utica, N, Y. 
are fine examples of the craftsmanship 
of 19th century Italian cameo cutter, 
The large brooch is a representation 
of Aurora, goddess of dawn; the two be. 
low are Athena and Minerva. The large 
portrait is of an unknown English lord, 


is seen by dealers at New York Antiques 


Fair held at Z7ist Armory on Park Avenue 


ILVER and china held the center of the stage at the 

recent Antiques Fair held in New York during the 
week of October 22. Visitors to the annual event flocked 
about a handsome Georgian table set up in the center 
of the huge Seventy-first Armory on Park Avenue. The 
table, which later sold for $5500, was laid with antique 
Flight Barr & Barr china, Irish glassware and English 
silver. The silver, from James Robinson, Fifth Avenue 
dealer, included stately candelabra by the late 18th 
century craftsman, Matthew Boulton. 

Aside from this exhibit, the major portion of the show 
was predominantly American in spirit, with much inter- 
est shown in early American examples of furniture and 
cabinet work as well as glassware, silver and pottery. 
One unusual set of dishes was a tiny set of blue and 
white Staffordshire decorated with a picture of Benja- 
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min Franklin and his kite. The entire set, including” 
serving plates, tureens, ladles, etc., fitted easily on am” 
average-sized serving tray. Its owner, Katherine Wells, 
of Montclair, N. J., told us that such sets were made up” 
by the china factories as salesmen’s samples and carried | 
about by the companies’ representatives into the prow Bi 
inces. Made in England for the American trade, the tiny ‘ 
set was bought from a British Museum. ‘ 
Also notable among the antique china displayed was ‘7 
Worcester double dessert of 50 pieces in gold, ivory and i 
magenta, with each piece decorated in an individual © 
design. This was priced at $5500, but much of the china 
offered at the fair did not reach such heights. A charir ] 
ing set of six pastel, flower-shaped demi-tasses made it 
Germany in the 1850’s, for example, went for $50. 
(Please turn to page 295) 
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ohristmas we never hud 


DECEMBER 25th, 1941, would have been our 
first Christmas together. 

But as things turned out, Bill spent it in 
camp. A lonely sort of Christmas, though less 
lonely than others that were to come... tll 
now. 

This time, instead of a foxhole, there's a 
house hung with mistletoe. Instead of cordite, 
the fragrance of bayberry and balsam. Instead 
of a GI Santa, there’s me, ina red house coat. 
Instead of a cracked record of White Christmas, 
the surprisingly angelic voices of the neigh- 
bors’ children, singing carols. 

Even the weather is on our side, with low 
clouds to reflect the glow from the big tree in 
the town square. And, just starting, a whispery 
fall of fat white snowflakes... 

Because | know Bill as I know my heart, | 


can feel the magic of this Christmas Eve touch- 
ing him as it touches me. Perhaps, in those 
other years, we'd never have dared show we 
were sentimental. 

But this Christmas will mean something to 
us, forever. It’s the lighting of the fires of 
home. The beginning of family traditions. And 
it’s right that our ‘‘big”’ present, to us, should 
be our starting set of International Sterling, our 
lifetime family silver. 

There’s a warm little glow inside me that’s 
part pride in knowing ours is the finest sterling 
. . . part feminine satisfaction in owning some- 
thing so beautiful... part pure happiness that 
a shining dream is at last becoming real, 

Is it any wender there's something more 
in my eyes than Christmas stars? 


Cd ” os e _ 
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Let this Christmas see the beginning of jw 
of International Sterling, beautiful, shi 
wreathed in tradition. 


Your jeweler will be happy to show 
the artist - designed International 
Among them will be one to which 
says ‘'Yes,"’ one you'll be proud ofall 


More International Sterling is 
made. And more and more hon 
women are making it their choice. § 
set now— perhaps with place settings 
holiday table. 6-piece place settings, 
$21.50. 


TUNE IN to The Adventures of Ozzie 
starring Ozzie Nelson and Harriet 
Sunday evenings, 6:00 p.m.,E. ST.,G 
Broadcasting System. 3 


Copyright 1945, International 8! 
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15 MILES AND PROBLEMS ARE THE SAME 
(From page 268) 


sed number of purposes to which such stones were 
: during the war has promised a very much wider 
le of such diamonds. It seems that engineering indus- 
is in the future will be largely dependent on ample 
S lieg of such stones. During the war the big stocks 
Saced at the disposal of the Allied Governments must 
sve been drawn upon heavily. If diamond control is 
sintained for a long time to come, one of its objects 
Sill be to ensure that adequate supplies of industrial 
nes are always available. Control will thus be largely 
© matter of supply. Much will be done through research 
4 sales methods to widen the use of industrial dia- 
monds, which will be an important matter for South 
Africa, as the bringing into production of the Premier 
Mine will mean that the Union in future will have a 
a th bigger share of this branch of the trade, as this 
r roduces excellent industrial stones. 
uct jewelers’ association in South Africa is dead set 
lspainst undercutting. No jeweler member is permitted 
tosell articles of jewelry at prices lower than those set 
the manufacturers or other responsible agents. No 
es have been framed in regard to lines for which there 
no fixed prices, but opinions are being gathered on 
this question, as such lines often offer opportunities for 
gndercutting it is likely that when the general feeling 
on this matter can be assessed that suitable rules will be 


framed. 


Hallmarking #8 still a bone of contention in South 
Africa. It is being urged that the idea of hallmarking 
was to indicate and prove the genuineness and quality 
of the article concerned, thus giving the public a reliable 
guarantee. This ideal could not be achieved by a volun- 
tary system. It was proposed to confine the provisions 
of any such Act to the manufacturing jewelers, who 
would obtain their gold from the assay office. The gold 
would be stamped throughout its surface with the karat- 
age it represented. Apart from those exempted, all gold 
articles produced for resale would have to bear hall- 
marks. With an assay, office in being, all gold trans- 
actions would pass through a single channel, rendering 
it easy to check records, etc. Imported articles of gold 
would also have to be hallmarked or stamped in some 
equivalent way. Certain officials would be authorized to 
inspect unwrought gold or articles made of gold at any 
time. The public would be advised to insist on hall- 
marked articles. Many have objected to the ay 
element in the proposal. 

It is likely that in the very near future the National 
Jewelry Trade Panel will cease to operate, as the with- 
drawal of import control has removed most of the rea- 
sons for its existence. While there is no longer need 
for import permits, there is still an official insistence on 
export permits, and the Panel may remain in being to 
handle these. During its brief existence the panel was 
of great assistance to jewelers. 





This Christmas ad is, in a way, 
a present to you. 


For it speaks to millions of young couples, 
reunited for a peacetime Christmas— Christmas 
at home. It reminds that now is the time for them 
to get one of the most beautiful and traditional 
things of home— International Sterling. 


They'll see this ad in LIFE. And this Christmas, 
more of them than ever before will stop 

before your counters and ask (with Christmas 
bells in their voices), “Will you show me the 
International Sterling patterns, please?” 

(See page 306.) 


el 


TUNE IN to The Fomenerceny of Ozzie and Harriet, starring Ozzie Nelson and Harriet Hilliard. 
Sunday Evenings, 6:00 p.m., E.S.T., Columbia Broadcasting System. 
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@ These novel lapel ornaments are part of a new 
sterling silver jewelry from Goldberg-Kirschman 
Madison Avenue, New York 22, N. Y. The goose-and: 
pin can by retailed for about $9; the elephant 
and the acorn cluster for $4. Also available with; 
plate at a slight additional cost depending on the: 





, , ‘ ‘ @ "Concerto," the first of the new pat- 
e — ne yey et Rae —— po = = terns of the National Silver Company's 
postwar model from the Westclox Division of Genera “Belldecatt” stvecsioted ‘Bed “wah 
Time Instruments Corp., La Salle, Ill. It is 4% LS a ee ee 


inches square with a lacquered metal case in an ivory 
finish with gold-colored trim. It will retail for 
$4.95 for the plain dial and $6.50 for luminous dial. 


@ Ladies’ Tissot watch of platinum and diamonds in modern 
design with 17-jewel movement. Distributed. in the United 
States solely by Holzer Company, 501 Fifth Ave., New York. 


a) 


@ Matching pin and 
@ This deep and roomy all-metal compact is one from se e. re < set sold in velvet display ® 
an extensive line of Majestic “Jeweler Quality" com- a re “ retails in the medium-pe 
pacts in brass and sterling, retailing from $3 to $25. oe range. From Attractive 
From Jay Kel Jewelry Co., 307 Fifth Ave., N. Y. ae y. ‘ elty House, 303 5th Ave. 
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Women In the Jewelry Trade 


A career woman in spite of herself, Mrs. Maybelle Beerman has 
successfully carried on the retail jewelry business left her on the 
~= death of her husband ten years ago. Interesting herself in retail 
association affairs, Mrs. Beerman won out over masculine exclusive- 
ness and became an active member of the Yonkers Retail Jewelers’ 
Association where her work for the group was recognized by her 
election to the presidency, a position she now holds, not only with 
the latter group, but also of the larger Westchester RJA as well. 
Meet Mrs. Beerman, the second in a group of outstanding women 
in the jewelry industry to be introduced to the trade at large through 


the pages of the JEWELERS’ CIRCULAR-KEYSTONE. 


NE evening about eight years ago, the jewelers of 
Yonkers, N. Y., found themselves on the horns of 
a first-class dilemma. 

How were they to tell the attractive, very feminine 
Maybelle Beerman that women just didn’t fit into the 
Association picture? Mrs. Beerman had recently taken 
over her late husband’s jewelry store on South Broadway 
and was doing very nicely, the boys admitted, but the 
Yonkers RJA was strictly a masculine: affair and the 
addition of a woman to its membership might make it 
seem more like a-social club than a businessmen’s organ- 
ization. No, no, a woman member would never do. Yet 
Yonkers men prided themselves on their gallantry and 
they couldn’t see themselves turning away a charming 
applicant like Maybelle Beerman. Gallantry finally 
triumphed after considerable debate and the dilemma was 
resolved by having Mrs. Beerman take her husband’s 
former place in the group. 

All this happened, as we said, a few years ago. Today 
Maybelle Beerman is not only president of the Yonkers 
Retail Jewelers Association, but she also heads the 
larger Westchester County RJA. And Westchester 
jewelers aren’t just being gallant when they say that 
their current president is one of the best they’ve ever had. 

Maybelle Beerman is a career woman in spite of her- 
self. Although she is today devoted to her work, she 
slipped into the retail jewelry business without prepara- 
tion and almost without intending to. When her husband, 
Max Beerman, died ten years ago, there was only one 
alternative—to carry on the business he had established 
nine years before. Until then she had been completely 
absorbed in her homemaking and social life. True, she 
had helped out occasionally during holiday rushes, but 
that was about as far as her participation in the business 
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MRS. MAYBELLE BEERMAN - 


world went. “I was pretty green when I started but [7 
learned fast, out of necessity,’ Mrs. Beerman told us. 
She had the aid of her son, Lester, a skilled watchmaker 
who is her partner. It took a lot of intensive work to’ 
learn the business and during that period her Eastern 
Star chapter and her bridge club were meeting minus 
one member. 

The store was soon running along smoothly, however, . 
and she was able to relax a bit and turn her attentions 
to the general problems of the jewelry business. It was 
at this point that the dilemma of the Yonkers RJA arose. 
It was fortunate, indeed, that chivalry won out over 
masculine exclusiveness, for Mrs. Beerman proved to be 
a woman of ideas, and what’s more important, of. action. 
During her early days as a jeweler, for example, Mrs. 
Beerman had been irked by the irregular and long’ hours 
she and her colleagues were keeping. When she attained 
membership she talked the question over with the other 
jewelers and in due time it was agreed that everyone 
should close up shop at 6 p.m. during the week, 9 on 
Saturdays and before holidays. 

Mrs. Beerman’s enthusiasm for RJA work made her a 
popular and important member of both the -Yonkers | 
association and the Westchester group. “Before I knew 
it,” she says, “I found that I was one of the fellows.” 
It was only logical then that so active a member be 
named for committee work and from there it was but a 
step to the presidency. Aside from her capacity for 
straight thinking and hard work Mrs. Beerman has other 
assets. She is lovely to look at, with prematurely white 
hair setting off finely chiseled features. and a delicate 
complexion. 

Since Mrs. Beerman broke the ice, other women have 

(Please turn to page 297) : 
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libbie Block’s stories run the 


, be know she’s young — forever 
looking forward. She’s emotional. 
lives impulsively and thrives on it. 
Right now she’s reading a rapturous 
tomance by Libbie Block, one of the 
shining stars in Cosmopolitan. 
Cosmopolitan is packed with the 
Steatest writing of our time. And 
gfeat writing makes great reading. 
Great reading moves the emotions. 


{ 


gamut of emotion... 


while she’s still keyed up! 


It builds dreams. It accents a girl’s 
longing for the luxuries of life. 
And Longines is catching her ac- 
quisitive eye while she’s still in the 
lavish world of Libbie Block. They’re 
showing her the watch that won 10 
world’s fair grand prizes and 28 gold 
medals. Longines — the world’s most 
honored watch—to possess with pride 
or give with complete confidence. 


osmopolitan 


GREAT WRITING MAKES GREAT READING 


‘PR Decemper, 1945 


She’s in a very responsive mood 
now. She’s just been stirred by the 
stories of Libbie Block. She’s lived 
the stimulating life etched by Faith 
Baldwin, Louis Bromfield, and all the 
other writers in Cosmopolitan. 

It’s a timely truth, Longines. Emo- 
tion makes wars. Emotion makes 
marriages. And emotion makes sales! 
* 4 Cosmopolitan advertiser. 





vy 
Emotion makes Wars 
Emotion makes or aaa 
Emotion makes Sales 


















































by ROLAND GSELL 


President, R. Gsell & Co. 
Past President, Am. Watch Assemblers Assn. 


Editor's Note: 


The author of this article has just returned from a 
trip of several weeks to Switzerland, in the course of 
which he visited all of the watch manufacturing centers, 
and most of the principal watch factories in that country. 
Mr. Gsell’s remarks are, therefore, based on first hand 
observation, and since his experience as President of the 
American Watch Assemblers’ Association, in addition 
to his quarter of a century as a watch importer on his 
own account, has given him a thorough knowledge of the 
ins and outs of the watch industry, his comments bear 
the stamp of authority. 


VERYONE reaching Switzerland, after having 

been elsewhere on the European Continent, seems 
to have the same things to say. The remarks most often 
heard are: “This is a Paradise! How clean everything 
is here. This is the only country in Europe where we 
know where we are at. It looks like home.” 

Switzerland is working, and is working hard. The 
industries which have been hurt by the war have started 
up again; new ones are being established. 

The Watchmaking Industry is extraordinarily busy 
and, as a whole, did not suffer throughout the war. Eight 
to 12 months are required for delivery of watch parts, 
plates, finished movements, cases, etc., and, what is 
more, are accepted as normal. I have seen acknowledg- 
ment of orders for watch balances with an indication of 
delivery starting in 15 months. 

Importers in the U. S. A. have been expecting more 
watches if the dollar restrictions, which have handi- 
capped our trade with Switzerland, were taken off. To- 
day I wonder if it would make any difference. I really 
do not believe it would increase the overall exports of 


282 


The Outlook For Swiss Watches 


No easing of present tight situation of Swiss 
watches in sight despite industry working at 


fail eapacity to fill large backlog of orders. 


‘ operating to full capacity now. In order to get a clea 











ROLAND 658 





Swiss watches to the U. S., because the watch produ. 
tion in Switzerland today is as large as it has eve 
been, and it cannot be any larger at the present tim 
Probably more watches could be produced if, throug) 
some super control, a large part of the production wx 
directed into cheaper watches—they take less time tt 
make, but the tendency is entirely the other way; th 
demand is for better and better watches. 

As mentioned before, the Swiss Watch Industry is 


idea of the situation, you must add on top of the lan 
present backlog of orders, the numerous pressing t 
quests now coming in from the many countries whith 
could not buy watches from Switzerland for the pat 
several years. The quantities which the importers d 
these countries request are usually many times grealet 
than the quantities they used to buy before the war. 

Knowing well the urge of the Swiss manufacturer fa 
exporting to many markets and “not putting all of his 
eggs in one basket,” it is a foregone conclusion thi 
many producers, who have so far shipped the majoril 
of their products here, will not do so in the future be 
cause they will want to regain their foothold in thei 
own old markets, or get stronger in new markets whid 
entice them. 

Can the Swiss Watch Industry not increase its ptt 
duction by increasing its facilities? Watch machitt 
manufacturers are very busy, too. They require eigli 
to 12 months for deliveries. I am told they are buy 
for some American watch producers. Of this fact, how 
ever, I am not sure, but if additional machines were & 
livered to Swiss factories tomorrow, they would not help 
any because there is no labor available and, often, thet 

(Please turn to page 298) 
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Record of advertising pages in Glamour’s November issues, 1939-1945 



























































1945 205* 

1944 95 

1943 78 

1942 

1941 

1940 
7 1939 
due 
ever 
ime, 
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Was 
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on the UP & UP 

is 
M3 *Breaking all records with 205 pages of advertising, 
ft b. 
; j November Glamour is the biggest single issue in 
st BS » the history of the magazine! Smart advertisers 
of “~. 
et are discovering that Glamour’s girl-with-a-job-is a 
fi customer of consequence. She’s an independent earner... her 
; own boss when it comes to spending $694,000,000 a year on 
clothes, $151,000,000 on beauty. Make your product her choice. 
it 





Advertise in Glamour, her fashion and beauty guide. 


GLAMOUR 


the magazine for the Girl-with-a-Job 
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; bonds of ou! 
Buy Victory s one to do somes 
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thing in rt return for all that ha: been done 


for us. 

















Make Last Drive 
The Biggest Yet! 






HREE years ago, on December 8, this country was 
plunged into the most costly war in world history. 
Today we are at peace but our obligations to our country 
and to those who gave of their lives and blood is still 
outstanding—a debt that must be paid before we can sit 
back and relax with the satisfaction of a job completed. 

This year, December 8 marks the culmination of the 
eighth Bond Drive. This Victory Loan campaign is the 
last organized effort by the Treasury Department to 
raise funds—not for the propagation of war as in past 
drives—but for the obligations of peace. We've made 
the down payment in the seven previous drives but there 
are installments yet to be met and the bond buying must 
go on in order to provide transportation home for the 
thousands of American men still on foreign soil, hos- 
pitalization for the wounded, rehabilitation for the crip- 
pled, funds for atomic research and the prevention of 
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These two newspaper ads used by Oklahoma City 
jewelers are illustrative of how the trade is 
cooperating in helping to put over final drive. 





inflation by the diverting of excess money into the sound- 
est investment there is—Victory Bonds. 

It is through Victory Bonds that these obligations can 
be accomplished, and though formal solicitation by the 
Treasury Deaprtment will end on December 8, bond- 
buying remains as timely as Christmas shopping. 
Jewelers of the nation are called upon to urge the 
American public to place Victory Bonds high upon their 
Christmas lists, rather than encouraging inflationary 
trends by battling for scarce items. 

At the time of this writing, retailers the country over 
are engaged in a concerted drive to help put over the 
Victory Loan Campaign. Too much credit cannot be 
given to the American retailer for his outstanding ef- 
forts during the past seven drives and in this, the final 
drive, retailers are extending themselves beyond past 
efforts to top previous sales by a considerable amount. 

A survey of retail jewelers’ participation in the Vic 
tory Loan campaign reveals widespread cooperation on 
the part of both the jewelers’ associations and individual 
jewelers throughout the nation. 

One of the most outstanding stimuli to bond-sales 
efforts are the awards offered by the American National 
Retail Jewelers Association to the jeweler or jewelry 
store achieving top bond totals in this field. The bond 
salesman netting the highest total will be awarded 4 
$500 bond at the end of the drive. Runners-up are to 
be awarded graduated prizes including two $200 bonds, 
one $100 bond, one $50 bond and five $25 bonds. 

The Association also went to bat for the jewelry indus- 

(Please turn to page 800) 
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It was our monthly post-mortem, with everybody from 
our Editor-in-Chief to the office girl giving honest 
opinions of everything in the most recent issue. A sec- 
retary said, “Those nailhead pumps were stunning, 
but I think $22.95 is too high for our readers.”” Many 
staff members agreed, so we decided we'd have to keep 


lower prices in mind next time we picked shoes. 


But here’s what happened. The shop we’d credited 
was well stocked, but the owner had to send hundreds 
of checks back with, “Sorry, I can’t fill orders for three 


months.” Back came letters, “All right, Pll wait.” 
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Should have ben 


In spite of this proof that hundreds of MADEMOISELLE 
readers want good fashion, no matter what the price, 
we’re still keeping in mind the thousands who might 
think $22.95 a bit steep. (Witness the tremendous 
response to editorial mention of an $8.95 shoe!) 
True, we'll be showing $22.95 shoes from time to 
time. But not all the time. MLLE aims to keep all our 
readers and all their budgets in mind in every issue. 


MADEMOISELLE 











Vigilance Committee Needs Your / 


~-- And You Need the Vigilance Committe 


industry-wide bedy which fights unfair competition, 


misrepresentation, untruthful advertising, smuggling. 


and other trade evils, and finances work of industry’s 


tax committee. asks contributions to carry on its work. 


VERYONE who is familiar with the work of the 

Jewelers’ Vigilance Committee recognizes it .as one 
of the most valuable forces for the good of the whole 
jewelry trade that exists anywhere. 

Ever since it was organized way back in 1913 by a 
group of far-seeing leaders who had the well-being of 
the industry at heart, this Committee has been a tire- 
less and fearless worker and spokesman for the best 
interests of the industry on every important issue. 

It has fought—and fought successfully—on such mat- 
ters as taxes, quality standards, honest marking, sound 
trade practices, and Government regulations. It has 
fought discriminatory legislation, beth state and national. 
It has fostered fair competition from within as well as 
from without the trade by uncovering and helping to 
prosecute violators of the stamping laws and untruthful 
advertisers. Many of the laws and regulations to pre- 
vent unfair competition were drawn and adopted as a 
result of the work of the Vigilance Committee. 

During the war, it represented the industry in Wash- 
ington, helping the industry in the problems of adjusting 
itself to war-time conditions, helping Government depart- 
ments to understand the industry and its problems, and 
fighting for the industry’s right to exist so long as it 
did not interfere with the war effort. 

When the time came that war-time restrictions could 
be eased or lifted, the Vigilance Committee was right 
on the job to see to it that the jewelry business received 
the most liberal treatment possible, consistent with the 
successful prosecution of the war.. Such things as the 
repeal of the orders restricting the use of gold and silver 
in the manufacture of jewelry, the lifting of the ban on 
the use of platinum and the removal of jewelry from 
the price ceiling regulation were due either wholly or in 
large part to the efforts of the Jewelers Vigilance Com- 
mittee. 


286 


Today it is financing the work of the industry’s t 
committee which is striving for the repeal of the jewel 
excise tax—an objective which every jeweler recognize 
as one of the most essential things that must be done ff 
the well being of his business. 

To carry on that work-—to say nothing of the ma 
other things which the committee does for the good of 
the industry (which means for your benefit )—costs 
money. And the Jewelers’ Vigilance Committee has no 
source of funds except the voluntary contributions of the 
manufacturers, wholesalers, importers and retailers who 
believe in the need for such an organization and recog- 
nize the value of its work. 


COMMITTEE REPRESENTS ENTIRE TRADE 


The Vigilance Committee charges no dues, it is not 
subsidized by any special group or interest and would 
not aceept such subsidy because it is and must be inde- 
pendent of any obligation to any special interest, and 9 
be free to speak without fear or favor for the industry 
as a whole. 

That the Vigilance Committee is impartial and that 
its interests and character are truly industry-wide is 
attested by the composition of its Board of Directors, 
which consists of the presidents of every important 
jewelry association—whether manufacturers, wholesal 
ers, importers, or retailers—plus several additional lead- 
ing retail jewelers, both cash and credit. The Jewelers 
Vigilance Committee represents not just one segment of 
the trade but all of it, and works for the good of all. 

If you recognize the need for such an organization, it’s 
up to you to help to make it possible by giving it yout 
support. Send a check—and do it now. Make it pay 
able to Sigmund Cohn, Treasurer, and mail it to the 
Jewelers’ Vigilance Committee, 17 West 45th St., New 
York 19, N. Y. 
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Diamond Setters 
Production and Hand Made 


Jewelers 
Production and Hand Made 


Die Cutters 
Engravers 
Polishers 


The Manufacturing 


factories, and highest union wages 


SKILLED jewelry workers are 


needed in Los Angeles...now one of the 
largest jewelry manufacturing —_— 


Finest working conditions in modern 


guaranteed! Your application is invited. 


When writing, please state your 


experience and salary expected. 





Association of Los Angeles 


220 WEST FIFTH STREET 
LOS ANGELES 13, CALIFORNIA 













Advertising New Goods 
A Subjeet For Study 


Whether to be the first with a few or to wait 
until every customer can be satisfied is 
eurrent question to be considered by jewelers 





S lines that were off the market during the war 

gradually begin to reappear, jewelers are faced 

with the problem of how to merchandise to best advan- 
tage their supplies of these still scarce goods. 

On the one hand, the idea of capitalizing that the 
So-and-So store is first with this, that or the other thing. Above are illustrations of how three stores 
naturally makes a strong appeal on the ground that it solved the problem of announcing new goocs 
registers that particlar store as being especially alert 
and enterprising, and thus tends to create in the cus- 
tomer’s mind the feeling that that store is a good place ing more customers than it satisfies and thus setting ¥ 
to go when looking for the latest and best. the counter-impression that So-and-So’s ads are not} 
be taken too seriously or that the store has a tenden 
to claim more than its actual performance justifies. 








On the other hand, to rush into print with an an- 


nouncement that a certain line is now available when 
the store has only a very small quantity in stock, may Merchants who adhere to the latter school of thoug 





have unfavorable repercussions as a result of disappoint- (Please turn to page 303) 
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FLUORESCENT BENCH LAMPS 


SOLD BY LEADING 
WHOLESALERS 
FROM COAST-TO-COAST 


















Model "D" 


$22.95 Model "“AGR" 


$24.95 


Model G.T. tite URE eritusa 


$24.95 Crackle brown finish. Largs: 


easily operated friction 
elutch allows light te be raised er lowered to de- 
sired level. Price includes 2 G. - 15- — — 
14- watt poy Specify A.C. D.C. 
NOTE: for D. G. wired lamp Ay this mode 6 —- 
add $3. 0% to price. 


TWIN-TUBE BENCH LAMP. 14-watt tubes—15-Ineh shade. DIAMOND LAMP. Walnut grained finish. 


Designed for use where mounting space is limited. Fastens ood bar. Equipped with Double Wall Blue 
securely with ene serew. Double swivel ball joints at shade per- a aa eliminating all yellow cast. Ordinary 
mits ight to be positioned over work. Adjustable for height by clear bulb can be used. Height 212 pre se 
large frietion elutch. Price includes 2 G.E. 15-ineh Mazda tubes. Diameter of shade 9' inehes. Price includes 
A.C. eurrent only. 100-watt bulb, cord and plug. 


APOLLO GERMICIDAL LAMPS 


FOR 


SCHOOLS 
HOSPITALS 
PLAY ROOMS 


Everywhere Air-borne 
Bacteria May Be 
Model 25G, $45.00—Model 82G (one tube) $35.00 Found 


FOR 
OFFICES 
STORES 

BEDROOMS 
KITCHENS 

















Compact, Sturdy, Attractive Design. A_ powerful Twin-Tube Unit. Suited for installation 
in large Reception Rooms, Surgery, Clinic, Laboratory and Play Rooms or Nursery 
Requiring only 30-watt input the Model 25 produces a Germicidal Output of 5000 Mii 
watts. A remarkable achievement in Low Cost Protection. Equipped with 2 G.E. 15-Watt 
Tubes. Apollo Diamond Chrome or Aluminum Reflector. Apollo Control starts tubes 
instantly. Finished in Walnut Grained. 


These highly efficient Germicidal lamps are now available to retail jewelers through 
wholesale jewelers. 

Designed for installation in confined spaces such as offices, bed rooms, sick rooms, 
kitchens, school rooms, play rooms and hospital rooms. 

Destruction of air-borne bacteria and viruses may well be considered a vital step in 
every office, store and home in preventing and combating epidemic outbreak. 


ALL APOLLO MODELS ARE EQUIPPED WITH GENERAL ELECTRIC TUBES 


SOLD THROUGH YOUR JOBBER ONLY 


Manufactured By 


APOLLO ELECTRIC CO. Not Inc. 


| 55 EAST WASHINGTON STREET CHICAGO 2, ILLINOIS 
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JET ADDS SPARKLE TO WINTER FASHIONS 
(From page 224) 


these people had perfected the art of jet-cutting to a 
high degree. One necklace found in an ancient burial 
ground consisted of over 200 oval beads which archeolo- 
gists have reconstructed into a piece of jewelry of un- 
usual beauty. 


HEIGHT OF POPULARITY END OF LAST CENTURY 


Although jet has always been worn, it did not reach 
the height of its popularity until the latter part of the 
last century. Whitby, England, was the source and every 
Victorian lady had her collection of Whitby jet. Whitby 
jet and all ancient jet jewelry is a form of coal called 
lignite. It is soft and light in weight and will burn. 
Most jet seen today, however, has little relationship, 
chemically speaking, with the Whitby variety. More 
frequently the jet used in costume pieces is actually the 
plastic, galalith, the chief ingredient of which is goat’s 
milk. Black glass is also treated to give a jet-like 
appearance. Black tourmaline or onyx, when cut and 
faceted a certain way, also come under the general classi- 
fication of jet. 
is loosely applied to any very black jewelry. 

With the revival of jet, fashion history swings into 
another one of its periodic cycles, so that Miss 1946, the 
prehistoric Briton and Queen Victoria have at least their 
gleaming dark jewelry in common. 


The term then, is not a scientific one, but 


WIPE OUT THIS BLACK MARKET! 
(From page 272) 


for members or in obtaining discounts for them. In Some 
instances it would appear that “discount concerns” ay 
used as a lever to pry privileged discounts from retailers 

5. The Independent “Broker’’: Another result of 
loose distribution methods is the independent “broker,” 

—One such is the salesman who improperly clainy 
he represents a manufacturer. 

—Another is an individual (usually a minor employe 
in a big office or plant) who acts as order taker (for, 
commission or fee) for the principal agent. 

These “brokers” depend on manufacturers’ catalog 
and retailers’ displays. 

Some cities have had a small success in meeting thes 
problems through the help of local law enforcing bodies 
or the Federal Trade Commission, but in the main, theg 
practices cannot be met by moral suasion or existing 
laws. 

State legislation more specifically treating these prob 
lems, such as the laws which exist in Wisconsin, Minne 
sota, Michigan, Illinois, Ohio and Pennsylvania, js 
needed. 

Such legislation should, in addition to an introductoy 
paragraph, seek to prohibit unfair trade practices abou 
as follows: (For the benefit of those who may wish; 
“model statute,” the complete text of the Minnesota lay 
is appended at the end of this article. 

Sec. 1. The State hereby finds that the trade prae- 





Golden-hued Dirilyte Comes of Age 





"3 AMERICAN ART ALLOYS, INC., KOKOMO, IND. 
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+ New York: Office, Suite 507, 1 West 34th St net 


Over 21. years ago a brilliant new golden- 
hued alloy was developed, particularly | 
suitable for fine flatware and hollow: — 
ware, since it was hard, scratch-resistank, 
beautiful, and complementary to gold. 
decorated china and glass. At first, of 4 
course, this new alloy was-in the position — 
of a “younger son” in the flatware-hollow- ~ 
ware field. During the war, like othe 
“younger sons, it gave a remarkable per — 
formance. Now it has completely ’ ‘arrived” — 
— is, indeed, a dramatic new star on the 
home horizon, hailed’ by stylists, seized | 
upon by the public. Although today our 


— 
nO oa er 


inti ornate 











Dirilyte factory is producing 22 times as 
much as in its best pre-war year, we cannot — 
begin to catch up with demand. We are © 
listing dealer requests in order of arrival, | 
and if you are interested in selling Dirilyte — 
in 1946 or 1947 we urge you to get in toucll 
‘with us immediately. 3 


¥2 


Sead iste Static bai: 


Dirilyte, Reg. U.S. Pat. on | 
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tices defined and prohibited by this act are detrimental 
to labor, destructive to employment, and injurious to the 
best interests of workingmen; that they mislead the 
consumer into believing he is buying merchandise sub- 
stantially below regular retail prices when he is not, ete. 

Sec. 2. This section should contain definitions of the 
terms “person,” “employer,” “sale,” or “sell,” and “sale 
of merchandise at retail.” 

Sec. $. It shall be an unlawful trade practice for any 
seller of goods, wares or merchandise to advertise, claim 
or imply that any sale of merchandise is a sale at whole- 
sale unless such sale is made for re-sale or is a sale of 
a substantial quantity of merchandise for business use 
only. 

Sec. Ja. No person engaged in the sale of merchandise 
at retail shall misrepresent the true nature of such 
business. 

b) No person in connection with the sale of merchan- 
dise at retail shall misrepresent directly or indirectly 
that the price of such merchandise is an approximately 
wholesale price or less than the usual retail price or 
otherwise misrepresent the true nature of such sale. 

c) No person shall in connection with the sale of mer- 
chandise at retail display in any way price tags or quo- 
tations showing prices fictitiously in excess of the actual 
price at which the merchandise is regularly sold at retail. 

Sec. 5. No person shall in connection with the sale of 
merchandise misrepresent the true quality, ingredients 
or origin of such merchandise. 

Sec. 6. No employer shall directly or indirectly sell 
or cause to be sold to his employees or any other person 
any merchandise not handled by such employer in the 
regular course of his business, provided, however, that 
this shall not apply to the resale to his employees of 
specialized equipment as required for employees’ safety 
and health or for candy, chewing gum, tobacco, or meals 
consumed on the premises. 

Sec. 7. Should contain a penalty clause. 

Sec. 8. The provisions of this act are hereby declared 
to be severable. If one provision hereof shall be found 
by the decision of a court of competent jurisdiction to 
be invalid, such decision shall not affect the validity of 
the other provisions of this act. 

To give you the benefit of the experience of others 
who have been through campaigns to secure trade prac- 
tice legislation and to help you organize your own efforts, 
the following outline is submitted. 


FIELD ORGANIZATION 


1. Select assemblymen or senators to introduce your 
bill who know the problem and are sympathetic to your 
aims. 

2. Enlist the cooperation of all types of retail stores 
and create a central organization through which all co- 
operating groups can clear. 

3. This central organization should list retail asso- 
ciations, all chambers of commerce, boards of trade and 
all other interested business groups throughout the state. 

4. Secure a list of the names of all legislators, show- 
ing their home addresses and the districts they represent. 

5. Copy of such lists to be sent to all cooperating 
groups, they in turn to send them out in bulletin form 
to their respective members. 
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6. Ask each cooperating group to pass a resolution in 
support of your bill and use a special committee to han- 
dle the subject. 

7. Members of this committee to call on their local 
legislators to secure their support when the bill is intro- 
duced. 

8. Central organization to ask all cooperating groups 
to submit evidences of unfair and deceptive trade prac- 
tices such as courtesy cards, catalogs, advertisements, 
etc., to be used in a brief supporting your request for 
such legislation. 

9. An attempt should be made by members of a 
committee from the central organization or from the 
local organization to contact supporting organizations 
and discuss with their memberships the subject of trade 
diversion, providing for an open forum so the subject 
will be thoroughly understood. Further, cooperation of 
its members should be secured by writing to their local 
legislator after the bill has been introduced, asking his 
support. . 

10. Secure cooperation from newspapers, trade pa- 
pers, etc., by furnishing information and articles point- 
ing out that this law seeks to prohibit consumer decep- 
tion, unfair trade practices against honest retailers and 
other unsound and uneconomic practices, all of which 
have their greatest effects on the small business man 
and the victimized community. 

Appendix—Test of the Minnesota law to prohibit un- 
fair trade diversion: 


STATE OF MINNESOTA 
Chapter 144, Laws of 1943 


For an Act to Define Certain Unlawful Trade Practices 
nected with the Sale or Other Transfer or With the Purchase 
For Another of Goods, Wares, or Merchandise; to Pro 
Certain Penalties for the Commission of Such Unlawful 
Trade Practices; and to Provide for En joining the Commis. 
sion of Such Trade Practices. 

Be it enacted by the Legislature of the State of Minnesota; 
SECTION 1. The Legislature of the State of Minnesoty 

hereby finds; that the trade practices defined and prohibited 

by this act are detrimental to labor, destructive to employ. 
ment, and injurious to the best interests of workingmen; that 
they mislead the consumer into believing that he is bu 
merchandise at prices substantially below regular retail Prices, 
when in fact he is not; that they mislead the consumer ag ty 
the quality, ingredients and origin of merchandise purchased 
by him; that they deprive the consumer of various customer 
services offered by regularly established and bona fide retajj 
outlets without compensating advantage to the consumer;-and 
that they constitute unfair and fraudulent competition and 
unsound and uneconomic methods of distribution. The legis. 
lature, acting in the exercise of the police power of the state, 
declares that the public policy of the state requires, and that 
the general welfare of the state will be benefited by, the sup. 
pression of the trade practices hereinafter defined: 

SECTION 2. When used in this act: 

(a) The term “person” includes any individual, firm, part. 
nership, corporation or other organization, whether organized 
for profit or not. 

(b) The term “employer” includes any person acting dir 
or indirectly in the interest of an employer in relation to an 
employe. 

(c) “Sale” or “sell” includes any sale, offer, or advertise- 
ment thereof and/or contract for the same. 

(d) “Sale of merchandise at retail” includes any sale except 
(1) A sale for the purpose of resale or (2) a sale of a sub- 
stantial quantity of merchandise for business use only. 
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ADVANCE STYLING 
IN LUSTROUS 
SILVERY ALUMINUM 


E-Z FLIP is loaded with eye- 
appeal! A thing of beauty to 
grace the well appointed dining 
room of the most particular 
housewife. 
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Just a touch of the button opens the 
doors and automatically turns the] 
toast. Easy, quick operation! 


Write today for name of your nearest distributor 
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SECTION 8. It shall be an unlawful trade practice for 

seller or transferor of any guods, wares, or merchandise 
tp advertise, claim or imply that any sale or transfer of goods, 
yares, or merchandise is a sale or transfer at wholesale, unless 
geh sale or transfer is made to a transferee for resale or is a 
gle of a substantial quantity of merchandise for business use 


oaly. 

SECTION 4. (a) No person engaged in the sale of mer- 
chandise at retail shall, in connection with such business, mis- 
represent the true nature of such business, either by use of 
the words manufacturer, wholesaler, broker, or any deriva- 
tive thereof or synonym therefor, or otherwise. 

(b) No person shall, in connection with the sale of mer- 
chandise at retail misrepresent, directly or indirectly, that 
the price at which such merchandise is sold is an approxi- 
mately wholesale price, or is less than the usual retail price, 
dither by the use of any such expression, or of any expression 
having @ similar meaning, or otherwise misrepresent the true 
nature of such sale, 

(c) No person shall, in connection with the sale of merchan- 
dise at retail, or in, or in connection with the use of samples, 
catalogs, or other forms of advertising listing merchandise for 
sale at retail, display price tags or price quotations in any 
form showing prices which are fictitiously in excess of the 
actual prices at which such merchandise is regularly and 
customarily sold at retail by such person or by the person 
issuing such samples, catalogs, or other forms of advertising. 

SECTION 5. No person shall, in connection with the sale 
of merchandise, knowingly misrepresent, directly or indirectly, 
the true quality, ingredients or origin of such merchandise. 

SECTION 6. No employer shall, directly or indirectly, by 
itself through a subsidiary agency owned or controlled in 
whole or in part by such employer, sell, cause to be sold, or 
have in his possession or under his control for sale to his 
employes or to any other person, any merchandise not handled 
by such employer in the regular course of his business, or shall 
any employer permit his name, his credit, or his premises to 
be used in connection with the sale or offer for sale of any 
such merchandise; provided, however, that this section shall 
not apply to purchases by an employer for the purpose of 


resale to his employes of such specialized equipment and para- 
phernalia as may be required for employes’ safety and health, 
candy, chewing gum, tobacco, or meals consumed on the 
premises of such employer. The provisions of this act shall 
not apply to any cooperative associations, duly established 
under the laws of the State of Minnesota, with respect to any 
merchandising transactions, which such cooperatives are au- 
thorized by their charters to conduct with their members. 

SECTION 7. Any person violating the provisions of this 
act shall be deemed guilty of a misdemeanor. Each act pro- 
hibited by this act shall constitute a separate violation and 
offense thereunder. 

SECTION 8. In addition to the penalties provided in this 
act, the courts of this state are hereby vested with jurisdic- 
tion to prevent and restrain violation of this act. Any person 
damaged or who is threatened with loss, damage or injury 
by reason of a violation of this act shall be entitled to sue 
for and have injunctive relief in any court of competent jur- 
isdiction against any damage or threatened loss or injury by 
reason of a violation of this act and for the amount of the 
actual damages to him, if any. In order to obtain such 
injunctive relief, it shall not be necessary to allege or prove 
that an adequate remedy at law does not exist. 

SECTION 9. Nothing in this act shall be deemed to pro- 
hibit the sale by an employer to his employes of his own 
products or property at any price. 

SECTION 10. The provisions of this act are hereby de- 
clared to be severable. If one provision hereof shall be found 
by the decision of a court of competent jurisdiction to be 
invalid, such decision shall not affect the validity of the other 
provisions of this act. 


Do you give each clerk postcards to send out to their 
Bond prospects with the heading “Help me make my 
quota?” Freese’s, Bangor, Maine, found it helpful to 
supply such cards. This department store also gives 
each clerk selling a $1,000 bond a day off. 
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can be turned into ready cash. 
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CRUTCHES NO HANDICAP TO YOUNG ENGRAVER 


One of Milwaukee’s leading jewelry firms, Schwanke. 
Kasten, have a young engraver that they are very proud 
of for several reasons. One is because he is an excellent 
artist and faithful in his work. Another reason is that 
although he was a childhood victim of infantile paralysis 
he has not allowed that handicap to keep him down. 

When but five months old, Raymond Pruszka wags 
stricken and, although he has had years of medical atten- 
tion, his legs are still crippled. But he swims, plays 
baseball, sings bass in his church every Sunday and 
plays the drums on his week-end holiday in a smal] 
orchestra. 





Raymond Pruszka at work at his trade. 


If you didn’t see his crutches behind his jewelry 
engraving bench or partly hidden by his orchestra drums, 
you would never guess that Raymond had been a polio 
victim for nearly all of his twenty-two years. He thor- 
oughly enjoys the life of young people his own age. 

He has a steady job at this Milwaukee firm and in 
the last war years has engraved identification bracelets 
by the thousands. He has put crests upon tea sets for 
millionaires and exquisite monograms upon expensive 
watches. He rests his elbows upon little pads, puts a 
magnifying glass before his eyes and carves tiny initials 
on the inside of diamond wedding rings with all the 
skill of a highly trained craftsman. His certificate of 
apprenticeship was awarded last June. 

As a child Raymond went to the splendid Gaenslein 
School in Milwaukee which is helping many a crippled 
child find his place in life. Here, he showed great apti- 
tude for drawing and when his general education was 
completed here he went on to the vocational school. At 
this place he developed a skill in clock and watch repair- 
ing. Raymond’s excellent drawing ability was also noted 
here. One day one of his instructors was talking to 
William Schwanke at the jewelry store. In the course 
of the conversation, it developed that good engravers 
were difficult to find. The instructor mentioned Ray- 
mond’s growing ability and it was suggested that Ray- 


THE JEWELERS’ CIRCULAR-KEYSTONE 





FoR D 






ond 
is h 
Ray 
A 
the it 
appre 
tion ¢ 
hours 
Ra: 
it has 
cap, | 
pictul 
fine t 
fellow 
him.” 





An 
desert 
from 
being 
the w 
are C 
choke 
is the 
the 5 
fitting 
Car 
years 
by se 
showr 
one 0 
Vin | 
wual 
cameo 
godde 
during 
is ren 
tailed 
this ec 
irregu 
$600. 
shown 
seven 
The 1 
added 
Che 
with | 
desigr 
sive ¢ 
a mes 
was n 
tiny | 
forml, 
little 
Piece 
pinnec 
snapp 
Since 
and e 












ee ovr oY ee. F 


.. hand at engraving. 
raymond. 





he industrial commission and he started hjs four year 
apprenticeship as an engraver. He had weekly instruc- 
tion at the Milwaukee Vocational School plus enough 
hours at the jewelry store to make a total of 9360 hours. 
Raymond started his apprenticeship with a salary and 
it has been increased seven times. In spite of his handi- 
cap, his eyes are perfect and his hand steady and the 
picture shows him at his engraver’s bench. And another 
fne thing about him, the clerks in the store and his 
fellow workers say: ‘Ray’s a fine fellow. We all like 


” 


him. 


SILVER HOLDS STAGE AT ANTIQUES FAIR 
(From page 274) 


An increasing interest in antique jewelry of every 
description was noted by fair exhibitors. Everything 
from old watch cases to $5000 gold mesh bracelets were 


are converted into chatelaines and lanyards and even 
chokers. Another adaptation popular with the buyers 
is the watch case-into-compact. The outsize Elgins of 
the 50’s are easily converted into vanities by merely 
fitting mirrors into the lids. 

Cameos, which have grown in value in the past few 
years because of their increasing scarcity, were shown 
by several exhibitors. One of the finest collections was 
shown by Gennaro Russo of Chicago, whose father was 
one of the most famous of the Italian cameo cutters. 
Vin Purnie of Utica, N. Y., showed a number of un- 
Ricsal items, the most sensational of which was a large 
ameo almost four inches across depicting Aurora, the 
goddess of dawn. Made to order for an American matron 
during the heyday of the cameo makers’ art, the brooch 
is remarkable not only for its size but also for its de- 
tailed workmanship. Like most of the other cameos in 
this coliection, it was carved from a shell and a slight 
irregularity in shape indicates its origin. The price was 
$600. In addition to the usual pins, rings and brooches 


seven stone portrait cameos held together by gold links. 
The use of different colored stones for these bracelets 
added to their attractiveness. 

Charms in both silver and gold were much in evidence 
with the silver examples far outstripping the gold in 
design and workmanship. One dealer showed an exten- 
sive collection of 19th century silver trinkets including 
amesh purse with a workable catch, the whole of which 
was no bigger than a thumb-nail. There were several 
tiny perfume flasks in a variety of shapes but all uni- 
fomly small; tiny vinaigrettes, a mite-sized slipper, 
little teacups and pencils, all in silver. One oddly-shaped 
piece turned out to be a handkerchief holder. Milady 
pimed this teaspoon-like article on her dress and 
snapped her kerchief into it. Its size? About half an inch. 
Since most of the charms made during the last century 
and earlier are slightly larger and heavier than those 
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In addition to our Watch Repairing Depart- 
ment, we now have a complete Watch Casing 


Service. 


All watches cased by us are timed for 48 hours 


before they are returned to you. 


Minor 


adjustments made without additional charge. 
We will also attach all types of Watch 


Attachments. 


All work fully guaranteed 


MARUDO WATCH CO. 


48 WEST 48th STREET 
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we see today, they would be effective on a collector’s 
shelf as well as on a bracelet. 

Most of the dealers saw a revival in antique jewelry 
during the war and expect it to continue. The work of 
the old craftsman is disappearing fast, they say, and 
many young people are beginning to see the value of 
fine, old-fashioned workmanship in jewelry. 





G.I.S WANT HONEST APPRAISALS 


by J. RUSSELL WHITMAN 
From Myitkyina, Burma 

During the last ten months I have seen many U. S. 
soldiers dealing with natives here in Burma—mostly for 
gems. Lhe Mogauk mines in Burma (richest ruby fields 
in the world) are being exploited by a small group of 
native profiteers who (for the most part) sell “leftovers” 
from Mogauk. They misrepresent the worthless stones 
and gain an unbelievable profit from trusting G.I.’s. 

Here are some of the prices dealers have asked (and 
received) for their stones: 


Priced in 
Actually Sold as American money 
Cut quartz crystal White sapphire $10.00 
Cut yellow quartz Spinel $15.00 


For so-called rubies and emeralds, soldiers have paid 
anything from five to one hundred and fifty dollars. 
These “gems” were actually glass cut from runway 
lights on our airfields! 

This is not meant to imply that genuine gems are not 


sold, but more often than not, the price or quality ig fy, 
remote from actual value of the stone. 

When soldiers in the C.B.I. theater come home, jewel 
ry stores will be plagued with inquiries regarding the 
value of the “gem” investment. The jeweler can help 
the soldier by offering a frank appraisal service. If Pi 
gems are of worth, the jeweler has the opportunity of 
suggesting suitable settings, for the majority of soldiers 
are interested only in having a nicely set memento of 
their days overseas—not in selling the gems. Jeweler; 
might offer former soldiers free appraisal service anj 
special assistance in selecting settings. 

Many soldiers who have returned to the states haye 
written back stating that their contacts with jewelers 
have been unpleasant. Naturally, before inquiring abou 
settings, the soldiers have asked for evaluation of the 
stone. Most of them are still wondering how much their 
stones are worth. These stones have a sentimental value, 
but the soldier desires a statement of their value befor 
having them mounted. Many soldiers who would never 
buy rings otherwise, would do so if the jeweler would 
offer an appraisal. If the jeweler informs the soldier 
that he has been swindled by the foreign merchant, it 
will serve to increase the soldier’s respect for the Amer- 
ican jeweler. 

It is up to the jewelers to correct any previously 
formed misconceptions or distrust in the minds of these 
soldiers, offering them the courtesy of a frank appraisal 
of their gems. 
soldiers will be in the market for only settings. 
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Niash Alloys and Solders 
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created by our metallurgists 
for jewelers who demand qual- 
ity. Our line is complete for all 
colors ‘and karats. 
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WOMEN IN THE JEWELRY INDUSTRY 
(From page 280) 





tered the local jewelry associations and the wives of 
: iwelers, too, have become more interested in their hus- 
; jgnds’ trades. Several of the wives regularly attend 
neetings and contribute greatly, says Mrs. Beerman, in 
the matter of constructive criticism and helpful advice. 
Under her regime “grievance meetings” have been insti- 
tuted during which members are free to discuss abuses 
ghich they would like to see corrected. These gab-fests 
have helped clear the air on troublesome subjects such 
4s price maintenance, advertising, etc. Social affairs, 
though hampered during the war years, received new 
impetus with Mrs. Beerman at the helim; she is particu- 
larly proud of the turnouts at recent general meetings 
and annual dances. 
For the past two years Maybelle Beerman has been 
running her store almost single-handed. During the war 
watchmakers seemed particularly susceptible to induc- 
tin and Lester Beerman was no exception. A corporal 
in the Army, he’s been away since 1943 but the family 
expects him home any day now. In the meantime, Mrs. 
‘EBeerman can diagnose the ills of a Watch and do a little 
light mending when the occasion demands—and it often 
demands. She also has the help of an outside repair 
man and a sales girl, but the burden of buying, book- 
keeping and general, all-round responsibility falls on 
| Mrs. Beerman herself. 


Ce el Ulm hC | ) S. . e 


Cpl. Beerman isn’t the only family representative in 
the armed forces. Mrs. Beerman’s sister, Eveyln and 
her daughter Jean are a corporal and a sergeant, respec- 
tively, in the Wac and both are stationed at nearby Fort 
Monmouth, N. J. The addition of “Boobie,” a handsome 
Siamese cat, to the Beerman household was an indirect 
result of daughter Jean’s army service. When she 
thought that she might be sent overseas, Jean presented 
her mother with the cat for companionship. “Boobie” has 
been friend and confidante ever since. Mrs. Beerman’s 
affection for “Boobie’—his name, incidentally, came 
with him as a gift from his first owner—has grown stead- 
ily since he joined the family a little over a year 
ago. She is fond of regaling her friends with stories of 
his intelligence, good nature and, as she puts it, his sense 
of humor. Siamese cats, especially this one, she claims, 
are far superior to other pets in every way. When we 
talked to Mrs. Beerman, she was considering the acquisi- 
tion of another Siamese as a companion for the ubiqui- 
tous Boobie! 

The Beerman store, catering to a family trade in a 
middle-class suburban neighborhood, has one important 
stock-in-trade which its owner deems more important 
than all the karat gold in the shop. She puts it this way: 
“We carry only one item that can’t be bought in almost 
any other jewelry store and that is our own particular 
brand of thoughtfulness and service.” And you can take 
our word for it—there isn’t another jeweler in the coun- 
try whose “brand.of thoughtfulness and service” is more 
pleasant than Mrs. Maybelle Beerman’s. | 
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THE OUTLOOK FOR SWISS WATCHES in 

1 t 

(From page 282) fran 

the | 

is no space available. Everybody is employed, ayj} wate 

empty factory buildings are not known anymore, fy} this 

order to build, cement and other building materials then 

required, and these are very difficult to obtain. Mo hack 

over, the materials that have been recently obtaing Swit 

are not up to quality and, notwithstanding much highe Roa 
costs, the buildings put up in recent years in Switzer] 

have only given headaches to their owners due to ‘swi 

repairs and the attention.they have required. 

T 

| QUALITY OF WATCHES BETTER TODAY Swit 

Regarding the quality of the watches, some materigl ” 

such as lubricants have been short, as have also ae 


required types of steel and brass at times, and the 
shortages have sometimes affected quality or quantiy “ 
of production. However, on the whole there can beg °”” 
question that the watches sent out of Switzerland tod 7 
are far better than those which were exported five 4 wna 
ten years ago. This is partly due to new machines, by Ame 














mostly to the reqyirements of smaller tolerances Age 

greater inspection all along the line in watch productin§ and 

Sometimes beauty — be As you go through the little towns or villages @j pres 

very cooperative—as in this Switzerland, you notice that the visiting G.I.’s are ipf Ame 

smart new Flip-It* cigarette variably gathered around the windows of jewelry store) stop 

case by Barr. A’slight press Most of the boys want to buy watches either for gift} doin 
of the thumb—flip!—and or to resell them at a profit in Germany, France, or i 


























the case opens for con- the States. These American soldiers, availing themselyg 
venient access to perfectly- of the week’s vacation offered them in Switzerland, a 
kept cigarettes. without exception so far as I could see, very much iff 
. , pressed with the majestic beauty of Switzerland, aif 
There s real beauty in the also by its cleanliness and the friendliness of its peoy 
Flip-It profit picture, too— The G.I.’s are behaving beautifully, which is a sh 
attractive sterling silver contrast to some of the things I have seen and heardii! 
and unusual feather-light gold and silver France. Their natural, unassuming bearing is marvel 
plated aluminum that your customers at by the Swiss people, who are equally impressed 
will want. ‘them. They are delighted to see them, and articles 


now appearing in the Swiss papers requesting the Sw | 
authorities to copy the “better looking uniform of th 
American soldiers.” High ranking Swiss officers hat 
at different times asked me whether the servicemen col 
ing in for vacations were not specially picked troop 
and, upon receiving my negative answer, seemed toi 


FROM THE Bory FAMIL F baffled. They appeared to have a hard time acceptiff 
AREY © that these healthy, intelligent, well-behaved youngst H 


CS On. < . were a true cross-section of the whole American Amy 
“ne Possibly I was somewhat wrong in giving my answé 
because I did not know at the time that somewhat of 

natural selection is being achieved. American ollie 
. ; ; ; have told me since then, that when their troops are giv 
Write for information and prices. the choice of vacationing in Switzerland or elsewhet 
Address Dept. CK they observed that the better element in their fr 
generally seemed to pick Switzerland. At any rate, 

visiting American soldiers and officers and the § 
population show mutual respect and admiration 
each other, which is a great contrast to the feelit 
which have been flaring up between our boys and | 
population of certain other countries. 
The boys do not have too much money to spend 
Switzerland. Due to the U. S. Treasury dollar rest 


Write today and be among the first 
to offer these smart cases when they are 


released. 
*Reg. U.S. Pat. Off. 
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tions, the Swiss Federal Bank will only change 175 
francs worth of dollars per visiting soldier, and while 
the boys kick that they want more francs to buy better 
watches, cameras, etc., there is not any question that 
this limitation on their spending capacity helps to keep 
them in line. Most of the boys say they want to come 
hack to Switzerland again, which is probably what 
Switzerland had in mind when it agreed to have 20,000 
American soldiers come in daily for a week’s vacation. 


‘swisS LIKE THE AMERICANS 


There are numerous American flags displayed all over 
Switzerland in honor of the visiting G.I.’s, and it is 
rather an odd experience to hear some male voices walk- 
ing through the streets at night singing “Oh, Suzanna,” 
and when one goes to the window one finds that the sing- 
ers are not at all G.I.’s, but some Swiss young men 
giving vent to their feelings. 

The one thing I missed most in Switzerland was direct, 
unadulterated American news. The newspapers carried 
American news via Reuter, the great English News 
Agency, or it came over the radio via B.B.C., and time 
and time again I found the news changed slightly and 
presented in such a way that it was less favorable to 
America than it actually was. This did hurt when one 
stopped to think of what America has done and is still 
doing for Europe. 


MANY COUNTRIES BIDDING FOR SWISS WATCHES 


An example of one of the reasons why American 
jewelers can expect little, if any, increase in the imports 
of Swiss watches in the near future is found in a news 
items in the November 10 issue of “Foreign Commerce 
Weekly,” a publication issued by the U. S. Department 
of Commerce. 

According to this story, Norway, badly in need of 
watches, has earmarked 1,500,000 crowns (about $300,- 
000) to purchase Swiss watches for import. 

This, undoubtedly, is only one example out of many 
as there are many countries which were unable to im- 
port Swiss watches during the war, and are now badly 
in need of supplies. All of these will naturally be com- 
peting for the available supply and the only way in 
which the Swiss manufacturers can fill this demand is 
either by increasing total production or by diverting part 
of their production from the United States and the other 
countries to which the entire output was shipped during 
the war. 

Since, according to recent visitors to Switzerland, the 
prospects for any substantial increase in total produc- 
tion in Switzerland are rather unlikely, it is entirely 
possible that the net result may be that the United States 
will receive fewer Swiss movements now than during the 
past two or three years when the bulk of the production 
came to the western hemisphere. 
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MAKE LAST DRIVE THE BIGGEST YET 
(From page 284) 


try on Jewelers’ Trade Day, Monday, November 12, 
when Clifford I. Josephson, president of the association, 
appeared on the ABC Breakfast Club radio program 
conducted by Don McNeill, who honored jewelers of the 
nation for their participation in the Victory Drive. In 
addition to reporting on bond sales records and bond 
promotion ideas contributed by members of the jewelers’ 
trade, Mr. Josephson, on behalf of the trade, presented 
the Master-of-Ceremonies McNeill with a 14-karat gold 
button in the shape of the Liberty Torch that is the sym- 
bol of the Victory drive. 


Among the bond-selling schemes devised by individual 
retail jewelry companies is the plan of Sherman Jewelry 
Co., Inc., Washington, D. C., which provides for the 
donation to a movie theater of bonds to be awarded to 
bond-buyers at the theater holding designated lucky 
bond numbers. 


Another jewelry store tried with equal success the 
idea of a 15-minute man-on-the-street Victory Loan 
broadcast, in which an announcer with a roaming micro- 
phone questioned passersby on pertinent bond drive 
questions, thereby greatly stimulating subsequent sales, 
it was reported. 

Of interest to jewelers, both as a matter of self- 
interest and as a tieup with local Victory Loan promo- 
tion, are the six trains, touring the country, and carrying 


various war exhibits to some 40 states and 500 cities of 
the country. One of the exhibits exciting particuls, 
interest is the $30,000 jeweled baton of Reichsmarshy 
Hermann Goering, who presented it to Lt. General 4. i, 
Patch as a token of his surrender. 

This baton contains 640 cut diamonds and a score g 
rubies, set in an ivory rod trimmed generously with gold 
and platinum. 

Also of interest to jewelers is the 91-piece collection 
of Hitler silver taken from his Braun house in Munig 
by M/Sgt. Wilbur F. Hummer, serving at that time wit, 
the U. S. Combat Engineers, approximately three days 
after the Nazi capitulation. 

Included in the Hummer exhibit are eight full play 
settings and various accessory pieces such as grayy 
ladles, egg lifters, demi-tasse spoons and pickle forks, 

On each piece of the sterling is mounted the Nay 
coat-of-arms, complete with the German eagle atop th 
swastika, flanked by a square-cut A on one side and; 
similarly-severe H on the other. 

It was urged by Mr. Josephson, and other membey 
of the Jewelers’ Victory Loan Committee, includj 
Eliot Hirshberg, Henry Lambert, Percy K. Loud, 
Bruce McCague, Clarence Olsen, A. N. Slavick, Arthy 
J. Sundlun, William G. Thurber and Charles T. Evans 
that retail jewelers redouble their efforts to make thiy 
final bond drive the biggest and best campaign of then 
all. 

To this appeal was added that of Samuel J. Cohen, 





17 JEWELS, CHROME CASED 
STAINLESS STEEL BACK 


Phone, write or wire for prices, etc. 






561 FIFTH AVENUE . 


urrey Trading Corporation: 
presents a line of watches. 
in service models, popular oriced 





SURREY TRADING CORPORATION 
NEW YORK, N. Y..- 
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Director of the Retail Stores Section of the War Finance 
Division, Treasury Department, to jewelry retailers to 
sdvise him of any Victory Loan advertisements they have 
sponsored or any other promotional efforts they have 
made during the drive, in order that evidence of whole- 
hearted cooperation of retail jewelers in the campaign 
may be compiled and a trade report filed. Letters should 
be addressed to Room 750, Washington Building, Wash- 
ington 25, D. C. 


LITTLE TOUCHES GIVE WINDOWS APPEAL 
(From page 232) 


the ceiling to the floor of the window. Materials on the 
floor of the windows will be pure white satin. One win- 
dow will have arrangements on two steps against the 
starry background. In the center will be three choir 
boys of moulded candle wax, their robes in Christmas 
red. At each side of the choir boys will be imitation 
organ pipes of gold with touches of black, and at each 
side of the organ pipes will be flower pots of white and 
gold with arrangements of red geraniums. Jewelry ar- 
ranged on the white satin in front of the Christmas set 
will be mostly gold. New “Snowflake” jewelry will also 
be shown. These charming pins and earrings, mounted 
on sterling silver, in palladium finish, with round and 
square set brilliants, delicately placed around a pearl 
center, all have an airy grace of actual snowflakes and 
will sparkle through the holidays. 







The other Christmas window for 1945 will have the 
same background curtain and floor material. In the 
center will be a madonna with a gold base, and back of 
the madonna will be a large red candle. At each side 
of the figure will be six red candles and at a balanced 
distance from each of these six, up toward the front 
of the window, will be two more candles. Behind the 
candles will be a background of evergreen. On the floor 
of the window red balls and white cotton will add their 
bit. Merchandise in this window will probably be 
sparkling glassware. 


The 1944 Christmas window had a background of red, 
white and blue striped fabric. Jewelry was arranged 
on the colors that would look the best. In the center 
were little figurines of a sailor, soldier, and a flyer. In 
each corner was an American eagle with a flag. Little 
gold cone-shaped Christmas trees and little snow houses 
in isinglass gave an added festive air. 


For both the past two years at Christmastime Mrs. 
Benson has used “Sparklecloth” in the windows—a spe- 
cially treated fabric that looks like diamonds. 


One Christmas, white organdy curtains were draped 
back with silver bells. Foil Christmas trees stood in the 
window, and there were little Lucite animals such as 
reindeer in the window. “Crystal, with its icy sparkle, 
always looks appropriate in a Christmas window.” says 
Mrs. Benson. 





















GRATEFULLY YOURS 


WATCH 


einbros 
4 MATERIALS: 


Complete stocks for every 
calibre and make. Any 
amounts and selections of 
staffs, main springs, and all 
watch parts and supplies. 


TeInbros 
4 TOOLS: 


Complete range and wide 
selection of watchmakers’ 
and jewelers’ tools always 
in stock for immediate de- 
livery. 


Platinum, 14K. gold, yellow 
and white, loose diamonds, 
sets and mountings. 


* 


For Decemper, 1945 


@ We are grateful to all jewelers who have 
cooperated with us during the trying war years. 
It has been our policy to keep our friends sup- 
plied with merchandise and materials on a 
loyalty-rationing basis. No order was too small 
to fill. Thanks to your loyalty we are now in a 
position to serve you even better. We have 
expanded our quarters, where under one roof 
the jeweler can now have a complete and wide 
selection of all his needs. 








FEINSTEIN BROS.* Jobbers * 5 South Wabash« Chicago, Ill. 


oe 


Yellow top, gold filled, 
solid gold, cocktail, ruby 
and diamond. J-B watch 
attachments, pearls, nylon 
and leather straps, and 
leather goods. 


You'll find it a profitable and practical habit 
to order all your watch materials, supplies, 


watches, watch cases, and costume jewelry 
from FEINSTEIN BROS. 


DISPLAY 


Plastic, velvet, and metal 
Watch and ring 






boxes. 


boxes. 
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at $4.95 





THE 


/ 
“WRISTMASTER” 


STAINLESS STEEL WATCHBAND 
L 


*% SCIENTIFIC COMFORT: The “Wristmaster” gives the - 
maximum comfort because of the new scientific prin- 
ciple on which it is made. All other wristbands grip 
the wrist, but the “Wristmaster” pushes away from 
the wrist. 





Guaranteed for Life Against Any Mechanical Defect 











The “WRISTMASTER” is a real piece of jewelry made 
by jewelers. It is as attractive as it is useful and lasting. 


... these features sell the “W RISTMASTER” 


Non-magnetic . .. waterproof and rustproof ... 

’ impervious to body acids or perspiration and 
extremes of temperature . . . watch instantly 
attached or detached — especially adapted to 
watches with fixed lugs — adjustable to fit any 
size watch ... patented rivet design for fasten- 
ing insures security. Mirror finish. Made in 
two sizes — small, for small and medium. Aver- 
age, for medium and large. Individually boxed 

/ in smart package. 
* SOLD ONLY TO WHOLESALERS 
Patent and Copyright Design Applied For 


J. EAEED SAE CO. 


MANUFACTURERS 






CALIFORNIA 




















UNUSUAL CLOCK MADE AT HOROLOGY SCHOo) 


The clock shown here is an example of the high degree 
of skill developed in the Horological Department of 
Bradley Polytechnic Institute, Peoria, Illinois, Thi 
clock, which was produced by James Van Rie of Misha. 
waka, Indiana, a recent graduate of Bradley, is , 
jewelled, bridge model with overcoil hairspring, safety 
pinion and compensating balance and with semj- 
tangental lever type of escapement. The balance screws 
are of 14K gold and the mean-time screws are white 


This fine specimen of 
the watchmaker's ar 
was made by James 
Van Rie, a recent 
graduate of Bradley 
Polytechnic Institute, 





gold. The dial is of sterling silver with gold figures, 
hands, and minute marks. 

The escapement, wheels and pinions were first calcu- 
lated and drawn to design and were then fashioned out 
of steel and brass. 

To produce the hairspring required the making of a 
cylindrical box and arbor, into which was wound the 
spring wire, and then hardened. It was then polished 
and tempered to a deep blue color. The plates, bridges, 
wheels, etc., are gold plated. Every part of this clock, 
with the exception of the mainspring and hole jewels, 
was hand made by Mr. Van Rie. 

The clock is fitted in a beveled plate glass case ona 
walnut base. 

Mr. Van Rie is to be congratulated on producing such 
a fine specimen of the watchmaker’s art. 


_—_—_— 


FAIR TRADE QUESTIONS ANSWERED 


Twenty-eight of the questions most often asked at the 
headquarters of American Fair Trade Council have been 
answered and these questions and answers have been 
printed by the Council in a 12-page booklet entitled 
THE ABC’s OF FAIR TRADE, The new publication, 
according to Dr. Gary Leslie, Executive Vice-President 
of the organization, has been prepared not only to help 
the Council answer inquiries but assist manufacturers 
who wish to send it to their distributors to make them 
better informed about the theory and practice of resale 
price maintenance on trade-marked merchandise. 


The booklet opens with the following definition: “Fair 


Trade is a system of trade-mark protection which per 
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the resale of trade-marked merchandise at standard- 
J, uniform prices set by the manufacturers.” 
It goes on to say that Fair Trade works for the best 
interests of all concerned, consumers, distributors, and 
gsnufacturers. The ultimate consumer benefits because 
mder Fair Trade he can buy his “favorite advertised 
jrands” without haggling over prices and confident that 
the manufacturers of these goods are not obliged to 
reduce quality in order to stay in business. 
The distributor benefits, according to the booklet, be- 
cause he is able to “deal in a higher quality of mer- 
chandise and at the same time to make a fair profit.” 
As for the manufacturer, Fair Trade, says the book- 
let, enables him “to avoid the quality-reducing pressure 
of unrestrained cut prices by legalizing resale price 
maintenance contracts and thus permits him to maintain 
the quality standards on which he built his business and 
protect the trade-marks which identify his products and 
his advertising.” 
Among the other interesting questions answered in 
this booklet are: 
“Does every reseller have to sign a contract before he comes 
under- the operation of the Fair Trade Law? 
“How are Fair Trade prices enforced? 
“Do Fair Trade prices conflict with OPA ceiling prices? 
“Who are opposed to Fair Trade? 
“Have prices increased or decreased under Fair Trade? 
“Why is the present an especially favorable period for 
adopting a Fair Trade policy?” 
Free copies of the booklet may be had by writing to 
American Fair Trade Council, 11 West 42nd Street, 
New York 18, N. Y. 


ADVERTISING NEW MERCHANDISE 
(From page 288) 


take the position that it is better not to feature these 
scarce goods until they have a sufficient quantity on hand 
to satisfy the expected demand, because even though it 
may mean that some rival establishment may beat them 
to the first announcement, the store who waits will estab- 
lish itself in the mind of the public as a place where the 
customer can be sure of actually getting what he wants, 
and not be met with a “Sorry, but those are all sold out.” 

There is much to be said on both sides of the subject. 
It is a question which each retailer must decide for him- 
self individually in the light of his own operations, clien- 
tele, etc. 

Perhaps in considering the matter an examination of 
the methods used by some of the outstanding merchan- 
disers of the country may be helpful in reaching a de- 
cision. 

The policy of various department stores with respect 
to nylon hosiery is perhaps a good subject for close 
study. 

Recently, one of the largest and most successful New 
York stores—Lord & Taylor—received a limited ship- 
ment of these stockings, which every woman has been 
eager to get. Because the management knew that the 
amount they had would be only a drop in the bucket 
if a general sale were advertised, they attempted to 
handle the sale in such a way as not to disappoint a 
horde of eager customers; while at the same time to 





returned express prepaid. 
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We Can Move Your Inactive Patterns 
iw STERLING SILVER 


P ATTERNS change and jewelers have in stock Sterling 
Silver for which they may never have another call. 


These are frozen assets which we will readily convert to 
cash at pre-war prices no matter how large the quantity. 


We will pay the expressage when you ship the merchan- 
dise to us and if our offer is not acceptable it will be 


GOODMAN & SON 


77 Mapison AVENUE e MEmPuHis 1, TENNESSEE 
JosePpH A. GOODMAN 
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register the store’s enterprise in obtaining an allotment 
of the item. Accordingly, in large size newspaper space, 
they stated that a shipment had been received but that 
since the total was only 1200 pairs, instead of putting 
the hosiery on a general sale, they would be sold only 
to women wearing the uniform of either the Army or 
Navy Nurse Corps. As a result, the stock lasted several 
days, during which the store received a tremendous 
amount of publicity, and yet avoided a potential near- 
riot by thousands of women scrambling for an inade- 
quate supply, while at the same time, getting across 
the thought that as more adequate quantities become 
available, Lord & Taylor would be among the first to 
have them. 


NOTICES SENT TO SELECTED CUSTOMERS 


Another equally prominent organization—Saks Fifth 
Avenue—handled the matter by running no newspaper 
ads but by sending a notice to all charge customers that 
limited quantities were now coming in and that all 
charge customers could obtain a small allotment per 
month until their demands were satisfied, after which 
the stockings would go on general sale. This resulted 
in less general publicity, but established a great deal of 
good will with the concern’s regular customers. 

A third store advertised that they would have nylon 
hosiery very shortly (with the implication that some 
might already be on hand), but that they would not 
advertise them nor place them on sale until they had a 


sufficient quantity to insure fair distribution to al] cup 
tomers, both charge and cash? 
The advertisement concluded with a bid for good yy 





in a statement which read, “It is a Franklin Sing “ 
Credo to be timely with the right thing rather ¥ 
frantically seeking to be first with anything.” 4 

0 
TIMETABLES DATES OF NEW GOODS be 


R. H. Macy & Co., which advertises itself as the world, 
biggest department store. In full page space in 
Sunday papers of September 30, Macy’s ad bore § qu 
prominently displayed headline, “When will Macy} th 
have it?”’, and proceeded to list various scarce iteay tre 
with a brief statement as to the present or future avail 
ability of each. A 
Under alarm clocks, for example, the comment 4 


Still another approach to the subject was that ; me 
ld 


“Swiss clocks now; American in good quantities in ti 
for Christmas.” 
“Platinum jewelry?—It’s gleaming in our cases , 





this moment. ” 
“Electric irons ?>—We have had irons recently, and y; je 
expect more. sh 
“American watches?—We had Elgins and Hamiltoy 
last week. More in a month or so. B 
“Radios in new designs?—Within two weeks—wi fir 
hope.” H 


The general copy in the advertisement stated, “Wel at 
won’t promise you that we'll be first in everything ., 











STEEL VAULT DOORS 


Suitable for the Safe-Keeping of 
| Your Valuable Jewelry Stock, 
Silver, Materials, Etc. 


ELIMINATES USE OF SAFES 



































DESCRIPTION 









































Combination Lock ° Made of Steel 
Painted Green ° Weighs 810 Pounds 
——— ~ 
: $145.00 = while They Last 

APPROXIMATE See 
OwMEGT Fay entes 7: WE HAVE A LARGE SELECTION OF FIRE & BURGLAR 
eo PROOF SAFES & CHESTS (ALL SIZES TO FIT HOLMES 
witH Serer. 30” PROTECTION CABINETS) FOR IMMEDIATE DELIVERY 


EMPIRE SAFE COMPANY 245-3 CANAL ST, NEW YORK 13, N.Y. 
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and we're not going to splash news of the new things 
all over the papers unless we can back it up with enough 
merchandise to take care of the people who always 
hurry to this store in response to our advertisements. 
_,. If, however, you come to Macy’s frequently and 
walk through our floors, you'll find a surprising number 
of things you didn’t realize any store had.” 

This detailed announcement of exactly what could 
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be expected on each of some 25 or 30°varieties of scarce 
merchandise, coupled with the over-all statement of 
policy is reported to have produced a highly favorable 
reaction and the invitation to shop at the store fre- 
quently so as to keep in touch with the new items as 
they appear, produced a large amount of desirable store 
traffic. 


ANNOUNCES NEW WATCHES 


A good handling of the subject by a prominent jeweler 
was that of Tanke’s in Buffalo which, on September 28, 
ran space three columns wide by 13 inches deep with 
the following copy: 

“Certainly we’re thrilled! It’s a big event in the 
jewelry business, when Hamilton watches return to our 
showcases after an absence of several years! 

“For upward of a half a century Tanke’s has been 
Buffalo’s leading distributor of Hamilton — America’s 
finest watch. So it is only natural that the first post-war 
Hamiltons to arrive in the city should be on display 
at the Tanke stores. 

“If you are one of those who has been waiting pa- 


piently throughout the war in order to buy a genuine 
Hamilton, your days of waiting are over! Your new 
Hamilton is ready for you now at Tanke’s. Of course, 
quantities are limited at the moment, but new ones will 
be arriving every week.” 

Here was a straightforward statement without undue 
claims and making clear the fact that the quantity was 
limited, but still registering the point that Tanke was 
the first or among the first to be ready with this long- 
awaited merchandise. 

Somewhere among these above programs, there should 
be one to suit the philosophy and the methods of every 
jeweler. 


ISSUES STATEMENT ON SILVER QUESTIONS 


The lifting of all official control over the distribution 
of both foreign and domestic silver gave rise to many 
questions regarding the situation. To clear up the many 
misunderstandings, Handy & Harman, New York, has 
issued the following statement: 

“Recently there has been so much evident misunder- 
standing regarding the current silver situation that we 
feel it advisable to issue a statement covering the facts 
in the case. We also wish to express our opinion advo- 
cating certain legislation which we believe would be bene- 
ficial. 

“On August 20th the WPB rescinded Order M-199, 
thus removing all official control over the distribution of 
both foreign and domestic silver. One month later the 
OPA raised the ceiling price on foreign silver to 71.11 





THE NATION'S 
LARGEST 
WHOLESALE 
REPAIR SERVICE 


Watches & Clocks 
Plain & Complicated 
Chronometers 
All Crystals Fitted 
Dial Refinishing 
Case “Repairing 
Recasing & Dialing 
Precious 


Semi-Precious and 
Birthstones 


Jewelry Special 
Order Work 
Mountings Made 


Chromium—Nickel 
Holloware and 
Flatware 
Optical Repairing 
Silverware Refinished 
Pens and Pencils 
Cigarette Lighters 
Electrical Appliances 
rain 


ALMA SERVICE COMPANY - 72 BOWERY - NEW YORK 13 - WAiker 5-5512 
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The Girl in the Ad on Page 276 


This is International Sterling’s Christmas heroine—beautiful, 
blonde Catherine Murray, of New York and Southampton, L. I. 


Miss Murray is twenty, a Powers model, and very much in 
demand—particularly for young-fashion pictures. She does, 
however, like shots that call for real acting —like this one. 

Ruzzie Green took the photograph—when the thermometer 
was crowding 90. The “snow” was quite a problem —achieved 
finally by mixing borax and Epsom salts, and letting an elec- 
tric fan blow it onto the panes. 


The Christmas tree, however, was green, aromatic, and real. 








with a Kingsley Machine .. . 


You can Stamp - 4 
Names or Monograms 4 


on 


_ FOUNTAIN PENS 
LEATHER GOODS 
PLASTIC GIFTS 
WRITING PAPERS _ 
XMAS CARDS, ETC. 

. C4 





Right in Your / 
Own Store! / 





ecg pot ge 
WRITE FOR DETAILS 
HOLLYWOOD 


KINGSLEY Gold Stamping Machine Co. 26, cacis 

















JEWELERS 
WANTED 


immediately for high grade manu- 
facturing and special order work; 
excellent opportunity and top 
wages; can guarantee housing ac- 
commodations; can move right 
into new homes at reasonable 


rentals. 


W rite: 


MASTER JEWELERS 


3014 Wilshire Blvd. 
LOS ANGELES, CALIF. 
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cents—the same as the domestic ceiling. Therefore all extreme temporary increase in the price. In our opin- 
silver used subsequently by industry in the United States ion, either situation would be harmful to the best inter- 
has been available at approximately the 71 cents level ests of the silver-using trades in the United States. But 
without regard to classification as foreign, domestic or neither of these alternatives need occur because the like- 
Treasury silver. lihood of a permanently higher price is denied by past 
k statistics, and a temporary advance can be forestalled by 
-p—EMAND EXCEEDS COMBINED TOTAL PRODUCTION legislation such as the Green Act. 

“At the present time the demand from the arts and “Since the present Green Act expires on December 31, 
industry for silver is considerably in excess of the com- 1945, the passage of similar legislation making Treasury 
bined total of domestic production and such foreign pro- silver available to industry in 1946 will be necessary in 
duction as is imported into the United States. This order to fill the gap between demand and current pro- 
condition probably will continue to prevail in 1946. How- duction and to make such additional silver available at a 
ever, past experience would indicate that such a state of reasonable price level. It is important to emphasize the 
sffairs is by no means permanent. When conditions were question of price in this connection because there is no 
last normal; namely, during the five-year period just shortage of silver involved—merely a shortage at the 
prior to World War II, the world production of newly- current price level. To illustrate: The Mexican Gov- 
nined silver averaged 255 million ounces per year. On ernment has supplies of silver other than current pro- 


duction which would undoubtedly come on the market at 
prices between 71 cents and $1.29; silver from other 
sources should also be forthcoming at prices above the 
current level; millions of ounces from the U. S. Treasury 
are available under present law at over $1.29. 


the other hand, during the same period silver consump- 
tion by the arts and industry in the United States aver- 
aged less than 30 million ounces per year. Although the 
after-effects of war will undoubtedly tend to retard pro- 





duction and stimulate demand, it should be only a ques- “On October 24, Senator Green of Rhode Island 
tion of time before the normal relationship of excess sup- (author of the present Green Act) introduced a bill in 
plies again exists. In this connection, it may be worth- the Senate (S. 1508). On November 5, Congressman 
while to note that after World War I the price of silver Martin of Massachusetts introduced an identical bill in 
rose to $1.88 in 1919 but dropped to 55 cents in a little the House (H. R. 4590). These bills provide that the 
over a year. Secretary of the Treasury is authorized to sell for manu- 

“Handy & Harman are opposed not only to a sub- facturing uses, including manufacturing uses incident to 
stantially higher price level for silver but also to any reconversion and the building up of employment in in- 
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STAINLESS STEEL WATCHBAND 
HIGHLY POLISHED—FITS ANY WA 
SNAPS ON AND OFF 


i it and 
An instant hit wherever shown! Display _ 
you'll sell it. Over a dozen exclusive features 


i i it is 
no other watchband has. It 1s as attractive nc ok: 
i j ris 
useful and lasting. Easily adjusted to the w — 
watch. The most comfortable wris 
to any . 


made. Orders filled promptly. 


| A — Band Loop 
— B — Adjustable 
— Cc — Off-Center Holes 


Terms 


2% 10 days D — Spring Clip L 
Net 30 | / p | 2 
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CHELSEA CLOCK COMPANY 
340 Everett Avenue, Chelsea 50, Mass. 












ON DISPLAY. 


Wire Hoop Earrings, 10K 
and 10K wires 

Baby Lockets and Chains, 
gold filled 

Anklets, gold filled, sterling, 
10K 


IN OUR SHOWROOMS 


RELIGIOUS GOODS 
Rosaries, sterling silve 
gold filled, silver plate and 
gold plate 
Crystal Rosaries 
Children’s Rosaries 


Crucifixes 
Neck Chains, 14K, silverand Fonts 
gold filled -— Call Sets, opened ana 
set-up 


Identification Bracelets, 
heavy, men’s and ladies’; 
silver and gold filled 

Friendship Rings, silver and 
gold filled 

Hand-Clasp Rings, silver; 
Hands Apart ($1 seller) 


St. Christopher Miraculous 
_— and oS (ster. 
ng silver, go 
10% gold) oe on 
Luminous Glass.Domes 
Holy Water Bottles 
Shrines and Altars 


Rings, men’s, ladies’ 
misses’, babies’, 10K solid a ee and 
go 


- OTHER ITEMS 
Distinctive 3 piece dresser 


sets (comb, brush and 
mirror) 


STREAMLINED LIGHTER 


The Product of a Famous 
Manufacturer—Just Reconverted 
to Civilian Production 


RELIABLE & FULLY GUARANTEED 
TO SELL AT RETAIL FOR $3.95 


ULRICH ASSOCIATES 


32 WEST 46th ST. 


(Between famous Fifth Ave. and Sixth Ave. 
—now known as the Avenue of the Americas) 


Stone Rings, men’s, ladies’, 
girls’, misses’ 

Signet Rings, men’s, ladies’ 

Masonic Rings 



































New York City 19, BRyant 9-0944 
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A REGAL PRODUCT 


IMPORTED ENGLISH STRAPS 


Guaranteed to wear three months 
Imported exclusively by this firm 
Complete yellow, white buckles 
Extra long and extra short 

Orders on gross put in display book 


vaAwne 





Hazel — Glazed — Natural Pigskin 
Black and Tan Morocco 
Suede — Blue Gray Calfskin 
Fine domestic shell cordovan $5.00 dz. 


H. SEGAL 


93 Nassau St., N. Y. C. 7 
DIRECT IMPORTERS 


Established 1890 . Worth 2-5419 








FEATURE SPECIAL 
Cellini bangle Marquisette style 
sterling silver bracelets $6.00 dz. 











All style crowns and sister books 





Dra ha ss 


FOR YOUR INDIVIDUAL REQUIREMENTS 


To create instantaneous eye and sales appeal, highlight 
your jewelry in one of our especially designed boxes We 
manufacture boxes of all descriptions...the above illustra- 
tion shows velvet-covered box with satin lining Our box 
specialists can help you by designing a box for your ind 


vidual requirements. 


Sold in commercial lots only. 


C & M MANUFACTURING CO. 
PAPER BOXES JEWELRY DISPLAYS 
112 Point Street, Providence 3, Rhode Island 
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dustry, upon such terms as he snail deem advisable, any 
silver held or owned by the United States at not less 
than 71.11 cents per fine troy ounce, provided that such 
silver is not coined or pledged as monetary backing for 
silver certificates. 

“Unless silver from the Treasury is made available in 
1946 to supplement the supplies from current produc- 
tion, industrial demand in the United States will not be 
taken care of except at a price level which will sub- 
stantially raise the cost of articles made of silver. Fur- 
thermore, the increasing use of silver for purely indus- 
trial purposes will be seriously curtailed by a sharp 
increase in the price of silver. 

“The silver-using industry needs access to the Trea- 
sury’s stock of unpledged silver during the period of 
reconversion. The above-mentioned Senate and House 
bills provide such access.” 





Many unusual charm bracelets have been seen on 
Hollywood’s glamorous women during the past few 
years, but Dinah Shore’s bracelet-of-charm is one of 
the most distinctive seen to date... . 
her husband, George Montgomery, as a welcome-home 
present after her successful G. I. tour overseas last year. 
Dinah considers this her good luck gem and is never seen 
without it... . There are twelve little characters of 
precious jewels marching along between two bands of 
palladium. The ingeniously designed figures run the 
gamut from a penguin to a top-hatted dandy. 


It was designed by - 


UNDERSTAND THE VETERAN 
by SGT. ERNEST W. FAIR 


There are thousands of us coming home from the 
wars across. the seas during the months ahead to be 
discharged, and a lot of us are going to be making bee- 
lines for our old jobs in jewelry stores everywhere. 

What we’re worried about most is how the boss, the 
guys in the store working with us, and people every- 
where with whom we'll be associated in our daily lives, 
will be thinking about us, how they'll act toward us, if 
they'll help us get readjusted so the task will be a lot 
easier and quicker. 

The job itself is the concern of a lot more men. 
Here’s the way a veteran of Italy and Normandy, who 
is going back to his old job in a jenny store in the 
Middle West, puts it: 

“The first thing I’m going to want to know when I 
get back to work in the store,” he explains, “is whether 
or not I’m wanted there . . . whether or not I’m needed 
on that job and chiefly, that I’m being hired back be- 
cause I’m wanted. 


“T know the,GI Bill sort of guarantees a guy his job 
when he returns. I don’t want to go back to that job 
just because the law says the boss is supposed to hire 
me back. I know that kind of an arrangement won't 
work out right for either of us. The way I want it is to 
know that the: boss remembered I was a pretty good 
man in the store and that hiring me back was a good in- 
vestment for him. 





The perfect watches for account openers 


and 
promotions 


ROSKOPF 


7 and 15 Jewel 
cylinder and 
pin lever watches 


Now is the time to advertise these watches 
— low-priced leaders that- will bring new 
customers into your store. Available for 
immediate delivery. 


WESTMINSTER SILVER CO. 


QUALITY AT A PRICE! © 561 


FOR DECEMBER, 1945 


FIFTH AVENUE ° 


NEW YORK, N. Y. 
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FOR HONEST RETURNS 
SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 


JOSEPH B. COOPER & SON 





FACTORY: 
BROOKLYN, N. Y. 











When you buy 
Lighting Flcture® 


..-Get Certified Fleur-O-Liers... 


they’re tops in fluorescent fixtures. Built to rigid 
specifications. Checked and Certified by Electrical 
Testing Laboratories, Inc. Made by more than 
30 leading makers. For assured quality in light- 
ing units — specify Fleur-O-Lier and... 





CERTIFIED 
in accordance 
with Test 
Requirements of 
Specitications of 
Fleur-O-Lier Monufocturers 


ELECTRICAL TESTING 


LABORATORIES, INC. 
NEW YORK, N.Y 


Certifying Agent 


F LE U C as © ] ¥ Li E R Manufacturers 


CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 
2116 Keith Building, Cleveland 15, Ohio 
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VICTOR PENS IN 
SERVICE EVERYWHERE 
LAND, SEA and AIR 
The U. S. VICTOR FOUNTAIN PEN CO., Inc. 


ESTABLISHED 1915 
225 LAFAYETTE ST. NEW YORK 12, N. Y. 


iceeidinnen: adnan 


810 














Do your own Wedding Ring Sizing 


QUICKLY! EASILY! 
ECONOMICALLY! 
with the ELL-VEE Ring Stretcher 





IDEAL FOR 
RETAILERS e WHOLESALERS ¢ MANUFACTURERS 


Simple to use, yet absolutely accurate in increasing the size 
of a ring. Will not mar outside or inside engraving, or bend 
or weaken the ring. Just place ring on the proper hardened, 
ground, tapered mandrel and tap through die with mallet 
or hammer. 


Complete with 16 half size dies, 4'/2 to 12, tadiuiie, numbered 
and arranged on a practical base with a cover included. 


$2 Q-°° F. O. B. CHICAGO 


MONEY BACK IF NOT SATISFIED 


LOUIS VOGEL 


39 S. STATE ST. CHICAGO, ILL. 
Stylist and Maker of Fine Wedding Rings since 1907 
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“This other method . . . takin’ me back just because 
the law says he’s supposed to . . . that’s charity .. . 
and I want no part of anything like that. If I know as 
much about the store’s way of doing things as I think 
[ do, then I can earn my way and the boss’ll be glad to 
have me for that reason. That’s the important thing 
to me!” 

Plenty of men coming back, particularly those who 
worked at skilled trades such as the majority who will 
be returning to jewelry stores all over the land, have 
another big worry. They are very much concerned about 
“how much it’s going to take to catch up with what 
we've missed while we were in the Army.” 

Some of these men have been out of the industry for 
from two to three, some even four years. They know 
that in this period of time a lot of things have happened, 
‘that there have been new ways of doing things worked 
out in the industry, that new techniques and new meth- 
ods have been put into use. " 

Most of them have had enough experience at their 
trades to know such things cannot be picked up out of 
books or in a few minutes of study. And they’re con- 
cerned about whether or not these things may prevent 
their being able to keep up with their old jobs or make 
it more difficult for them to advance and get ahead. 

One GI who used to work for one of the country’s 
larger organizations spoke of how his outfit plans to 
hold two weeks “refresher schools” for service men 
returning to ‘work in the company’s stores. 

The idea is a good one and in those stores where such 


advances have been made, where routine has been altered 
since war began, where even the slightest change in 
operation has been developed, such a “two weeks re- 
fresher course” would be money and time sagely invested 
by any jewelry store management. 

While most veterans would probably be more than 
willing to enter such a training period without compen- 
sation, it would indeed be foolish for the organization 
to ask them to do so. Starting a man back at his old 
salary with two weeks of such a school conducted by 
the manager, or men who will work with him in the 
store, can readily be seen to be a good investment. 

In larger organizations the project can be speedily 
set up by any experienced personnel man and in the 
smaller organizations the man who knows the general 
overall picture best will not find it too difficult to make 
such arrangements. Perhaps in most stores a single 
week or even a few days may be ample to explain such 
changes in operational methods in the store. 

The ex-soldier is.coming back to his job with a vastly 
increased store of knowledge of life and getting along 
with people, with organization and how things can be 
accomplished with greatest ease and with many acquired 
viewpoints which will have to be reckoned with when 
he steps into his old job in the jewelry store. 

All of these experiences and acquisitions can be guided 
to the ultimate benefit of both employer and employee 
if both are aware of their existence and plan’ their rela- 
tionship from the start fully understanding the probleme 














in the situation. 
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5 is a good market here in Canada 
for high class costume, novelty jewellery and religious goods, to- 
gether with such lines as watches, lighters, etc. 


We are one of the largest distributors of this type of merchandise, 
selling to leading jobbers and retailers all over the Dominion. 


American manufacturers are invited to contact us, with a view 
to distribution of their goods in Canada, either on an outright 
purchase, or exclusive agency basis. 


Our financial standing is of the highest: references furnished. 


Our contacts cover Canada: 


ADDRESS: BOX A-2447 - JEWELERS’ CIRCULAR-KEYSTONE 
100 East 42nd Street . New York 17, N. Y. 
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In the interest of humanity 


SUPPORT THE 
17th Annual Drive 


OF 


The National Conference of Christians and Jews 


Your contribution is needed this year to support the growing pro- 
gram of the National Conference of Christians and Jews. During 
the war the Conference sponsored thousands of interracial and inter- 
faith gatherings among members of the armed forces promoting 
friendship and understanding. Press and radio were supplied with 
religious news and releases combatting distorted and vicious rumors 
designed to create national dissension among religious and racial 
groups. 

To win a lasting peace and ceatips our war aims.we must achieve 
the brotherhood of men everywhere. The National Conference of 
Christians and Jews is pledged to and will continue the fight for 
this great cause. 


Checks should be made payable to 


The National Conference of Christians and Jews 


and mailed to 


W. Waters Schwab 


Chairman of the Jewelry Division 


Clo J.R. Wood & Sons 
216 E. 45th St., New York 17, N.Y. 
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HAVE YOU READ THESE BOOKS? 





> Fa 


These authoritative and interestingly 
written books on a ‘wide range of subjects 
about your business will be a great help 


to you. 


Just put a circle around the books you want 
on the coupon below, write in your name 


For the Gem Expert, Connoisseur and Student 
~ of Gemology 
1. GEMS AND GEM MATERIALS 








Drs. Kraus & Slawson $3.00 
2.GETTING ACQUAINTED WITH MINERALS 

George L. English $2.50 
3, HANDBOOK FOR THE AMATEUR LAPIDARY 

J. H. Howard i 
4, STORY OF THE GEMS UH. P. Whitlock $4.00 
5. STORY OF DIAMONDS $1.25 
5A. FAMOUS DIAMONDS OF THE WORLD $1.00 
5B. INTRODUCTORY GEMOLOGY 

Robert Webster $2.50 


On Silver for the Jeweler, Collector and Anti- 
quarian 


6. THE STERLING FLATWARE PATTERN INDEX 





Without Binder $10.00 
7, ENGLISH SILVER (1675-1825) 
Stephen G. C. Enske and Edward Wenham $2.50 
8 OLD SILVER, ENGLISH, AMERICAN AND 
FOREIGN _S. B. Wyler $3.00 
9. HALLMARKS AND DATE LETTERS 
Arthur Tremayne $1.00 
1. NAVAJO AND PUEBLO SILVERSMITHS 
John Adair $4.00 


For the Skilled Watch and Clock Maker, the 





Apprentice and Student 





ll, PRACTICAL COURSE IN HOROLOGY 


Harold C. Kelly $2.75 

I. WATCH AND CLOCKMAKERS’ HANDBOOK, 
DICTIONARY AND GUIDE 

F. J. Britten $6.00 
3. KNOW THE ESCAPEMENT (New#Pitition) 

Barkus Watchmakers o“ we $5.00 
4. SCIENCE OF CLOCKS AND WATCHES 

A. L. Rawlings $3.50 


and address, attach your check, and send 
it to us. We will send them postage pre- 
paid anywhere in the United States. Re- 
mfittance must accompany all orders. No 
books sent on approval. Prices subject to 
change without notice. 


15. CURIOUS HISTORY OF MUSIC BOXES 


Roy Mosoriak $5.00 
16. SIX QUAKER CLOCKMAKERS 

Edward E. Chandlee $10.00 
17. TIME AND TIMEKEEPERS J. I. Milkam $1.98 
18. MODERN METHODS IN HOROLOGY 

Grant Hood $2.50 


19. PRACTICAL BALANCE AND HAIRSPRING 
WORK WV. J. Kleinlein 
20. RULES & PRACTICE FOR ADJUSTING WATCHES 
W. J. Kleinlein $3.50 
21. PRACTICAL BENCHWORK FOR HOROLOGISTS 
Louis and Samuel Levin $5 
22. IT’S ABOUT TIME Pasl M. Chamberlain $10.00 
23. KEYSTONE WATCH REPAIR RECORD BOOK $2.50 


24. WITH THE WATCHMAKER AT THE BENCH 


Donald De Carle $3.06 


For the Jewelry Repairer, Engraver, Plater and 
Enameler 





25. JEWELRY REPAIRERS’ HANDBOOK 
J. G. Keplinger $1.25 


26. JEWELRY, GEM CUTTING AND METALCRAFT 


W. T. Baxter $2.75 
27. JEWELRY AND ENAMELING 
G. Pack $2.50 
28. REFINING PRECIOUS METAL WASTES 
C. M. Hoke $5.00 
29. ART MONOGRAMS AND LETTERING 
J. M. Bergling $4.00 
30. METALCRAFT AND JEWELRY 
Emil F. Kronquist $2.75 
31. A B C OF MODERN ENGRAVING 
William Kassel $1.00 
32. TESTING PRECIOUS METALS BY THE 
TOUCHSTONE C. M. Hoke $2.00 
33. RINGS THROUGH THE AGES 
James R. McCarthy $2.50 
34. TRADEMARKS OF JEWELRY AND 
KINDRED TRADES $7.50 


THE JEWELERS' CIRCULAR-KEYSTONE 
Please send the following books: 


1—2—3—4—5—5A—5B—6—7—8—9—10—] 1 —1 2—13 —14—1 5 —16—17 
18—19—20—21—22—23—-24—25—-26—-27-—28-—-29 —30-—31—32—33—34 % sa 


100 E. 42ND ST., NEW YORK'17, N. Y. 


O CHECK [1] MONEY ORDER ‘O FORS........is attached. 
ING hiprice:tinsibien:shtlngh alpen 0 Gis aconnensancaes aananna aaa DARL, « «0:ca cuicévaeeee a dekengueedeeieeeeeeeeee ‘ 
Ue, Pan AT OF Ee Re aT Sp oe PA ae Eee Pi Ch Zee. 25s cencawes be SR: vciictcunawciateesen i ge ' 
Check or money. order must accompany all orders. Do not send cash. % . 
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Compact in size and feather-light in weight, this metal 
cigarette case is covered with either English pigskin 
or hand-grained Morocco in red, black, green, navy, 
turftan, or brown. Holds 20 cigarettes. From the 
Fredart Leather Goods Mfg. Co., 230 5th Ave., New York. 





Hand-blown in such 
tones as aquamarine 
blue, tropical green 
and amethyst, this 
crackled glass vase is 
8!/."" in height, with @ 
round base and a rip. 
pled top. Sold six toa 
carton in the assorted 
colors, the vase may be 
retailed for about 
$2.70. From Beacon 
Glass Co., 71 W. 23rd 
St. New York 10 


Clowns in thoughtful pose are the motif of these cast- 
metal book-ends. Interestingly detailed in modeling, 
the book-ends are copper-finished, and are packed 
one pair to a box. They may be retailed at $9.50 a 
pair. From M. B. Daniels & Co., 35 W. 27th St., N. Y. 








These colorful Persian handbags are made’ of 
hand-woven cloth with hand-blocked designs. Sold 
in assorted designs, they cost: Overarm bags at 
top, $35.75 a dozen; drawstring bag, $54.60 a 
dozen; envelope bag, $35.75 a dozen; canteen 
bag; $42 a dozen. From showrooms of the Anglo- 
Persian Mercantile Co., 225 Fifth Ave., New York. 





Authentic game-bird designs in sterling silver created by 
Lynn Bogue Hunt and cast by one of the leading silve 
decorate these genuine leather cigarette boxes. Four 
subjects, boxes done in navy blue, dark brown, dark green 
red, or black. They may retail for $28 each. From 
rooms of Sun Glo Studios, 225 Fifth Avenue, New York 10. 


Here is one from a series of heavy metal serving trays 
hand-painted in various floral and = designs—!9" 
long and I1'/2" wide, made with a beveled edge and 
proof against alcohol. May be retailed for $11.50. From 
Decorative Crafts, Inc., 225 5th Ave., New York 10. 





814 THE JEWELERS’ CIRCULAR-KEYSTONS 





4 


Shon, 5 


Pay 


by tiffin 


HE SHEER BEAUTY OF YOUR DIAMOND 


MPARABLE N S+INING PERFE 





THe PARKWOOD PATTERN ; B --as seen regularly 

| in 

House Beautiful 
and 

House & Garden 
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united states glass company... tiffin, ohio 
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New Giftwares 








Styled with a fine simplicity, these metal picture frame 
are gold- or silver-plated, finished with a high 

and lacquered so they will not tarnish; three differen 
designs, sizes from miniature to I!" x 14", single, double, 
or triple. From A. Stanley Brussel, 225 Fifth Ave., N. Y.¢. 

































These leather jewel boxes in either burgundy red or 
walnut brown are hand-tooled in gold and lined with 
moire. They are about 8" in length and each may be 
retailed for $10. From the showrooms of Michaelian 
and Kohlberg, Inc., 295 Fifth Ave., New York 16, N. Y. 


Styled in the Swedish man. q 
ner and done in heavy Tit. 
fin crystal glass is this 
decanter and tumbler 
group (3700). The en 
tire range of tumblers con. 
sists of 10, 12, and 14-07 
highballs, 8-oz. old-fash- 
ioned, 6-02. juice, and |', 
oz. whiskey. Made by the 
U. S. Glass Co., Tiffin, 0. 





Beautifully modeled and hand-colored, these 
California-Dresden figures by Avis are part 
of a new series from this house. They stand 
13” and I1!/" tall and are done in differ- 
ent pastel color effects. From Ebeling & 
Reuss Co., 707 Chestnut St., Philadelphia. 





Alert-eyed little fawns gracefully sculptured against a set. 
ting of forest foliage form these book-ends in Vontury Art 
i = Porcelain. They are painted by hand >. —— a Ai 

. e a . of 
Lightly but sturdily built and convenient for carrying napkins, — <= » lng By 39 cae 23rd St, New a i 
glasses, silver, etc., is this knife box-tray, hand-decorated in 
gay colors. It is 17!" x 91/2" in size, and it is priced at 
$45 a dozen. From Mary Rodney, 225 Fifth Avenue, N. Y. 
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RESETS Se ce ere 





yan? FORGe, It has been the constant aim of 
2 4 Everlast to continue to improve the 

tt AR cauly quality of their merchandise. 

%, a 

*tast ue We appreciate the patience shown 
by our customers who did not re- 
ceive their merchandise as soon as 
expected. However, we are glad to 


announce that we foresee definitely 
better conditions and prompter ship- 
ments beginning January Ist. 


The Everlast Metal Trade Mark al- 
ways was and always will be the 


hallmark of quality. 





"EXCLUSIVE SELLING AGENTS 


FOR DECEMBER, 1945 





ay Eastern Showrooms: | 
NEW YORK 10, N.Y. 





Also Producers of 
WORLD FAMOUS 
GOLDSCHEIDER CERAMICS 
and 
EVERLAST FLORALS 











Washers ‘Showrooms: | 


th 
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New Giftwares 








Eight varieties of song birds 
perched on branches are hand- 
painted on nine tiles to form 
a complete picture, the whole 
framed in hand-wrought iron 
to make up this wall plaque. 
The entire plaque is sized 
19"x13!/4," and it may be sold 
at retail for $30. From the 
showrooms of John Junge, 225 
Fifth Ave., New York 10, N. Y. 


“Sway-Tray” is the name of this 
server made of clear Lucite with 
base of either sapphire or crys- 
tal glass. Held by the knob, the 
server swings in the hand without 
spilling any liquid. Two sizes— 
10" diameter wholesales at $4.75; 
12" diameter, $5.75. From Rubel 
& Co., 225 5th Ave., New York 10. 





Especially good for cold-weather 
entertaining is this commodious 
Spode soup tureen-on its stand, 
decorated in the colorful "Gains- 
borough" pattern, a sepia print 
hand-painted. The stand is 14" 
wide. From the showrooms of 
Copeland and Thompson, Inc., 
208 Fifth Ave., New York, N. Y. 


Graceful and exquisitely detailed is fi 
“Venice with Pigeons” figure above, dot 
by Goldscheider. Finished in four dm 
ferent color effects, it is 11" tall 
may be retailed for $30. From the $ 
rooms of Everlast, 225 5th Ave., N. Y. 1 
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This new cocktail tray of hand-formed alumi 
alloy and etched crystal glass is 10"x! 
size and may retail for $5.95. Four dif 
etchings available. Tray usable too as ¢ 
piece. Jiro Products, Pasadena 2, Calife 
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Distinctive in design is this group of pieces, part ¢ 

a short line of flatware in silver-plated nickle silve| 
L. to r.: Salad fork, sold in set with salad spoon fy 
$3; cheese server, pickle fork, butter spreader, ead 
priced at $1.50. From the showrooms of L. F. Gramma 
and Sons, Inc., 225 Fifth Ave., New York 10, N, ¥} 


G 


ey 
>, 


F 


att C Se el 


ed Oe he 
ey EP OT PP AIT ASE 


pg, hel Ee BTA 


RABI EOS I TITLE a A kee lt OR 





SAK eh 





btn Meee Ne 
Best yee 








SSS PETS SPINS 
VT, SOS SF TEE LRT MOT Le r 
MRT Rae: 








PPLE PRET OL ER Le, oe 


eka 


Pe ET ERATOR RLS GATE DAR, es I EE Pitas cae WER APR 
ORT SELIAY Di PETITE DTT | 


Bi) at 


319 








New Giftwares 








of order, 


pending. 


Modern in style but not too 
“ultra” for a Colonial set- 
ting is this "Crystal-plex" 
lamp base created by West 
& Selby and made of plexi- 
glas, with a graceful spiral 
effect in the standard. Dis- 
tributed by Masonart, 526 
W. 7th St., Los Angeles 14. 





Richly decorated with hand-work in color 
and gold is this vase in Charlton China, 
classic in modeling, with a square foot. 
The rose decoration is done in natural 
colors, finished with touches of gold. It 
is from Abels, Wasserberg and Co., Inc., 
23 East 26th Street, New York 10, N. Y. 





A useful gift for a man and a distinctive 
object of art is this mandarin-head tobacco 
jar in American china, with a sponge inside 
the cover to keep the tobacco fresh. In 
yellow, green, or white, jar sells for $36 a 
doz. From Fan Co., 225 5th Ave., N. Y. 
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Built on a principle which lifts the cigarette through the 
top slot, but has no mechanical parts or springs to get out 


Cig, and costs $7.20 a dozen, individually boxed. A patent is 





this new stainless steel server is called Liff-g. 


From Gottschalk Sales Co., 225 5th Ave., N.Y.C, 





Fashioned of burnished genuine alligator is this 
pouch-style overarm bag with its mock tortoise 
shell facile frame. It is equipped with leather 
lining and fittings. From the showrooms of the 
Holzer Company, 50! 5th Ave., New York 17, N.Y. 





Mitre-cut in diamond effect, this goblet 
is in the "Wakefield" pattern, which i 
done in a complete line of stemware. It 
appears on the baluster-stemmed 

fax" shape, and is finished with a mitre 
cutting on the foot. This is a product 
Fostoria Glass Co., Moundsville, W. Ye 
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Our First Postwar 
SPRING 
PRE-SEASON 


MARKET WEEK 


JANUARY 7th to 12th 
1946 


ds 


\y’ 
Al 


AT LONG LAST 


After weary and trying times we are now more 
than glad to bid you welcome to our first: Post- 
war Pre-Season showing of new Spring Merchan- 
dise. Here, in the well known gift and art center 
building, devoted almost entirely to the Gift and 
allied fields, are many hundreds of lines all taste- 


fully displayed in spacious showrooms where 
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jewelers can comfortably make their selection at 
leisure. This is an exceedingly important event 
and should be put on your “must” calendar so 


that you will be sure to be here. 


VICTORY BONDS BUY GOODS 
for for 
INVESTMENT PROFIT 





225 FIFTH AVENUE, NEW YORK 10, N. Y. 
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The TOLCHIN 
COMPANY 


is continuing to give 
prompt service on all 
available merchandise 


Those who have been buying from us the past 
few years know that we have, in the main, 
been able to maintain a fairly constant and 
workable stock of the various items consti- 
tuting our principal lines, as listed in this ad. 
We are prepared at all times to serve you 
with many salable items. Whenever our stock 
becomes depleted on any of our regular mer- 
chandise, we shall continue to fill your orders 
as promptly as such items become available. 


WATCH MATERIALS 


Staffs, Stems, Crowns, Jewels, Hour & Minute 
Hands, Second Hands, Main Springs, etc. 


JEWELER’S FINDINGS 


Gold Filled and Sterling Silver Spring Rings, 
Swivels, Sister Hooks, Bows, Spring Bars, etc. 


JEWELER’S SUPPLIES 


Ring Boxes, Watch Boxes, Locket Boxes, Pin 
Boxes, Cotton Filled Boxes, Trays, Velvet & 
Lucite Displays. 


JEWELRY ITEMS 


Gold Filled, Sterling Silver and 10K Gold 
Neck Chains, all kinds of Gold Filled medium 
and large Baby Lockets and Crosses, Baby 
Bracelets, Bangle Bracelets, Pins, Earrings, 
Pearls, etc. 


LEATHER GOODS 


Ladies’ and Men's Leather Watch Straps, 
Leather Watch Chains, Bill Folds, Dressing 
Sets, etc. 


ATTENTION, MANUFACTURERS and IMPORTERS: 


The 10 experienced salesmen of this company 
are in position to place your merchandise on 
the counters of all retail jewelers west of 
Pennsylvania. Write to nearest sales office 
at once. 


Vother C 
5 North Wabash Avenue, Chicago 2, Illinois 
725 S. Spring Street, Los Angeles 14, Calif. 








By MADELINE LOVE . | 


URING the first few months of 1946, there wil] hy | 

few days without some sort of homewares show— 
gifts or lamps of china and glass or housewares—beginsy) 
ning with the 225 Fifth Avenue Market Week in News 
York and the Pittsburgh Gift Show at the William Pep 
Hotel, both in early January, starting January 7 and @) 
respectively. The crowded calendar now contains stij} 
another show, a resumption of the China, Glass ay 
Housewares Show held at the Auditorium in Atlantig: 
City under the management of Flo English. This Show 
is scheduled for the week of May 13. bP 


B | 


HE Sun Glo Studios, New York, are doing big, 

things with their Royal Hickman Collection, and arg” 
planning an even bigger program during the coming” 
year. Royal Hickman, who-has been well known for 
years as a designer of glass, pottery, and lamps, is now) 
manufacturing artware and lamp bases in his own pot 
tery down in Tennessee, utilizing crystal glasses such a 
those used hitherto only on the finest ceramics of Europe 
This is the first time they have been used in this coum 
try on pottery made in commercial quantities. Besides 
the art pottery and lamp bases, Sun Glo’s collection ¢ 
Hickman products includes terrace pottery, lamp shadeg, 
and leaf-designed accessories in cast aluminum, while 
scheduled for the near future are a modern dinnerwarg 
line in stoneware body; reproductions of Venetian g 
effects done in the plastic Glamite; and silver hollow 
ware. 


EWELERS are not too worried about absorbing t 
Y price increase which the OPA has granted to imp 
ters and wholesalers of English china and earthenwat 
The increase amounts to 3 per cent on bone china am 
5 per cent on earthenware. 


EWSETTES: More than 120 new lines of ch nd 
glass and gifts have been added to the displays a 
the Chicago Merchandise Mart since the previous mam 
ket, according to John C. Goodall, general manager. They 
Holzer Company, New York, is again carrying a line Oy 
genuine calfskin handbags and is also introducing get 
uine lizard bags in addition to its usual fine alligaté 
bags—most with tortoise shell frames. Peggy Ryan, wi 
heads up the information service at the Gift and Art 
ter, will leave January 11 for a six weeks’ trip to 5 
sas City, Los Angeles, San Francisco, Chicago, 4 
Grand Rapids. A ceramic directory of Southern Cal 
fornia has been compiled by the domestic trade depati 
ment of the Los Angeles Chamber of Commerce. Jack} 
Orenstein, of the Everlast Metal Products Corp., di 
cussed the part aluminum played in the war during” 
recent Adelaide Hawley program on WEAF. The 58 
tioners’ Specialty Co., New York, has introduced a nové 
ty Lucky Penny purse made of genuine leather a 
triangular in shape. 
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CHICAGO 


This great Mid-West market spells “GO” to alert 


buyers... for here they can shop America’s lead- 





ing lines of artwares and decorative accessories.. 


There will be three floors of displays at the 
Palmer House, plus more than 50 exhibits, by 





manufacturers recently converted from war work, 





at the Continental Hotel. The Continental is lo- 
cated at 505 North Michigan Avenue. For your 
convenience, courtesy busses will provide frequent 
shuttle service between the two hotels. 
Exhibitors have arranged to take care of merchan- 
dise needs as adequately the second week as the 
first. Hotel and travel facilities will be less congested 
atter the first week. You are urged to secure con- 
firmed room reservations at once and come the 


second week if possible. 
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CHICAGO GIFT SHOW 


JANUARY 28th to FEBRUARY 8th 
PALMER HOUSE - HOTEL CONTINENTAL 


EASTERN MANUFACTURERS AND IMPORTERS EXHIBIT, INC. 
J. Leo Grogan, Pres.; Samuel Keepnews, Vice Pres.; George F. Little, Managing Director, 220 Fifth Ave., N. ¥. 1 
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NEWS FROM ABROAD 


As varied as its kaleidoscopic political picture are, the 
views on European economic conditions—and prospects 
—which are being brought back by those buyers and im- 
porters who have made post-war trips to the accessible 
areas. Opinions range from black pessimism to the 
rosiest optimism concerning the possibilities of obtaining 
European merchandise within a reasonably short time. 
The truth, of course, lies somewhere between these 
extremes, closer, probably, to the more pessimistic end. 
For who can believe that even undamaged factories can 
soon produce china, or glass—or much of anything else, 
for that matter—with a hopelessly inadequate supply of 
coal and almost as great a shortage of labor? 

It is different in England, naturally. There is a short- 
age of manpower, it is true, and that is likely to exist 
for some time to come, since reconstruction and the con- 
tinuance of production of necessities rank higher than 
the manufacture of tableware. But the British potter 
has never had to cease operations or slow it down to 
such an extreme level as the Continental china and glass 
manufacturer was forced to, and so he is in a vastly more 
favorable position. The drop in shipments which has 
been so noticeable this fall was due to the dock strike 
in England, not to manufacturing troubles, and luckily, 
the 30-day truce is releasing much merchandise which is 
arriving in time for Christmas business. 

The long blackout on news from Czechoslovakia is 
broken with the word that George Wesp, former presi- 
dent of the Rosenthal China Corp. and of the Continen- 
tal Ceramics Corp., and present vice-president of Fonde- 








ville and Co., Inc., has been appointed sole agent for the 
Thun China factory in this country and Canada. hj, 
factory makes the popular-priced Thun China and 4ly 
the high-quality Princess China, which had become sy} 
an important factor in the dinnerware field before the 
War. Mr. Wesp is continuing in his executive positio, 
with Fondeville, and has placed the nation-wide disty. 
bution of the Princess China line at the company’s dis. 
posal. All other dinnerware from Thun will be may. 
keted by the newly-created firm of George Wesp, Impor. 
ters. Besides these activities, Mr. Wesp will continy 
with the development of Fondeville’s domestic line of 
Rochelle china accessories. 

Also announced in recent weeks are the results of the 
visit which Meyer Fireman, of Tebor, Inc., made this 
fall to England. While there, Mr. Fireman lined wp 
representation of several good “names” in ceramics and 
glass including the Edinburgh Flint Glass Works, whieh 
manufactures lead glass stemware and accessories. The 
others are the Royal Staffordshire Pottery, Crownfor 
dinnerware, and artware, and bone china from the Raé- 
ford Works. Tebor is adding all of this English me 
chandise to its present lines of American-made artware, 

Recently returned from Europe, too, are Mr. and My, 
R. Y. Mottahedeh, of the wholesale giftware firm of 
Mottahedeh and Sons, New York. They were able 
get some fine antiques, but are convinced that shortage 
of fuel and labor in most of Europe will prevent 4 
resumption of normal manufacturing for a long time 
come. 











EARRINGS #500. 


PIN #253. 


for last-minute Christmas rush! 


Write for $150 Assortment of Our Fast-Selling 
Pins... Earrings... Matching Sets... Rings 
Watch Attachments . . . Bracelets 
Crosses... Lockets... Charms 
Compacts 


Accommodation to Jobbers on Most Items 
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423 Second Avenue 
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HAND-MADE STERLING 


PIN AND EARRING SETS 


#253—$4.25 each. 
#500—$2.25 a pr. 


t!9—$6.75 each. 
#450—$1.87!/, a pr. 


Boxed—25¢ extra. 


Many other designs in this style—some mounted with stones. 
Also pin and earring sets in gold-plated or gold-filled on 
sterling. Big stock on hand in all types of costume jewelry 


NANKING COMPANY 


- New York 10, N. Y. 
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EARRINGS #450. 


PIN #19. 
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iT the 
This ° 


also 

te Vogue of California has the pleasure of presenting 
4 MAGGIE and JIGGS 

 dis- 


fie: from the famous comic strip 


in| “Bringing Up Father” by Geo. McManus 
KING FEATURES SYNDICATE, INC. 


le of 
has authorized us to manufacture and distribute these 
iw} beloved characters in the form of sterling silver charms. 


















et 


YOU HEARD ME-1| WANT YOU TO COME 


TO VOGUE OF CALIFORNIA TO POSE FOR 
"DEL" WESTON WHILE HE MAKES US INTO 














are, 

Ms 

x | ( BY GOLLY, MAGGIE, I'D LIKE ) 

ge TO SEE THE MAGICIAN WHO 

* CAN "CHARM" YOU IN TO A 

: | OIIIY: 6 csisiacsovinmectinas 

a I'LL BET ALL OUR FRIENDS 
WILL BEAT DOUBLE 


QUICK TIME TO THE 
TOP STORES TO BUY 
OUR "CHARMS" 
SO IF YOU WANT TO 
BE IN THE CHIPS, 
STOCK UP NOW! | 

















hod. COMPANY 


"IGGS” “MAGGIE” eo. * 


Ry 
44, 40* 





Illustrations approximately twice actual size. 


Designers and Manufacturers of Fashion Jewelry 


Copyright 1945 
King Features Syndicate, Inc. 219 West Seventh Street, Los Angeles 14, California 
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Spode 


THE FINE ENGLISH DINNERWARE 





Since 1770, Spode products have 
won the approval of succeeding 
generations of discriminating people. 


COPEI.AND 
Rez) 
(SPODE) 
(Fy| 

ENGLAND 


Fine English Earthenware 


comelanc Comma English Bone China 


Lowestoft Stone China 
e-Chi 
Made by 
W.T. COPELAND & SONS, LTD. 
England 


Available from STOCK in New York 
Sole agents and wholesale distributors 


COPELAND & THOMPSON, INC. 
206 FIFTH AVENUE, NEW YORK 10, N.Y. 

































We Are Indeed Glad to Announce the Re- 
appearance in our Showrooms of the Line of 


ARTHUR ARMOUR 
HAND-WROUGHT ALUMINUM 


“The Aristocrat of Metal Lines" 


with the Same Exquisite Craftsmanship, Fine 
Quality, and Exclusive Designs as Formerly, 


A. STANLEY BRUSSEL 


225 Fifth Ave. New York 10, N. Y. 


































225 Fifth Ave. 


FOR IMMEDIATE DELIVERY! 
No. 802F Photo Frame. Hand drawn lead crystal rope. 
Corduroy easel back. 7”x9” to 8”x10”, $5.00 ea.; 
9”x12”, $6.00 ea.; 10x13”, $7.00 ea. 
No. 802T Matching Tray, 10” x 16”, $5.00 ea. 


Send for Catalog 


MIRRO NOVELTY CO. 


Pioneers, Originators & Manufacturers since 1925 
Room 933 New York 10, N. Y. 





We welcome your visit at our showroom, and 
see our lines of gift merchandise for the Jeweler. 


e Lucite Dresser Sets 
e Leather Goods 
e Decorated Glassware 


e Compacts 
e Cutlery 
e Metal Giftware 


Serving the Jewelry Trade 


TANZ & GURWITT 


Importers & Wholesale Distributors 
253 Fifth Avenue New York 16, N. Y. 
































Know The Escapement | 


by the Barkus Wotchmake 





Intricate escapement calculations simplified 

to make you an expert at adjustment. 15 

simple, rapid, non-technical tests, yet # | 

accurate they parallel any diagrammatic 
calculation or available 
gauge method. Get this 
valuable book for old-timer 
and student alike. 


IF NOT AT YOUR BOOKSTORE 
a oo 




















_— 


A $50 course in 
practical, up-to- 


date escapement 
adjusting - sent 
prepaid 











tabs, WATEAMAEES,, 

D 1, . 

1 enclose $5. Send me oepelé, your book “KNOW 
THE ESCAPEMENT” 








THE BOOK THAT PAYS FOR ITS 





4 onty —— 
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Millions of Veterans 


lit suy DISCHARGE HOLDERS 


Simulated 


Leather 


f 

$5.40 

PER DOZ. 

NET 

These holders are handsomely bound with 

Simulated * Leather. Discharge insignia and 

“Honorable Discharge” stamped in gold. Metal 
e corners and heavy acetate sheet protects dis- 
7 charge paper. 


Other Holders in genuine leather 
$10.80 and $18.00 per doz. net. 


Don’t Delay. Order Now for Immediate Delivery 


/ STATIONERS SPECIALTY CO. 
a 19 West 21st St. New York 10, N. Y. 








“THE PATHWAY TO SUCCESS” 


















d m 
r, 
WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
A SCHOOL OF HOROLOGY 
a Dept C. Peoria, Ill. 












* * 
NYE’S Four Great 


AMERICAN OILS 





 SFfam FERS. 


3 
Fy 
i 


ma 
Nye Oil—and you'll 
a difference. 
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SUCH ARTFUL NOVELTY PINS 


A light touch for smart lapels is our Mother Goose 
pin, beautifully styled little busy-body of sterling 
silver with pink gold plated finish. Bright syn- 
thetic ruby eye; lucite stone body. 


STYLE #3096 $54 DOZEN 

















Our great fish pin is most appealing with its care- 
fully detailed fins and bulging synthetic sapphire 
eyes. Sterling silver with pink gold plated finish. 


STYLE #3089 $90 DOZEN 



















Permanent showroom, 
8th Floor, Hotel New Yorker, N. ¥.1 
General Offices: 404-06 Fifth Ave., McKeesport, Pa. 












BETHWOOD ROYAL CHINA 





ENRICH YOUR GIFT DEPARTMENT WITH 
BETHWOOD GIFTS AND ACCESSORIES 


Lovely hand-painted accessories in fine china, such as above. At 
left, Reproduction of French cigarette box with matching tray; cen- 
ter, dainty slipper pin boxes; at right, English cigarette box with 
matching tray. All available in these decorations: Ivory Floral, Petal 
Rose, Soft Blue, or Antique finish, with flowers and coin gold. Also 
available: Large selection of milk glass accessories. 
Rose & Bertha Glebard Katherine Zipper 
1290 Mdse. Mart, Chicago, tll. 712 So. Olive St., Los Angeles, Calif. 
Harold Abrahams 
812 Thomas Bidg., Dallas, Tex. 


Creators & Manufacturers 
BETH WEISSMAN 
















of Gifts and Lamps 
49 W. 23rd St., New York 
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WATCH-CRAFT 


REG.U.S.PATENT OFFICE No. 348436 


FIRST IN THE PRESENT — FIRST IN THE PICTURE OF 
POST-WAR PROMISE. Preferred by better jewelers and 
watchmakers all over the country who insist on the quality, 
expert workmanship, and precision fit of WATCH-CRAFT 
and WATCH-CRAFT’S rugged brother, ROCK-CRAFT, the 


double thick crystal. 


an De Wi a ee 
Box 7737. Chicago B30 
Largest and Foremost Supply House in the World 
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‘Waterproof’: “Shockproot”’ Barred 
In Proposed Trade Practice Code 


Rules Now Before Trade 
Prior to Final Approval 
By Federal Trade Comm. 


The terms “waterproof,” “shock- 
proof,” and “non-magnetic” may dis- 
appear from the parlance of watch 
companies and dealers if the pro- 
posed trade practice rules now be- 
fore the Federal Trade Commission 
are finally adopted. 

These rules, first drawn up by a 
special committee of the Jewelers 
Vigilance Committee, then _ sub- 
mitted to a discussion by interested 
members of the trade before a mem- 
ber of the FTC, are now before the 








trade for possible amendment or ob- 
jection. Should the FTC find the 
objections valid, some changes may 
be made in the final version of the 
code, but the chances are that the 
code as it stands today will be 
adopted. 


Many of the importers and dealers in 
so-called “waterproof” watches have al- 
ready filed briefs with the FTC, stating 
their cases. Typical of these is the state- 
ment of the Rolex Watch Co., filed by 
the firm’s attorney, Raymond Knoeppel, 
which declares that a specific device on 
his client’s watch makes it waterproof 
unless tampered with; and that “water- 
proof” is actually no stronger a term 
than water-repellent or water-resistant. 
These and other arguments will be con- 
sidered by the FTC before handing 
down a final decision. Those interested 





DIME-SIZE DIAMOND 


Acme 


This 16-carat diamond, about the size of an American dime, was among the 131,000 carats 
worth of diamonds seized by the allies in Japan recently. The diamonds, worth about $35,- 
000,000, were found stored in thermos bottles in the vaults of the Mitsui Trust Co. 
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are invited to submit their views not 
later than Dec. 18. An oral hearing 
will be held on that date in Room 332, 
FTC Building, in Washington. 


IMPORTANT INDUSTRY 


In announcing the proposed rules, the 
FTC pointed out that “the merchandis- 
ing through various trade channels of 
watches, watch cases and watch move- 
ments forms a substantial part of the 
volume of American business. Aggre- 
gate sales of such articles at retail are 
reported to be in excess of 100 million 
dollars annually.” 

The rules come under three separate 
headings, one dealing with “waterproof,” 
one with “shockproof,” and the. third 
with “non-magnetic.” The proposed 
rules are as follows: 

Rule 1—wmisusE oF THE TERM “WATER- 
PROOF.” 

It is an unfair trade practice to use 
the term “waterproof” or “moisture- 
proof” or any other word, expression or 
representation of similar import, as de- 
scriptive of a watch or case when the 
same is not, in fact, of such quality. 

No representation may be made, di- 
rectly, or indirectly, in the use of 
“water resistant” or “water repellent,” or 
by guarantee, warranty, etc., indicating 
that the water resistant or repellent con- 
dition of the watch will remain unaf- 
fected throughout the life of the watch, 
or that it will not be affected by open- 
ing of the case for repairs or adjust- 
ment, or will not be affected by wear 
or other condition, when such is not the 
fact. 


Rute 2—wMIsvUsE OF THE TERM “SHOCK- 
PROOF” 

It is an unfair trade practice to use 
the term “shockproof”, “jarproof”, 
“shock protected”, or any other word, 
expression, or representation of like 
import as descriptive of a watch or watch 
movement, when such watch or watch 
movement is not immune to damage 
from shocks, concussions, jars, jolts, or 
accidental blows of any type or degree. 

Nothing in this rule shall be deemed 
to prohibit use of the terms “shock 
resistant”, or “shock absorbing” as de- 
scribing a watch or movement to which 
a mechanical device has been adapted 
which protects it from shocks, concus- 
sions, ete., providing, however, that. the 
shock resistant condition is not repre- 
sented as giving greater protection than 
is in fact true. 

(Continued on page 354) 
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Bill Outlaws Chain Store Loss-Leader Advantage, 


Rep. Patman Also Asks 
Action Against Secret 
Prices to Favored Buyers 


Two amendments to existing Jaws, de- 
signed to provide a greater degree of 
protection to small independent retailers, 
have been introduced by Rep. Wright 
Patman, D., Texas, Chairman of the 
House Small Business Committec. 


The first of these, H. R. 4200, would 
‘ prohibit chain corporations from charg- 
ing off store losses from income tax re- 
turns, and has been referred to the Com- 
mittee on Ways and Means. 

The second, H. R. 4201, amends the 
Robinson-Patman Act to prevent evasion 
of this law by making secret prices or 
discounts to favored buyers, and has 
been referred to the committee on the 
Judiciary. 

At the present time, it appears that 
there is little chance in getting these 
bills out of committee, unless some pow- 
erful pressure is put on individual mem- 
bers of Congress by those who favor such 
action. 


“A study of the trial of the Great At- 
lantic & Pacific Tea Co. in the Federal 
Court at Danville, Ill., convinces me of 
the necessity of curbing the practice of 
operating stores at a loss,” the Texas 
legislator pointed out, when introducing 
H. R. 4200. “Documentary evidence in 
this case, taken from the files of this 
company, clearly shows that the present 
provisions of the Internal Revenue Code 
enable a chain corporation to conduct 
stores at a loss in order to injure and 
destroy competition. These exhibits show 
that as many as 4,374 stores have been 
operated for a year at a loss, in order 
to wage price wars on competitors... . 


“Other chain corporations in other 
lines of distribution use the same weapon 
to destroy or make ineffective competi- 
tion by single store operators.” 

The amendment to the Robinson-Pat- 
man Act, Mr. Patman said, “is no less 
important if we are to safeguard small 
business and provide an opportunity for 
them to compete without being discrim- 
inated against.” He added that while 
this law prevents discrimination there is 
no protection from ultra-secret prices 
and discounts to preferred buyers. 

“All my amendment is intended to do 
is to eliminate these secret deals,” he 
said, “and strengthen the Robinson-Pat- 
man Act. It makes it obligatory on the 
part of all sellers in commerce to make 
known to all customers their prices and 





G. H. Niemeyer Guest of Honor 
At Southern California 24K Club 


G. H. Niemeyer, Chairman of the 
Vigilance Committee, was guest of honor 
at the October meeting of the Jewelers’ 
24 Karat Club of Southern Calif. An 
informal talk on the condition of the 
jewelry industry as it exists now was 
given. Mr. Neimeyer personally thanked 
the Club members for their $500 dona- 
tion for furthering the work of his com- 
mittee. As club president Ben Shapiro 
is in Europe on a buying trip, vice-presi- 
dent Max Strassburg, Hollywood retail- 
er, filled the presiding chair. 
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discounts ‘under the same conditions’ 
and make ‘available to all other custom- 
ers according to customary trade prac- 
tices’.” 

Rep. Patman takes the position that 
prices and discounts should be made pub- 
lic by any manufacturer to all who buy 
his products. The law now permits 
price differentials on quantity purchases, 
“which make only due to allowance for 
differences in the cost of manufacture, 
sale, or delivery resulting from the dif- 
fering methods or quantities in which 
such commodities are to such ptirchasers 
sold or delivered.” 

The amendment which he has offered, 
Mr. Patman pointed out, is intended to 


(Please turn to page 335) 








For the Memo Pad 


* January 


5—Chicago Jewelers Association Victory 
Banquet, Stevens Hotel. 

6-10—Pittsburgh Gift Show, William 
Penn Hotel, Pittsburgh. 

7-10—Southeastern Homeware and Gift 
Show, Municipal Auditorium, Atlanta, 
Ga. 

7-12—Market Week, 225 Fifth Ave., 
New York. 

18-16—Ohio State Gift Show, Deshler- 
Wallick Hotel, Columbus, Ohio. 

13-18—Kansas City Gift Show, Hotels 
Phillips and Muehlebach. 

20-24—Detroit Gift Show, Statler Hotel, 
Detroit, Mich. 

20-25—California Gift and Art Show, 
Alexandria Hotel, Los Angeles. 

28-Feb. 8—Chicago Gift Show, Palmer 
House, Chicago. 

28-Feb. 9—China, Glass and Pottery 
Market, Merchandise Mart, Chicago. 


February 
7-11—San Francisco Market, Civic Audi- 


torium and Western Merchandise 
Mart. 
17-20—Oklahoma Gift and Jewelry 


Show, Biltmore Hotel, Oklahoma City. 
17-21—Portland Gift and Housewares 
Show, Portland Merchandise Mart 
and Multomah Hotel, Portland, Ore. 
24-28—Seattle Gift and Housewares 
Show, Terminal Sales Bldg., Seattle, 
Wash. 


24-Mar. 1—Dallas Gift Show, Baker 
Hotel. 
24-Mar. 1—Allied Gift and Jewelry 


Show, Hotel Adolphus, Dallas, Tex. 
25-Mar. 1—New York Gift Show, Hotels 
New Yorker, Pennsylvania. 


March 


10-12—ANRJA Mid-Year Conference, 
Hotel De Soto, St. Louis, Mo. 

10-14—St. Louis Jewelry and Silverware 
Show, Hotel Statler. 


May 
13-17—China, Glass and Housewares 


Show, Atlantic City Auditorium, At- 
lantic City, N.J. ; 


*Pittsburgh’s annual Pottery & Glass 
Exhibit will not be resumed in 1946. 











John H. Ballard Heads Jewelry 
Industry Committee For Smith 
Memorial Hospital in New York 


John H. Ballard, president of the 
Bulova Watch Co., has taken the helm 
in the jewelry industry’s drive for funds 
for the Alfred E. Smith Memorial Ho3. 
pital. $3,090,000 is needed for the new 
16-story Memorial Building at St. Vip. 
cent’s Hospital in New York’s lowe 
West Side, and Mr. Ballard and the 
other members of the industry commit. 
tee are working overtime to meet thei 
quotas. 


To be constructed at Twelfth St. and 
Second Ave., the new building is part 


JOHN H. BALLARD 





of a master plan drawn up several years 
ago by a group headed by Governor 
Smith himself. It will serve the large 
commercial area in which so many busi- 
ness concerns are located. Honorary 
chairman of the committee for the memo- 
rial is Archbishop Francis J. Spellman, 
general chairman is James A. Farley, 
and heading the Commerce & Industry 
Committee is Monroe Goldwater. 


Contributions to the fund may be made 
in the form of securities, outright gifts 
or pledges payable in __ installments 
through 1946. Checks are payable to 
the Alfred E. Smith-St. Vincent’s Hos- 
pitai. 





Pierre Cartier Heads Jewelry 
Men In Drive For Disabled 
American Veterans Fund 


Pierre Cartier, president of Cartier, 
Inc., New York jewelers, has accepted 
the chairmanship of the Jewelry Division 
for the National Service, Fund of the 
Disabled American Veterans. The Dis 
abled American Veterans is an orgal- 
ization dedicated to the needs of those 
Americans who received serious injury 
in the defense of their country. 

The DAV, Mr. Cartier explained, is 
a Congressionally chartered organiza- 
tion which was formed in 1920, to help 
veterans in the preparation and prosect- 
tion of their just claims for benefits and 
to assist them in rehabilitation and job 
placement. In the last 25 years, he said, 
it has built up, in close cooperation with 
the Veterans’ Administration, the most 
extensive national service set-up of its 
kind in the country. 

Due to the large numbers of disabled 
veterans of World War II who need its 
direct, personalized assistance, this oF 
ganization is appealing to the public for 
support. 
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Mo. Jewelers Start Working on ANRJA Confab 


Mid-Year Meeting Gets 
Enthusiastic Response 
From Western Retailers 


Plans for the first post-war meet- 
ing of the ANRJA are going ahead 
gmoothly, according to Secretary 
Charles T. Evans who reports that 
Mid-west jewelers are enthusiastical- 
ly supporting the projected Mid- 
Year Conference, to be held in St. 
Louis on Sunday, Monday and Tues- 
day, March 10, 11 and 12. 


President C. I. Josephson and Secre- 
tary Evans spent several days in St. 
Louis reecntly making arrangements for 
the meeting. On Monday, October 29th, 
they were the guests at a luncheon tend- 
ered by the retail jewelers of St. 
Louis, at which the following were pres- 
ent: Clifford I. Josephson, President, 
ANRJA; Charles T. Evans, Secretary, 
ANRJA; L. J. Vogt, Hess & Culbert- 
son; Otto Kortkamp, Hess & Culbertson; 
Clarence King, Mermod, Jaccard & 
King; Arthur Chedell, Selle Jewelry 
Company; Henry Koke, Koke Jewelry 
Company; Oliver Mennemeyer, Menne- 
meyer Jewelry Company; Elmer Preusch, 
Wehmueller Hamilton Jewelry Com- 
pany; Wm. Mahne, Maschmeyer Rich- 
ards Silver Company; Fred Rein, St. 
Louis Convention Bureau; W. G. Dros- 
ten, Drosten Jewelry Company. 

Preliminary arrangements were made 
as to the program to be carried out and 
committees appointed to handle _ the 
necessary details. Sessions of the con- 
vention will be held Sunday afternoon 
and evening, March 10th, Monday morn- 
ing and afternoon, March 11th, ad Tues- 
day morning and afternoon, March 12th. 
Following the session of Sunday evening, 
there will be an informal “get-acquaint- 








ed” reception with refreshments and 
dancing. Tuesday evening the Conven- 
tion Banquet will be served, which will 
be in charge of ANRJA. The entertain- 
ment that evening will be furnished by 
the Missouri Mules (the very active or- 
ganization of traveling salesmen who 
operate in that area). 


PRELIMINARY COMMITTEES 


The following preliminary list of com- 
mittees has been formed and additions 
will be made later. 

Dinner & Entertainment Committee: 
Wm. G. Drosten, Chairman, St. Louis, 
Mo.; Clarence King, St. Louis, Mo.; Leo 
Vogt, St. Louis, Mo., Oliver Selle, St. 
Louis, Mo; Wm. P. Mahme, St. Louis, 
Mo.; George Porth, Jefferson City, Mo.; 
Gilbert Jaccard, Kansas City, Mo.; W. F. 
Kirkpatrick, St. Joseph, Mo.; A. H. Hal- 
beck, Kansas City, Mo.; Emil Wachter, 
East St. Louis, IIl. 

Reception Committee: Harry L. Car- 
ter, Kansas City, Mo.; John Buchroeder, 
Columbia, Mo.; H. A. Peterson, Hanni- 
bal, Mo.; Harry A. Butterfield, Joplin, 
Mo.; H. A. Proffitt, Moberly, Mo.; Oliver 
Wasson, St. Louis, Mo.; Otto Kortkamp, 
St. Louis, Mo.; Robert Wehmueller, St. 
Louis, Mo.; L. Don Barney, St. Louis, 
Mo.; Milton E. Meyer, St. Charles, Mo.; 
E. C. Maxwell, St. Joseph, Mo. 

Registration Committee: Phil A. Dall- 
meyer, Jefferson City, Mo.; Roy Culbert- 
son, St. Louis, Mo.; Joseph Zajic, Jr., 
North Kansas City, Mo.; Archie Whar- 
ton, Aurora, Mo.; Albert Zurcher, Jr., 
Sedalia, Mo.; Theo. Kamp, Moberly, Mo. 

Membership Committee: (to secure ap- 
plications from non-members) Ray P. 
Gardner, Kirksville, Mo.; Fred Sands, 
Kansas City, Mo.; Henry A. Koke, St. 
Louis, Mo.; Oliver Mennemeyer, St. 
Louis, Mo.; Wm. James, Brookfield, 
Mo.; Lawrence P. Shirk, Springfield, Mo. 

It is planned to have members from 


(Please turn to page 355) 





Billiton Tin Mines Opened; May Mean 
Speedier End to Dearth of Cheap Metal 


Announcement from The Hague that 
the tin mines on the island of Billiton, 
Netherlands Indies, are in condition to 
resume operations as soon as electrical 
installations are replaced was received 
by costume jewelry manufacturers as 
likely to cut considerably the time dur- 
ing which tin restrictions will have to 
be maintained. 

Resumption of a flow of tin from 
Billiton would make an appreciable dif- 
ference in the present scarcity, Nether- 
lands officials pointed out. Of the 51,000 
tons of tin mined in the Netherlands 
Indies in 1941, about 40 per cent or 
20,000 tons is believed to have originated 
in the Billiton mines. World mine pro- 
duction of tin in 1939 amounted to 175,- 
000 tons but it is explained that in the 
Present emergency and with the cievelop- 
ment of electrolytic tin-saving process, 
the volume that could be made available 
by Billiton would make a substantial dif- 
ference to all consumer industries. 

The announcement that the Billiton 
mines have been found nearly intact came 
shortly after a warning from John D. 
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Small, CPA administrator, that tin re- 
styictions cannot be relaxed until more 
is in sight. Only a small amount found 
in Japan can be shipped for use here, 
he explained, and stocks found in 
Malaya are not large. It will be at 
least the middle of 1946, he said, be- 
fore supplies approach pre-war levels. 
It is possible that the Billiton discovery 
will hasten the date set by Mr. Small. 


“Until supplies of tin are again fully 
available,” he added, “the lifting of con- 
trols over the use of tin would result 
in a rapid dissipation of stock and a 
period of dearth in which there would 
be insufficient supplies either for essential 
food preservation or for minimum in- 
dustrial needs. 


“The present stockpile of about 30,000 
tons can be made to last beyond the end 
of 1946 by careful husbanding and con- 
stant effort to increase imports. Our tin 
conservation order permits the use of 
tin wherever it is clearly necessary but 
prevents wasteful or non-essential use.” 





New York Diamond Cutters 
Walkout for Higher Wage; 
Strike Vote to Be Held 


Eight hundred skilled diamond crafts- 
men in New York City, center of the 
have been participating in a walkout 
have been participating in a walk-out 
since November 2. The demand is 
higher wages and various meetings be- 
tween workers and employers have been 
held without reaching any successful 
conclusion. The next step is a strike 
vote in compliance with the provisions 
of the Smith-Connolly Act, to be taken 
on December 5. 

For the second time in the history of 
the American industry, diamond workers 
went on strike after little or no prelimi- 
naries. As a union spokesman put it, 
“They just walked out to think it over.” 
The first strike, a short one, was called 
in November, 1939. Since then the union, 
the Diamond Workers Protective Union, 
an affiliate of the A. F. of L., has been 
on amicable terms with the employers. 


The men want a 25 per cent increase 
in pay, which would bring the average 
weekly wage to $144 a week. They also 
want two-week instead of one-week va- 
cations. 

Until 1942 the Diamond Workers 
Union clung to its guild-like structure, 
allowing only sons or nephews of mem- 
bers to join, but in that year when the 
Belgian and Dutch centers were cut off, 
a new apprenticeship system was 
adopted. Boy and girl apprentices 
today receive a minimum of $14 a week 
and it is possible for them to earn $100 
a week at the end of six months. 





SPELLBOUND 





World Wide 


The bauble worn by the model above has 
enough diamonds in it to stock a small but 
thriving jewelry store. Valued at $500,000, 
it is composed of 782 gems of assorted 
sizes. The brooch was whipped up by Harry 
Winston and called “Spellbound,” partly 
because it has a mesmerizing effect on any- 
one who views it and partly because that's 
the name of the new Selznick-International 
picture with Ingrid Bergman. 
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Credit Institute Asks Truman To Abolish Reg. W 


Document Cites Eleven 
Points Against Credit 


Control at Retail Level 


The Retail Credit Institute of America, 
representing retail merchants in forty- 
four states, recently appealed to Presi- 
dent Truman for immediate termination 
of existing curbs on instalment buying. 

Under existing regulations, established 
during war time, consumers are required 
to pay cash or one-third down pay- 
ments on such articles as furniture, re- 
frigerators, washing machines, radios, 
and clothing, as well as jewelry. The 
balance must be paid within twelve 
months. 


In their appeal to President Truman, 
in the form of a petition approved dur- 
ing a_ recent convention at _ the 
Waldorf-Astoria, Institute members 
argued that consumer credit curbs 
should be lifted with the termination of 
the war. 

Consumer credit restrictions, known as 
Regulation W, were a war-time measure, 
and the Institute’s membership “acknewl- 
edged the imperative need” of Ameri- 
cans standing together in time of war 
and “loyally complied” with the regula- 
tion, the appeal stated. 

President Truman is empowered by 
law to terminate the credit controls 
through an executive order, the letter 
pointed out. 

The appeal included eleven specfic 
reasons why the controls should be lifted. 
One of these is that the credit restric- 
tions will force millions of Americans to 
cash their war bonds to obtain living 
necessities; another, the difficulties of re- 
turning veterans and displaced war 
workers in getting re-established and 
millions of others who do not have the 
cash to make heavy down payments on 
the things they need. 

“The retail Credit Institute is con- 
vinced that there is now no longer eco- 
nomic or social justification for this 
regulation,” the appeal stated. 

“Continued restrictions will force mil- 
lions of middle and lower income families 
to cash their Government bonds and sav- 
ort to enable them to buy the things they 
need. 


NEEDLESS HARDSHIP 


“They will work great and needless 
hardship on millions of returning vet- 
erans and their families. These Ameri- 
cans lack adequate cash to re-equip their 
homes even on the simplest plan and to 
rehabilitate themselves for civilian life. 
They are entitled to reasonable and 
flexible credit and merchants are ready 
to offer it on the basis of their character 
and individual credit worthiness. 

“The regulation will prevent millions 
of displaced war workers from purchas- 
ing the products they need to equip 
themselves and their homes when re- 
employed by American business after 
migration to a new environment. 

“Millions of people who have never 
enjoyed so-called ‘war-time income’ will 
be deprived of the opportunity of main- 
taining a progressive standard of living. 

“The credit curbs will restrict the vast 
output of American factories dependent 
upop consumer credit for the effective 
distrfbution of the things they make. 
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“They will give great economic ad- 
vantage to those with considerable ready 
cash against the family with a small pay 
envelope. 

“The curbs will destroy the democratic 
privileges of every American citizen to 
have equal access to available supplies of 
the nation’s products; will continue the 
undemocratic, anti-social and uneconomic 
war-time practice of ‘rationing by the 
size of the pocketbook.’ 





“The restrictions will dampen the 
morale of the American worker and will 
divide the people into classes—those able 
to buy as they please and those artificially 
restricted from the markets. 

“The regulation will monopolize ¢op- 
sumer credit into the channels of } 
business and banking and destroy thoy. 
sands of little merchants throughout the 
nation, who for a generation oF genera. 

(Please turn to page 349) 








PLANNING THE FAIR 





NACJ directors got together recently to consolidate plans for the National Jewelry Fair to 

be held at the Stevens Hotel in Chicago on July 29-August |. Left to right: Irving J. Woll- 

gang, chairman, Show Committee; Clarence Olsen, chairman Convention Committee; A. E 
Newmark and Irving N. Chayken, committee members. 





Licensing Urged at N. J. Watehmakers 
Meeting: Peter Bea Elected President 


The need for examination and licensing 
of watchmakers and the best means for 
obtaining legislation of that nature in 
the State of New Jersey were the prin- 
cipal topics of discussion at the annual 
meeting of the Watchmakers’ Associa- 
tion of New Jersey, Inc., held at the 
Essex House, in Newark, on Sunday, 
October 28. 

All three of the featured speakers— 
John J. Nooyen, President of the United 
Horological Association of America; 
Samuel Steiner, Vice-President, Retail 
Jewelers Association of Brooklyn, and 
Fred V. Cole, Editor of Jeweters’ Cm- 
cuLar-KeysTong, dealt with the same 
topic, discussing various aspects of it. 

Plans by the New Jersey Watchmak- 
ers Association are underway to strive 
for such legislation at the coming season 
of the apiidataee and high hopes are 
entertained for its success. 

Impromptu speakers in addition to the 
above include John De Vogel, Vice 
President of UHAA; Herman R. 
Pedrick, President of the Pennsylvania 
Horological Society; Henry B. Fried, 
Secretary of the Horological Society of 
New York and Walter Stoeckel, jewelry 
retailer in Scranton, Pa. all of whom 
spoke along the same lines. 

In the business session of the meeting, 
the following officers and trustees were 
elected, all of them being held-overs from 








the preceding year with the exception 
of Mr. Bea; Peter Bea, president; 
Robert Halpern, vice-president; Charles 





At the head table at the New Jersey 
Watchmakers dinner were, left to right, John 
De Vogel of Albany, N. Y., vice presid 
of UHA; Mr. and Mrs. Peter Bea; Mr. and 
Mrs. Harry Van Laar; Mr. and Mrs. John 
J. Nooyen, who is president of UHA; and 
Walter Stoeckel of Scranton, Pa. 


G. Soemer, secretary and L. H. Hayeng& 
treasurer; trustees; Harry Van Laat, 
Andrew J. Stroehlein, and Emil Haller. 

The meeting concluded with a dinner 
dance in the evening featured by an & 
tertaining floor show. 
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New Jersey RJA Holds 
Annual Meeting; Louis 
Haimann Elected Pres. 


A last-minute war bond raffle which 
mered nearly $89,000 for the Victory 
Loan climaxed the annual conference 
of the New Jersey Retail Jewelers 
Association held in Newark on Novem- 
ber 12. 

Other events at the meeting and ban- 
et included a prediction of coming 
events by wholesaler Maurice Salper of 
Joseph Salper & Co.; a review of the 
ANRJA’s accomplishments during the 
war years by Secretary Charles T. 
Evans; a publicity board report by 
John Hall; and election of officers. 
Mr. Salper, whose complete talk is 
reproduced in this issue of JC-K on 


LOUIS HAIMANN 





page 184, told the retail jewelers that 
merchandise will continue to be ex- 
tremely short for some time to come. 
He added, however, that “although the 
immediate future may look gloomy the 
long view is a bright one.” 

Louis Haimann of Morristown, was 
elected president; Joseph Imbelloni, 
West New York, vice-president; William 
Schoppy, Atlantic City, secretary; and 
Bertrand A. Weber of Ridgewood, 


treasurer. 
The retiring president, L. J. Rad of 
West New York was presented with a 


pocket watch engraved with his term of 
ofice by the treasurer, Bertrand A. 
Weber. 

Acting as bond salesman at the im- 
promptu bond raffle was Kenneth Van 
Cott of the national organization. 





JVC Needs Names of Auctioneers 
In Fight For Equal Taxation of 
Auctioned Jewelry and Silver 


The Jewelers Vigilance Committee, in 
its efforts to have the Treasury Depart- 
ment change the situation whereby auc- 
tioneers of jewelry belonging to estates 
and private individuals may sell them 
without payment of the excise tax, needs 
the help of all members of the industry. 


After a recent meeting held with the 
Office of the Miscellaneous Tax Section 
of the Treasury Department in Wash- 
ington, JVC decided that it would be 
advantageous to secure the names of 
auctioneers who handle such sales. Jew- 
tlers are asked to send the committee 
hames of any auctioneers they know 
who conduct sales of jewelry for estates 
or private individuals. Beside the games, 
catalogues of sales recently held would 
also be useful. Send the names and 
catalogues to the Jewelers Vigilance 

ittee, 17 West 45th St. N.Y. 19. 
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Cut the Cost of “Cake” 
From Your Business 





SPECIFY 








Air Express 


If standard items are the bread and butter of your business, then 
slow-turns are certainly the costly “cake” you have to carry to 


give full service. 


Why not cut the cost of cake, as thousands of firms are doing? 
Trim your inventory to “standards” and order “slow turns” via 


Air Express. 


Delivery is so fast, Air Express is like a bridge between your 
supplier’s warehouse and your own stockroom — only a matter of 
hours between any two points in the United States and many 


foreign countries. 


Specity Air Express-a Good Business Buy 


Shipments travel at a speed of three miles a minute between principal U. S. towns 
and cities, with cost including special pick-up and delivery. Same-day delivery 


between many airport towns and cities. 
Rapid air-rail service to 23,000 off-airline 
points in the United States. Service direct 
by air to and from scores of foreign 
countries. 

WRITE TODAY for “Jig Saw Puzzle,” a booklet 
packed with facts that will help you solve 
many a shipping problem. Air Express 
Division, Railway Express Agency, 
230 Park Avenue, New York 17. Or ask 
for it at any Airline or Express office. 


Me 
































TYPICAL RATE CHART 
aR Over 40 Its. 
MILES 2 tbs.| 5 lbs. | 25 ibs.| 40 Ibs. Cente per i. 
149 [$1.00 [$1.00 | $1.00 |$1.40 34 
349 | 1.04 | 1.25 | 2.63 | 4.20 10.5 
549 V0 1.52 | 4.38 | 7.00 17.5 
1049 1.26 2.19 8.75 | 14.00 35. 
2349 1.63 | 4.03 | 20.13 | 32.20 80.5 
Over 
2350 1.68 | 4.20 | 21.00 | 33.40 oe 
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Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 





vent the commission of a robbery 
them and the consequent loss of valuabj. 
merchandise. 


“Salesmen should not bring their mer. 
chandise to hotel rooms. 

“Salesmen should not discuss the 
nature of their business with any 
strangers. 


“Salesmen should ship their merchap. 
dise by Registered Mail to their des. 
tination, preferably to a jeweler who js 
well known to them. If this is not P0s- 
sible and the merchandise is shipped to 
a hotel, the hotel should be notified jy 
advance that a valuable package yijj 
arrive and it should be placed in th 
vault and not in the ordinary letterboy 
and should only be delivered on positive 
identification of the claimant. 


“Salesmen should not ride alone jy 


Jewelry Drummers: Here's Some Good Advice From 
The Security Alliance On How To Avoid Burglaries 


Because thefts or hold-ups of travel- 
ing salesmen have been one of the most 
substantial causes of crime losses of 
jewelers’ goods, the Jewelers’ Security 
Alliarice whose function is the protec- 
tion of the industry against crimes has 
been paying especial attention to this 
problem. Out of this study has come a 
éode of precautions which everyone who 
has occasion to travel with valuable 
goods is urged to follow. 

Being based on careful study, backed 
by more than sixty years of experience 
in dealing with jewelry crimes, the code 
provides effective protection against all 
the commonly encountered risks and is 
practical and easy to follow. If uni- 


versally complied with it should mate- 
rially reduce the present substantial 
losses from this form of crime. 

Says President Walter Eitelbach of the 
Alliance, in a letter to manufacturers 
and wholesalers: 

“All indications are that crime will 
be on the increase. All crime enforce- 
ment agencies predict a crime wave. * 

“We are making every effort to pre- 
vent crime. We trust that we will have 
the whole-hearted cooperation of every 
member of the Alliance to do the same. 

“We request that you speak indi- 
vidually to each one of your traveling 
salesmen and impress upon them that 
they should take every precaution to pre- 
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automobiles when carrying valuable mer- 
chandise. Automobiles carrying sample; 
should never be left unattended. 
“Salesmen should also obtain police 
protection in cities where the Alliang 
has made such arrangements, which js 
practically in all large cities. 


“Salesmen should use ordinary com- 
mon sense in the protection of the mer- 
chandise in their charge and they will 
undoubtedly be spared from perhaps 4 
grievous assault upon their person. 


“Will you please cooperate?” 





GIA Holds Six-Week Refresher 
Course in Gemology Fundamentals 
At Los Angeles Headquarters 


A six-weeks’ refresher course in The 
Fundamentals of Gemology and Dia- 
monds was concluded at the Los Ap- 
geles laboratory of the Gemological In- 
stitute of America on November Ji, in 
a session devoted to the study of gem- 
testing instruments and their practical 
application in identifying unknown 
stones, followed by a general review of 
the work of the five preceding sessions. 


Instructors for the weekly meetings 
included: Thomas Clements, Ph.D, 
University of Southern California; Rob- 
ert M. Shipley, Director of the Insti- 
tute; Virginia V. Hinton, C.G., F. G. A; 
Elizabeth M. Brown, formerly Assistant 
to Dr. Wigglesworth in Boston; and 
Leopold Kahn. C. G. 

The course, designed as a “pilot” cours 
for both the residence class to be held 
in Los Angeles beginning January 1th, 
and for the refresher mail course to be 
given early in the year by the Institute, 
offered a rapid, concentrated review of 
the Institute’s course in the fundamentals 
of gemology and of a portion of the at- 
vanced course. 


Students enrolled for the series in- 


cluded: E. C. Kendrick, Anaheim, John j; 


Gray, Beverly Hills; Jack Allenburg, 
Arthur Barth, Norman Gustafson, 
Charles Parkhurst, Jr., George Huston, 
Los Angeles; Thomas Arnold, Pasadena; 
Paul Primrose, South Pasadena; Clarence 
Fisher, Riverside; Clarence Van Duset, 
Santa Ana; Wesley Savage, Santa Bar- 
bara; John Losee, Whittier. 





Marker Credit Jewelers have opened 
a new store at 2982 S. Vermont Ave, 
Los Angeles. Mr. Marker is known to 
the jewelry trade as operating stores 
in Denver and Boulder City, Colo., fot 
some 12 years. 
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aint | Small Business Must Expand 
“| To Insure Prosperity, NEW RETAIL ENTERPRISES 


me. | Says Maury Maverick 
It will be up to an expansion of small Name Address Owner 


the business to take up the expected six Richardson’s 214 W. 6 St., Fort Worth, Tex Pg Be EA 
? . 1€0. ° 


any : * ¢ 
ilion to eight million in unemployment ae 
nen spring, according to the latest re- J. M. Del Fave 45 Exchange St., Rochester, N. Y. 








chan- port of the Smaller War Plants Cor- Herman’s 110 Grand Ave., Oklahoma City, Okla. Herman Masarsk 
he ration. : ; Archie Mackler 
nes According to ~ ence en Nichols’ Studio Lone Bldg., Rogers, Ark. Sam C. Nichols 
dt ee the pgs yee Balin’s 20 Chenango St., Binghamton, N. Y. Morrie Balin 
od in contract during the coming months. Dewey Klein Coral Gables. Fla Irving G. Rappaport 
will “Their future labor demands to make ae “ : 
1 the satomobiles, radios, farm machinery ewe ox 506 Greensboro Ave., Tuscaloosa, Ala. Hal Bloom 
Tho ard other consumer goods will not em- Hill & Ivey Barnesville, Ga. Hugh Hill, Paul Ivey 
sitive loy the armies of workers they had in Diamond Jewelry Co. Rylander Bldg., Americus, Ga. H. O. Jones 
war production. Hilton’s Court Square, Jackson, Ga. 


¢ inf “{ndustry and labor agree that this 
Mmet-} ynemployment is the most important im- 
aples} mediate domestic problem faced by the 
United States. If the problem is al- 
lice | lowed to persist, unemployment may 
ian} grow to double the estimated figures. 
ch is} The pent-up demand for consumer goods 
would disappear overnight. People who ASK ANY G. I. JOE WHAT HE THINKS OF A ZIPPO 
com-| ate jobless do not buy radios, automo- 
mer-} biles, washing machines, new suits or 
wil] | dresses. 

ps 4 “Industries which show an increased 
labor demand are industries made of 
small businesses. These smal] business 
industries must be expanded far above 
present levels if they are to provide the 
bulk of the new post-war jobs. Full em- 
ployment by 1947 can be achieved only’ 
als | by this expansion.” 

Three and a half million new workers, 
Mr. Maverick said, will be needed in re- 
The tail, wholesale, service and construction 
Dig. | ‘tades which are rredominantly small 
An- | business fields. Additional employment 


Ine | #80 will be required, he said, in other 

5. jp} small business industries—leather, jew- 

gem- dry, clay, glass, among others. 

tical | ‘The half million small firms that dis- 
appeared between 1941 and 1943 will 

= have to be replaced, Mr. Maverick said RE WORLD’S LARGEST 

ions, 4 2 his report, and another half million 

ings will have to be added. 

hD,, 


Rob- | Eddie Cantor Guest of Honor at —RIGHT NOW, ARE BACKING YOU UP 
A; Jewelry Luncheon of National WITH THE LARGEST ADVERTISING PRO- 





SELLING POCKET LIGHTERS 





stant cede *. 
a Conference of Christians & Jews GRAM of any lighter. 
_ —_ P ~ ——— Th 1" " ania displ th 

cneon oO e eweilr an 1e le 
held Trades division of the Netional Confer- ay  66n 68 te ae ee eae ee 
1th, nce of Christians and Jews to be held WARNING: Don’t get “burnt’”’ by unscrupulous imitators 
oe it the Hotel Roosevelt on December 5 who are without conscience and by false claims, trying to 
tute, will be Eddie Cantor. capitalize on ZIPPO’s popularity and performance. 


In announcing the luncheon, division 


f. chairman W. Waters Schwab said, “We ZIPPO MANUFACTURING co. 


tre : . 
a proud of this opportunity to pay DEPT. K, BRADFORD, PA. 


ZIPP) /..4p% guter 


inthe fight against bigotry and toler- 
in-} mee both here and abroad.” 











John 

urg, . 

son, | Patman Bills 

ston, (From page 330) 

a _ very close-mouthed and secret ae é WICKS : FLUID 

en sactions to a very few buyers, which aN reno => os 

sen, } act to the detriment of the great ma- = = ATTACH COUPON TO LETTERHEAD AND MAIL? @ #222 ==" 

Bar-§ jority of wholesalers and retailers han- I ZIPPO MFG. CO., BRADFORD, PA. Kk I 
dling the same commodities. | I 

i Please send discount sheet and put us on mailing list. i 

ened Eighty Years Young i We atu attaching stock order. ! 

ive,} G. W. Fairchild & Sons, Bridgeport, I ; I 

n to Conn., retail jewelers, was 80 years old | Signed WEEEETERECETREETET ECT hr | 


ores] ™ November 10. The business has been 
for} ned and operated by members of the 
‘| Fairchild family since 1865. 
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One-Company Industry 
Needs Encouragement, 
Say Toronto Dealers 


Almost lost in the recent debate 
over the Canadian tariff boost for 
boiler tubes has been the companion 
item: 10 per cent on cut, split and 
pelished diamonds. 

Like the boiler tube tariff, the dia- 
mond tariff affects only one com- 
pany, and that company (a) doesn’t 


Canadian Jewelers Protest Diamond Tariff Boog} 





er 





want any further boost above the 10 
per cent; (b) is itself campaigning 
for removal of the tariff from some 


sizes of gems! 

Reason for (a) is simple; above 10 
per cent smuggling becomes too profit- 
able, and diamonds come into the coun- 
try illegally, but duty free. The United 
States learned this by painful experience, 
finally reduced its 20 per cent tariff on 
all diamonds to 10 per cent. 

Reason for (b) is more complex, in- 
volves the whole background of the in- 
fant diamond industry of Canada. 

Dominion Diamond Cutting Co., 





Character In Watch Straps 


Highly regarded by 


leading jewelers everywhere for their 
outstanding quality. One piece con- 


struction makes stitching unnecessary. Superior gilt spring bar buckles 


with nickel-plated shanks. 


The art of tanning, fine coloring and finishing Shell Cordovan is 
known only to a few master craftsmen. Exceedingly beautiful, Shell 
Cordovan, that exceptionally tough part of the horse hide from the 
rump, assures unusually long life. 

A proved item fairly priced to retail at $1.50. 

Four dozen assorted unusual colors in a solid Fabricoid jeweler’s 
folding display book, a real value at only $30.00. 
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One Dozen on a folding and standing display 
card, in individual cartons, only $7.50. 


2242 Detroit Avenue « Toledo 6, Ohio 


LL CORDOVAN LEATHER GOODS 











a 


Toronto, is the only firm cutting gey 
diamonds on a large scale in Cap 
(Industrial diamonds are unaffecteg by 
the item). It was established in 4 
1941, after the German invasion ‘| 
driven the diamond cutters of the Loy 
Countries out or underground, 

Chief product of the diamond j,. 
dustry of the Low Countries Was 
melee diamonds. Dominion Diamoy 
now cuts diamonds of from three to 
points, and can already cover a |, 
proportion of the demand of 
Canadian trade for these sizes, 

Outside Dominion Diamond’s: si 
range are smalls—diamonds of |g 
than five points, used on the shoulde 
of rings, in other trimming position 
Another type not produced in Can 
are fancies—diamonds cut in unusy 
shapes—baguette, marquise, etc. Som 
melees, and larger diamonds over % 
points come from Empire sources, the 
fore won’t be affected by the tariff, x 
far as Canadians are concerned. 


WANT TAX OFF SMALLS 


What the Canadian Jewelers’ haul 
tion, of which Dominion Diamond jg; 
member, is asking the government . 





is to remove from the tariff item tk 
smalls and fancies not produced 
Canada. 

Canada isn’t the only country with q 
new diamond-cutting industry. W: 
the German invasion came, Dutch 
Belgian workers and skills spread ty 
South Africa, England, Palestine, Cubs 
Brazil and the United States, as well » 

(Please turn to page 848) 








Electrical Appliance Firm 
Offers "Systemeering" Help 
Free to Jewelry Stores 
























“Systemeering for greater profits,” 1 
far-reaching service to help the smal 
retailer manage his store in the sam 
businesslike manner which is used by th 
competing department stores, will & 
available without cost to retailers ij 
every field, regardless of whether th 
stock the “Universal” line, according t 
releases from Landers, Frary and Cis 
manufacturers of Universal electric 
appliances. 

“Systemeering” shows retailers how t 
control their buying, inventory and sell 
ing operations as those operations ar 
controlled by bigger stores which ca 
retain high-priced systems and men. 

The service is designed so that 
average small store using it needs littl 
more than a filing cabinet, typewrite 
cash register, record book and a f 
forms to operate as efficiently as i 
bigger-time competitor. 

It was developed at a cost of $12, 
under the supervision of Dr. O. P. Rol 
inson, professor of retailing at New Yo 
University and authority on retail selling 
William H. Hansen, assistant treasuré 
of Landers, Frary and Clark, was te 
nical advisor, and staffs of Burroug 
Adding Machine Co.; Moore Busine 
Forms, Inc.; and the Shaw-Walker 
cooperated in the project. 

Systemeering” is available free ' 
stores of every description, without 
gard to their field. The office of L 
ders, Frary and Clark is in New Brital 
Conn. 
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Gem Testing Laboratory for the Trade Sponsored By 
Colored Stone and Pearl Dealers Soon to be Opened 


Believing that a need exists for a 
scientific laboratory to which all people 
in the trade may submit pearls and 
colored stones for identification and test- 
ing, the three important organizations of 
dealers in those gems have cooperated to 
establish and maintain such a laboratory 
in New York City, which will open its 
doors for service in the very near future, 
it is announced. 

Cooperating in sponsoring the new ac- 
tivity are the Precious Stone Dealers 
Association, the Gem and Pearl Dealers 
Association, and Pearl Associates, whose 
combined membership includes practical- 
ly every importer and dealer of conse- 
quence in those lines. 

The laboratory is to be conducted un- 
der the direction of Dr. A. E. Alexander, 
who is most widely known in the trade 
for the scientific research which he con- 
ducted, some years ago, at the Mellon 
Institute in Pittsburgh, on the subject 
of identification of natural and cultured 
pearls. 

The project has been the subject of 
informal discussion among gem and pearl 
dealers for a considerable time and was 
finally brought to a head in a series of 
meetings held in New York in November, 
to which each of the three organizations 
sent four representatives with a view to 
determining whether such an effort could 





FTC Brings Action Against Coro 
For Not Stating Source of 
Origin of Imported Pearls 


The Federal Trade Commission has 
charged Coro, Inc., with failure to dis- 
close the foreign origin of the imported 
imitation pearl necklaces the firm sells. 
Officials of the firm explained that it is 
true that foreign origin of the base 
beads is not disclosed but add that so 
much work is necessitated before they 
become necklaces that the proportionate 
cost of the beads to the finished product 
is insignificant. The complaint alleges 
that the firm imported large quantities of 
imitation pearl necklaces and base beads 
from Spain, Japan and other foreign 
countries and removed words and marks 
indicating country of origin and then 
sold the finished necklaces without in- 
forming purchasers that the articles were 
of foreign origin. 


24 KARAT VAT 








Acme 


Inspecting the vaults of the Bank of Japan, 

where part of the $250,000,000 treasure un- 

covered by the allies will be stored for safe 

keeping. Maj. Gen. William Chase and the 

Vice Governor of the Bank of Japan inspect 

@ $27,000 solid gold vat used for fermenting 
wine. 
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| tributions from these or other people 

who are in sympathy with the movement, 
and partly by the fees to be charged for 
the testing of stones and pearls for the 
trade. The facilities of the laboratory 
are to be available to any one who may 
have material which he wishes to have 
identified and tested upon payment of 
a moderate fee for each test. 

Pro tem officers of the new organiza- 
tion pending its formal incorporation 
and elections are: President, Walter 
EHitelbach; Vice President, H. M. Pas- 
kow (Wm. V. Schmidt Co.); Treasurer, 
Aaron Sverdlik, Robinson & Sverdlik; 
Secretary, Leopold Nathan (S. Nathan & 
Co.). 

Negotiations are underway for quar- 
ters for the laboratory which will be 
placed in actual operation as soon as the 
necessary place can be obtained. 


be organized and carried on and if so, 
how it could best be done. 

It was the unanimous feeling of the 
entire body that such a laboratory would 
be to the best interests of the industry, 
and it was, therefore, decided to proceed 
with the project. To put it into execu- 
tion a new organization was formed un- 
der the title of Gem Trade Labora- 
tories, Inc., in which incorporation 
papers are being taken out under the laws 
of New York and which will establish 
and carry on the facilities that are to 
be provided. 

Funds for this operation are to be 
provided partly by dues from the firms 
sponsoring the activity, partly by con- | 








4? WILL PAY SPOT CASH 
FOR YOUR JEWELRY STOCK 


HIGHEST PRICES: PAID 


in action too large...none too small 





operation — 






sentative will call at your convenience. Bank references 
furnished on request. : ee 


inventory. All ing 
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Phone CHerry 5811 we 


or wire at our expense! | 











COAST TO COAST OPERATION 


ARLES SHANB 
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234 EUCLID AVE VELAND 14, OHIO 
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Smart and unusual de- 
signs featuring genuine 
precious and semi-pre- 
cious stones in Gold and 
Platinum mountings 


e PINS 

e RINGS 

e EARRINGS 
e BRACELETS 
e GADGETS 








| STRANGELY ENOUGH 


by Walfer Gali 





One of the é 
Most EXPENSI VE 
DRESSES IN 
HISTORY WAS 
WORN BY 
MARE de MEDICI 
-- QUEEN of FRANCE -- 
eel T WAS REPUTED 
To BE WORTH 





oe AND SHE 
WORE IT ONLY 


Es 


tea ee CMOUs | 
OF OUR L 


OF ‘THE ANDES 
WAS FASHIONED AS 
A THANKS OF 

To THE VIRGIN 


PLAGUE IN THE 
ot Fpl * 








an be 
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FEW WHO COULD AFFORD THEM / 





T YEARS AGO CLOCKS WERE 
Costs ASTERPIECES , LABORIOUSLY 


DE To ORDER--FoR THE WEALTHY 











Mass. Dealers Face Charges of | 
Overceiling Selling Brought | 
By U. S. District Attorney | 


Cited in three criminal informations 
alleging sale of Swiss watches at above 
ceiling prices, Joseph M. Gordon of 
Brookline, Mass., was arraigned in Fed- 
eral Court in Providence and released in | 
$3000 bail for trial. 

Named with Gordon in the criminal 
informations were the Rogers Jewelry 
Co. with two stores in Providence and 
the Rogers Jewelry Co., Inc., with a 
store in West Warwick, R. I. Gordon 
is head of the two corporations, formed 
last December. 

The U. S. District Attorney brought 
action after the State OPA had told 
him it had received numerous complaints 
of price violations involving the de- 
fendents. The first criminal informa- 
tion charged Gordon, doing business as 
sole proprietor of Rogers Jewelry Co., 
with 19 violations of the Emergency 
Price Control Act, charging that 19 
imported Swiss watches were sold at 
an average of $18.85 a watch over the 
ceilings. The second information charged 








sale of 14 imported Swiss watches at an 


average of $16.83 per watch over ceil- 
ings while the third charged Gordon 
and the firm with the West Warwick 
store of selling seven imported Swiss 
watches at an average of $14.21 over the 
ceiling. 

Walter M. Hoffsommer will discuss 
“small tools—their selection and use” at 
the next meeting of the Horological So- 
ciety of New York, to be held at Proctor 
Lodge on December 3. 
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WATCH CLEANING SOLUTION 


MAKE YOUR OWN 
SAVE $15 to $100 per year 





4 


Approved and proven formula for 
materials obtained at your drug 
store for a few cents. This solution 
was used on Army and Navy deli- 
cate instruments and time pieces. 
Formula and instructions mailed to 
you upon receipt of $2.50. 


ENGINEERING SERVICE | 
4 


BOX 189, ROCHESTER, INDIANA 








rewuwuwwvvwewewewewweeweweweweweweeee* 





THE JEWELERS’ CIRCULAR-KEYSTONE 





York Jewelers Spurn 15 Million Quota in Vi asks everyone to put the number 3011 on 
New P Q ictory the bond he buys so that all purchases 


Loan; Take on 27 Million Goal to Make Even $100,000,000 | will be credited to the jewelry industry. 


Spurning a quota of $15,000,000 offered refiners; Walter Beer, Henry Sperling, 
them by the New York War Finance Jack Schaffer, Benjamin Gross, manu- 
Committee, the jewelry industry of New facturing jewelers; Irving Cooperstein, Leon J. Engel on Advisory Group 
York has set itself a goal of $27,000,000 silversmiths; Eli Hyman, silverware; Of Surplus Pr op erty Administration 


alli 











for the current beige A —— Harry Smolin, jewelry exchanges. 
This action was taken at their organ- In the offing are several jewelry auc- VF J ice- 

jation meeting at 608 Fifth Ave., at the tions to be conducted throughout the Engel & co aie Seeds dB 

suggestion of Dave Kay, committee chair- city in collaboration with motion picture salers, has been named y an Over-all 

man. Mr. Kay explained that the jewel- theaters. These are under the leader- Wholesale Industry Advisory Committee 

ers want to set a record of an even ship of Emanuel Belman of the New to the Surplus Property “Administra- 

$00,000,000 in bond sales for their com- York RJA. Other auctions will be held tion. Composed of representative whole- 

plete “a ate $73,000,000 has already _ the diamond district on 47th St. under salers from various parts of the country, 
/ been raised. ; the sponsorship of the Jewelers ‘Square the committe f i 
a About one hundred committeemen are Club, Harry Smolin in charge. The first pve ee ob — 
siding in the drive. Committee chairman will take place on Dec. 6. mendations to the Administration in 
4 tT Gausse ittnen ake nan Ree Kay, who led these loan drives regard to the disposal of surplus govern- 

an ; Yams + 3 t i 

Sat watch supplies; George Kiinick, roughout the war with great success, ment goods. 








colored stones; James Theise, wholesale 
jewelers; Jac Solis, L. M. Von Moppes, 
industrial diamonds; Henry Jacobson, 
diamonds; Herman Dreiblatt, diamond 
club; Mr. Axelrod, diamond centre; Mil- 
ton Weill, display boxes; Adolph Breg- 
man, electro platers; Harry Kaufman, 








Retailers to Absorb 
Price Increases in Bone 


China and Earthenware 


Increases have been allowed in im- 
porters’ and wholesalers’ ceiling prices 
for English bone china and English 
earthenware. These increases must be 
absorbed by retailers. Hence, prices 
for these items to the public will re- 
main the same. The increases, which 
amount to 3 per cent for English bone 
ching and five per cent for English 
earthenware, over the seller’s March, 
1942, prices, have been necessitated by 
a boost in prices for these items by 
English exporters. The action will en- 
able importers, who have been generally 
selling at their March, 1942, prices, to 
approximate their pre-war carnings. 
Importers and wholesalers are required 
to state the increases separately on 
their invoices and to notify retailers 
that they must absorb the increases. 
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eil- 
lon 
- Tennessee Horos Plan Post-War 
the | Convention in Nashville 
To Be Held in May é \ LIGHTER 
. _ Add a regular convention to be held i 
; in May by the Tennessee Watchmakers 
2 and Jewelers Association to your list of 
coming events. Plans were made for # 16602 
_ §f the meeting at the Board of Directors “a 
= § onclave held at the Noel Hotel in Nash- 
ville on Oct. 21. 
Other business at the meeting in- SLIDE THE BUTT 
g ON 
cluded plans for an educational cam- PRESS THE it ligh icall 
paign within the state and a discussion $5 j BUTTON it lights automatically 
of possible affiliation with the United it lights automatically Illustrated here is the world’s 


newest, most perfect lighter. 
You merely slide the button 
and this obedient servant un- 


{ — Horological Association of America. A 


committee chosen from its member guilds These Thorens Lighters, imported from 


Switzerland, will surpass all your expec- 





to bring the matter to the attention of . . : 

? i. tations of what a cigarette lighter can be. failingl . : 
each guild will report at the next meet- No difficulty lighting a pipe with Thorens. sok ks tae at dco 
ing of the Board. See the Thorens styles at better stores where, $6 and up. 

The following officers were elected: everywhere, $5 and up. 





zy Sandler, Memphis, president; Joha ~ ommaetan ~~ ~ a 

oehn, Gallatin, first vice-president; 

Max Friedman, Knoxville, second vice- me N All ON A LLY A D VE R Tl S E D 

cad A. P. Hunt, Memphis, third = 6 a 
ce-president; O. H. Harding, Chatta- 

nooga, fourth vice-president, and L. D. | BRIESKOIND  ceneeat visteieutors 

alleup, Nashville, secretary-treasurer. » INC. 295 FIFTH AVE., NEW YORK 16 = SERVICE DEPT., 122 FIFTH AVE., NEW YORK 11 
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Canadians May Return To Rooster DEEP IN THE HEART 


As Alarm Clock Outlook Takes ate 
YY a l ¢ Turn For the Worse ee 


ae 

Sleepy people around Montreal are ( 

wondering just how long it will be be- yu 

a fore they can find an alarm clock that re 
will consistently awaken them in the at 

(é morning and relieve-the present “by- hi 

guess-and-by-God” method on which so p 

w 


many have had to rely to get them to 
that 8:30 a.m. street-car. And if a quick 
investigation of the immediate future 


® Kk, “ ™ 
-_ carried out among local retailers is any Py, fg to 
indication, it looks as if Montrealers will ~~ & > ong bs 
have to go on wondering a bit longer. a an er : it: 
Answers to the question: “When are The officers and directors of the Texos &} > 
’ you going to start getting a steady sup- tail Jewelers Association got together earl E 
ply of alarm clocks” ranged all the way last month to decide about the group's nay} © 
In Or ( as from, “Haven’t the vaguest idea,” to annual membership meeting. _ Decision: tr 
“Well, possibly in a year or so...” And | hold the session in Dallas during the wes in 
it appears that manufacturers are in of February 26 to March 3, coincident wit} a 


somewhat the same muddle, according to | the two Dallas Gift Shows. In the phot} P' 
information recently given to a well- graph above are C. W. Varner, first vig hi 


* . " . | b hi 

known retailer by a representative of one president; H. E. Dill, membership secretay,} 1 
of the leading clock makers. and B. L. Turner, president. Standing, |e an 
‘ to right: Directors J. D. Jenkins, Oliva} ai 
Some jewelry stores say that they Brecht, and M. L. Barnett: and Albed 

manage to keep a fair supply of more | cidoti’ president of the Dallas Jeweler 
expensive traveller and boudoir style ; Acsnciotion . 
e alarms on hand, these ranging in price ; 
() [ ] ¢ (é q from seven to $17, but this is far from 
being the case in the more common lines 
in which usefulness takes priority over 


style and beaufy. ‘ . 

aa month. Established in 1895, Purdy’s 
Oh, I get may be four or five at the one of the oldest retail establishueaah 

end of every month,” one retailer stated. Seen, An ents tm of 
Or “But I can’t even be sure of this always. Dail Mowe was devoted to stout B 

bd bd e This month I haven’t received a single th A snbvestene end te ccna 
alarm, so I’m afraid I won’t have any ° - f y utenuni 8 tory 
more until the end of November now.” a © _ 


This, of course, results in a tremendous 


DIAMONDS demand. One store reports a dozen or 
more requests every day and says it 
gets more repair jobs on alarms than it 

e EMERALDS can handle. And many of these jobs 


are on old models resurrected from dusty 





J. T. Purdy Lyons, Kansas jewele, 
celebrates his Golden Anniversary this 














Ss, ° - 


e SAPPHIRES corners in the attic where they were re- 

tired years ago. of = 
e RUBIES Similar stories come from pawnbrok- in 
| ers. From being a once common article an 
. in establishments along the pawn-shop UNREDEEMED : 
® S AT Ss EYE Ss row, alarms are now as non-existent as 5 
the dodo’s great-grandfather. and a 
e ALEXANDRITES Officials of the Canadian Wartime Ay 
Prices and Trade Board can’t offer much TRADE IN by 
STAR SAPPHIRES solace at the moment, either. “We - ch 
e haven’t any information on how soon Ok 
there will be a general release of these fo 

e STAR RUBIES clocks,” a spokesman said. “However, W ATCHES 
we expect the policy of periodic relaxa- un 
tion of restrictions to continue.” It was or 
e PEARL NECKLACES also pointed out that when new models and to 


appear, they will be subject to new price 


approval, so if you feel you’re being JEWELRY 


overcharged on these, consumers were 


Carl }) being asked to report same to the Prices 
e Board. 


But still, there’s got to be something to Check mailed upon receipt of 


Lindstrom buy before anyone can be overcharged. || merchandise. Merchandise 
| held intact for 10 days. 























Welcomed back by his father Harry 
220 WEST FIFTH ST. Druxman, known as the “Square Deal 


gel —— oo slogan in — REFERENCE: 
LOS ANGELES 13 rose to a be major before dofing eiv- JEWELERS BOARD OF TRADE 
tti t 
CALIFORNIA wah te eek hates Ger. ‘tn eae 


major was welcomed back as a junior to 
References: partner with his father in the two Seat- Ja 














the jewelry stores operated, i.e., the branch po 
Consult your bank in the Ballard section of the city, and || 5 So. Wabash Ave., CHICAGO) © 
the main store on Third avenue, near Phone RANdolph 7249 ay 
,  enlentnenie the main Post Office. —— 
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They’re Coming Home! 








— 
—_— 


¢ Lt. Comdr. William J. Carey, Jr., now 
ust “Bill Carey” to his many friends, 
returned October 1 to his old oak desk 
at The Gorham Company and resumed 
his duties as Sales Manager after com- 

g a tour of duty in the Pacific 
where he served as Intelligent Officer 
for the Navy’s carrier-based Air-Group 
92, embarked aboard the USS Benning- 
ton. 

The photo of Bill shown below was 
snapped on the catwalk of the USS 
Bennington, one of the Navy’s large 
Essex class carriers, while cruising off 
Okinawa. 

During four months of constant fight- 
ing, Air Group 82 hammered at Japanese 
air, sea and land power relentlessly, ap- 
pearing over Tokyo and other enemy 
home islands. The five squadrons shot 
167 planes out of the air, wrecked 219 
on the ground and damaged 256 in the 
air or on Jap airfields. 

Low level attacks sank or probably 
sank 105 vessels, including three destroy- 
ers. Bombs, rockets, torpedoes and 


LT. COMDR. 
WILLIAM J. CAREY JR. 


machine gun bullets damaged 118 ships, 
including two battleships, three cruisers 
and eight destroyers. 


In one action, 11 Hellcats shot down 
% Japs, without one Navy plane taking 
a hit. Air Group 82 was present on 
April 7 when an enemy task force, led 
by the mighty Yamato, attempted to 
challenge our newly-won beachhead at 
Okinawa. The battleship, a cruiser and 
four destroyers were sunk. 


Bill reports that the Bennington was 
under attack 109 times by dive bombers 
or Kamikazi suicide bombers during his 
tour of duty so getting back into the 
gtoove of selling silverware should come 
a a pleasant relief. 


(Major Harold A. Rosenquist has re- 
cently returned to the Sales Department 
of The Hadley Company, Providence, 
Rhode Island after three years’ service 
in the United States Army which in- 
cluded twenty-three months overseas. 


Outstanding in his army service was 

§ assignment to organize guerrilla forces 
on the Philippine Islands and to supply 
the American forces with important in- 
formation well in advance of the actual 
invasion. He landed in the Philippines 
sx months before the American invasion 
and traveled far inside the J apanese lines 
to transmit vital information concerning 
Japanese shipping, fortification and dis- 
Position of forces. 


In recognition of his work he was 
awarded the Bronze Star Medal, The 
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Legion of Merit and the Silver Star 
Medal. The hazardous nature of his 
work is vividly demonstrated by the in- 
cident which won for him the Silver Star 
Medal. His citation reads as follows: 
“Major Rosenquist in command of a 
twenty-foot launch with five enlisted men 
scouted the: enemy-held coastline from 
Bugo to Agusan approaching as close 
as twenty-five yards from the shore in 
order to obtain valuable information, 
regarding enemy positions, and beach 
landing facilities for American forces. 
While under enemy machine gun fire 
which killed one man and wounded two 
more of the party, Major Rosenquist 
at risk of his life in an unprotected 
position gave first aid to the wounded. 
His courage and heroism was respon- 
sible for the completion of the mission. 
His actions reflect the highest credit on 
the military service.” 

q The remark that there is no such thing 
as an indispensable man seems to have 
been disproved in something that re- 
cently occurred involving Sgt. Raymond 
Mehrlust, son of Jacob Mehrlust. who 
is well known to the trade as a platinum- 
smith and manufacturer of diamond 
jewelry. 

Sgt. Mehrlust, who has been. calibrat- 
ing tonometers, which are some sort of 
complicated instrument used in surgical 
work, is being discharged from the 
Army. Whereupon Brig. Gen. Edward 
Reynolds, Chief of the Supply Service 
of the Surgeon General’s Office, wrote 
to Sgt. Mehrlust’s commanding officer, 
on Sept. 21 as follows: 


“In view of the fact that Sgt. Ray- 
mond Mehlrust is being discharged from 
the Army in the near future, and since 
this office knows of no other individual 
qualified to calibrate tonometers, the 
program for calibrating tonometers is 
abolished. It is requested that all 
tonometers be returned to the depots 
from which they were received, and also, 
that the supplies used for fabricating 
tonometers be returned to the respective 
depots. 

“By command of Major General Kirk.” 

For the U. S. Army to have only one 
man of the several million of its entire 
personnel who is qualified to perform a 
certain operation, is indeed news. 


q Clarence L. Chickering has been dis- 
charged from the Navy, after using his 
skill in repairing precision instruments 
for Uncle Sam for the past three years. 
He is back at his bench at the George E. 
Pearson & Co. store in Manchester, N. H. 
He enlisted in the Navy with the rating 
of aviation machinist’s mate 1/c, and 
after attending school for 16 weeks in 
Chicago, saw service in the Pacific area. 
Mr. Chickering is a graduate of the New 
England Jewelers’ Institute. He has had 
nearly 30 years as a watchmaker. 


q Ralph Lewis and Jack Gerwe after 
spending many months overseas in the 
service of Uncle Sam have received their 
honorable discharge papers and are back 
at their old job at Gerwe Brown Com- 
pany, Cincinnati. 


q Charley Jauch with A. J. Schwab & 
Sons Co., Cincinnati, has received his 
honorable discharge after spending 18 
months in Germany and will be on his 
regular job calling on the trade. 





IT TAKES 
=a TIME 








Reconversion of Machines.. 
. Retraining of Employees 


The simplest alarm clock requires 
just so much hand labor which 
calls for the skill brought only by 
careful training and practical ex- 
perience. 


Those things take time. 


ss. *+ *# 


True, war production taught new 
manufacturing techniques and 
Gilbert learned much from that ex- 
perience. 


But, thru temporary disuse, hand 
craftsmanship in clock making may 
have become a bit rusty. Skilled 
clock assemblers and adjusters have 
needed a little time to match the 
speed with which their new ma- 
chines turn out clock parts. 


« Ok * 
Clock production is beginning to 
increase and allocations to Gilbert 


distributors will soon become larger 
and more frequent. 


ASK YOUR WHOLESALER 





Clock makers to the nation since 1807 


THE WM. L. GILBERT CLOCK CORP. 
WINSTED, CONNECTICUT 
Laconia, N. H. 


141 W. Jackson Blvd. 
Chicago 4, Ill. 


551 Fifth Avenue 
New York 17, N. Y. 
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YOU HAVE SEEN ALL 
THE REST ... NOW GO 
STRAIGHT TO THE BEST! 


Metalloys HEAT-TREATED 
DURALUMIN WATCH BAND 


ACTUAL 
SIZE 


SELLS FOR... $499 gcacu 
DEALER'S COST $2° cacu 


JOBBER'S COST ON REQUEST 


AVAILABLE NOW 


IN 
UNLIMITED QUANTITIES 





@ STERLING-LIKE POLISH 
RESISTS CORROSION 


@ TAKES BODY TEMPERATURE 
NEVER COLD LIKE STEEL 


@ ON AND OFF EASILY 
FITS ALL SIZE WRISTS 


@ SHOCK ABSORBING 
PROTECTS WATCH 


NO RIVETS 
Spring Tension Holds 
Watch in Vise-Like 
Grip—Secure, Fool-Proof 


@ NON-MAGNETIC 
WATCH DOES NOT TOUCH WRIST 


@ GUARANTEED ONE YEAR 
ATTRACTIVELY BOXED 
FOR CHRISTMAS SELLING 


ORDER TODAY 


FROM YOUR JOBBER OR DIRECT 


METALLOYS, LTD. 





8 SO. DEARBORN ST. 
CHICAGO 3, ILL. 




















q The return of Howard L. Nations to 
The Gruen Watch Company as Publicity 
Director is announced by Bernard M. 
Kliman, Advertising Director. 


Nations, who left Gruen in April, 1944, 
to join the United States Maritime Ser- 
vice, became assistant chief public rela- 
tions officer of that Service and, as such, 
played a major role in recruiting many 
thousands of men to man the world’s 
greatest merchant fleet. He also served 


HOWARD NATIONS 





in assignments in the Atlantic and 
Mediterranean and European theater. 
At the time of his discharge, he was 
lieutenant (jg). 


“Nation’s return,” Kliman said, “marks 
the beginning of the company’s most ex- 
tensive publicity efforts and operations.” 


In addition to his publicity duty at 
Gruen, Nations also will edit the com- 
pany’s two magazines, both 6f which 
bear the name Gruen Time. One is cir- 
culated among jewelers and the other 
among employees. 


q Thomas Payne, son of Charles Payne 
with Schumer Bros. Co., Cincinnati, has 
returned from Europe, having received 
his honorable discharge papers. 


q After forty months’ active service with 
the medical department of the U. S. 
Army, Martin Zell has returned to Zell 


’ Brothers, large Portland, Ore., jewelry 


store, to again head the optical depart- 
ment of that business. He went into 
the Army in June, 1942, and received 
basic training at Camp Grant, Ill. He 
was assigned to the medical department 
of the Oregon Induction station and 
served there as optical examiner. Later 
he was re-assigned to Camp Stoneman 
Hospital, where he served as optometrist. 
Separated from the service at Camp 
Beale, Cal., recently, he finds it good to 
be back once more at the jewelry store 
with a grand postwar outlook in Port- 
land. 


4 Capt. Lester J. Comfort, after 2% 
years as Post Exchange Officer and a 
year in Military Government, is again 
associated with Dora L. Rhodes, 520 W. 
7th St., Los Angeles, in the handling of 
the fine gifts in which this house special- 
izes. 


q Former S/Sgt. David Jacobs, who was 
recently discharged from the Army Air 
Force, has joined the staff of Miller’s 
Jewelers at 119 S. Tryon St., Charlotte, 
N. C. Mr. Jacobs arrived in September 
from Europe where he saw service in 
Normandy, Northern France, the Rhine- 
land, the Ardennes and Central Europe. 


q T/Sgt. Daniel Kraus has joined N. 
Engel & Co., 170 Broadway, New York. 
He recently received his honorable dis- 
charge after flying 74 missions over the 


Pacific and Asiatic theater of Operation, 


q Capt. Walter L. Kahn will be 

at L & M Kahn & Co., New York dig. 
mond importers and cutters. He re 
from France in October after ha 
served overseas since December, Igy 
As supply officer and Headquarte, 
Company commander of the 982nd §j 
Battalion, Tactical Air Command, jy 
moved from Normandy through Frang 
and Germany and was stationed at Ep 
langen in Germany on VE day. Hey 
now on terminal leave for 60 days ang 
will be back at his civilian post, he ¢. 
pects, before the end of the year. 


q.S. E. (Bud) Vehon has returned tp 
Detroit advertising circles, following his 
discharge from the Army, and is noy 
a partner in the Bass, Luckoff & Way. 
burn advertising agency, 909 David Stot 
Building, Detroit, Michigan. 


Prior to his Army service, Vehon wa 
general manager of Bass-Luckoff, Ine, 
Detroit, for ten years. For the pas 
three years, he was stationed in th 
West Coast Headquarters of the Air 
Transport Command, 


q Harold W. It-covitz has returned ty 
his post at the Parker Watch Co., Ney 
York City, after three years as nayi- 
gator, gunner and observer in the Army 
Air Forces. Mr. Itzcovitz, then a liey 
tenant, was top man in a group of 60) 
in gunnery, earning a special presente 
tion by Major General Hadley. 

Shot down over Jugoslavia, he wa 
captured by the Chetniks, turned over 
to the Germans and spent eight and 4 
half months as a prisoner of war in 
Germany. 














EXCLUSIVE 

DESIGNS 
FINEST 

QUALITY 


14K GOLD AND GOLD 
ON STERLING SILVER 
PINS — EARRINGS 


COMBINATION SETS 


Write for Our New 
Illustrated Catalogue 




















WHEN IN CHICAGO VISIT OUR 
HANDSOMELY APPOINTED SHOW- 
ROOMS 


JOHN J. CERKOFF JEWELRY C0. 


Suite 1600-5 No. Wabash Ave. 
CHICAGO 2, ILLINOIS 
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TO THE EDITOR ..... 


"1 





—————— 





e_o7~— 


Rditor, Jewerers Crrcunar-Keysrone: 


Your article, “Regulation W, Should 
It Be Abolished?” is very timely and de- 
serves the mature consideration of all 
retail. jewelers. 


], as the owner of two credit jewelry 
stores, take the position that Regulation 
W should be retained. I believe that the 
question exceeds the jurisdictional argu- 
ment between cash and credit jewelers. 
It juxtaposes the retail jeweler to those 
other merchants who must view com- 
merce in the light of the people’s needs 
and rights. 

Shall we have control of the atomic 
pomb or shall we permit individual coun- 
tries the free use of these destructive 
weapons? You might say that this has 
nothing to do with the question. But, 
hasn't it? The safety of all of us is 
dependent upon the control of atomic 
energy. The safety of a country is 
economically dependent upon controls 
and regulations which protect excesses 
amongst individuals who seek personal 
gain at the expense of others. 


DEPRESSION DECADE 


I was a diamond salesman throughout 
the decade of 1930. I traveled through- 
out the United States, and listened to 
the death rattle of the credit jewelers 
during those horrible years 1931, 1932 
and 1988. True, we were in a world 
wide depression, but true, too, that we as 
individual merchants contributed to our 
own depression. 





The Tool that Industry 
rates “INDISPENSABLE” 


BURGESS vibro - tool 
MARKS, ENGRAVES, FILES, 
CHISELS, HAMMERS —on the 
hardest metals, glass and plastics. 


ENGRAVING JEWELRY is easy 
with the BURGESS vibro-tool. 
Extra engraving needles, cutting 
knives and hammers are available 
for this tool. 





with 20 engraving 
needles 


Jos. B. Bechtel & Co., Inc. 


729 Sansom St. Phila. 6, Pa. 














TONE FoR DECEMBER, 1945 


Credit was issued to individuals be- | 
yond the ability of the debtor to pay. 
Credit was issued by the creditor beyond 
his own ability to finance the credit. 
Receivables accumulated which the in- 
dividual jeweler thought was an asset 
and profit, only to discover that the cost 
of collecting from a public that had not 
the wherewithall to pay, was tremen- | 
dous. The profits were short-lived and | 
soon were wiped out. Many credit jewel- 
ers used these dubious profits to expand 
with, only to find that he could not meet 
his own commitments because his receiv- 
ables failed to materialize. 


Mr. Wagner’s polemical approach to 
the question may be good for platform 
purposes, but I do not think it helps 
the credit jewelers. I am a member of 
the National Association of Credit Jewel- | 
ers of which Mr. Wagner is secretary. 
However, I feel deeply that he is not 
aiding the credit jewelers by refusing to 
see some of the obvious advantages 
achieved through Regulation W. | 


REGULATION ESSENTIAL 


Regulation W, like rent control, like | 
other OPA controls, has prevented this 
country from spiralling into an inflation 
that would be disastrous to all of us. 
We, who advocate its retention, do not 
know what it will do in the future. Mr. 
Wagner asks that we furnish proof. It 
is not the province of retail jewelers to 
read into the crystal ball of the future. 
Mr. Wagner speaks of the right and 
wrong of Regulation W. There, too, the 
ethical conception of such regulations | 
should be left to the province of philoso- | 
phers. 


We know that Regulation W is good 
because it has been good to us, not only 
in what it achieved, but in what it pre- 
vented. If Mr. Wagner feels that our 
system of free enterprise is in jeopardy 
because of such regulations; if free en- 
terprise means the anarchistic privilege 
of running each business according to 
one’s personal whims, regardless of the | 
rights of his competitors and the com- | 
munity, then that free enterprise needs 
regulation. Has the country suffered 
since the insurance business was regulat- 
ed after the investigation by former 
Chief Justice Hughes? Has the country 
suffered by the establishment of the 
Federal Reserve System?_ Has the coun- 
try suffered by the control and regula- 
tion of Wall Street through the Security | 
Exchange Commission? 


I do not feel that the present law is 
perfect. If there are flaws in Regula- 
tion W, we will see that our legislators 
and our trade associations take the 
proper steps to amend such flaws. To | 
ask for the elimination of these regula- | 
tions, is like asking for the elimination | 
of the controls of the insurance com- 
panies, the banks and the brokers. 


To live in a free world, we must Jearn 
to submit to the laws and regulations 
imposed upon us by the legislators whom 
we elected in a free democratic society. 

It is for all of the above, that the 
writer stands for the retention of section 
W of the Federal Reserve Act. 





Santa Monica, Calif. E. M. Lippert, 


Shaw’s Jewelers 





BACK AGAIN! 
For Xmas Selling 





. Free Display Stand 


Attractive, sale-compelling blue mirror 
background on wooden pedestal. 


KARVIT 


CARVING TONGS 


A fast-selling, sure-repeating gift item 
folks have been looking for. For hold- 
ing fowl, roast or ham in place while 
carving. . 


CHROME FINISH 
13-89 per doz. 


BUCKLES 


Cavalier 
Sterling silver 
and gold dec- 
orated buck- 
les with as- 
sorted shields 
for mono- 
grams. Also 
available in 
1/20 yellow 
gold filled. 











Send Your Orders 
Without Delay 
For Prompt Delivery 
QUEEN CITY 


BUCKLE MFG. CO. 
CINCINNATI, OHIO 
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Earrings in various patterns in 14 KT 
Green and Red Gold 

St. Christopher Key—14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 

Love Knot Ring -14 Kt Red and Green 
‘r0ld Combination in four sizes; Ear- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 


Gold, Platinum and Enam- 

eled Novelties, including 

Vanity, Cigarette and Card 

Cases are distinctive and 

have sales appeal. « 
CLIFFORD A. MILLER & CO., Inc. 

Manufacturers 
64 West 48th Street 
New Yort 
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ASSORTED 
PEARL 
NECKLACES 


Available Now 
Single Strand — $51.00 dozen 
Double Strand — $90.00 dozen 


Single Choker — $51.00 dozen 
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LOUIS PERLOFF 


PHILA., PA. 


All necklaces are 


737 WALNUT ST. - 








| Friends of David Ornstein Gathering Funds for Summe 


| Camp for Underprivileged Children as a Memorial 


Scores of underprivileged children who 
were enabled to enjoy each year three 
weeks of sunshine and fresh air at sum- 


| mer camps never knew that the benefactor 
who made this possible was the late 
David Ornstein. His philanthropies were 
many, but foremost was his interest in 
child welfare. His desire to help poor 
kids get a better break in life was no 
passing fancy. 





For this cause, con- 





Ornstein’s 


many friends, 
Ornstein Memorial Fund. The 


the David 
Purpose 


of the Fund is the purchase in the nam 
of The Men’s Club of a suitable camp 
site with adequate facilities for tak 
care each summer of a substantial num. 
ber of children. 
It is estimated that, to buy or builg 
such a camp, about $50,000 will be 


needed. 


Toward this, 


a considerable 





| A few carefree weeks at play in the country sunshine are the priceless gifts to be presented 
to the kids of New York through the David Ornstein Memorial Fund, 


amount has already been contributed 
by the Ornstein family and friends, The 
money that is raised will be used only 
for acquiring the camp; the camp’s up 
keep will be provided each year by The 


| 








stantly, he gave freely of his time and 
means. To carry out more efficiently his 
mission, he cooperated closely with The 
Men’s Club—Infants’ Welfare League, 
an organization that every year, for the 
past eleven years, has been sending un- 
derprivileged children to summer camps. 
This year The Men’s Club provided vaca- 
tions for more than 400 children, boys 
and girls of all races and creeds, with 
all expenses paid with funds raised 
through the efforts of men like the late 
David Ornstein. 

To perpetuate Mr. Ornstein’s project, 
and as a permanent tribute to the man 
who did so much for children, there has 
been created at the instance of Mr. 


Men’s Club. 


Those who knew David Ornstein and 
(Please turn to page 348) 











World Trade Body to Fight Cartels 
Agreed to by British Provided We 
Advance Loan of $4,000,000,000 


The United States has proposed and 
Great Britain has accepted in principle 
the creation of an International Trade 
Organization which would be authorized 
to investigate all private cartels or 
agreements which restrained interna- 
tional trade, restricted access to inter- 
national markets or fostered “monopo- 
listic controls,” according to a report 
from Washington. 

The agreement hinges on one condi- 
tion—that the British receive a $4,000,- 
000,000 loan. Whether this will be 
forthcoming is at this date still a mat- 
ter of doubt. The United States sug- 
gests that the International Trade Or- 
ganization cooperate in helping to curb 
private price-fixing, export regulation, 
division of markets and limiting of pro- 
duction. 

No specific cases were mentioned but 
there is sufficient evidence that should 
this Organization finally be created, the 
United States’ cartel suit against the 
Diamond Corporation now pending 
would be on much firmer legal ground. 

A proposed Commission on Business 
Practices would have the job of “polic- 
ing” those private companies. 


Headquarters for... 


Repairing and Rebuilding 


EXPANSION BANDS 
& BRACELETS 


FACTORY METHOD— 
USING GENUINE PARTS 


All Work Fully Guaranteed—Price List 
Sent Upon Request. 


Servicemen’s Bands Returned By 


SPECIAL FEATURE 


Bands Replated Like New for Add: 
tional 50c at Time of Repair. 


PROMPT SERVICE 


JEWELERS SERVICE CO. 


“Specialists in Expansion Bands and Bracelets 
4A8 S. Hill Street-—Room 409 
Los Angeles 13, California 


Michigan 9966 


Original 


Return Mail. 
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The Philadelphia chapter of the Na- 

tional Association of Watch & Clock 
Collectors played host to other chap- 
ters throughout the country and Can- 
ada on November 16 and 17 at the 
Engineers Club in Philadelphia. 

A council meeting on the first mor- 
ning of the two-day session preceded 
a luncheon which was attended by 60 
members representing many regions of 
the United States. This was the sec- 
ond meeting of the association which 
was founded three years ago as a clear- 
ing house for watch fanciers, both pro- 
fessional and amateur. 

Robert Franks of Bryn Mawr, Pa., 
president of the national association, pre- 
sided over the afternoon meeting, with 
vice-president Dr. Willis Milham of 
Williams College, author of “Time and 
Timepieces,” and Secretary-Treasurer 
L. D. Stalleup of Nashville, Tenn., at 
the presiding table. 

The hobbyists, whose business inter- 
ests range from barber to banker and 
skip very few fields of endeavor, par- 
ticipated in auction of watches contrib- 
uted by the membership. During the 
course of an evening, many an unusual 
piece changed hands. 

Among the many interesting collec- 
tions on exhibit at the Engineers Club 
were pieces from the Moyer Fleisher 
collection and the famous Wheeler col- 
lection which consists of 100 watches 
valued at $250,000. These were collect- 
ed by the late Willard H. Wheeler and 
has been added to by his widow, Mrs. 








NOW AVAILABLE 
BABY FORK & SPOON SETS 














” 


Sterling Baby Cups............. $54.00 doz. 
Sterling Baby Porringers......... $7.50each 
sterliag Baby Pushers .......... $24.00 doz, 
terling Baby Napkin Ring ....$30.00 doz. 
Sterling Shells ...........0.... $30.00 doz. 


STERLING 





IMMEDIATE DELIVERY 


Sterling Baby Fork & Spoon Set $42.00 doz. 
ALSO AVAILABLE 


Sterling Bent Handle Baby Spoon.$24.00 doz. 


All Prices Net F.O.B. N. Y. 
A. B. FRANK 











9 Maiden Lane, New York 7, N. Y. 
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Philadelphians Play Host to Watch and Clock Collectors 
From All Parts of the Country at Engineers Club 


Jean Wheeler Jellico. Mrs. Jellico toured 
England and France during the war and 
entertained servicemen with her collec- 
tion and stories about the watches. Mrs. 
Jellico was one of the principle speak- 
ers during the evening session which 





John J. Lightstone, above, of Montreal, 

Canada, brought part of his collection, 

judged to be one of the largest and most 

valuable in the world, to the meeting. 

These watches were recently starred in a 

film about Mr. Lightstone entitled “Time 
On His Hands." 


followed the banquet. She told of the 
widespread interest among servicemen 
in watch collecting and described some 
of the timepieces she saw on her jour- 
ney. “Early History of Jeweled Amer- 
ican Watches” was the paper presented 
by L. D. Stallecup and Oscar Ritter 
spoke on the “Background of Early 
Philadelphia Watchmakers.” 





Service Button May Be Used in 
Jewelry Without Special Permit 
Says War Department Amendment 


The use of official Service emblems in 
jewelry design is now permissible, ac- 
cording to a notice issued by the Jew- 
elers Vigilance Committee. 

Under date of November 23, Army 
regulation 600-90, Paragraph 7, was 
amended to read: “The Secretary of 
War hereby authorizes incorporation of 
the design of the Service Lapel Button 
in the manufacture for public sale of 
articles which are not intended or suit- 
able for wear as lapel buttons or with 
pin attachments.” 

This enables manufacturers to pro- 
duce; distributors and retailers to han- 
dle any jewelry item bearing the like- 
ness of the discharge emblem without 
securing further permission from the 
War Department. 

However, this does not change the 
regulation which requires a certificate 
of authority from the office of the Adju- 
tant General in Washington, to produce 
or sell official items of insignia, decora- 
tions, etc., under which classification the 
official Service Lapel Button (or dis- 
charge emblem) is included. Specifica- 
tions require the official Service Lapel 
Button (either button or pin back) fo 
be produced in gold color, regardless of 
the material used. 





Bardell’s jewelry store is undergoing 
face-lifting as well as extensive interior 
improvements and new windows to hold 
Christmas merchandise at the corner of 
First avenue and Union street, Seattle, 
Wash. 








SAECO 
SPEED - SPOUTS 


Immediate Delivery! 


An all-metal product. Both 
ends of Spout are precision 
machined for uniform pouring, 
giving fine craftsman's finish. 


BRASS BASE 
NO AIR LOCK 
NO LIQUID BIND 


SAECO SPEED-SPOUTS 
are designed for rapid 
“no-drip" pouring! 


Nickel Finish . . $2.75 doz 
Silver Plated . . $6.00 doz. 
Gold Plated . . $9.00 doz. 


CONTACT YOUR 
LOCAL JOBBER! 


MM 
SALES COMPANY 


712 S. Olive 
Los Angeles 14 


Vandyke 6213 
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DIAMONDS 
MELEE 


— All Sizes — 


GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


BLACK ONYX 


Plain or Drilled 


SYNTHETIC RUBIES 


MAX STERN « co. 


importers 


17-23 John St. New York 














346 





INDIAN SUMMER MEETING 





Indiana 24 Karaters 
Round Out a Year With 
Summer Meeting in Oct. 


The Midsummer Meeting provided for 
in the Constitution of the Indiana Jew- 
elers 24 Karat Club was held belatedly 
at the Antlers Hotel in Indianapolis on 
October 22 and 23 on account of pre- 
vious travel restrictions. While the at- 
tendance was not up to expectations, 
the meeting was very successful. Sec- 
retary-Treasurer Alfred S. Rowe, In- 
dianapolis, reported a paid membership 
of 103, with a substantial balance in the 
treasury. President E. O. Little, Au- 
burn, gave a resume of the months 
since organization last January. 


Trade diversion was discussed by Sam- 
uel Miller of the Indianapolis Chamber 
of Commerce. Interesting talks were 
made by C. J. Dexter, Chief, Federal 
Vocational Rehabilitation and Educa- 
tion; Russell F. Robinson, Director of 
Education, Indiana Veterans’ Affairs, 
and Elliott French, State Supervisor, 
Apprentice-Training, War Manpower 
Commission. 


Silas B. Reagan, Baldwin-Miller Co., 
president, National Wholesale Jewelers 
Association, discussed the wholesalers’ 
responsibility in  reconversion. Earl 
Stamm, District sales manager, Elgin 
National Watch Co., and H. R. (Doc) 
Haerr, Gruen Watch Co., reported re- 
spectively on the American and Swiss 
watch situation. Both talks were very 
informative, but each refrained from 
promises or predictions. Future outlook 
of the retail jewelry business was as- 
signed to Jack Montgomery, M. A. Mead 
& Co., Chicago, and in a very interesting 
way and with a series of do and do nots 
for the jeweler, he left the future in 
the hands of each individual store. ‘The 
sessions closed with a most interesting 
feature, the presentation of the educa- 
tional sound film, “Time,” provided by 
the Elgin National Watch Co. 


More than 100 attended the dinner 
and entertainment in the Goid Bail 
Room on Tuesday night. The regular 
annual business session will be held in 
January, 1946, and it was voted unani- 
mously to hold the summer meeting at 
one of the Indiana lake resorts. 


Hoosier 24 Karaters had to postpone thei; 
midsummer meeting because of travel ts. 
strictions. Still determined to live up to q 
one-year-old tradition, they held a meeting 
on October 22 and 23 and called it—yoy 
guessed it—the Midsummer Meeting. They 
optimistically plan to hold next year's MM 
during the summer at one of Indiana's 
beautiful lake resorts. 





Harry E. Radom, formerly manager 
for eight years at Lord’s Jewelry, js 
opening his own store in the Gratiot 
Van Dyke section of Detroit under the 
name of Radom Jewelers. 








COCKTAIL RING 


OVER 200 DIFFERENT STY 
TO CHOOSE FROM 
WRITE FOR OUR CATALOG 


WE SPECIALIZE IN COCKT 
RINGS 


OLAND JEWELRY C0. 


87 Nassau St. New York City 7, ™ 
BARclay 7-6873 
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Rubel & Co., 225 Fifth Avenue, N. Y. 
City, manufacturers representatives, an- 
nounce the addition to their staff of 
Ernest Sohn who will act in the capacity 
of designer for the firm. Born in Bel- 
gium, he studied at various schools and 


colleges in Europe. Before he became 
connected with Rubel & Co. he was em- 
ployed by leading glass, lamp and metal 
manufacturers. He is at present work- 
ing on several new creations which will 
be displayed in a very short time. Hal 
Lipper; who has been connected with 
the firm in a sales capacity, left by clip- 

r for Europe late in October for a 
tour of European countries. He will 
be gone about six weeks and during that 
time it is expected that he will find many 
new sources for novel and attractive 
ei: 4 china and glass items which will also 
be displayed by this firm on their arrival. 


4 Mr. Meyer Eisenberg, who for the past 
ng 27 years has been a salesman in the 
of Jewelry Industry and for the past 12 
ey years Eastern Representative for B. F. 
IM Hirsch, Inc., is retiring at the end of 
3] this year. Mr. Eisenberg expects to 
make his home in either Florida or Cali- 
fornia. His territory will be covered for 
B. F. Hirsch, Inc., by Mr. Jack Low and 
Mr. Sam Mautner. 


4 The Eastern Distributing Co., located 
at 15 Maiden Lane, is a wholesale jewel- 
ty firm recently established by Harry 
Kohn. It was Harry Kohn, incidentally 
who, with his father, Bernard Kohn, 
—§ built an unusual East-West clock for the 
+g late President Roosevelt back in 1939. 
BM ¢0On Thursday, October 18, a dinner 
‘was tendered to A. H. Hicks, Sales 
Manager and Secretary of Dieges & 
| Clust, at The Waldorf-Astoria Hotel, 
‘at which all of the officers and employees 
of the corporation were present to 
honor Mr. Hicks on the completion of 
twenty-five years of faithful service. Mr. 
Hicks joined the sales force of Dieges & 
| Clust immediately upon leaving Cornell 
f University in 1920, and has risen steadily 
sto his present responsible position. 

In commemoration of the anniversary, 
‘Mr. Hicks was presented with a suitably 
rinscribed 14 karat gold watch as the gift 
of the company’s sales force. 


q Henry Borris who for the past seven 
mgd has been actively engaged in sell- 
Ping Driva Watches in Central and South 
America is now connected with Louis 
Hirsch de Metz Co., overseas represen- 
tatives of the Driva Watch Factory, 580 
Fifth Avenue. 


Ba Hary Herman of the Roselaar Multi- 
acet sales staff recently returned to 
Work after a six weeks absence during 
which he was recuperating following 
an appendectomy. 


New York Diamond Cutter 
In London to Attend "Sights" 


George Kaplan of the firm of Lazare 
Kaplan & Sons, diamond cutters in New 
York City, flew to England by Clipper 
on Nov. 10 to attend the forthcoming 
sight of rough goods to be offered by the 

f Diamond Trade Co. Mr. Kaplan plans 

g o buy a substantial quantity of rough 
for his firm’s operations and also expects 
to visit various centers of the diamond 
industry in Europe while there. 
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q A new company called Jewel Crea- 
tions, Inc., with headquarters at 33 
Cooper Square, New York, has _ been 


formed by Dan Fardella and his brother, | 


Alfred Fardella, sons of the late Joseph 
Fardella, all familiar names in the jew- 
elry industry. 


Dan Fardella, who has | 


just received his honorable discharge | 


from the Army, is a jewelry designer 
who was connected with several firms 
and, before joining the Army, had his 
own costume jewelry business. Alfred 
Fardella has been associated with dia- 
mond and fine stone firms. Elliott J. 
Sachs is connected with the new firm as 
sales manager. Jewel Creations will 
make high-fashion costume jewelry, or- 
iginating their own designs. 

q Harry Oberman announces that the 
Oberman Gem Co., formerly located at 
22 West Street, has settled down at its 
new headquarters at 580 Fifth Ave. 
Back with the firm is salesman Max H. 
Riemer, after a 38-month leave of ab- 
sence which he spent with the U. S. 
Army. 

q Irving Richman has joined forces with 
Alex Kobrin and is now a partner in the 
Kobrin Jewelry Manufacturing Co., 93 
Nassau St. Mr. Richman was formerly 
connected with the Keystone Jewelry 
Manufacturing Co. 

q Manny Gessin Co., 341 Madison Ave- 
nue, has been appointed exclusive sales 
agent in the United States for the new 
Sir Galahad watch expansion bracelet 
manufactured by the Link-Flex Products 
Co. 


LOUIS FRIEDMAN 


q Louis Friedman of the Louis Watch 


Co., just returned from a trip to the 
Continent, reports that Swiss firms are 
very eager to secure American made 
products of every type. 


q Mr. and Mrs. H. Sorin are planning 
to leave December 10 for the diamond 
markets in Europe. The itinerary of 
the two-month trip will include Ant- 
werp, Paris and Palestine. During 
their stay abroad they will retain their 
New York office at 576 Fifth Ave. 





Two Elected to N. Y. 24 Karat Club; 
J. H. Hetzel and Ed Starke 


To Join Inner Circle 


James H. Hetzel of the Eisenstadt 
Manufacturing Co., St. Louis, and Ed- 
ward A. Starke of 65 Nassau St., New 
York have been elected to membership 
in the 24 Karat Club of New York. The 
election came at the regular monthly 
meeting held on November 5 at club 
headquarters. 

















Spring Bars 
Male and Female 


American Set Jewels 


Elgin—Hamilton—Waltham 
Illinois 


Sold wholesale only—write for 
prices and further information. 


CROWN IMPORTING CO. 


116 Nassau St. New York 7, N. Y. 











ENCRUSTERS 


STONE RINGS ENGRAVED 
@ DRILLERS 


e CRESTS 

@ COATS-OF-ARMS @ GEM CUTTERS 

@ SCHOOL AND FRATERNAL EMBLEMS 
Bstimates furnished without 


obligation 
BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y. 


OMEGA 


The watch of orld precition revors 
NORMAN M. MORRIS 
WaTtcH CO 


H08 Fifth Ave 














DIAMONDS ALL SIZES 


single-cut from % to 4 pointers, 
swiss-cut and full eut frem 5 to 10 
pointers, finest pol- 
ishing from Pales- 
tine. Also sizes from 
10 pointers to 4 carats 
each. For prices 
phene LOngacre 5-3673. or write 


H. SORIN. 576 SthAve.. 8 V 19 &.V 











SIMONSBROS.CO. 
THIMBLES 


PHILADELPHIA 





269 So. 9th ST. 








“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


(7 OL az Fo oe. 
Li vi TM eth 4 fi 


REET mEW 


65 NASTAU 











ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 
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Felco 


NECKLACES 


JACK J. FELSENFELD 


9 MAIDEN LANE NEW YORK7NY 








ART-CRAFT JEWELRY CO. 


| FINE 
‘GOLD JEWELRY 


using better opals, zircons, 

moonstones, amethysts and 

topaz set in earrings, pins, 
rings and bracelets. 


1] West 47th St. New York 19 











DTN ES 
REFINISHED 


The highest grade of work for jewel- 
ers requiring the best 
ROYAL DIAL & REFINISHING CO. 


116 Nassau St. New Yerk 7, N. Y. 











REPAIRING of JEWELRY 
IN ALL ITS BRANCHES 
Also 
SPECIAL ORDER WORK 
ESTABLISHED i910 


M. J. STERN 
61 Beekman St. New York City 








ATTENTION 


MANUFACTURERS & JOBBERS 
Depend on us to do your contracting 
Our specialty is Ladies’ & Gents‘ 
ast Rings and Findings 
Prompt and Courteous Service 


SUPERIOR JEWELERS 








170 East 51st St. New York 22, N. Y. 





PEARLS Costume Jewelry 


EARRINGS 


Pearl R WATCHES 


BETTY == STRAHL 


385 Fifth Ave. «© NEW YORK e MU. 5-5519 
SHOWROOM HOURS: 1:30 t0.5:30 P.M 
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OYSTERS R IN SEASON 





The jolly folk above have just downed a few dozen oysters at the oyster roast Herr & Kling 

wholesalers, gave for the Norfolk-Portsmouth Retail Jewelers Association. The Norfolk, Vo, 

wholesale firm gave the party to thank the RJA for recently conferring on them honorary 
membership in the group. About 100 Twin-City jewelers partook of the seafood feast, 


Baltimore Jewelers Hold First 
Confab in Over a Year; Jay Engel 
Predicts Big Silver, Clocks Sales 


The first post-war meeting of the Jew- 
elers Association of Baltimore was held 
on the evening of October 30 at the 
Emerson Hotel with 82 members pres- 
ent. This was the first meeting of the 
group since last February 27. The ses- 
sion featured three speakers, represent- 
ing three elements in the jewelry trade. 

J. B. Ussery, general manager of the 
Baltimore Better Business Bureau dis- 
cussed “Progress in Jewelry Selling,” 
outlining the changes and improvements 
in selling procedure during the past 25 
years. J. W. Mehling, general manager 
of the Credit Bureau described a “com- 
munity credt policy” which he advocated 
as a pattern for sound credit methods. 

Jay G. Engel, president of J. Engel 
& Co., wholesalers, gave his ideas about 
the outlook for merchandise during the 
rest of the year. He expressed the be- 
lief that watches and clocks, along with 
silver services would constitute the major 
part of the goods to be dealt in for some 
time to come. 

Walter Greenbaum of S. & N. Katz, 
headed the dinner committee. No other 
sessions will be held until the next annual 
meeting in February of 1946, when of- 
ficers will be elected. 





Ornstein Memorial 

(From page 344) 
all members of the jewelry industry 
who wish to perpetuate the fine philan- 
thropic work associated with him are in- 
vited to make a contribution to the 
David Ornstein Memorial Fund. 

The David Ornstein Memoria] Fund 
is administered by a committee headed 
by Honorable Alexander A. Mayper, 
former Judge of the Children’s Court. 
Contributions, which are tax deductible, 
should be made to his order and mailed 
to 300 Madison Avenue, New York City. 





After severing his connections with the 
American Jewelry Co. in Long Beach, 
Calif., A. H. Sadler has opened his own 
jewelry store on Ocean Ave., Long Beach, 
as the Coast Jewelry Co. 


’ since 1921. At that time the firm hada 











—_—. 


Canadian Diamonds 
(From page 336) 


Canada. For most of these countries 
this meant the dawn of a new indust 
which now employs domestic labor, 
Dominion Diamond Cutting was estab 
lished in April, 1941, by S. Gross, a dia- 
mond importer who has been in Canada 


small staff with a few Dutch key men 
Now the business has increased 500 per 
cent, has moved to a_ new, properly 
equipped two-story building, and en- 
ploys 95 workers—all of them Canadian, 
During the war, 20 of the firm’s en- 
ployees went to the armed forces. Five 
of these have now returned and have 
been re-employed. In addition, the firm 
is now employing several ex-serviceme 
who are learning the trade of diamond 
cutting with the help of DVA, (Depart- 
ment of Veterans Affairs). Learning 
takes about a year, and prospects of 
earnings are said to be good. Canadians 
have adapted themselves well to the 
work, according to Mr. Gross. 


RAW MATERIAL SCARCE 


Right now, the chief problem of the 
Canadian diamond industry is scarcity 
of raw materials. The end of the wat 
in Europe brought back into the field 
the Low Countries’ diamond _ industry 
which absorbs a large part of the worlds 
supply of raw diamonds. This is a 
expansion problem only; supplies are 
adequate to maintain current output. 

Before the war, Canada imported most 
of its unset diamonds from Belgium and 
the Netherlands. The Canadian jewelry 
industry as a whole regards the tarifl 
(provided the modifications are made) 
as moderate. For the time being, there 
is no change in the jewelers’ ‘position 


(Please turn to page 357) 


————t 











COMPLETE LINE OF SIGNET RINGS 
Men's—Boys'—Babies' 
BABY BRACELETS—MEZUZAH'S—OTHERS 
—TO JOBBERS ONLY — 
L. FRANKFURT & CO. 
82 BOWERY NEW YORK 13, N. Y. 
Special Casting Dept. to the Trade 
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First Shipment of Newly 
Cut Diamonds Arrives at 
New York Firm 


What is believed to be the first ship- 
ment of newly cut diamonds to the 
United States from Amsterdam from, 
the resumption of diamond cutting in 
that center, is now on its way to the 
frm of H. & J. Blits, New York dia- 
mond dealers, according to a cablegram 
received by that firm on November 16 
from their Amsterdam _ representative. 

The cablegram from George Blits of 
the family, who is now in Amsterdam, 
announces that the shipment has been 
sent. 

. George Blits is now making his head- 
quarters permanently in Amsterdam and 
is a member of the re-established Dia- 
mond Club of Amsterdam. He will be 
in charge of the firm’s buying operations 
in the Low Countries. 





SUCCESS SYMBOL 





It was a happy birthday for Ray Goodman, 
right, a few weeks ago when his friend, 
Hershel Krasnow, resident buyer, gave a 
surprise party for him at the Waldorf-As- 
toria in New York. The cake above is a 
five-tiered affair, each tier representing one 
of Mr. Goodman's five retail stores. His 
establishments are located in Louisville, Ky.; 
Akron, Ohio; Miami, Fla.; Tucson, Ariz. 
and Columbus, Ga. 











BEAD CORD 


BRAIDED SILK 
STRONG — DURABLE 


BEST FOR STRINGING 
PEARLS—BEADS 


10 sizes on 500 yd. tubes 


BELDING HEMINWAY 


CORTICELLI 
119 W. 40 St. N. Y. 18, N. Y. 

















STONE DRILLERS 
ONYX—AGATES 
JACK FLEISHER 


71 Nassau S¢#. New York 7, N. Y. 
CORTLANDT 7-3374 
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Boston AGS Moving Ahead Under 
Direction of Dr. F. K. Morris; , 
Unusual Methods Prove Effective 


The Boston Chapter of the New 
England Guild of the American Gem 
Society is moving ahead progressively 
under the able direction of the new 
leader, Dr. Frederick K. Morris, pro- 
fessor of geology at M. I. T. Thirty-six 
were present at the October meeting 
which was held at the Massachusetts In- 
stitute of Technology. Dr. Morris cov- 
ered the subject of “inclusions” in a 
way not heard before by this group, 
and interest was intense. His method of 
teaching is definitely different, and ar- 
rangements were made at this meeting 
to split future meetings into two groups 
—one for beginners and one for the 
more advanced students of gemology. 
The November meetings took place on 
the 13tn and 15th, and in each instance 
were open to all members. Under Dr. 
Morris’ direction, it was pointed out, 
there is no limit to the extent a student 
may go, if he desires. Those who have 
attended the few classes under his direc- 
tion all agree that his methods of pre- 
senting the subjects are both entertain- 
ing and instructive. 





Jewelry Men Pledge Record 
Support of Current Federation of 
Jewish Philanthropies Campaign 


Four hundred leaders of the jewelry 
industry pledged record support to the 
current $30,000,000 campaign of the Fed- 
eration of Jewish Philanthropies of New 
York at the eleventh annual dinner of 
the Federation’s Jewelry Division at the 
Essex House on November 1. 

Milton Weill of Arrow Mfg. Co., divi- 
sion chairman, and Harry D. Henshel of 
Bulova Watch Co., dinner chairman, ex- 
pressed gratification with the results and 
predicted that the “pace set would be 
maintained until the entire industry has 
been solicited for this historic effort.” 

“The dinner showed,” they declared in 
a joint statement “that the industry is 
fully aware of the far reaching signifi- 
cance of this year’s campaign. There is 
no doubt that we will achieve a 100 per 


(Please turn to page 856) 





Credit Institute ... 
(From page 3382) 


tions, have served their customers’ credit 
needs on a flexible, personal basis. 

“The regulation will deprive countless 
citizens of their sense of personal dignity 
by preventing their enjoyment and use 
of the credit standing to which their 
character and credit worthiness have 
made them entitled. 

“Lastly, the regulation will confer 
upon a Government bureau or agency 
dictatorial and un-American power to 
determine upon what terms millions of 
people should make their contract of 
purchase for intimate family needs.” 

In making public the petition, Richard 
Obelender, Chairman of the Institute’s 
Board said: “The right of an American 
citizen to make a contract with his 
neighbor for the ordinary things he 
needs has for generations been protected 
by our courts as tantamount to a Con- 
stitutional privilege.” 





TAG & STAMPING CO. 


CELLULOID 
PARCHMENT, ETC. 


Send for Catoalcg 
277 HALSEY SF. 


NEWARK 2, N. J. 











Manufacturers of 


Emblem Jewelry 


32nd DEGREE RINGS 
MASONIC RINGS 
EASTERN STAR RINGS 


Also available, excellent designs in 

Gents Diamond Mountings, Stone 

Set Gents Rings, Emblem Pins and 
Buttons, Cameo Set Rings. 





Inquiries Invited 


546 S. Meridian St. ¢ Indianapolis 4, Ind. 








YOU'RE ALWAYS WELCOME AT 
q + ‘2 3. 3 AVENUE OF THE AMERICAS 








at 49th St,N.¥.19 














SILVER and GoLD 
COSTUME JEWELRY 


JoSEPH A. RICH 
198 Broadway : - New York, N. Y. 
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A.C. jirrciual & Co. Snr. 


WATCHES: / (+ @%a~) \- DIAMONDS 

CLOCKS - JEWELRY : SILVERWARE 
/ _ posten 

ESLILT hi LL 4 tex 








wa High Class 
JEWELER 
MODELMAKER 
DESIGNER 


ON 
JEWELRY & WATCH CASES 
ALSO ; 


PRODUCTION & SPECIAL ORDER 

WORK FOR RETAILERS—MANU- 

FACTURERS — JOBBERS—STONE 
DEALERS 


K. NYGAARD wort2i2 5s Sonn 


formerly of Paris and Coeneve 
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—— THIS CITATION 
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Loos =. ‘Wan Zatsman — 
Drive 


7 W. 44th St., N. Y., 18, N.Y. 
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NICKEL SILVER 
PHOSPHOR BRONZE 
THE SEYMOUR MFG. CO. 


SEYMOUR, CONN. 








WATCH ATTACHMENTS 
- PO PULAR PRic ES 


Sylrania pewe lny a 


580 5th Ave. New York 19, N. Y. 














~Sirrisiaaetrelee 


Kerot Golden Steering 
end STERLING SILVER 
REAL STONE JEWELRY 


Ww. E. RICHARDS CO. 
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q At the annual meeting of the Boston 
Jewelers Club on Nov. 9, John Kennard 
was re-elected President; J. Gould Cook, 
of A. Stowell Company, was re-elected 
Vice-President; and Ellsworth Read, of 
Kettell, Blake & Read, was elected Secre- 
tary. The Board of Directors, besides 
the above, is comprised of: Carl Lawton, 
of E. H. Saxton Co.; Sturgis Rice of 
the Whiting & Davis Co., Inc., Plain- 
ville, Mass.; Allen Davidson, of Thomas 
Long Co., Inc.; William L. Stone, re- 
tired; Roy Brooks, of Mauran Watch 
Co., and Albert S. Munnis, of Worden- 
Munnis, Inc. A new year book, with 
bylaws and names of members is being 
compiled by the Club’s former Secretary, 
Carl Lawton. 

q “Rolling Along Strong” was the word 
from the Boston Jewelers’ League when 
Sam Robinson, of Kennards, turned in 
the scores up to Nov. 6. These showed 
Harry Solomon, bowling on the Harkins 
& Murphy team, as high individual, with 
a score of 102-18/24. Team standing 
was as follows on that date: Saxton & 
Co., won 24, lost 8; Harkins & Murphy, 


| won 20, lost 12; Smith-Petterson, won 


18, lost 14; Thomas Long, won 16, lost 
16; Frank Genreau, won 15, lost 17; A. 
Stowell, won 15, lost 17; D. C. Percival, 
won 14, lost 18; Bigelow-Kennard, won 


| 12, lost 20; and E. B. Horn, won 10, 


lost 22. 

q Although the list of “out-of-towners” 
seen in Boston jewelry circles was cut 
down somewhat this month following 
the annual Gift Show, the following 
were seen recently: Mr. McLeod of 
Woodbury & McLeod, Haverhill; W. A. 
Sawyer, of Keene, N. H.; D. F. Trask, 
of Ludlow, Vt.; A. J. LaRochelle, 
Rochester, N. H.; Mr. Brown of Vaughn 
& Burnett, Brattleboro, Vt.; James Mul- 
len, Miller Bros., Fall River, Mass.; 
William M. Cross, Portland, Maine; 
Donald S. Hibbert, Don’s Jewelry Shop, 
Portland, Maine; R. J. LeBau, Lewis- 
ton, Maine; Mr. and Mrs. Francis E. 
Bray, Manchester, Conn.; Mr. and Mrs. 
Conley, of Bristol, R. I.; John E. Pal- 
mer, Claremont, N. H.; and Goodfellows 
Jewelers, Barre, Vt. 

q William C. Dorrety, of the Jewelers 
Bldg., celebrated his 73rd birthday on 
Oct. 24. Another year will mark 50 years 
in the same location in the building. 

4 Basking in the reflected glory which 
recently surrounded his good wife when 
she was featured in “Our Gracious 
Ladies” column in the Boston Traveler, 
Ragnar Lindequist, repairman with 
John Perry, Washington Bldg., is wear- 
ing a smile that won’t come off. Prior 
to his association with Mr. Perry, Ragnar 
was for 49 years with Norling & Bloom, 
just across the corridor in the Washing- 
ton Bldg. 

q Walter Kersey, of Rumford, Maine, 
is reported opening a new store in that 
city, entrance now being on the street 
level, saving customers the steps up to 
his door. He spent a week in Boston 
late in October. 

4q.C. Mansolili, watchmaker, associated 
with McLaughlin’s in the Washington 
Bldg., moved on Nov. 1 to the Province 
Building, where he has opened his own 
business. 

q Joseph A. Malloy, of Portsmouth, 
N. H., has sold out his jewelry business 








to Herman Page, at one time associated | silvé 
with True Brothers, Springfield and more | 4 H 
recently in business in Virginia, Com 
q G. M. Wyman, formerly in the jewelry | 13 
business in Illinois, has opened a ney | Air 
store in Milford, N. H., it is reported, | Lan 
The jewelry business of Amasa C mai 
Tucker, Whitman, Mass., has been golf (F 
to R. Earle Lyons, who will carry on jn | Bull 
the same location. ly 1 
q Alfred Furst, middlewestern salesmay A 
with Swartzchild & Co., Inc., has been tors 
on an extended business trip through A 
New England, expecting to remain jp ( 


this area for about three months, filed 
4 Swartchild & Co. Inc, Washington | 0 
Bldg., have taken on a new worker jp - 
the shipping department, Summer Peay. oo 


swing. 
q R. W. Nathan, “Mayor of the 8rd floor | 3. 
of both the Washington & Jewelers ! 
Bldgs. celebrated his 50th wedding annj- | 
versary on Nov. 6, receiving the con- qT 
gratulations of all his “constituents,” | 
q Samuel Fisher is back behind the | * * 
counter with his brother Sidney in the | {2 
firm of Sidney Fisher & Brother, 90% 
Jewelers Bldg., after service in the } ©% 
armed forces. pert 
4 Eddie Miller, salesman with the | Pla" 
Travis, Farber Co., Jewelers Bldg,, tried | ¢ N 
out recently with the Boston Yanks } carg 
basketball team recently, and hopes soon — W. 

to go in for a bit of professional league | the 
work on the side. He was formerly star | in a 
basketball player with the Y.M.H.A, mad 
q Herbert Allan Guiness, just recently } need 
discharged from the Army Air Forces, § port 
had joined the firm of Louis F. Guiness, § mod 
Inc., Jewelers Bldg., as salesman. and 
q Leon Goff, son of Harry H. Goff, air 

Jewelers Bldg., has just returned from ton 
overseas and is seeking a place in the 
watch repair business. 

q Tristram Coffin, formerly with M. § 
Page Co., Inc., Jewelers Bldg., is back 
from overseas service to pursue a course 
at Harvard University. 

4 Joseph Mahoney, formerly a salesman 
with the M. S. Page Co., is now in the 
Chelsea Naval Hospital, following @ 80- 
journ at the Naval Hospital in Frisco, 
which he entered after wounds received 
while with the U. S. Marine Corps in 
the Pacific. 

4 J. L. Desjardines has opened a new 
store at 104 Hanover Street, Manchester, 
N. &. 

q Miss Little, of Daniel Low Company, 
Salem, was in New York and Boston 
recently on a buying trip. 

4 Douglas Nathan, of S. M. Nathan, Inc, 
Fitchburg, Mass., is out of the Army, 
and back with the firm again. 

4 William Schwind, of R. C. Jewelry 
Co., Rumford, Maine, has just built 4 
new home for himself and family. 

4 Joseph Whalen, recently back in the 
wholesale department of Thomas Long 
Company, after service in the Navy; 
married Miss Margaret Lynch, also of 
the Long wholesale department, on Oct 
20. Both are back at work after a brief 
honeymoon trip. 
4 Robert Gauld, discharged from * 

Army in July, is behind the watch cout 
ter at Thomas Long Company. Befo 
his Army service, he was associated 
the repair department of Filenes, 
also with A. Stowell Co., and Smitk 
Patterson Co. 

4 Edgar M. Bingham, Jr., and Alfred & 
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Grey, both recently discharged from the 
Navy, are back with Shreve, Crump & 
Low, the former in the antiques depart- 
ment, and the latter in shipping. Rich- 
ard Tucker, home on a 40-day furlough, 
spent @ good part of his time with the 
od | silver department of the same store. 
re } 4 Helen McNeil of the Thomas Long 
Company Office staff was married on Oct. 
13 to Lieut. Peter Kane of the Army 
Air Force, Louise Garneau and Eleanor 
Landers, also of Long’s were brides- 
maids. 
¢ Fred A. Bullock, president of Dolan & 
Bullock, Providence, has been unanimous- 
ly re-elected president of the NEMJ& 
SA by the association’s board of direc- 


tors. 

Articles of incorporation have been 
filed by Briggs, Bates & Bacon Co., 61 
Union St., Attleboro. The new corpora- 
mF tion results from a merger of the D. F. 
i Briggs Company and the Bates & Bacon 
| | Company which grows out of a change 
in control of the Associated Attleboro 
t { Manufacturers, Inc., of which the two 
Sf jewelry firms were a part. 


4 The Frank Morrow Company, Inc., 
Providence, has received a permit for 
a 2story addition to its jewelry manu- 
facturing plant with cost set at $8800. 
The American Standard Watch Case 
Company of Providence has received a 
permit for a one-story addition to its 
plant with cost set at $1500. 


ie 

d | ¢No industry is better suited for air 
3 | cargo than the jewelry industry, Ralph 
n | W. Starkey, director of cargo sales for 
the Pennsylvania-Cefitral Airlines said 
in a speech in Providence. Mr. Starkey 
made the statement in emphasizing the 
need for improvements at the State Air- 
port at Hillsgrove to provide the most 
modern competitive air line passenger 
and traffic facilities. He predicted an 
air freight rate soon of 27% cents a 
ton mile. 


¢ | ¢ The Colonial Stone Jewelry Company, 
a new firm, has been opened in North 
Attleboro by Ernest Waterman and 
Martin Gill of Attleboro. The firm will 
make men’s and women’s novelty jewelry. 
Mr. Waterman is the former owner of 
“a Sheffield Jewelry Company of Attle- 
r0. 


(The Gorham Manufacturing Company 
las declared a dividend of 50 cents, 
ey Dec. 15 to stock of record 
ec. 1, 


» | A 8-story wood frame factory build- 
, , ng with a 4-car garage and 4000 square 
feet of land at 373 Eddy St., Providence, 
, | bas been purchased by Wallace Gray of 
that city who expects to use the property 
for jewelry manufacturing. The building 
» | Y8 one of two formerly operated by 
, | the F. H. Buffinton Company, makers of 
paper boxes. The other structure was 
y | destroyed by fire and the company 
s | Moved to another location. The building 
purchased by Gray contains 12,000 square 
feet of ffoor space and the land has a 
frontage of 40 feet. 

(Motions to quash four draft evasion 
cases involving jewelry men because 
women had not been called on the grand 
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jury which brought indictments were de- 
nied in U. S. District Court in Provi- 
dence on the ground that the Federal 
Building has no accommodations for 
women jurors. Defendants in the case 
are Morris Horovitz, president of the 
John Luft Co, W. & H. Jewelry Co., 
and Superb Case Manufacturing Co.; 
Joseph E. Skoog, vice president of the 


three companies; Joseph Lavan general | 


manager of the Superb firm; Albert 
Sentofante, foreman in the polishing 
room of the Superb firm; Eric Ander- 
son, foreman in the press room there; 
Alessandro Petteruti, foreman of the 
W. & H. Co. and Alfred Razza, tool- 


maker for the W. & H. The three offi- | 
cials were indicted on a charge of hav- | 
ing conspired to secure draft defer- | 


ments for the employes as essential war 
workers when, the Government contends, 
the four men were engaged in jewelry 
manufacture. 

q Incorporation papers recently have 
been filed for the following jewelry and 
allied firms in Rhode Island: 

q Artistic Pearl Co., Inc., 500 shares of 
no par common: incorporators, Joseph 
Goodman, Stanley E. and Ernest L. 
Shein. Fashion Jewelry, Inc., 45 shares 
of common of $100 par value; Incorpor- 
ators, Maxwell W. Waldman, Joseph 
Veneziale, Lillian Robinson. 

q Jewelers Metal Inc., 300 shares of no 


par value; Incorporators, Robert Brown, 
Dorothy M. Phelps and M. Louise Co- 


lozzi. Ru-Mart Metal Specialties, Inc., | 


300 shares of no par value; incorpor- 
ators, Martin J. Stamp, Reuel W. Libby, 
Jr. and Aram A. Arabian. 

q Superior Plating Co., 100 shares of 
no par value; incorporators, Harold F. 


Wright, Coleman B. Zimmerman and | 


Michael Integlis. Anfel Co., Inc. 1000 


shares of no par value; incorporators, | 


John Anderson, John A. Felch and Ag- 
nes I. Bruno. 

q La-Mar Inc., 100 shares of $100 each; 
incorporators, Fred Gentile, Edward 
Ricci and Joseph F. Hitchen. Palmer 
Merchandise Corp., 100 shares of no 


par value; incorporators, Alfred E. 
Motta, Santi J. Paul and Carmela | 
Gerasole. 


q Allen Co. Inc., 250 shares of $100 | 


each; incorporators, William A. David, 
Eva David and Frank D. White. Clas- 
sic Jewelry Co., 100 shares of no par 
value; incorporators, Ralph P. Torto- 
loni, Phillip Coia and Frank Brown. 


q Lornee, Inc., 4000 shares at $10 each; | 


in corporators Fred Gentle, 
O’Brien and James J. McAleer. Ryder 
Glass Co., Inc., 200 shares of no par 
value; incorporators, Anthony Adams, 
Thomas DiRobbio and John H. DiSte- 
fano. 

4q Coro, Inc., has annnounced plans for 
a 50 per cent expansion of its Provi- 
dence plant with the program calling 
for the erection of a three-story addi- 
tion to its present building. Cost is esti- 
mated at $149,000 and is reported to be 
the biggest construction work to be 
planned for Providence since before the 
war. 

Coro says it plans to boost plant per- 
sonnel to over 2000 as against 1500 at 
the time the expansion plants were an- 
nounced, 
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RUBY-DIAMOND GENTS’ RINGS 
ALL PRICES KEYSTONE 


GEMCRAFT JEWELERS 
87 NASSAU ST., N.Y. 7, N.Y. 
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Freight prepaid in 
Pathe United States 
‘4in specified mini- 
mum lots. 


TAUNTON, MASS. 






A superior polish 
~ made | by silver- 
smiths tor jewel- F 
ers’ useandresale, » 


REED & BARTON ‘ 























PERUVIAN 
STERLING SILVERWARE 
925 fine 
Handmade Bracelets and Pins of 

east or filigree silver. 

Household coor 

Orders attended by Air Express 
Write by Air Mail to 


ENRIQUE KAUFMANN ROOS 


P.O.B. 886, Lima, Peru 
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GOOD JUDGMENT 


Your customers, your associates—yes, and 
even your competitors will acknowledge 
» the good judgment you display when you 


Princess 
DIAMONDS 


+ LOOSE 
+ SINGLE MOUNTINGS 
xe MATCHED SETS 


Princess diamonds will maintain your cus- 
tomers' confidence, will make an instan- 
taneous appeal. 





BALTIMORE STREET AT HOPKINS PLACE 
BALTIMORE 1, MD. 
















* 


An 
Award 


For Your 
Patience 


















| © \scotandewing all else during 
the war years was that spirit of | 
mutual understanding—your will- | 
ingness to accept cheerfully the] 
facts as they existed. 


This will not be forgotten by us. 
For in the months to come, our 
gratitude will be demonstrated by 
even better Service, finer Quality |. 
and greater Variety. 








* Season's Greetings * 
CISOHNER 
a eS Tea 


21 W. BALTIMORE ST. 
BALTIMORE 1, MARYLAND 








q Veterans are being given training for 
civilian jobs at the North Georgia Voca- 
tional Trade School at Clarkesville, 
Georgia, one of the trades taught being 
watch repair. The job-seeking GI who 
wonders what there is for him at this 
school should meet Louis Sico, a quiet, 
serious-faced ex-soldier from Vernon, 
N. J., who liked Georgia so much he 
stayed on after his discharge from the 
Army at Fort McPherson last January. 


Sisco spent four years in khaki as a 
private first class. He had decided to 
make his permanent home in the South 
before he went overseas in 1944, where 
he arrived in time to wade ashore on the 
Normandy beaches on D-Day plus seven. 
He was in France just short of three 
months when, according to his own ex- 
planation, “I walked in front of a 
machine-gun.” Suffering from shock, as 
well as wounds in his shoulder, he was 
hospitalized and returned, several months 
later, to the United States. His dis- 
charge became effective January 8, 1945. 


Physicians advised him to get into 
some kind of work that did not call for 
great exertion. Casting about for an 
idea, he hit upon watch-making. A 
jeweler in Marietta, Georgia, agreed 
to give him some on-the-job experience. 
But Sisco wanted a more specialized 
training. It was suggested that he enter 
the watch repair course at the Clarks- 
ville vocational school. Sisco has been 
there long enough now to know what it 
is just the training he sought. He 
figures he may be able to open a watch 
repair business of his own some day. 


q David R. Lakein of the Lakein 
Jewelry Co., 515 South Broadway, Balti- 
more, held a very lavish opening for his 
new branch store at 3221 Greenmount 
Ave. on Nov. 15. The fourth link in the 
‘Lakein chain, the new store was the 
scene of great festivity when Mr. Lakein 
gave away one hundréd valuable gifts 
to patrons. Music and floral decorations 
provided the background as guests re- 
ceived diamond rings, watches, alarm 
clocks and other valuables. 


q The Boyd Jewelry Co., which conducts 
a store on Pennsylvania Ave. in Wash- 
ington, D. C., has added a jewelry and 
gift shop to its establishment in the new 
Bethesda theater building in Bethesda, 
a suburb of the capital. 


q In the thriving town of Anacostia, 
whose population has reached 25,000 the 
Island Jewelry and Gift Company of 
2517 Pennsylvania Ave., Washington, 
has established a branch store. 

q The Kaywood Jewelry Mart is a new 
store in the Washington area, located 
at 2207 Varnum St., Mount Rainer. 
Owner is Martin Lazarus, 

q Backed by the leaders of Interna- 
tional House, a project for erecting a 
merchandise mart in New Orleans is 
taking preliminary shape. A five-floor, 
107,000 square feet building has been 
leased as a first step. The building will 
be modernized and air conditioned as 
soon as materials can be secured. 


Plans are to operate the merchandise 
mart along lines of the Chicago and San 








Francisco marts, with display floors, 
sales staffs, and offices for members, 


The merchandise mart envisioned for 
the future, if the first “pilot” mart proves 
successful, will have, in addition to di. 
play ad office facilities, shops, restay. 
rants, and parking areas, in a large, ney 
building. 


q Announcement has been made g 


Sparta, Georgia, that the jewelry firm | 


of Walter Thomas, Inc., of Atl 
Georgia, has leased a store in the ney 
Pex Theater building at Sparta and wij 
open in November when the building js 
expected to be completed. 

q L. E. Bush & Son have opened in, 
new modern store at 217 6th Aven, 
North, Nashville and are all set for the 
Christmas trade. The firm had originally 
been located in the Arcade and L, f 
Bush, himself, has been selling jewelry 
in Nashville for the past 40 years. He 
now has associated with him his son-p. 
law, Clarence Dick. 


q A new jewelry store, David's, has ben 
opened at 1364 Poplar, in the Crogs 
town section of Chattanooga, by Mn 
Hazel Kaplan. Mrs. Kaplan, wife of the 
late Dr. Max Kaplan, was formerly con 
nected with a local jewelry store. The 
store has a watch repair department. 


q Knoxville has a new jewelry store, 
Shaw Jewelers, located at 621 Gay 
Street, opposite the Electric Powe 
and Water Board. It is in a newly r 
modelled building with new fixtures 
lighting, and air conditioning. 


q Platt and Kahn Jewelry Co., recently 
opened a new store at Union and Seconi, 
opposite the Hotel Peabody, Memphis 
The proprietors, Maury H. Platt ani 
Frank Kahn, are both experienced in the 
jewelry business. A line of householi 
appliances will be carried. Herche 


(Please turn to page 355) 
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(On Thursday, November 8th .at 12 
1 ,00n, Philadelphians were given fine 
5s of jewelry absolutely free of 


for as . All they had to do to get them 
veg | was to bid with purchases of Victory 
dis. | Bonds. 


| The auction was the brainchild of 

~ Harry Paul, 721 Sansom St., who has 

lew ding role in charitable 
always taken a leading r 

york and Bond Drives. Herman Dubrow, 

| of the same address, joined Mr. Paul in 


wes a 


PP wore 





8 Sansom St. jewelers took time off last month 
tf to do a little auctioning in the interests of 
the the Treasury Department. 


Te presenting the idea to the Sansom St. 
. | Business Men’s Association and received 
immediate sponsorship from this group. 
"%} The Treasury Department joined in 
‘]} planning the interesting campaign. 

vei =6Posters were displayed in all the stores 
ref and offices on the street and all the 
¢,§ Philadelphia newspapers carried notices 
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Yours Truly Hings Vlovelties 

| Materials, Tools & Supplies 
Age 

EB When Gvailable: 


Elgins, Westclox, 1847 
} Community, Seth Thomas 
Manning Bouman Cppliances 


Scranton, Rana. 
“Exclusively Wholesale” 








BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 











40HN J. BOWMAN, Direct 
Bowman Bidg., Lancaster, 
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of the unusual event. Merchandise was 
on exhibit in the windows of I. Shifren & 
Sons, 734 Sansom St., for a week pre- 
ceding the sale. 

The auction took place at the corner 
of 8th and Sansom Sts., and jewelry 
items valued at $10,000 including 
watches, clocks, stretchbands, and an- 
tique jewelry were donated to the cam- 
paign by the merchants of the street. 

The feature piece of the auction was 
a large ram’s horn capped with a silver 
top which held a 100 ct. topaz. It was 
donated by Michael Ballen, 732 Sansom 
St., and was purchased by the highest 
bid of the afternoon by Leon Sickles of 
M. Sickles & Sons, for $50,000. 

Other unusual items included a Ger- 
man Luftwaffe uniform and cap donated 
by Aaron Baltin, recently returned from 
Germany, a bottle of liquor resold several 
times, and a 30-pound turkey donated 
by a Reading Terminal merchant which 
was sold and redonated five times. 

The Treasury Dept., represeated by 
Joseph Knable, supplied entertainment 
with a string quartette. The auctioneers 
for the afternoon were Harry and John 
Lovatt of Lovatt’s Auction House, and 
Morris Garfinkle of 721 Sansom St. They 
were assisted by Harry Paul, Herman 
Dubrow, and Mickey Orloff, vice presi- 
dent of the Sansom Street Business 
Men’s Association. Mr. Wm. Pickens, 
president of the Association, welcomed 
the buyers and asked them to be gener- 
ous as possible. 

There were about 600 people in st- 
tendance; the corner of 8th street was 
roped off for traffic and the bond com- 
mittee and auctioneers accounted for 
$600,000 in sales of bonds. Other active 
members of the committee in charge of 
arrangements were, Robert Shifren, Jos. 
Milner, Michael Ballen, Sylvia Smilk and 
Shirley Schwartz. 
4q Chairmanship of the jewelry division 
of the Philadelphia Victory Bond cam- 
paign for 1946 has been given over to 
Myer B. Barr of Barr’s Jewelers and 
Silversmiths. The United War Chest 
Campaign seeks a total of $30,000 from 
the jewelry industry of Philadelphia and 


MYER BARR 





Mr. Barr has high hopes of far exceed- 
ing the goal, as he and his committee 
have done in past fund-raising activities. 

Assisting Mr. Barr are Phillip Kind 
of S. Kind & Sons, committee-man for 
retailers; Paul Stern of Lou Stern & 
Co., committee-man for manufacturers; 
and Harry Gordon, committee-man for 
wholesalers. Also active as solicitors in 
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1015 Chestnut St 
22 West 48th St. 


Philadelphia 
New York 





UNDER NEW OWNERSHIP 
S. GOLDIN & CO. 


124 South Sth Street 
Philadelphia, Pa. 
Watchmaker’s 

Tools and Materials 

Jeweler’s Findings & Supplies 
Bessie Goldberg Possoff — Oscar Goldberg 


WITH OUR COMPETENT STAFF 


Frank Di’Nunzio — Bobby Rhueban 
Aaron Isreal 








BEN BRODER 


Wholesale Jeweler 
FOR IMMEDIATE SHIPMENT 


Balance Staffs $2.40 doz. 


imported from Switzerland 
Bulova 6AM 6AF 5AB 7AM 7AP 8AN 
9AF 10AN 


A. S. 970 984 976 340 345 1012 
F. F, 120 125 150 155 170 175 
Benrus BB AK ARAN SAN W 
Gruen 270 400 416 300 328 
Many more models in stock 


280 Market St. NEWARK 5, N. J. 











BYARD fF. BROGAN 


Manulacturer of Distinctive Diamond 
Mountings and Wedding Rings 








CENTRAL WATCH MATERIALS 
& SUPPLY CO., INC. 


Watch Materials — Jewelers Supplies — 
Watch Cases and Dials to Match 


SPRING RINGS and SISTER HOOKS 
in sterling sliver and yellow gold filled 


JUMP RINGS 
in sterling silver and yellow 


134 So. Sth Street, Phila. 7, Pa. 











Philadelphia College of Horology 


SCHOOL FOR WATOH MAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA, 
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DIAMONDS 


...all sizes 
and qualities 


Memo Selections to Rated Jewelers 





| Write, Phone, or Wire 
AMERICAN 
DIAMOND SYNDICATE 


37 So. Wabash Ave., Chicago 3, Illinois 








Cold=Silver 
DLATING 


““ASK ABOUT” 


[HODAN IZE 


TRADE MARK REG. U. S PAT. OFF 


Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 


lt) S. Wabash Ave., Chicago 3 CENtral 6089 























Established 1923 i comptes 


DLAMON 





—d fine Diamond Jewelry _ 


@ BOUGHT 
@sOLD 
@ QUOTED 


Apprai 
isa 
29 EAST MADISON, i 


Your Inquiries Solicited 














ALWAYS USE 
THE NEWALL 
E Finger Print" System 
WHEN SELECTING 
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SWISS WATCH 
MATERIAL 


Order From 
Your Jobber ~~, 


THE NEWALL MFG. CO. 
CHICAGO 2, ILLINOIS 











GEMOLOGY—DIAMONDS 


The only complete course in gemology, 
the science of all gem stones. 
Special courses in diamonds. 
in all 

watches. 


GEMOLOGICAL INSTITUTE OF AMERICA, Ine. 
Dept. J-12, 541 S. Alexandria, Los Angeles 5, Calif. 


Courses 
jewelers’ merchandise except 
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q The Golden Roosters 
closed their 1945 season of social events 
with a very delightful dinner an enter- 
tainment at the LaSalle Hotel on the 
night of November 8th. Since the mem- 
bership list is full there was no initiation 
on this occasion. Cocktail hour started 
at 6 p.m., and at 7:30 the doors of the 
Lincoln room, where a turkey dinner 
with all trimmings was served, were 
opened. Chanticleer Herman Kramer 
pronounced the invocation and led in 
singing Star Spangled Banner. Herbert 
Jacobs, past Chanticleer and Rooster song 
writer led in singing three of his latest 
productions and- there was community 
singing throughout the dinner. The 
planned part of the program closed with 
a number of well selected vaudeville acts 
but cards and other events furnished 
amusement far into the night. 

The Golden Roosters will 
their 25th anniversary at the Drake 
Hotel on February 16th, the occasion be- 
ing their annual dinner dance. 


q Continuing the policy of President Ed- 
ward Falkenhayn of the Chicago Horo- 
logical Guild, members were treated to 
an interesting and_ instructive talk by 
W. H. Samelius of the Elgin Watch- 
makers College, Elgin, Illinois, at their 
meeting at the Hamilton Hotel on the 
night of November 16th. The subject 
of his talk was the Marine Chronometer 
developed in their laboratory and manu- 
factured by the Elgin National Watch 
C. The Chronometer and separate im- 
portant parts were on display and ex- 
plained by Mr. Samelius during his talk. 


q Members and guests attending the 
regular monthly meeting of the Credit 
Jewelers Association of Chicago on No- 
vember 7th at the Standard Club were 
treated to a very interesting talk by 
Sergeant George Tucker, head of the 


‘jewelry and pawnshop detail of the 


Chicago Police Department. Mr. Tucker 
is thoroughly versed in the methods ot 
crooks who ply in the jewelry trade and 
gave some interesting experiences and 
offered many suggestions which will be 
helpful in preventing losses. President 
Phil Martin told of a recent meeting ot 
members of the Board of Directors with 
representatives of the Chicago Better 
Business Bureau when the question ot 
advertising was discussed. The Asso- 
ciation is committed to work with the 
Better Business Bureau toward the 
elimination of false, misleading and ex- 
aggerated advertising in all its forms 
among jewelers. Members were urged 
to individually cooperate by communi- 
cating with executive-secretary Benjamin 
L. Sacks to report violations and offer 
suggestions to assist in the work. 


q Wallace T. Deike, for many years 
associated with the jewelry manufactur- 
ing industry of Chicago, recently opened 
his own business in Suite 1000 of the 
Pittsfield building for repairing and 
special order work. 


q Hearing the crash of glass a police 
officer rushed from the station early on 
the morning of October 27th and found 
the window of the Lake Forest Jewelry 
Store, Lake Forest, Ill., smashed and the 
jewelry display gone. Surrounding the 
territory, police soon found Ben Baugh, 


of Chicago | a handy man of the town under a Porch 


celebrate - 














about a block away from the store anj 
he readily confessed to stealing jewelry 
and watches valued at about $300, 


q Fifty veterans will be guests of hong 
at the Chicago Jewelers’ Association; 
gala Victory Banquet, to be held 
January 5 at the Stevens Hotel. 

The banquet, open to all CJA mem. 
bers and guests, will begin at 7 afte 
the traditional Hospitality Hour earlie 
in the evening. As a tribute to the me 
who made the Victory Banquet possi- 
ble, 50 servicemen who wear the Purple 
Heart have been invited to the festiyj. 
ties. 


"Waterproof" Code 
(From page 329) 

Nothing in the foregoing rule shall 
deemed to prohibit use of the tem 
“water resistant” or “water repellent’ 
as descriptive of a watch or watch cag 
which has been so constructed and is of 
such composition as to provide prote: 
tion against water or moisture to th 
extent of meeting the following or 
more severe test, and when, before be 
ing placed upon the market, the watch 
has undergone such a test, namely, com 
plete immersion for at least 10 minutes 
in water at a pressure of, or equivalent 
to, a depth of 50 feet under normal at- 
mospheric pressure of 15 pounds with 
out admitting, or showing any cvidence 
or capacity to admit, any moisture or 
water. A provision is added to this re 
quirement which states that “subsequem 
to undergoing such a test, and befor 
sale or resale in the channels of trade, 
such watch has not had the water re 
sistant conditions decreased or destroyed 
by opening the case or by other action 


Also ruled out completely are such 
absolute terms as “100 per cent shock 
resistant,” “absolutely shock absorbing, 
etc. 


Rute 3—Muisvuse or “NON-MAGNETIC”, ETC 


It is an unfair trade practice to use 
the term “non-magnetic,” or any term 
of similar import, as descriptive of 4 
watch or watch movement, unless the 
same cannot become magnetized undet 
any conditions. 


Nothing in this rule shall be deemed 
to prohibit the use of the term “anth 
magnetic” as descriptive of a watch o 
movement when (1) the balance and 
hairspring are made of a metal or sub- 
stance which under no condition is sub 
ject to magnetization or when (2) th 
metal substance in the balance or othet 
parts of the movement is such that the 
daily rate of the watch or watch move 
ment, in a demagnetized condition, wil 
not be changed by more than 15 secontl 
as a result of having been placed in @ 
electrical field of not less than 10 
Gauss and kept there for at least } 
minutes in each of a specified numbet 
of positions. 


All this, provided that in the use @ 
the above terms no_ representation 
made indicating that the freedom or # 
munity from the possibilities of még 
netization is greater than is in fact 
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A. Franklin Smith Buys Frenzer 
Jewelry Co. in Omaha, Neb. 


When A. Franklin Smith bought the 
Frenzer Jewelry Company in Omaha 
and opened a new store under the name 
of Smith-Frenzer Jewelers, he combined 
the names of two of the oldest jewelers 
in Nebraska. 

The Frenzer firm was established in 
1890, the same year that Mr. Smith’s 
father, A. F. Smith, entered the jewelry 
business. 

The new owner of Smith-Frenzer re- 
cently returned from service with the 
armed forces. For five years before the 
war he served as secretary and general 


A. FRANKLIN SMITH 





manager of the Allagier-Smith Jewelry 
Company. Prior to that time he was asso- 
ciated with his father in the A. F. Smith 
Company Jewelers. 

As sole owner and manager of Smith- 
Frenzer, Mr. Smith will continue to be 
identified with fine diamonds and 
watches, Sterling silver and fine Sheffield 
and gift items. As the old Frenzer store 
was recognized as a “quality” establish- 
ment, Mr. Smith plans to maintain the 
quality but increase the quantity and 
assortment of merchandise. 

Smith-Frenzer will be operated with 
credit conveniences on purchases. The 
store will maintain a department for ser- 
vice and repair of watches and jewelry, 
whether real or costume, Mr. Smith said. 


Missouri Meeting 
(From page 331) 


various states adjacent to St. Louis serve 
o committees, and their appointments 
will be made later. The complete pro- 
gram will be published in the next issue 
of JC-K. 


The Retail Jewelers Association of 
Missouri, through President Harry L. 
Carter and Secretary Fred Sands, have 
relinquished their own program in order 
to cooperate fully with ANRJA. How- 
ever, during the time of the conference, 
Missouri will hold a meeting at which 
teports will be received, officers elected 
and such other business transacted as 
may properly came before the con- 
vention. 
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Ex-Policeman Charged With Theft 
Of $11,000 In Goods From 
S. Judson Mealy Jewelry Store 


The unsolved theft of more than $11,- 
000 in jewelry from the store of S. Jud- 
son Mealy, 316 North Charles St., Balti- 
more, has at last been cleared up with 
the arrest of Paul H. Maenhoudt, a 
former member of the Baltimore police 
force. 

Maenhoudt, who has been charged with 
48 burglaries over a period of six years, 
and may have committed as many as 
75, is alleged to have broken into the 
Mealy store on June 4, 1945, stealing 
watches, rings and other jewelry valued 


* at $11,719.60. His bank account has al- 


ready been impounded and it is possible 
that many of his victims may be recom- 
pensed. Mr. Mealy is a former president 
of the Tri-State Retail Jewelers Associa- 
tion. 


The South 
(From page 252) 


Grant is in charge of the watch repair 
department. 


4q John Snyder, recently appointed direc- 
tor of war demobilization and conversion 
by President Harry S. Truman, is a 
brother of William H. Snyder, jeweler 
at 139 Madison Street, Memphis, who 
was greatly surprised that his brother 
should “end un telling OPA about ration- 
ing and WPB what to do about pro- 
duction.” The Snyder family comes from 
Jonesboro, Ark., and another brother, 
E. R. Snyder, is connected with a Mem- 
his department store. 


q The Sterling Jewelry Co. recently 
opened for business in Kingsport, occupy- 
ing a space formerly used by Nick’s 
Watch Shop. Omar Robinson, the owner, 
in Kingsport for the past 18 years, for- 
merly managed the jewelry department 
at Sterchi’s. 


q A new shopping center and residential 
subdivision to be built at Memphis, 
Tenn., by Joyner-Heard Co. and John 
Goodwin on Poplar Avenue, west of 
Highland, will include a jewelry store 
and it is stated by the owners that they 
have a jeweler ready to operate it. The 
entire project will cost $3,500,000. 

4 Rogers Jewelry Co., 514 State Street, 
Bristol, Tenn., in preparation for an ex- 
pansion of the business, has obtained 
a charter of incornoration with David 
B. Weinstein, H. H. Haynes, Jr., and 
Helen Honaker as the incorporators. 


q Holzman’s Jewelers, at present lo- 
cated at 29 Broad Street, S.W., Atlanta, 
Georgia, have announced plans for a 
new, large and finer store on Peachtree 
Street in Atlanta in 1946. 

Holzman’s, for nearly half a century 
one of America’s finer jewelers, having 
been founded in 1897, will present to 
Atlanta and the Southeast in March, 
1946, one of the very finest and largest 
jewelry stores in the entire country. The 
new and greater Holzman’s will occupy 
approximately five times the present 
space and will be located at 87-89 Peach- 
tree Street. Many new departments will 
be made possible. 

The new store will be designed with 
fixtures and furnishings which are the 
ultimate in modern elegance and con- 
venience. J. W. Cooper, of Atlanta, is 
the architect. 

A staff of from 80 to 100 will be em- 
ployed to serve patrons. 





Morvey ee ye Se 


presents 


ANSONS individually styled 


jewelry for men. 


TIE BAR SETS 
TIE CHAIN SETS 
MONEY CLIPS 
Either GF or heavy GP 
Retail price range $1.00 to $7.50 
Write for sample assortment 
55 E. Washington St. * Chicago 2 














Contracts @Receipt Books, etc. 
Samples Sent FREE 


§. J. SURNAMER CO.—370-7th Ave., N.Y. 














ATTRACTIVE | 
JOB i 
ENVELOPES 
IN COLORS. 


SPACE FOR 
YOUR NAME 


H. PAULSON @ CO. 
37 SO. WABASH AVE CHICAGO 








SEND FOR SAMPLES “kK” 











WATCH DIALS 


REFINISHED 
MICHIGAN DIAL REFINISHING CO. 


612 METROPOLITAN BLDG. 
DETROIT, ' MICH. 

















cme WATCH CO. 
USED WATCH 
MATERIALS 











USED MOVEMENTS 1 | 
Good Condition 
Geed Dials 
= 2 
‘altham 
7J,$2.50—15J,$3.50 | THE PRICE OF 
ig size Hunting, | NEW MATERIALS 
Elgin, Waltham 
7J3,$1.25—15J,$1.75 Wheels, pinions, 
18 Size O.F. pallet forks, ete. 
Elgin, Waltham ; oll a oe, 
73, $1.50—15J, $2.90 or * 
6 Size Elgin, Wal- Send sample of 
tham, Hunting what you want! All 
7J, ar a +$2.00 | Guaranteed! Remit 
° “ 
63,92.00—165,82.50 | om lf satisfactory 
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KLEIN BROTHERS 
COMPANY 


WHOLESALE JEWELERS 


ENQUIRER BLDG. CINCINNATI, O. 











Harry Greenwold Co. 


The House of Quality and Service 
IS WEST 7th STREET, CINCINNATI, OHIO 


VIRGIN Diamonds 


CELLINICRAFT Jewelry 


ELGINS @ HAMILTONS (Zones 7, 8} 
Lines ef quality and style that give you pro- 
tected profit. You can recommend these lines 

te your customers with confidence. 








PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 








WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 
obligation. 


THE SCHUMER BROTHERS CO. 


Manufacturing Jewelers 
5 E. Third St. Cincinnati, Ohie 











DIAMOND-CUTTING 
EXPERT WORK 


bY Mr) 2.0 114 3 


LITWIN & SONS 
114 West 6th Street, Cincinnati, Ohio 
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q John S. Cappes has recently been 
added to the force of Carroll Seghers, 
5th & Main Sts., jewelers. Mr. Cappes 
is the watch maker and his father John 
Cappes, Sr., was for many years watch 
maker with Harry Ratterman, jewelers, 
on Fourth Street. 


4 George Kleier for many years with 
E. Wagner & Sons, jewelers has estab- 
lished himself in business at 3507 Har- 
rison Ave., Cheviot, Ohio. 


q Maury Gerwe after spending a wonder- 
ful thirty-day furlough at home after be- 
ing in the European theater of war for 
thirteen months is now located at Camp 
Crowder, Mo. Mr. Gerwe hopes it will 
not be long before he will be back in 
his usual haunts with the Gerwe Brown 
Company. 

q Many new faces have been seen re- 
cently in Cincinnati. A big portion of 
the boys who have been traveling on the 
road and who have not been seen for 
several. years are now visible. Among 
them are: 

ee Spellmeier of the R. F. Simmonds 

0 


— 2 ae with Fisher & Co., New- 

ark, N. J. 

James Lester with International Silver 
Company. 

Fred Lounsbury with the Community 
Silver Plate Company 

Mr. Bliss of Scofield Company, New York. 

Russell Woodward with Warren Tele- 
chron Company. 


Diamond men 
town: 
Thomas Kuhn of Prins Company, Chicago. 
Lewis Radt, New York. 
Harry Hart, New York. 
Wm. Lewy, New York. 

Retail jewelry visitors: 
H. H. Limes, Greenfield, Ohio. 
Paul Deters, Evansville, Indiana. 
q Ralph C. Lewis, Jr., formerly with 
Gerwe Brown Co. wholesale jewelers, 
acting as entertainer of eur armed forces 
overeseas discloses to his friends that the 
life of an entertainer was not all sweet 
and light. Mr. Lewis, who organized, 
managed, the entertainment groups 
served in Italy for almost two years. 

His hardest assignment was getting 
together forty Italian entertainers. He 
states they were as irresponsible as 
children and he had to play the part of 
mother, father and cupid for them as 
well as the roll of director. 


q Emmett Fitzpatrick, a native of Louis- 
ville, Kentucky, has recently joined the 
sales organization of the Gerwe-Brown 
Company, Cincinnati wholesale jewelers. 
A veteran of World War II, he served 
as Lt. Colonel with the AAF for four 
years and was active in the African, 
Sicilian and Italian theaters. Mr. Fitz- 
patrick will cover Indiana, Ohio, and 
West Virginia for the Gerwe-Brown 
Company. 

q On October 11th ‘the Town Criers held 
a noon day luncheon at the Cincinnati 
Club with President Melvin Hesse pre- 
siding. Harry Schwettman of the Gruen 
Watch Co. showed moving pictures in 
technicolor of the jewelers’ picnic held 
at Ryland, Ky. 

q Jack Gerwe, youngest son of John A. 
Gerwe is making his initial trip on the 
road accompanied by Mrs. Lars R. Olssen. 


recently seen about 


The gang in the office are wishing Jack 
good luck. 

q J. Paul Knight is now installed in th 
diamond and diamond cutting busines 
in the Neave Building, 4th & Rag 
Streets. 

q George Brown and his nephew, Em 
met Fitzpatrick, made a _ southeasterp 
trip together as far down as Floridg 
He is a new addition to the Gerwe Brow, 
sales force. 


4 Ben Von Wahlde celebrated his 50th 


wedding anniversary—he is located in the 
Hulbert Building, Sixth & Vine Sts, 





Jewelers’ Pledge 
(From page 349) 


cent response in the trade-wide drive” 

Maurice Wertheim, city-wide cham- 
paign chairman, and Joseph Willen, 
executive vice-president of the Federg- 
tion were the principal speakers. Chap- 
lain (Lt.) Joseph Miller of Chicago gave 
the invocation. 


Mr. Wertheim said that through the 
building fund, the Federation plans “to 
meet the needs of the total community. 
This is a great step forward in com- 
munal vision--a step that will redound 
to the community’s benefit for years to 
come.” 


Calling the Federation’s present $70; 
000,000 communal plant a heritage from 
our forebears, Mr. Willen declared that 
“this campaign affords our generation 
the opportunity to build a philanthropic 
structure of its own, as its contribution 
to the community and to succeeding gen- 
erations.” 

The Federation, in its current cam- 
paign, is seeking a $21,000,000 building 
fund, its first in 25 years, in addition to 
$9,000,000 for the regular budgetary 
needs of its 116 hospitals, medical and 
welfare agencies. The fund will be used 
to further research, and to expand and 
modernize the network of institution 
serving more than 300,000 people a year. 

Co-chairmen of the division’s drive are: 
Alexander E. Arnstein, Benjamin Eich 
berg, Samuel P. Epstein, Mendel Haber, 
Isidore Lipschutz, Jacob H. Schaeffer 
and Aaron Sverdlik. Benjamin Lazris 
is treasurer. 














DISTINCTIVE 
JEWELRY 
WATCHES 


THE D. JACOBS SONS CO. 


Wholesale Jewelers 


811-13 RACE STREET 
CINCINNATI 2, OHIO 
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Alien Property Custodian Offers 
Thousands of Precious, Synthetic 
Gems At Public Sale December 6 


Alien Property Custodian James E. 
Markham is offering at public sale 272 
jots of synthetic precious and semi- 
precious stones. 

Among the many thousands of stones 
in these lots, Mr. Markham said, are 
Adoenturians, Agates, Alexandrites, 
Amethystquartz, Amethysts, Aquama- 
rines, Carnelians, Catseyes, Emeradas, 
Erinites, Garnets, Hematites, Lapis, Onyx, 
Opals, Pearls, Rosequartz, Rubies, Sap- 
hires, Sardonyx, Scarabs, Spinels, 
Tigereyes, Topaz, Turquoise, and Zir- 


Ds. 
The custodian said that the stones were 
formerly owned by Bridge Import Com- 

any, Pioneer Import Corporation and 
Carl Rudolph Becker. Mr. Markham 
said that the stones were held by U. S. 
Customs and were vested as enemy prop- 
erty by the APC under the terms of the 
Trading with the Enemy Act, as 
amended. 

Mr. Markham said that the property 
may be inspected at the APC’s New 
York office at 120 Broadway, by appoint- 
ment only between the hours of 10 a.m. 
and 4 p.m. on weekdays, except Satur- 
days and Sundays, through Tuesday, De- 
cember 4, 1945. 

Sealed bids on the property will be 
received until 11 a.m. EST, December 6, 
1945, by the Office of Alien Property 
Custodian, 120 Broadway, New York 5, 
New York. A detailed inventory of the 
stones and forms necessary for bidding 
may be obtained from that office. 





Canadian Diamonds 
(From page 348) 


with respect to diamonds, since the im- 
position of the 10 per cent tariff co- 
incided with the removal of the 10 per 
cent war exchange tax. Dominion Dia- 
mond points out that the tariff is neces- 
sary solely to compensate for low labor 
cost in countries with a low standard 
of living, since raw diamonds are avail- 
able to all countries on the same basis. 
Diamond importers are stated to be 
adopting a “wait and see” attitude; 
some feel that growth of the diamond 
cutting industry throughout the Com- 
monwealth will provide plenty of price 
competition in the Canadian market; 
others feel that the domestic industry 
which came to the rescue of the jewelry 
trade at a time when the demand for 
medium size diamonds was very heavy 
should be given a chance to grow. 


oo aeerememmnscnemne 
———— 








What's New... 


If you’ve moved your store to a new 
location, opened a branch store, re- 
modeled and installed new fixtures, 
celebrated your golden anniversary in 
the jewelry business—or returned from 
the Army—we’d like to hear about it. 

Jewerrrs’ Crecutar-Keysrone wants 
news from you and about you—it’s your 
Magazine! So if you have some news 
about yourself and your business, send 
it to: Jewerers’ Crcutar-Keysrone, 100 
E. 42nd St., New York 17, N. Y. 


a 


FOR DECEMBER, 1945 





Jewelry Sent to England Is Subject | 
To 100 Per Cent Sales Tax Plus 
30 Per Cent Import Duty 


The Ottawa, Canada, Department of 
National Defence, quoting advice re- 
layed by the Trade Department, this 
week took time out from repatriation 
problems to reply to complaints and 
queries of returned servicemen, who 
have sent diamonds and engagement 
rings to girl friends in the United 
Kingdom. 

The official answer is: Such gifts are 
subjected to duty and purchase tax on 
entering the United Kingdom. 

The department said: 

“Under existing regulations the re- 
cipients must pay 100 per cent purchase 
tax on the wholesale value and 30 per 
cent import duty. However, if the ring 
or other engagement taken is accom- | 
panied by a certificate proving that it | 
is a product of the British Empire, an | 
exemption from the import duty may 
be claimed, but the 100 per cent pur- 
chase tax still must be paid. 

“The tax is charged and collected by 
the British Government.” 











"Hans" Tas First Dutch Diamond 
Man To Receive Permission To ~ 


Come To U. S. On Business 


Mr. Henri Tas, director of the cor- 
poration of Louis Tas N. V. of Amster- 
dam, Holland, enjoys the distinction of 
being the first of the diamond industry 
of Holland to receive a permit to leave 
his country on a visit to the United 
States. “Hans” as he is known to his 
American friends and customers was 
accompanied by his financial adviser and 
co-director J. van Manen and arrived 
in New York on Nov. 11, on the Victory 
ship, Morgantown Victory. 

The Tas interests in this country dur- 
ing the period of the German occupation 


HENRI TAS 





of the Netherlands were supervised by 
a member of the corporation, Mr. 
Joseph Montezinos who makes his head- 
quarters at 535 Fifth Ave., New York. 

During the entire period of the occu- 
pation, Mr. Tas remained in Amsterdam 
to safeguard the holdings of his com- 
pany and to care, as far as was in his 
powers, for those of his family and 
friends who were subject to the brutal 
persecution of the Nazis. He, himself, 
was not immune from the scourge, hav- 
ing been in prison for 5% months by 
the Nazis. His wife, fortunately, escaped 
the terror as she was able to reach this 
country soon after the invasion. 

Mr. Tas will return to Amsterdam 
to go ahead in the rebuilding of the dia- 
mond business that was interrupted by 





GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


816 LIBERTY AVE. PITTSBURGH 











CHAS. ASCHERMAN 
AND COMPANY 





Wholesale Jewelers 
GENTS’ GENUINE HEMATITE 
RINGS $11.25 to $30.00 
503-7 Hippodrome Bldg. 
CLEVELAND 14, OHIO 














1233 AVENUE OF THE AMERICAS 


at 49th St.. N.Y. 19 





Sterling Rhinestone Jewelry 
Simulated Pearls — Costume Jewelry 


URIE F. MANDLE CO. 
411 Fifth Avenue 


NEW YORK 16, N. Y. 
MUrray Hill 3-9107 











the war. 








“CHAMPION” RING GUARDS 
Easy te Insert & Adjust 
ASSORTED SIZES 
10K GOLD—$3.50 per Dz up 
GOLD FILLED—$1.75 per Dz. up 
Orders Attended te Promptly 
CHAMPION JEWELRY CO. 
87 MAIDEN LANE 
NEW YORK 7, &. Y. 
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Where to Buy 
IMPORTED 


China and Glaas 








JUSTIN THARAUD, 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


YOTT’S 


M 
English Staffordshire Ware 


Inc. 








PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 
Importers of 


China, Glass and Earthenware 


Dinnerware, Art Goods, Giftwares 
Marray Hill 38-5460 








Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDQWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 








EDWARD BOOTE 


35 & 37 W. 23rd St., New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNERWARE 
GRAFTON BONE CHINA 
GIBSON & SONS TEAPOTS 








MADDOCK & MILLER, INC. 
English China and Earthenware 
CROWN DUCAL Dinnerware 
MASON’S Ironstone China 
COALPORT Bone China and Kingsware 


ROYAL CAULDON Bone China and Earthenware 
WELLINGTON Bone China Teaware 


129 Fifth Avenue, New York 3, N. Y. 








ENGLISH CHINA 


Smoking accessories, lustreware pitchers, Toby 
Jugs, Teapots, Sugars and Creamers, Individ- 
ual Breakfast Sets 
TEDMAN IMPORTING CO. 


225 Fifth Ave. Room 829 New York, N. Y. 











Importers of 
e) ENGLISH CHINA 
and 
EARTHENWARE 
Stock and Import 


FONDEVILLE & CO., INC. 
149 Fifth Ave, New York 10, N. Y. 








AL. 4-0104 








ROYAL DOULTON 


Bnuglish Bone China and Earthenware 


IRISH BELLEEK 


The original production 


WM. 8S. PITCAIRN CORPORATION 
212 Fifth Ave. — New Vert, M. ¥ 
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Gemological Institute Opens First Residence Course 


Since Before Pearl Harbor at Los Angeles Headquarters 


The Gemological Institute of America 
will open its residence course in gemol- 
ogy at its Los Angeles Headquarters on 
January 7 with a capacity enrollment 
and a substantial waiting list necessitat- 
ing plans for a second class to be offered 
later. Since several former members of 
the Institute’s educational staff have not 
yet returned from the armed services, at 
present the difficulty in meeting the de- 
mand for residence courses lies in obtain- 
ing a sufficient additional number of 
qualified instructors. 

The course is the first to be offered in 
residence since before the war, and is 
of broader scope than previous residence 
courses which afforded only advanced 
work in gemology. Students in the new 
course will cover all of the subjects of 
the Institute’s regular mail courses No. 
012, Fundamentais of Gemology; 1, 
Gems, Their Substitutes, Grading and 
Identification; 2, The Diamond, and An 
Introduction jto Advanced Gemology; 
and 8, Advanced Gemology. Students 
will be in attendance twenty-five hours a 
week during the 36-weeks’ course. The 
fee of $750 includes all books and other 
materials necessary for the course but 
does not cover the students’ liivng ex- 
penses. Watchmakers who desire to sup- 
plement their income will be assisted in 
obtaining repair work. 

Instructors for the course include: 
Virginia V. Hinton, C.G., F.G.A.; Leo- 
pold Kahn, C.G.; Dr. Thomas Clements, 
head of the Department of Geology, Uni- 
versity of Southern California; and Rob- 
ert M. Shipley, Executive Director of the 
American Gem Society and the Gemo- 
logical Institute of America. 

Students who will attend the course 
are: Gloria Davey, La Porte, Indiana; 
William Keith, Elgin, Illinois; John R. 


Gray, Culver City, California; Germaine 
Clark, El Paso; Carl Nelson, Bessemer; 
Chester J. Frorock, New York City; 
Kenneth A. Walker, Montreal; George 
J. Harris, Los Angeles, and Loyal D, 
Clark, of San Gabriel, California” 

Most of these students have enrolleg 
with the understanding that an applica. 
tion will be made to the Veterans’ By. 
reau for approval of this residenc 
course under the “G. I. Bill of Rights” 

The Gemological Institute of Americg 
has released a schedule of changes ip 
price of its mail courses in gemology to 
become effective January 15, 1946. Ep. 
rollments completed before that date 
will be accorded the advantage of present 
fees, although the student may not actu. 
ally begin his lessons until after January 
15. The cost increase amounts to ap. 
proximately $80 for the complete series 
of courses. The new price schedule fol- 
lows: 

CASH MONTHLY 

Complete course (Se 

1-012 and 1, 2 and 3). $455.00* 


Section 1 of Course 012. 78.00* 
Fundamentals of Gemology 


$485.00* 
86.00° 


Course 012 complete.... 117.50* 125.00* 
Sec. 1 Above, plus Dia- 

monds, Precious Metals, 

Jewelry, Silverware 
*Plus enrollment fee of 


$20.00 


Course #1 
Gems, Their Substitutes, 
Grading, Identification 


Course #2 and #3....... 220.00 
The Diamond and An In- 
troduction to Advanced 


135.00 


280.00 


Gemology 
Advanced Gemology 


Course #1, 2 and 38 (if 
complete 012 has been 
paid) 


Course #1, 2 and 3 (If 
Section 1-012 has been 
DEIG) ccccccccceceecere 378.00 


365.00 


395.00 





Precious Stone Dealers Adopt 
Decimal System of Selling 


The Precious Stone Dealers Associa- 
tion has decided to abandon the old sys- 
tem of selling stones, according to an 
announcement by Secretary Lloyd V. 
Lassner. The old method, that of selling 
by the piece, dozen and gross, will be 
replaced by a decimal system of piece, 
hundred and thousand. “We think that 
this method is conducive to more rapid 
calculation for the trade,” said Mr. Lass- 
ner. 





Philadelphia Victory Loan 
(From page 353) 


the drive are Sydney Beifeld, J. Beifeld; 
John D. Enright, Albert Heffman, H. 
Leibowitz of Aisenstein & Gordon, Inc.; 
Joseph Milner, House of Milner; M. 
Speigelman, Spiegelman Bros.;_ R. 
Frain, H. O. Hurlburt & Sons, Ernest 
A. Cramer, S. Kind & Sons; S. Sydney 
Weissman, Weissman’s Jewelers; Joseph 
Blau, Herberts; Samuel Korff, s. J. 
Korff & Sons; William Less, S. Lesse 
& Sons; David J. Sickles, Louis Sickles; 
Edward Tinkleman, David Gersh of H. 
O. Hurlburt & Sons and Miss G. Nichol 
of Bailey, Banks & Biddle. 


Watch Men Retained On Advisory 
Committee of Civilian Production 
Administration by Small 


Among the 176 key industry advisory 
committees retained by the Civilian Pro- 
duction Administration, successor to 
WPB, are those representing the Jeweled 
Watch Manufacturers and the Non 
Jeweled Clock and Watch Manufactur 
ers. 

These committees have been retained 
for consultation on reconversion prob- 
lems. Administrator John D. Small sald 
that they will be consulted before any 
action is taken which will materially af- 
fect production or distribution in their 
representative industries. 











SWEDISH CRYSTAL 


Kosta Alsterfors 
Maleras Bohlmarks 


D. Stanley Corcoran 
212 Fifth Avenue New York 10, N. Y. 





Murray Hill 3-8948 
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«.,, that government of the people, 
by the people, and for the people shall 
not perish from the earth.” 


Avution Rapioman 2/c Roserr C. 

died in the Philippines as the 
result of an airplane accident. He was 
the son of E. W. Hofman, retail jeweler 
of Palo Alto, California. 


idEAPOAUAEEDDAAO TRO EOOTERUROGEOO EOE EEOOEOEOEOOEE 

Wuitam Barker, age 75, died at his 
home in Chicago on October 3lst after 
, brief illness. Mr. Barker was asso- 
gated with R. Wallace & Sons Mfg. Co., 
for more than 50 years and was well 
known in the silver industry. 


Mores Ersrern, well-known in the 
antiques business in New Hampshire, 
and father of Isadore Epstein of the 
frm of Barry & Epstein, Boston, and of 


in Boston, died at his home in Dor 
chester on Nov. 8, 


James G. Fiscuer, 80, veteran jeweler 
of Flemingsburg, Ky., who had been in 
the jewelry business for more than 50 
years, died in a hospital at Covington, 
Ky, October 27. He is survived by his 
widow, two sons, James W. Fischer, of 
Covington, and John R. Fischer, of Flem- 
ingsburg; a daughter, Miss Gladys 
Fischer, Covington; and a sister, Miss 
Allie Fischer. 


Paut NATHAN FriepmMaAn, head of the 
company bearing his name, located in 
Room 609, Jewelers Building, died on 
October 28. He leaves his wife Gladys, 
and son Barry and daughter Linda May. 
Services were held in Levine Chapel, 
Brookline, on Oct. 24. 


Henry Gotpstum, member of the firm 
of Ronell, Inc., New York diamond firm, 
died on September 20 after a brief ifl- 
ness. He had been in the diamond busi- 














ness for 85 years and had traveled exten- 
sively, Among his survivors are his 
brother, Sydney Ronell and his brother- 
in-law Sidney Kaufer who will continue 
the business. 


Davm Gotpwasser, head of the firm 
bearing his name, located in Room 610, 
Jewelers Building, Boston, died on Oct. 
4, He had been located in the building 
for 40 years. His daughter Gail Gold- 
wasser, for a number of years associated 
with her father in the business, is now in 
process of closing out the firm. 


Bernarp H. Goopricn, 63, dean of 
wholesale diamond merchants in Boston, 
passed on at his Back Bay home 
m Nov. 3, after an illness of several 
months. He was president of the firm 
bearing his name, and had been in busi- 
ness in Boston for the past 45 years. A 
82nd degree Mason, Mr. Goodrich was 
amember of United Lodge, A. F. & 
AM., of Brookline; Aleppo Temple of 
the Shrine, Boston; and Commonwealth 
Lodge, K.P. He also was Treasurer and 
a member of the Board of Pinebrook 
Country Club, and was active for many 
years in communal and _ philanthropic 
circles. He leaves his wife, Mrs. Ada S. 
Goodrich, and two daughters, Mrs. Mat- 
thew Brown, of Brookline, and Mrs. C. 
Richard Sunstein, of Pittsburgh. Services 
were held on Nov. 5 at Temple ,Israel, 
Brookline, with Rabbi Joshua Loth 
Leibman officiating and hundreds of 
former jewelry associates attending 
Burial was in Wakefield, Mass. 


FOR DeceMBER, 1945 


Jorge Epstein, of the firm of that name 





Lov Kaye, well known and successful 
wholesale jeweler of 29 E. Madison St., 
Chicago was killed on October 24th in 
an automobile accident near Seligman, 
Arizona, as he returned from California 
where he had been to arrange for repre- 
sentation on the Pacific Coast. 


JosepH T. Montcomery, 79, a past 
president of the Tri-State Jewelers’ As- 
sociation, comprising Delaware, Mary- 
land and the District of Columbia, and 
since 1933 president of the Wilmington 
Jewelers’ Association, died Oct. 29 in a 
Wilmington, Del., hospital. 

Born in Wilmington, Mr. Montgomery 
was educated in that city’s public schools 
and began to study the jewelry trade 
and watch-making there with S. H. 
Bayard. In 1887 he entered the jewelry 
business for himself, operating a store 
at 23rd and Market Sts. until 1889 when 
he moved to the present site of the busi- 
ness at 229 Market St., Wilmington. In 
failing health the last five years, he had 
been assisted in his business by Mrs. Cora 
L. Stradley. Besides his business in- 
terests, he had been active in church, 
civic and fraternal affairs in Wilming- 
ton. 

Surviving are two nieces, Mis. John 
W. Mackay of Chicago and Mrs. Harvey 
C. Bounds of Newark, Del. His wife, 
the former Sarah Mitchell, died in 1938. 


Frank V. Morris, 77, who conducted 
a jewelry store in Carthage, N. Y., for 
more than 40 years, died recently. He 
is survived by his wife, Mrs. Jessie L. 
Pettys Morris, who was associated with 
him in the store. 


Tuomas F. Pryor, Jr., president of 
the Pryor Manufacturing Company, a 
Newark, N. J., jewelry firm, died on 
November 28 at his home in South 
Orange. He was 68 years old. 


Lovrs Russetzt, 80, for more than 50 
years associated with the Herkner Jewel- 
ry Co. of Grand Rapids, Mich., died of 
a heart attack on October 19. Until 
five years ago he held the post of presi- 
dent and general manager with the firm. 


AsHER JEROME Swezy, 71, at one time 
a partner in the now-defunct firm of 
Bastian, Swezy, Schlegel Company, 
Rochester, N. Y., jewelers, died at the 
wheel of his automobile of a heart at- 
tack recently. His widow survives. 


Dr. T. E. Towew, 74, jeweler and 
optometrist of Hot Springs, Ark., for 
40 years, died at the Methodist Hospital 
there after an illness of more than a 
year. He is survived by his wife, three 
daughters and five grandchildren. 

Born at Lamar, Ark., Dr. Towell 
came to Hot Springs in 1905, and estab- 
lished his own business 20 years ago. 


Isaac Wicpor, 72, died at his home on 
the morning of October 26. Mr: Wigdor 
was one of the first jewelers to establish 
in Bayonne, N. J., in 1889. He progressed 
with the city and later became one of the 
leading jewelers and optometrists in New 
Jersey. In recent years Mr. Wigdor 
invented a sun dial wrist watch which 
works without winding. Survivors are 
his widow; Mrs&Yetta Wigdor, two sons, 
three daughters and twelve grandchil- 
dren. 












Where to Buy 
AMERICAN 
China and Glass 








THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26 W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 


LENOX 
LENOX,ING. Trenton, N. J. 








“CARENADE” CRYSTAL 
Stemware, Bowls, Vases, Perfume Bottles 
and Smoking Accessories 


Send for we Cataleg 
a” 
ENRIGHT-LE CARBOULEC, INC. 


160 Fifth Ave. New Yorh City 
CHelsea 2-5558 


Kensington ® 


« « Giftware of Distinction + + 














KENSINGTON, INC. NEW KENSINGTON, PA. 


GIFTS for MEN 


A comprehensive selection of 
Accessories with Sporting Motifs 


—also distinguished creations 
in gold plated fashion Jewelry. 


SUN GLO STUDIOS 3, "\our a4 




















HAWKES CRYSTAL 
GLASSWARE 
for discriminating 

people—WRITE 
T. G. HAWKES & CO. 


CORNING. N. Y. 
N. Y. Office: 542 Sth Ave. orp waseerorp 





- 


MARY RYAN :<sssc0. 


FURNITURE 
225 Filth Avenwe.-Now Vert GIPT AND ARI 
Merchandise bert, Chicoge NOVELTIES 





ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, President 
0 8. CORCORAN, Vice Pres. 


DE LUXE TABLEWARE 


for the 
FINE CHINA TRADE 
' MADEIN AMERICA . MADE OF AMERICA 
212 Fifth Ave., New York, N. Y. 
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How to Poise a Balance Wheel 


Poising a balance is that operation in which the weights (screws) 
on the balance wheel are adjusted so that no section, screw or 
eombination of screws acts as the heaviest part of the wheel. 


by HENRY B. FRIED 


Executive Secretary 
The Horological Society of N. Y. 


FTER truing the balance wheel it should be poised. 
One of the greatest barriers to consistent close 
timing is lack of poise in the balance. Watches that may 
keep good time while lying in just one position will 
become erratic timekeepers when the watch is placed 
upright in the hanging (pendant) positions. By timing 
the watch in the various positions, an experienced watch- 
maker can accurately determine the exact spot on the 
balance which is heaviest and thus causing the variation. 


Poising Tool 


Such a procedure would take much time and effort, 
therefore it would be simpler to take the balance after 
it has been trued in the flat and round and place it on 
a balancing block or “Poising Tool” (Fig. 1) and make 
all corrections. 

All poising tools are principally made up of two 
parallel sharp edges. The balance is placed so that the 
cylindrical portion of the pivot-ends rest on these edges. 
When this is done, the heaviest part of the balance will 
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roll down to the lowest portion on the poising tools, 
as a bicycle wheel, spun freely off the ground eventua 
rolls to a stop with the valve, its heaviest part, rest 
at the very bottom of the wheel. : 
While the truing calipers are used occasionally 
poise the balance, the more sensitive poising tool is p 
ferred. The superiority of this tool is proved when 
balance which indicates apparent poise in the calip 
will occasionally manifest errors when placed upon’ 
poising tool. | 
The poising tool shown is made of heavy brass, brox | 
or nickel silver. The.use of steel is kept to a minim 
to diminish the possibility of magnetic influence. 
jaws “A” and “A?” are made of polished agate gro 
to a sharp strong straight edge. ‘These are set 
blocks “B” and “B+.” Screw “C” is used to activate’ 


‘lead screw “L” which moves block “B*” back and ff 


along the grooved table to accommodate balances of 
sizes and staff lengths. Screws “D” and “D1” raise 











Pivots must be true before placing balance on tool. 


lower each side of the tool so that the jaws will be pf 
fectly horizontal, preventing the balance from rolli 
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LET’S KEEP FREEDOM RINGING 


with Vietory Goude! 


Kastenhuber @ Lehrfeld 


21 West 46th Street Tel. BRyant 9-1060 New York 


We solicit your Sweeps—Filings—Scrap Gold and Platinum, Metals 


Your Old Gold shipments will receive special attention 


FOR DECEMBER, 1945 








off the agate jaws. A helpful aid in this operation is 
the spirit level “E.” The screws “D” and “D?”’ are 
adjusted until the bubble is centered in the level. The 
level is not an absolute necessity since the balance itself 
serves this purpose. Effective poising tools may be made 
with hardened polished steel jaws but these must con- 
sistently be checked for magnetism which will influence 
the balance wheel and deceive the adjuster. 














How to place balance on poising tool. 


Before placing the balance on the poising tool, the 
balance pivots must be absolutely round and straight. 
Should the pivots be bent, oval, or have a slight ‘‘flat” 
spot on them (Fig. 2), the balance will rock on these 
spots and it will be impossible to poise the balance. The 
pivots must also be clean and polished, the agate jaws 
also clean and dry. Some watchmakers clean the agate 
jaws by running a clean piece of pithwood across them 
before setting the balance pivots on the tool. 






4) BR2 MEANTIME (RIM) 
‘ sc 
i __ fe,,_ScREW 


BAL ANCE 
SCREW 





HEAVY SPOT IS 
LOWEST 
Screws on a balance wheel. 


Tlie. balance is placed on the agate jaws so that only 
the cylindrical portion of the balance pivots rest on 
these jaws. This is shown in Fig. 3. The poising opera- 
tion consists of removing weight from a heavy screw or 
_adding weights (timing washers) to the opposite screw. 
In this way an effect of poise may be obtained. How- 


362 





. screws; those on the other side of the rim are oly 















































ever, there are certain definite procedures which must 
be followed and rules which must be obeyed. 

A knowledge should be had of the screws on the bgj. 
ance and their purpose. In Fig. 4 is a balance set in, 
free view in its position on the poising tool. Screws pi 
B?, B*, B*, B® and the BR screws, directly opposity 
them are regular Balance screws which aid in giyj 
the balance a certain mass and weight. These screy, 
are the only ones to be manipulated to effect the poig. 
The four screws, MA and MR, are Meantime serey, 
and are generally made of a heavy metal such as golg 
or platinum. These screws, used only in the better gra 
watches are used to regulate the watch to within tole. 
ances of a very few seconds a day. These must not 
removed or turned except with a complete knowledge ¢ 
the purpose for their manipulation. 

To aid in identifying each screw on the balance anj 
to recognize the difference from its diametrically opp. 
site partner, all balance screws on the side of the bal. 
ance in which the Roller jewel is set will be called “BR” 


BALANCE 
SCAF FOLD 














Balance screws must be removed carefully. 


simply “B” screws. The screws get their numbers frm 
their position on the balance with the roller jewel facig 
front and starting at one of the arms, counting clock 
wise. In Fig. 4, the heavy screw is “B?.” Its opposit 
screw, acting as the lightest screw, is “BR?.” 

When Meantime screws are used they are known by 
pairs, such as the Meantime Arm Screws (MA) or the 
Meantime Rim Screws (MR). Again, these are not ti 
be touched in the poising operation. To turn these screws 
but a half turn will effect the timekeeping values y 
as much as a minute a day. This is resorted to by better 
watchmakers who do not wish to move the regulate 
from its neutral position on the bridge both from 
point of appearance and definite technical advantagé 
to an isochronal rate. 

Before removing weight from the heavy screw # 
adding weight to the lighter (opposite) screw, an invét 
tory of the watch’s past timekeeping record should 
had. If the watch previously ran slow, it would be s# 
to remove weight from the heavy screw as this procedutt 
will make .the watch gain some time. If the watch p 
viously ran fast, a weight (washer) might be added! 
the opposite screw, equalizing both errors at one tit 

(Please turn to page 366) 
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IN ORDER TO COOPERATE 
“oe WITH OUR GOVERNMENT 


















ee TO HOLD THE LINE AGAINST 
mt INFLATION— 

€dge of 

ce THERE WILL BE NO INCREASE 
be IN PRICE ON G-S FLEXO 
ip CRYSTALS DURING 1946 


Improved production methods 
will enable us to absorb in- 
creased manufacturing costs. 













> ORDER YOUR NORMAL NEEDS ( FANCY, 4 DOZ. PER NUMBER 


ONLY IN MINIMUM PACKAGES AS 
SUPPLIED FROM THE FACTORY TO ) ROUND, '/2 DOZ. PER SIZE 


YOUR WHOLESALER. (EXCEPT SLOW-SELLING CRYSTALS). 





TO PLEASE YOUR CUSTOMERS, | 



























rom 
; et ew ' FIT CRYSTALS PROMPTLY—AND 
2 “—— " 
@, 5 grat: CORRECTLY. 
' — : " Ay =e £- 
7 | ) Keep your G-S Cabinet filled with 
ees! up-to-date sizes and shapes. 
! —J Ie C4 NE Order refills regularly from your 
; Your Watch with a Broken Crystal Is Useless wholesaler. 
| —Exposed to Damage from Glass and Dust. 
PROTECT YOUR WA TCH—Avoid 
sosty CRETE CRYSTAL. 100% sanncmennet 
- I 
BREAK-PROOF— Any. cine hee GERMANOW- SIMON 
hape. Can be fitted while you wait. 
Miges. of military water-proof watches, gauges, MACHINE COMPANY 
instruments now use OO XO CRYSTALS ROCHESTER 1, NEW YORK 
Inquiries invited from manufacturers. 
GERMANOW-SIMON MACH. CO. Rochester, N. Y. 
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EAT-TREATING—I was watched while harden- 
ing and tempering a click-spring by a man who 
works here at a factory where they do this work with 
an electric thermometer. He says better results are got- 
ten his way. Is this true? If so, where could I buy 
equipment? (Question No. 5793) I. R. G. 
Answer—For heat-treating steel under the conditions 
applying to your work (making a variety of pieces, one 
at a time, for repair work), the way you have been do- 
ing is better than with heat controlled by an electric 
“pyrometer.” The latter is better where thousands of 
pieces are treated in quantities, in mass-production man- 
ufacturing operations. This would require equipment 
costing a great deal, with operating expense out of all 
proportion to the value of single pieces of work. If one 
has acquired, by experience, the necessary judgment for 
controlling heat by color-appearance, the results can be 
as good as in doing this by reading a pyrometer. 


EMENT—What is the strongest cement to use in 
fastening a wheel-blank to a cement-chuck for cut- 
ting teeth on the blank? (Question No. 5794) S. C. 
Answer—Either pure red o1 orange shellac, or soft 
solder. If the job is small, not involving much strain 
on the blank being cut, like a train-wheel for a watch, 
shellac is preferable because easier to heat and to remove 
after the job is done. For a heavy job, like cutting a 
clock escape-wheel with a fly-cutter, soft solder may 
be more reliable, as it does not risk dislodging of the 
blank during cutting. In a heavy job, shellac may soften, 
or break, under the heat developed by the cutting, or 
the strain of cutter against the blank. 


IVOT TEMPER—Wouldn’t staff pivots take a 
finer polish if tempered straw instead of blue? 
(Question No. 5795) P. N. W. 
Answer—Neither would they take a better polish, 
nor would pivots stand use without excessive breakage 
if tempered harder than the hardest blue. 
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WORKSHOP 

QUESTIONS 
AND 

ANSWERS 


IL SPREADS—Lately have been having watches 

that we cleaned and oiled coming back in a few 
months with the oil run over places where not wanted, 
and some one told us this is because of much damp 
weather that overcomes capillary attraction that would 
keep oil in place. Is this true? (Question No. 5796) 
CA. ¥. - * 

Answer—We do not believe the explanation about 
damp weather “overcoming capillary attraction” is a 
true one. While we say, generally speaking, that in 
cases like this, any decided opinion should be based upon 
actual observation of conditions, rather than upon a 
mere written statement, still it seems to us that the rea- 
son for the spreading of your oil must be something in 
the oil itself, or possibly something in the materials or 
procedure used for cleaning the watches that could leave 
deposited on watch parts an invisible film that may 
aggravate the natural tendency of oil to spread. If the 
fault is in the oil, this could be due either to oil defec- 
tive originally, or to good oil that has been accidentally 
contaminated by some foreign substance. We suggest 
that you begin investigating the matter by using a fresh 
bottle of the same oil followed, if necessary, by trying: 
oil of another brand, and finally by carefully checking 
your cleaning solutions and methods. 


HARP-STUFF—I have an English book that recom- 
mends for smoothing pivots previous to polishing 
them what they call sharp-stuff. I believe this would take 
the place of our oilstone-powder, or coarse diamantine. 
What is sharp-stuff, can it be bought in this country, 
and would it be better than the other things mentioned? 
(Question No. 5797) W. O. D. 
Answer—The material called sharp-stuff in England 

is a coarser-grained grade of rouge (iron oxide) than 
the rouge-powder used for polishing. It is not generally 
carried in stock by American supply-houses. It should 
hardly be considered any better for smoothing pivots 
before polishing, than the abrasives customary in the 
U. S. A. It should be understood that in any of these 
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abrasives there are differences in quality, between the 
materials as made by different manufacturers. 


OLDERING RINGS—We have a good many jobs 

to do soldering silver rings on charms for bracelets. 
Have been trying to use soft-solder, with regular solder- 
ing fluid, but the solder does not flow evenly and in 
some cases does not even stick to the rings. Would like 
your advice. (Question No. 5798) R. S. L. 


Answer—Instead of using soft-solder, this work 
should be done with silver solder, which is classified as 
among the hard solders whose superior strength or hold- 
ing-power is necessary in work where the metal sur- 
faces to be joined are of such small area as in this case. 
From any jewelers’ supply house you can buy silver 
solder and the appropriate flux for it. The silver of the 
rings, where solder is to applied, must be clean and free 
from any trace of greasy matter. Cut small bits of 
silver solder from the sheet in which it is furnished; 
apply flux to fill the space where solder is to flow; apply 
one or more bits of solder, to be held over the space 
by the flux; apply heat until the solder melts, when it 
will flow into wherever you had applied flux, and will 
make a strong joint. If you use gas and blowpipe for 
heating, direct a fine point of flame first of all to the 
ring and charm, but not on the solder; after those parts 
are hot, then direct flame on the solder. If you use an 
electric soldering machine, use it as for any other work. 


IQUID GLUES—Are liquid glues such as are sold 

in bottle or tube under different trade-marks good 

for repairing bellows of cuckoo clocks? I mean where 

the leather is loose from the wooden bottom of a bel- 
lows. (Question No. 5799) B. C. L. 


Answer—We believe a better cement for your pur- 
pose would be something like “Duco” cement, obtainable 
in tubes everywhere. As to glue, the best kind would be 
cabinet-makers’ hot glue. This is bought in dried flakes 
and has to be melted in a special glue-pot, or double 
boiler, and used hot. Unless one has a great deal of 
gluing to do, hot-glue is inconvenient because it would 
have to be kept on hand, heated all the time, or heated 
for each job; whereas the cement mentioned is ready 
for use at any time when needed. Some bottled glues 
tend to soften during damp weather. 


ESTRINGING PEARLS—How do you regard 
using foxtail chain for stringing pearls? (Question 
No. 5800) G. A. H. 

Answer—lIn general, we consider any kind of non- 
metallic cord better for pearl stringing. Metals that 
would not oxidize and darken under the wearing effect 
of the holes in pearls, would be too expensive for any 
hut fine natural pearls, and the latter form but a small 
proportion of the work in this line. So silk cord or 
cord made of the synthetic fibers like nylon, rayon, etc., 
is preferable. 


IAL WASHERS—Do you recommend using dial 

washers to keep watch hands in position as they 
turn? (Question No. 5801) K. D. W. 

Answer—No, that is not on medium or good grades 
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of watches. You can use your judgment about using 
dial washers (thin spring-metal cups with hole in cep. 
ter) between hour-wheel and dial, on cheap watches, but 
on better watches, the hands should be made to tury 
properly in place, by fitting the hour-wheel pipe cor. 
rectly to cannon-pinion and having proper (not exces. 
sive) end-shake of the hour-wheel between the bottom 
of its pipe and the top of cannon-pinion leaves, above, 
and the top of the pipe and the bottom of the minute 
hand center, below. 


66] MITATION” MATERIAL — Exactly what is 
meant by “imitation” watch material? (Question 
No. 5802) 

Answer—In the American trade, imitation watch 
material is understood to be watch repair-parts manv- 
factured by factories other than those that made the 
watches for which the parts are to be used in repairing, 
It is generally assumed that parts designated as 
“genuine” material, made by each watch factory for its 
own watches, are more reliable as to fit, finish and 
quality otherwise. 
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HOW TO POISE A BALANCE WHEEL 
(From page 362) 





At any rate, the adding or removing weight from 
screws should not be indiscriminate as shown, this will 
upset the regulation of the watch. When all the above. 
factors have been determined and the balance on the” 
tool, the heavy spot is noted, and should it be decided” 
to deduct weight from the balance, the screw must be 
removed. 2 

Removing the screw also calls for some care and 
thought. The balance screw must not be marred during” 
this operation. Neither should the balance be roughly 
handled so that the previous truing operation is dis- 
turbed. In order to remove the screw without disturbing 
the truth of the balance, it is placed on the balance scaf- 
fold shown in Fig. 5. The threads of the screw are 
straddled by the two pins and the rim resting on these 
two pins. These scaffolds are equipped with two sets 
of pins, one pair farther apart to accommodate the 
threads of thicker balance screws. The screwdriver, one 
that is very sharp, gradually tapered and ground to fit 
the screwslot perfectly, is brought over the screw as 
shown in Fig. 5a, and the screw removed. 





BALANCE SCREW REMOVER 


In cheaper balances where the screws are not slo 
the balance screw remover, one of many such tool 
used. This is shown in Fig. 6. The prongs or jaws 
these tools come in various sizes of hollowed openi 
numbered 1 to 4 to accommodate the assorted sizes 
balance screws. Using but one size tool for all sis® 
screws will only mar the screw unless it happens to 
the size of the jaw-opening used. 

(To be continued) 
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Keep In Touch With Your Distributor 


AFTER long years of war production for which we have three 




























times been awarded the Army-Navy “E,” we are now pro- 
ducing limited quantities of clocks and watches. 
We're still a long way short of supplying the demand, but 
the quantity will increase as our huge plant hits its stride. 
These dependable timekeepers will soon be making new 


friends and more sales for you. 


THE E. INGRAHAM COMPANY 
Bristol, Connecticut 






Army-Navy 
“E” renewed 
twice for 
War 
Production 


<_----— 
SST 6—A modern, 
streamlined self-start- 
ing Tambour, 20” long, 
554” high. Case of fin- 
est figured walnut, 
with inlaid panels of 
SSS EEE =F . 1 iF bur! walnut. Gold 

Er £OES eee ween crue fa ; ; = aad | | plated sash with oval 
tr wt ened sie } etched silver plated 

. —— dial. Hand-rubbed lac- 

quer finish. 


SA 14—The jewel-like 

Ingraham self-starting 
electric alarm clock—mo- 
tor completely sealed in 
oil— only 414" high —i 
handsome silver plated 
case. 







<_— 
CHUM—A popular priced 
miniature alarm with sin- 
gle key wind for both time 
and alarm. Quiet tick. Dis- 
tinctive plastic base. 
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—_—>> 
BROADCAST-— Ingraham’s 
famous 8-day alarm. Ped- 
estal model, 414" dial, ra- 
dium tipped hands and 
hour markings. Mellow 
toned bell and top stem 
shutoff, 









FOR DEcEMRER, 1945 367 











Special Notices 


Payable invariably in advance. 

Rates under all headings except “Situations 
Wanted” $1.50 for first 25 words. Additional 
words, Sc. a word. 

SITUATION WANTED 75c. for first 25 
words. Additional words, Sc. a word. 

Heavy type, $3.00 for first 25 words. Ad- 
ditional words, 10c. a word. 

Name, address, initials and abbreviations 
eount ax words, and are charged for as part 
of the advertisement. 

If answers are to be forwarded, enclose 15c. 
extra to cover postage. 

All answers will be directed care Jewelers’ 
Circular-Keystone, unless otherwise instructed. 

In answering ads, do not enclose original 
letters of recommendations. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 








Situations Wanted 


75c. for first 25 words, Se. for each addi- 
tional word; minimum charge 75c. 








WATCHMAKER, with good qualifica- 
tions, desires position in New England. 
Address “E., 2511,” care J C-K. 





FULL charge bookkeeper, thoroughly ex- 
perienced all details of jewelry line. 
Address “D., 2558,” care J C-K. - 





LADY watchmaker, with seven years’ 
experience, would like to make a 
change around first of the year. Ad- 
dress ‘“‘K., 2444,” care J C-K. 





WATCHMAKER, good second man, de- 
sires connection in the South; straight 
salary or commission. Address “B., 
2545,” care J C-K. 





WATCHMAKER, engraver and _ sales- 
man; 25 years’ experience; references 
exchanged; state salary, hours, ete. 
Address “D., 2593,” care J C-K. 





DESIGNER, young lady, well educated, 
several years’ experience with success- 
ful concern, desires position with 
future. Address “N., 2567,” care J C-K. 





NEXT year a man of outstanding man- 
agerial ability becomes available for 
one of your stores; write in confidence. 
Address “H., 2514,” care J C-K. 





MAN wishes position as salesman in 
jewelry store, cash or credit, for 
Saturdays only; available at once; ex- 
perienced, honest, trustworthy. Address 
“S., 2527,” care J C-K. 





WATCHMAKER, first class, would like 
to work in climate beneficial to bron- 
chial trouble; prefer bench work only; 
can not accept until January; age 48. 
Address “Y., 2501,” care J C-K. 





RETAIL salesman, over 20 years’ ex- 
perience selling better jewelry, includ- 
ing diamonds; references; capable tak- 
ing entire charge as assistant. Address 
“K., 2591,” care J C-K. 


HIGH powered, well mannered diamond 
jewelry salesman’ seeks. attractive 
preposition, reputable store Southern 
California; first class reference. Ad- 
dress “‘N., 2487,” care J C-K. 








SALESMAN, 15 years’ experience in re- 
tail and credit jewelry, desires posi- 
tion with reliable firm; will go out of 
New York if necessary. Address “H., 
2472,” care J C-K. 


EXPERT engraver desires permanent 
position with first class store or shop; 
fine lettering and monograms; please 
state salary and hours. Address “En- 
graver, General Delivery, Miami, Fla.” 








YOUNG man desires position as appren- 
tice, either diamond setting, cutting or 
anything in jeweler’s line leading up 
to retail selling; personable, neat and 
honest. Ne 8-7036, Brooklyn, N. Y. 





DIEMAKER, resident New York City, 
desires connection jewelry mazufac- 
turer, preferably vicinity New York, 
or New England; experienced on cos- 
tume jewelry. Address “A., 2576,” 
care J C-K. 





PAWNBROKER-manager, thoroughly ex- 
perienced all around man, capable 
taking full charge; married; veteran; 
employed at present; finest references ; 
$7,500 plus. Address “C., 2582," care 
J C-K, 





CREDIT jewelry executive, capable of 
handling all phases of chain store op- 
eration; excellent record of accom- 
plishment ; available January 1st, 
1946: minimum salary $150. Address 
“C., 2463,” care J C-K. 





WOMAN executive, personable, versatile, 
ambitious; office manager, bookkeeper, 
secretary, selling, lengthy varied ex- 
perience jewelry and watch industry: 
interesting opportunity. Address “Q., 
2435,” care J C-K. 





YOUNG man, knowledge of clocks, sil- 
verware, watches and jewelry, seeks 
responsible position with established 
wholesale jewelry concern, located in 
New York City. Address “R., 2592,” 
care J C-K. 





SALESMAN-BUYER, available January 
1, young man, married, good appear- 
ance, executive type; also experience in 
buying over the counter; good pro- 
moter; live wire; seeks connection with 
a firm. Address “A., 2260,” care 
J C-K€t. 





YOUNG man, 35, married, neat appear- 
ance, sales ability and references; 10 
years’ experience as diamond setter 
and wholesale selling; desires retail 
selling; New England preferred. Ad- 
dress “F., 2587,” care J C-K. 





MANAGER, thoroughly conversant all 
phases retail installment business, 
desires change January 1; will pur- 
chase part interest in good proposi- 
tion; excellent references. Address 


“Y., 2575,” care J C-K. 





BUYER desires change; many years ex- 
perience in jewelry business; age, 28; 
married, with family; a man who can 
fit into most any situation; expect from 
$5,000 to $7,500. Address “C., 2478,” 
care J C-K. 





DESIGNER, creative, eight years’ ex- 
perience originating watch cases, 
pins, bracelets, ete., in gold and 
platinum, efficient artist desires po- 
Tox Address “F., 2595,” care 





STORE manager highly qualified; young, 
diplomatically aggressive; long ‘suc- 
cessful experience; minimum salary 
first year $12,000; location immaterial ; 
unquestionable reference. Address ‘M., 
2486,” care J C-K. 





IMPORTERS; watchmaker, specialist 
in casings, organizer, with executive 
abilities and broad commercial back- 
ground, wants job as assistant to 
yr ‘Address “R., 2436,” care 





MR. Manufacturer or Jobber; if you are 
interested in opening a showroom or 
branch office in Atlanta, I can produce 
and promote business for you; 20 
years’ experience in jewelry, watches, 
diamonds; excellent references. Address 
“A,, 2581,” care J C-K. 





MANAGER, thoroughly experienced all 
phases manufacturing of finest diamond 
jewelry, desires association with manu- 
facturer, or retailer, as manager; long 
experience as buyer of diamonds and 
colored stones. Address “V., 2498,” 
care J C-K. 





DIAMOND _ salesman wishes _ position 
with importer, cutter or diamong 
mounted jewelry concern, or manufac. 
turer; inside or outside; experienc 
selling to retailer, jobbers and whole. 
salers; available shortly. Address p 
2528,” care J C-K. . 





a 


CHICAGO salesman, with production ey. 
perience, jewelry designer, stone ex 
pert, age 39, fine personality, desing, 
line of jewelry, diamonds (precious ang 
semi-precious stones) or watches for 
Chicago and surroundings; A-1 refer. 
ences. Address ‘Circular 1422,” Room 
1415, Heyworth Bldg., Chicago 2, 


——————___ 


YOUNG man, 22, five years’ experienc 
in retail and wholesale jewelry, wants 
position with wholesale firm that woulg 
give opportunity to learn diamond ang 
precious gem business; honest, depend. 
able, adaptable and a sincere willing. 
ness to learn. Address “B., 2534” 
care J C-K. j 











WATCH repairman, 34, good appearance, 
wait on trade, keep books; window 
displays; seven years’ experience jp 
small store; would like offer of work, 
partnership, or chance to buy small 
store; New York, New Jersey, Penn. 
sylvania area perferred. Address “A, 
2395,” care J C-K. 





——_..., 


REGISTERED jeweler of American 
Gem Society wishes to become a 
sociated with registered jewelry 
firm; complete retail jewelry store 
experience ; also bookkeeping, watch 
repairing, engraving, ring sizing and 
light jewelry repairs; available soon, 
Address “F., 2469,” care J C-K. 





SALESMAN, 25, Navy dischargee: five 

' years’ traveling jewelry experience; 
will live in Jacksonville, Florida neat 
appearance ; aggressive, ambitious; 
married; car; good following through- 
out all southeastern states; seeking 
any good selling position. Address 
“L., 2446,” care J C-K. 





SWISS buyer, established in Geneva, 
with best relations to the entire 
Swiss watch and jewelry industry, 
would act as buyer for first clas 
American importer; apply for ix 
formation to Miss Benziger, car 
— 3017 Riverdale Ave., Nev 

ork. 





MANAGER, excellent salesman, buyer, 
experienced in cash and credit jewelry 
business; full knowledge in mercham 
dising, credit collections, window trim 
ming, advertising, etc.; age 39, mat 
ried; prefer the South; reliable refer 
ences; thoroughly dependable. Address 
“Pp., 2491,” care J C-K. 





SALESMAN, experienced wholesale de 
partment store trade, recently dit 
charged from army, seeks connection 
gold-platinum manufacturing house; 
willing to invest small capital; thor 
ough knowledge of manufacturing; at 
present employed. Address “G., 2559 
care J C-K. 








FINE watchmaker, 25 years’ expett 
ence wants position, top salary, 
Florida, preference Miami, but no 
necessarily; fine reference; cap 
as store manager; diamond expert 
diamond testing equipment; wire o 
write. Address “R., 2493,” care 
J C-K. : 


—— 





MANAGER-salesman; I am at presett 
employed as manager with Tre 
jewelry chain; am 38, married, 
cere and ambitious; would considé 
permanent position with progr 
organization, either wholesale or 
tail, where my earnings would be 
accordance with my ability. Addres# 
“W., 2500,” care J C-K. 
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SITUATIONS WANTED—Continued 





STORE MANAGER, thoroughly ex- 
perienced, capable buying, selling 
and assuming complete responsi- 
bility; 20 years’ diversified jewelry 
experience; efficient and reliable; 
married; veteran; available April 
1946; desires change with future 
and possible interest in business. 
Address “Kis 2583.” care J C-K. 


—————————————— 


POSITION by February, as chain store 
traveling supervisor ; lifetime retail ex- 
rience; live wire with plenty of volt- 
age; age 49; in good health, of neat 
appearance and personality; will en- 
tertain proposition from progressive firm 
anywhere; interested in operation or 
expansion of units, training store per- 
sonnel, promotions, advertising, dis- 
plays, etc.; now operating own _ busi- 
ness; capital investment optional; full 
details upon reply. Address “A., 2476,” 


care J C-K 











REPRESENTATIVE, discharged from 
Navy after three and a half years as 
“Ship’s Service Store Buyer,” mer- 
chandising and promotional civilian ex- 
perience, seeks connection with thor- 
oughly reliable diamond, watch or 
jewelry firm for Mary.and, Virginia, 
Pennsylvania and District of Columbia ; 
thoroughly experienced ; top references ; 
proven producer; excellent contacts; 
married, with two children. Write, 
Jacob Einstein, Jr., 5 Osborne Ave., 
Catonsville 28, Maryland. 





WELL known merchant and business 
man desires important executive 
connection with progressive firm 
that is ready for expansion or con- 
version; has successfully organized 
and administered where ability in 
purchasing, sales management, ad- 
vertising, financing, invention and 
research were necessary; age 57. 
Address “A., 2577,” care J C-K. 





EXPERIENCED man to take charge 
of diamond department of loose 
stone importer, merchant, or manu- 
facturing. jeweler; a reputable, ener- 
getic, middle-aged American with a 
long and successful experience in 
selling and purchasing large quan- 
tities of diamonds here and in the 
European markets; experienced also 
in the general fine jewelry and 
precious stone field; not interested 
in a subordinate position, as appli- 
cant has been a manager for many 
ror Address “C., 2578,” care 


ERT HTL I 


e es 
Side Lines 
Minimum charge (25 werds) $1.50 
Additional werds, S cents a werd 








SIDE line salesman wanted for carved 
wedding rings; must have established 
territory. Carira Co., 7 W. Madison 
St., Chicago, IIl. 








SALESMAN, wanted to carry side line 
of ladies’ and gents’ stone rings, also 
diamond mountings, in Mid West and 
Coast; qualification and reference. Ad- 

ess “D., 2403,” care J C-K. 


be 


MANUFACTURER’S line, ladies’ and 
gents’ gold wedding rings; sell to 
department stores, large retailers, 
ete.; many territories open. Address 

_“S., 1309,” care J C-K. 








COMMISSION salesman, now carrying 
non-conflicting line, for our line of 
popular-priced costume jewelry for 


Middle West and Pacific Coast. King 
Products, Inc. 40 Church St., Paw- 
tucket, R. I. 





SALESMAN, one for the Middle West 
and one for the East, to carry line 
of emblems and fancy wedding 
rings, to the wholesale trade. Ad- 
dress “E., 2594,” care J C-K. 





REPRESENTATIVE to call on jobbers, 
with following in Midwest; delivery 
line of gent’s synthetic stone rings to 
be sold by pwt.; also popular priced 


line of ladies’ birthstone rings; reply 
full details in first letter; must not 
carry conflicting line. Address “H., 


2475,” care J C-K. 





SALESMAN, for the Southeast and 
Southwest; preferably one who has 
covered this territory before by 
automobile, calling on the retail 
stores, to carry a line of ladies’ and 
gents’ stone rings, mounted cluster 
rings, men’s and ladies’ fraternal 
rings, also diamond bridal sets; 
man carrying only one other non- 
conflicting line preferred; write 
full details and references. Address 
“V., 2530,” care J C-K. 





SALESMAN for California, preferably 
one who covers territory by automo- 
bile and has experience in selling 
to retail stores a line of ladies’ and 
gents’ solid gold rings and crosses; 
we have a well established trade 
throughout this state and a live 
wire salesman can earn from $100 
to $200 per week; man carrying 
only one other non-conflicting line 
preferred; write full details in con- 
ton Address “T., 1991,” care 


eee 
Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, & cents a word 





PACIFIC Coast salesman. seeks fine 
platinum and diamond line; volume of 
business assured, Address “P., 2525,” 
care J C-K. 





PACIFIC Coast salesman requires fine 
manufacturer’s line; chance for real 





representation. Address “M., 2524,” 
care J C-K. 

EXPERIENCED representative desires 
a manufacturer’s line, for Pacific 


Coast; finest jobbing accounts. Address 
“K., 2523,” care J C-K. 





MANUFACTURER’S line of gold filled 
jewelry required by Pacific Coast rep- 
resentative, with excellent following. 
Address “R., 2526,” care J C-K,. 


SALESMAN, experienced, Middle West 
territory, desires watch or jewelry line; 
drawing against commission. Address 
“D., 2579,” care J C-K. 








WATCH SALESMAN, Pacific Coast ter- 
ritory over 20 years, desires good line 
of watches in 14K and gold filled; 
commission basis. Address “E., 1449,” 
care J C-K. 





PACIFIC COAST ring salesman desires 
stone ring line, 10 and 14K, ladies’ 
and gents’; have sold in territory over 
20 years; commission basis. Address 
“G., 1450,” care J C-K. ° 


MANUFACTURERS’ representative, well 
established in New England, seeks bet- 
ter grade costume jewelry, watch, ring, 
leather goods and display lines. Ad- 
dress “J., 2473,” care J C-K. 








MANUFACTURER'S agents desiring 
jewelry manufacturer’s line for the 
Southwest; permanent showroom will 
be maintained in Dallas, Texas. Ad- 
dress “‘L., 2413,” care J C-K. 





MANUFACTURERS’ representative in 
Chicago wants manufacturer’s line of 
quality jewelry, made exclusively for 
wholesalers. Address “Circular 1423,” 
Room 1415, Heyworth Bldg., Chicago 2. 





SALESMAN, residence Pittsburgh, 
wants manufacturer’s line for jew- 
elry and department stores; large 
— Address “L., 2565,” care 





PACIFIC COAST salesman who calls on 
the better trade, desires a line of 
platinum, gold chains, lockets, crosses, 
watch cases and specialties; best of 
connections. Address “C., 1448,” care 





REPRESENTATIVE covering New York 
City, Philadelphia, Baltimore, Wash- 
ington and Pennsylvania, with manu- 
facturer’s expensive gold jewelry, would 
be interested in a non-conflicting line. 
Address “A., 2409,” care J C-K. 





GOLD, gold filled and diamond lines 
wanted for retail trade of Middle West 
by manufacturer's representative, with 
established trade and Chicago office. 
Address “Circular 1419,” Room 1415, 
Heyworth Bldg., Chicago 2. 





HAVE had 15 years’ experience calling 
on department and jewelry stores 
within 250 miles of New York; looking 
for known line of jewelry rings or 
watches to sell; excellent references. 
Address “H., 2420,” care J C-K. 





SALESMAN, years’ experience, loyal 
following, desires lines for whole- 
salers and large users in Midwest and 
Middle South territory; commission 
basis. Address “Circular 1424,” Hey- 
worth Bldg., Chicago 2. 





ARE you interested in Canadian Market? 
Established enterprising firm, selling 
leading jewelry, gift and department 
stores, desires exclusive Canadian rep- 
—— Address “N., 2550,” care 





WANTED on commission basis, fine 
jewelry, bands, watches, etc.; travel- 
ing constantly by car, Washington, 
Oregon, Idaho, Montana and North 
Utah. Ben Nason, 519 White Blidg., 
Seattle 1, Wash. 





SALES organization employing four 
hustling salesmen, contacting whole- 
salers-retailers in all western states, 
seeks additional jewelry and allied 
lines from tip top manufacturers. 
Address “C., 2556,” care J C-K. 


WATCH material, tool importer; mate- 
rial, tool salesman with capital wants 
own line by January; selling jewelers 
in same area 15 years; interested ma- 
terial, tools, straps, watch bracelets, 
~~ Address “D., 2415,” care 








MIDWEST wholesaler desires lines of 
lighters, pearls, ladies’, men’s and chil- 
dren’s jewelry, billfolds, radios, electric 
appliances, watch material, findings, 
watches and clocks; member of Jewel- 
ers Board of Trade, 41 rating. Address 
“W., 2292,” care J C-K. 





ELL ESTABLISHED firm, with con- 
nections all over Mexico, is desirous of 
acting as representative for American 
firms in jewelry, costume jewelry and 
gift article lines; bank references upon 
request. Casa Solano, Ave. Uruguay 36, 
Desp. 11, Mexico, D. F. 


(Continued on page 370) 
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(Continued from page 369) 





SALESMAN, 20 years’ experience, cover- 
ing Middle West, South and Pacific 
Coast territory, larger cities; contact- 
ing wholesale tool and material houses, 
seeking non-conflicting lines; commis- 
re es Address “C., 2509,” care 





PROGRESSIVE employer, demanding 
best in representation, available Janu- 
ary ist, line direct to wholesalers, 
chains, East Coast; thoroughly experi- 
enced costume or precious jewelry, 
etc.; best contacts; commission pre- 
ferred. Address “P., 2569,” care J C-K. 





WELL known jobber, excellent distribu- 
tion, desires new line costume jewelry, 
sterling silver rosaries, pearl necklaces, 
compacts, bracelets, pin and earring 
sets, spray sets, also running numbers; 
sold to high class department and 





jewelry stores. Address “J., 2411,” 
care J C-K. 
MANUFACTURER’S opportunity; well 


known, live wire, experienced sales or- 
ganization, with New York showroom, 
traveling entire U.S.A., with A-1 jobber 
following, is open for an additional cos- 
tume jewelry or metal compact line; 
bonafide manufacturers only; commis- 
-— basis. Address “P., 1324,” care 





GOOD man with many years’ experience 
in the jewelry business, seeks im- 
mediate, exclusive representation of 
highly reputable house handling only 
merchandise of the highest type; will 
consider any lucrative territory; only 
the very finest of reference accom- 
panies this man. Address “G., 2513,” 
care J C-K. 





SALESMAN making change in January, 
1946, interested in a complete jobbers’ 
line, consisting jewelry, rings, watches, 
mounted and loose goods; must be 
house of good reputation; territory 
covered within 300 miles of New York 
City, in all directions; have large fol- 
lowing and reputation in the trade. 
Address “F., 2512,” care J C-K. 


ESTABLISHED importer and whole- 
saler, in Holland, wants to contact 
manufacturers of the following 
articles; ‘costume jewelry, small 
leather goods, watches, watchbands, 
compacts, corsages, trimmings, but- 
tons and allied articles. Address 


“B., 2555,” care J C-K. 


CALIFORNIA salesman, with finest fol- 
lowing among discriminating depart- 
ment and jewelry store buyers, will be 
available for representation January 
ist; interested only in the choicest, 
most distinctive manufacturers line of 
women’s costume jewelry, either in 
sterling or rhinestone; please write 
fully. Address “B., 2584,” care J C-K. 


MR. MANUFACTURER, salesman with 
over 200 active jobbing accounts in 
Middle West and Southwest territor- 
ies, desires lines of metal compacts, 
cigarette cases and metal novelties; 
have produced volume sales for 
many years; factory and bank ref- 
erences; strictly commission. Ad- 


dress “R., 2328,” care JC-K. 














TOP notch energetic salesman, best 
representation for manufacturer’s 
line, mountings, wedding, stone 
rings, etc.; available January 1; 
thoroughly experienced entire East 
Coast States; years’ personal con- 
tact to jobbers and large chains; ex- 
cellent references, background; 
commission preferred; confidential. 


Address “R., 2570,” care J C-K. 





MR. MANUFACTURER; does your 
reconversion program call for a 
man who can capably represent you 
among wholesalers of Chicago and 
surrounding territory; one who is 
young, personable and possessing 
the energy and ambition require 
for a good salesman? If so, may I 
have the pleasure of hearing from 
you? Address “Circular 1420,” 
Room 1415, Heyworth Bldg., Chi- 
cago 2. 





CANADA ealling United States manu- 
facturers; Canadian importers’ or- 
ganization, established many years, 
catering to jewelry, gift, department 
stores, jobbers and electrical trade, 
interested to receive offers as exclu- 
sive distributors; advertising will be 
done at our own expense; excellent 
firancial references and bank guar- 
antees will be effected; reply with 
full details American Watch Com- 
pany of Canada, 1470 Peel St., 
Montreal, Canada. 








Help Wanted 


Minimum charge (23 words) %1.50 
Additional werds, & eents a ward 





WATCHMAKER wanted; excellent prop- 
osition. Jay Square Deal Jewelers, 
Pottsville, Pa. 





WATCHMAKER who can do plain en- 
graving and jewelry repairing. New- 
ton’s Jewelry Store, McAlester, Okla. 





WANTED, at once, jeweler and stone 
setter; permanent job. Sylvan Bros., 


1500 Main St., Columbia, S, C. 





MANAGER, wanted for small jewelry 
credit store. Address “J., 2562,” care 





WANTED, first class watchmaker; com- 
mission or salary. A. R. Brandenburg, 
Independence, Iowa. 





SALESMAN for credit jewelry store; 
good opportunity. Address “W., 2574,” 
care J C-K. 





EXPERIENCED watchmaker’ wanted; 
permanent position. Blum’s Jewelers, 
128 State St., Madison 3, Wis. 





SALESMAN, postwar future; good sal- 
ary and pleasant surroundings. Rost 
Jewelry Company, Indianapolis, Ind. 





DIAMOND SETTER and engraver; per- 
manent position; fair salary. Newton’s 
Jewelry Store, Joplin, Mo. 


WANTED, first class watchmaker and 
engraver; $75 week. J. W. Anderson, 
Jeweler, Beloit, Wis. 


WATCHMAKER, experienced and capa- 
ble of holding state license. Rost 
Jewelry Co., Indianapolis, Ind. 














JEWELER on fancy rings; hourly wage 
and a bonus on every job; must know 
2 * ae Address “K., 2451,” care 


BUYER-Manager wanted to head jewelry 
departments in leading New York re- 
tail chain; write full. details in con- 
fidence. Address “A., 2597,” care J C-K. 


SETTER, 








wonderful opportunity in a 
medium sized shop; plenty of ‘work 
and overtime; we pay good hourly 
rate. Address “G., 2452,” care J C-K. 


JEWELRY salesman, experienced, cash- 
credit store; New York state; opportu- 
nity for rapid advancement. Address 
“E., 2269," care J C-K. ; 








WANTED jeweler and diamond setter. 
good proposition for good mechanic 
—~ 10 Pine Ave., Long Beach + 
Calif. 





ae 

FIRST CLASS watchmaker and g,. 
graver; give qualifications, references 
and salary wanted. S. F. Sonnedecker 
530 E. State St., Salem, Ohio. : 





COMBINATION watchmaker and ap. 
graver, or straight watchmaker; fajp 
salary: permanent position. Newton's 
Jewelry Store, Joplin, Mo. 





THREE MEN _ for northern California 
trade shop; diamond setter, jobber ang 
special order work; salary to $3.50 per 
hour. 312 Twohy Bldg., San Jose, Calif 








WATCHMAKER, who wants to start ip 
business for himself, by doing high 
grade trade work at home. Address 
“H., 2589,” care J C-K. 





FIRST class watchmaker; retail estab. 
lishment, Kingston, New York; state 
experience, age, salary desired, dé. 
dress “J., 2590,” care J C-K. 








PRODUCTION man, experienced in high 
style jewelry manufacture; outstand. 
ing company; excellent opportunity; 
New York City. Re 2-2563. 





WANTED at once, man to do light 
jewelry repairs and wait on trade 
Apply Ulman’s Jewelers, Box 42), 
Fredericksburg, Va. 








SALESMANAGER, outstanding company; 
experienced; high style jewelry; ex 
cellent opportunity; New York City, 
Re 2-2563. 





WATCHMAKER; excellent opportunity 
for capable man; good working condi- 





tions; permanent; state age. Russell 
Roll, Grove City, Pa. 
WATCHMAKER, ffirst class; good 


working conditions; salary $85 t 
$100; write giving references. Ray 
Jewelry Company, Rome, Ga. 





JEWELER and model maker, capable of 
taking charge of small factory; mak 
ing cast goods in gold and_ platinum 
Address “B., 2477,” care J C-K. 





EXPERIENCED jewelry repair man; 
permanent position; best wages; it 
Southern California trade shop. At 
dress “J., 2515,” care J C-K. 


















YOUNG lady for general work in retall 
store, New York City; steady, 
hours; state age, salary, etc.; stat 
February, 1946. Address “Reliable 
2563,” care J C-K. ; 


WATCHMAKER wanted; good salary 
and commission; pleasant worki 
conditions; permanent job. Trein't 
Jewelry Store, Dixon, IIl. 




























DIAMOND assorter for bunch ring 
line; good salary; excellent oppo 
tunity for advancement. Addres 


“P,, 2433,” care J C-K. 


WATCHMAKERS wanted; two highl 
experienced men; must be able to tf 
pair all kinds of watches; name you 
salary. Address “R., 2459," cat 
J C-K. 


JEWELER on cast rings; a wonderfil 
opportunity; fine shop and a fine civ 
in which to live; a wondreful oppor 
tunity for a married man. Addrest 
“Q., 2453,” care J C-K. 


WANTED; first class watchmaker ail 
engraver; one who will stick and mak 
good; $100 per week, plus_ bonuses 
50 years at same old stand. Reicherts 
Canton, Ill. 




































































———e 












JEWELER to do ring sizing and general 
repair work; will pay $1.50 per Me 












to fast, accurate workman; Yo 
Pa Ohio. Address “H., 2421," cat 
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HELP WANTED—Continued 


—— 


(Continued from page 370) 








WANTED, platinum worker, designer and 
stone setter for old established retail 
jewelry firm; steady position; good 
salary. A. Kahn, Inc., 935 St., 
N.W., Washington 4, D. C. 


ee 
WATCHMAKER, or combination  watch- 
maker and jeweler, for eastern North 





Carolina; a good permanent position 
at top salary. Address “G., 2419,” 
care J C-K. 


WANTED, first class jewelry repairman 
and stone setter, also first class jewel- 
ry engraver; excellent opportunities for 
a, ee Address “A., 72533,” care 





WATCHMAKER, must be a skilled high 
grade workman; permanent position ; 
good salary; excellent working condi- 
tions; Indiana man preferred. Robert 
Koerber, Inc.. Fort Wayne, Ind. 


JEWELERS, general repairmen, spe- 
cial order men; top salary guaran- 
teed with steady employment. John 
A. Marshall, 508 Close Bldg., To- 
ledo, Ohio. 








a . 

WATCHMAKER, first class; permanent 
position; salary $90 per week; 35 min- 
utes from New York City or Brooklyn 
py the L. I. Railroad. Green’s Jewelry 
Store, 3 Atlantic Ave., Lynbrook, lL. I. 





OPTOMETRIST wanted by established 
retail jeweler; good hours and work- 
ing conditions; state experience and 
qualifications in reply. Kruckemeyer 
& Cohn, 321 Main St., Evansville, Ind. 





WANTED, watchmakers and combina- 
tion men in well equipped air condi- 
tioned jewelry store;‘can make as 
much as you want to. Carter Jewelry 
Co., Leesville, La. 


WATCHMAKER, dependable and capa- 
ble; excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address “J., 4321,” care J C-K. 





EXPERIENCED man for cash-credit 
jewelry store; splendid opportunity for 
qualified man; write giving experience 
in detail and salary desired. Parker 
Jewelry Co., 840 Fourth Ave., Hunt- 
ington, W. Va. 





WANTED, watchmaker; would you like 
to locate in good old Connecticut? We 
have a splendid opening for a man to 
take full charge; excellent environ- 
ment; steady work; grand opportunity. 
David Schpero’s, Derby, Conn. 





DIAMOND setter: permanent position 
for first class man; union shop estab- 
lished for 60 years; rate $1.43 per 
hour, plus many benefits; transporta- 
tion paid. Meyer Jewelry Co., 225 Pro- 
fessional Bldg., Kansas City, Mo. 





JOB, setter-jeweler; permanent position 
for first class man; Union shop, estab- 
lished for 60 years; rate $1.35 per 
hour, plus many benefits; transporta- 
tion paid. Meyer Jewelry Co., 225 Pro- 
fessional Bldg., Kansas City, Mo. 





JEWELER and diamond setter; per- 
manent year round work; excellent 
working conditions; $100 per week 
or more. C. F. Fosnaugh, 8 W. 
Main St., Springfield, Ohio. 

JEWELER; all around jeweler for gen- 


eral store work, in long established 
watch inspector’s store; permanent po- 
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sition; good salary or commission. 
Fred Frame, Danville, Ill. 


SALESMAN calling on jewelers, depart- 
ment stores and post exchanges, to sell 
new type fast selling flexible wrist 
watch attachment. Address “P., 2313,” 
care J C-K. 


WANTED, first class watchmaker and 
engraver, in long established watch in- 
spector’s store; permanent position; 
salary according to ability. Fred Frame, 
Danville, Illinois. 








WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, permanent position for 
A-1, experienced in high grade Ameri- 
can and Swiss watches, with old estab- 
lished firm in the South at once. Apply 
to Box “M., 4889,” care J C-K. 





WANTED, watchmaker for permanent 
position; ideal climate, fishing and 
hunting, educational advantages for 
the family; University town; good sal- 
ary. Frank Borg, Missoula, Mont. 





JEWELERS, engravers, setters, jobbing. 
special order, fraternity, permanent 40 
hour week and overtime; large mod- 
ern shop. Midwest Jewelry Company 
Oklahoma City, Oklahoma. 





TWO watchmakers and one apprentice 
for trade work in Southern California; 
top salary. Address Oscar De Chow- 
cone 355 S. Broadway, Los Angeles, 
a, 





SALESMAN, experienced, credit jew- 
elry; excellent opportunity for man 
with initiative, looking to better 
himself; give full details. Address 
“B., 2338,” care JC-K. 


WANTED watchmaker, capable of tak- 
ing charge of shop; permanent posi- 
tion for right man; good salary; write 
giving references, experience, etc. Ad- 
dress “A., 1941,” care J C-K. 


JEWELER and diamond setter, first 
elass mechanic; permanent job as- 
sured; name your own wages. 
Denker & Endicott, 617-18 Farns- 
worth Bldg., Memphis 3, Tenn. 


WATCHMAKERS; trade shop in New 
York will give work out to first class 
watchmakers, no others: write for 
a Address “N., 1179,” care 











WANTED, jewelers, polishers, setters; 
ideal working conditions; air condi- 
tioned; good pay; steady work. Apply 

Wood & Sons, Inc., 216 EB. 45th 


Street, 7th Floor, New York City. 


EXPERIENCED jewelry buyer for large 
and growing retail jewelry chain; 
state age, reference and former em- 
poyment. Address “L., 2542,” care 











JEWELER, experienced on repair work; 
40-hour week; good salary; permanent 
Position. Address, Jaccard Jewelry 
wre 1017 Walnut St., Kansas City, 








WATCHMAKER wanted to take com- 
Plete charge of watch repair depart- 
ment; must be A-1 mechanic; good 
salary to right man... H. Miles, 
Jeweler, Troy, Ohio. 





WANTED, first class watchmaker, one 
capable of taking charge of repairs, 
with old established firm; $75 per 
week and commission. Address “G., 


2407,” care J C-K. 


WATCHMAKER, fine position for re- 
liable man; permanent; railroad watch 
inspector; give age and _ experience. 
Fred N. Pauli, 28 W. Huron St, 
Pontiac 14, Mich. 


WATCHMAKER wanted by old estab- 
lished firm; permanent position in 
air conditioned store. Kohn Jew- 
- Co., 209 Dauphin St., Mobile, 

a. 


SALESMEN; salesman needed to carry 
side line of stone rings, signet ‘rings 
and mountings for southern territory; 
also western territory; line is small 
but outstanding; give particulars in 
letter. Address “G., 2588,” care J C-K. 














DESIGNER for firm manufacturing finer 
sterling silver jewelry; permanent posi- 
tion; good salary; prefer one who is 
familiar with precious jewelry and has 
factory experience. Address “K., 2412,” 
care J C-K. 





CLOCK repairman; permanent, full time 
employment; must be able to drive; 
experience necessary; state qualifica- 
tions and age. Address “Circular 1418,” 
we. 1415, Heyworth Bldg., Chicago 





SALESMAN wanted to carry manufac- 
turer’s line of stone rings and mount- 
ings to jobbing trade; Chicago and 
Coast territory; capable and experi- 
enced man only; give references. Ad- 
dress “G., 2471,” care J C-K. 





JEWELER, new work and special or- 
ders; permanent job for first class 
man in union shop, established 60 
years, salary $1.43 per hour and other 
benefits; transportation paid. Meyer 
Jewelry Co., Kansas City, Mo. 


RETAIL store clerk, installment firm, 
requires steady dependable man. who 
can pep up floor sales, improve dis- 
plays, etc.; immediate opening; begin 
$250 per month. P. Box 3, Bir- 
mingham, Ala. 





WANTED, first class watchmaker, with 
old established firm; permanent posi- 


tion; pleasant working conditions; 
state qualifications, salary expected. 
Apply S. O. Hawkes & Son, Jewelers, 


Yakima, Wash. 








WATCHMAKER wanted; require fast, 
neat, skilled worker, 54 hours per 
week; salary $400 per month, plus ex- 
cellent monthly bonus; immediate 
opening; large, long established firm. 
P. O. Box 3, Birmingham, Ala. 





WANTED at once, or January, an all 
around jewelry repairman; prefer one 
who can engrave; eastern Pennsyl- 
vania; old established business; give 
experience, reference and wages. Ad- 
dress “T., 2497,” care J C-K. 





MANAGER-salesman for new stores 
opening in So. California and Ore- 
gon; salary and bonus arrangement; 
will offer capable man $10,000 to 
$15,000 annually. Address “B., 
2506,” care J C-K. 





WE have openings for first class watch- 


makers; ideal working conditions; 
store with over 50 years reputation; 
state qualifications and salary ex- 


pected in your letter. Haltom’s Jewel- 


ers, Ft. Worth, Tex. 





HAVE opening for good watchmaker 
and a good jeweler, or will consider @ 
combination man; please make us & 
proposition; work in the_finest climate 
in the world. Johnson Jewelers, Tuc- 
son, Ariz. 





WANTED, jeweler and diamond set- 
ter; also some light manufacturing; 
permanent position, top salary with 
paid vacation ; for one of the largest 
jewelry stores in the South, Ad- 
dress “M., 2549,” care J C-K. 





WANTED; watchmaker, or combination 
watchmaker and Lato a ie 
good salary or percentage 
fer: will pay from $3,500 to $4,500 
per year, depending on_ your ability. 
Yoho’s Jewelry Store, Watseka, Ill. 





SALESMAN to represent us in south- 
ern states with good line of general 
jewelry; no objection if you handle 
as side line; excellent opportunity 
for right man. Address “K., 2564,” 
care J C-K. 


(Continued on page 372) 
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(Continued from page 371) 





COSTUME jewelry; capable salesman 
wanted, having car and following for 
Missouri, Illinois, New York State, 
New England and South; good com- 
mission; attractive line; state full par- 
ticulars. Address “L., 2425,” care 
J C-K. 


COSTUME jewelry; experienced salesmen 
wanted, with car and following, for 
Pennsylvania, Baltimore, Washington, 
D. C., Michigan, Ohio, Illinois, Indiana, 
Kentucky, Wisconsin; attractive line; 
excellent opportunity. Address “K., 
2424,” care J C-K. 








JEWELER capable of assisting foreman, 
with the opportunity of becoming fore- 
man if ability is shown; a nice shop 
with fine surroundings; modern city in 
which to live and a very fine future 
with a good salary and bonus. Ad- 
dress “M., 2454,” care J C-K. 


SALESMAN to sell precious metal prod- 
ucts to manufacturing jewelers; well- 
known concern has opening for compe- 
tent and reliable man in Los Angeles 
area; reply giving age, education and 
salary expected. Address “G., 2596,” 
care J C-K. 


BUYER; progressive New York whole- 
sale jewelry concern offers good oppor- 
tunity to atert buyer, familiar with 
manufactureis of desirable lines, for 
jewelers and department stores. Ad- 
dress “G., 2303,’ care J C-K. 


HAVE PERMANENT position for first 
class watchmaker, in long established 
watch inspector’s store; also second 
watchmaker wanted; god salary per 
week, or commission. Fred Frame, 
Danville, Ill. 











—— = 





WANTED, watchmaker, by high class 
store; 40 years’ established busi+ 
ness; as either first or second watch- 
maker; absolutely permanent; 
modern store; fine working condi- 
tions. M. Meyer, Marion, Ind. 





WANTED watchmaker and engraver; 
must be top man; salary $125 per 
week; work in the West; modern store; 
ideal working conditions; permanent 
position; send full particulars and ref- 
erences to “F., 1981,” care J C-K. 





WANTED, three experienced watch- 
makers, one who can take care of 
store, also one clockmaker; weekly sal- 
ary or piece work; high grade work 
at good prices. Frank Laine, 667 Han- 
cock St., Quincy, Mass. 





WATCHMAKER, or combination watch- 
maker and jeweler, or light engraving; 
steady position; excellent opportunity 
for good wages. Write me soon, Carl 
i Rose, 826 Calhoun St., Fort Wayne, 
nd. 





WANTED, a good all around combina- 
tion watchmaker; permanent position 
to a good workman; state salary, ex- 
perience, give full particulars and 





sample of engraving. L. Daiches, 
Laredo, Tex. 
WATCHMAKER; permanent; _ top 


working conditions, above average 
postwar possibilities; old estab- 
lished firm; salary or 40 hours, 
plus time and a half; very desirable. 
Hughes & Son, Inc., Lima, Ohio. 


WANTED, watchmaker and engraver; 
$75 week guaranteed and all overtime 
you want to make; plenty of 
clean work in nice air conditioned store. 
J. L. Albriton, 418 East Capitol, Jack- 
son, Miss. 


WATCHMAKER wanted, capable of 
taking complete charge of repair 
department; will pay $85 to $100 
per week; give references in first 
aoe Neiman’s Jewelers, Charlotte, 








WANTED, diamond setters and jewel- 
ers; unusually good opportunity for 
right men; good salaries and after 
war positions assured. Orkin 
Jewelry Manufacturing Co., South- 
land Life Bldg., Dallas, Texas. 





WATCHMAKER or combination watch- 


maker and light jewelry repairing, 
good steady position; salary $80 a 
week; Fort Wayne, Ind.; you will be 
pleased to locate with us. Address “P., 
1931,” care J C-K. 





WANTED jeweler, special order work 
and repair man, also letter engraver, 
excellent pay with pleasant working 
conditions and steady job. Address 
Star Jewelry Co., 600 Southern Stand- 
ard Bidg., Houston 2, Tex. 





WATCHMAKER wanted in long estab- 


lished jewelry store on a busy street; 
we furnish the space; you take all 
profits; good man should make 
good money; include references 
with application. Vincent Simonelli, 
239 Atwells Ave., Providence, R. I. 





WATCHMAKER, school trained, conscien- 


tious, experienced; must be A-1 for 
permanent position; ideal working con- 
ditions; air conditioned, modern store 
in Miami, Florida; $75 week; give age, 
experience, reference and_ snapshot. 
Address “E., 2164,” care J C-K. 





LEADING jewelry 


manufacturer of 
gold mountings desires a thoroughly 
experienced salesman for the job- 
bing trade, to cover the Southern 
and Midwestern territory; excellent 
opportunity; references. Address 
“A., 2161,” care J C-K. 


WATCHMAKER qualified for fine 
watches, capable of taking com, 
plete charge, not necessary to com 
tact trade; pleasant, light, well 
equipped work room; salary 
portionate to ability. Don Edwards, 
Fresno, Calif. 





————____ 


WATCHMAKER for old establishes 
store in Long Beach, Calif.; idea} 
working conditions where consciep. 
tious work is appreciated; good 
hours; this is a permanent job to 
right party; salary $100 per week, 
2356 Main St., Long Beach, Calif, 





WANTED young watchmaker, returned 
service. man preferred, front man in 
large, Old established store in Svuuth: 
take in and deliver work; must haye 
education and appearance to meet bet. 
ter class trade; permanent guaranteed 
future; excellent starting salary. Ad. 
dress “J., 1455," care J C-K. 








WANTED, buyer and manager, thor. 
oughly experienced watch and jewelry 
line; capable assuming full respungi- 
bility, buying, selling, management and 
advertising; excellent opportunity for 
right party; first class references re 
quired; send photo with application, 
Address “C., 1341,” care J C-K. 








JEWELER; production manager for 
tablished New York firm, must a. 
experience in manufacturing styled 
jewelry in bracelets, brooches and ear. 
rings; tooled and casted; fine oppor. 
tunity for suitable person; state fully 
experience and references. Address “G,, 
1618,” care J C-K. 





WATCHMAKER, to work with G. I. ap- 


prentices, as instructor and overseer of 
work: $75 per week, plus commission 
on all work turned out in the shop; the 
right man can earn $200 per week. 
Pugh Bros., Jewelers, 15 W. Federal 
St., Youngstown, Ohio. 





SALESMEN, fast selling side line; al- 


ready have established trade; most 
territories open; only those with good 
following among the better jewelry and 
department stores need apply; state 
territory now covering. Address “A., 
2455,” care J C-K. 





SALESMAN, 30 to 37, assist diamond 


buyer, experienced in selling dia- 
mond rings to the retail trade; good 
personality and appearance, one 
who is interested in a good future, 
on Pacific Coast. Address “Y., 2532,” - 
care J C-K. 





WANTED watchmaker at once; perma- 


nent position for capable man, experi- 
enced on railroad watches, etc.; ideal 
living and working conditions: small 
college town; good salary; write giv- 
ing full particulars. Box 317, Danville, 
Ky. 





WATCHMAKER, 


capable of taking 
charge of repair department; best 
of working conditions and liberal 
salary; permanent position; the 
man we wish to replace held the 
position 10 years. Milo R. Williams, 
196 Main St., Greenville, Pa. 





WILL pay $125 a week for a man who 


is a watchmaker and jeweler, or a 
man who is a watchmaker and can at 
least size rings; pleasant congenial 
surroundings, comfortable store. Write 
or wire, The Diamond Shop, Hatties- 
burg, Miss. 








DIAMOND buyer for a chain of jew- 


elry stores; must have background 
of retail jewelry experience; an im- 
portant, permanent position; salary 
commensurate with the individual’s 
ability; replies confidential. Ad- 
dress “J., 2540,” care J C-K. 





WATCHMAKER, permanent position; 
salary $85 to $100 according to ability; 
hours 9 to 5.30 P.M. daily, except 
Iridays, 9 A.M. to 9 P.M.; ideal work- 
ing conditions; air conditioned store; 
apartment available; expenses paid for 
interview. Herbert’s Jewelers, 7th Ave, 
and 58th St., Kenosha, Wis. 





FIRST CLASS watchmaker, front bench, 
estimating and taking charge of repair 
department, can also work extra 50-50 
basis if desired; salary $85 per week 
guaranteed, also share in profits; must 
have neat and good appearance; refer- 





ences required. Address “F., 2165,” 
care J C-K. 
JEWELRY representative, for leading 


wholesale concern, to solicit creditable 
jewelry stores in both Carolinas, Ten- 
nessee, Kentucky; experience unneces 
sary, but selling ability essential; 
young, college graduate; own auto; 
reside in area; write your qualifica- 
tions. Address “L., 2481,” care J C-K 





WE HAVE the following openings in 
our store; watchmaker, jewelers and 
engravers, opticians and front man; 
this is in a town with a population 
of about 20,000, not an indus 
town, with a firm founded in 1875. 
Keller & George, Charlottesville, 
Va. 


i 





WE HAVE positions open in our mod- 
ern manufacturing shop for 4 first 
class platinum worker, jewelry Te 
pairman and engraver; our store has 
over a 50 year reputation; ideal work- 
ing conditions; state qualifications and 
salary expected in your letter. e 
tom’s Jewelers, Ft. Worth, Tex. 


— 


SALESMEN for Pacific Coast to rep 
resent well known manufacturer 
a complete line of gold and plat 
inum mountings, rings, watch cases 
watch attachments and emblems; 
calling on retailers and department 
—— Address “Y., 2573,” care 
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a HELP WANTED—Continued 
ED, first class watchmaker and 
cor $75 per week; steady po- 
sition; must have over 15 years’ ex- 
ience; ideal working conditions; 
44 hour week; must have own tools; 
do not apply unless you are com- 
petent. Navy Jewelry Shop, 727 
$th St., S.E., Washington 3, D. C. 








ae 
WATCHMAKER, wanted by old estab- 
lished store; $100 weekly for A-1 man; 
also looking for man with managerial 
ability and good salesman, not over 
40; have something unusual to offer 
him; must be clean-cut, and furnish 
good references. For particulars ad- 
dress Geo. W. Taylor, Williamson, 
Ww. Va. 








EXPERIENCED general manager for 
wholesale department, to supervise 
buying and supplying of merchandise 
to chain of jewelry stores; good sal- 
ary; excellent opportunity for one 
who qualifies; state age and give de- 
tailed information as to experience, 
etc.; all replies kept strictly confiden- 
tial. Address “K., 2541,” care J C-K. 





LADY, clerical, experienced in han- 
dling repairs for large watch organ- 
ization; ideal working conditions in 
modern air-conditioned office; ex- 
cellent opportunity; permanent po- 
sition; top salary; write stating 
qualifications and experience; all 
answers strictly confidential. Ad- 
dress “L., 2548,” care J C-K. 





WATCHMAKER wanted; first class; 
home owned store; would like man 
capable assuming responsibility in re- 
pair department and eventually manag- 
ing same; diamond setter and engraver 
preferred, but not necessary, if a good 
workman; state starting salary ex- 
pected. Kirkman’s Jewelry’ Store, 
Anderson, Ind. 





TWO watchmakers wanted, competent; 
store situated 10 minutes from Los 
Angeles; $100 per six-day week, eight 
hour day; steady positions; good 
chance for advancement; pleasant all 
year round climate and working con- 
ditions; plenty material in_ stock. 
Julian’s Credit Jewelers, 6330 Pacific 
Blvd., Huntington Park, Calif. Ph. 
Lafayette 8075. 





WATCHMAKERS, we are located in the 
health spot of Texas and we think you 
will like it here; our position offers 
good salary, pleasant working condi- 
tions and permanency; our require- 
ments are capability, honesty and so- 
briety; we established in 1875; if in- 
terested write us for further informa- 
tion. H. Krezdorn & Son, Seguin, 
Texas. 





SALESMEN . wanted to represent a na- 
tionally known organization of crafts- 
men .making the outstanding line of 
hand-made silver novelties, now being 
sold in the better jewelry, department 
and gift shops throughout the Mid- 
West, Southern and New England ter- 
ritories; for interview and additional 
J ormation address “C., 2414,” care 


—— 


SALES representatives; our portable 
jewelry engraving machines are pro- 
ducing beautiful work in a fraction of 
the time of hand engraving for Amer- 
ica’s leading jewelers; nationally ad- 
vertised ; several choice territories open 
to qualified jewelry salesmen with 
successful records; commission; write 
fully. New Hermes, Inc., 1319 Univer- 





sity Place, New York 3, N. Y. 
ee 


WANTED, engraver, mostly for block 


and script lettering; prefer man who 
can also do some stone setting; posi- 
tion will be permanent and will be 
open after the first of the year; 44 
hour a week in a five-man shop, 
located in a Southern West Vir- 
ginia city of 80,000; write full par- 
ticulars in first letter. Address “B., 
2461,” care J C-K. 





FEMALE, clerical, capable of taking 


care of diamonds and jewelry stock 
records and costs; ideal working 
conditions in modern air-condi- 
tioned office; unusual opportunity; 
permanent position; excellent re- 
muneration; write stating qualifica- 
tions and experience; all answers 
will be held strictly confidential. 
Address “J., 2547,” care J C-K. 





SALESMEN, watch materials, for old es- 


tablished aggressive Pacific Northwest 
material house; salary and commis- 
sions, based on sales, plus traveling 
expenses; excellent opportunity in this 
expanding trade territory for aggres- 
sive man with previous material sales 
experience; write giving references, 
previous connections and salary. Ber- 
nard Italie, Inc., Box 710, Portland 7, 
Oregon. 





DIE CUTTER A-1, must be able to cut 


hubs and also clean up detail of ma- 
chine cut dies; company now engaged 
entirely on war work, but wil! recon- 
vert and resume old established line 
as soon as permitted; the position is 
permanent ard applicant must be 
capable of hign class, accurate work; 
write direct sending samples of work 
done, stating experience and salary. 
The D. L. Auld Company, Fifth Ave. 
and Fifth St., Columbus 1, Ohio. 





GOOD opportunity to come to Cali- 


fornia; caster and model maker on 
rings; man who handled this job 
for 14 years went in business for 
himself; this is a good opportunity 
for a ring maker and caster; have 
“set-up” for sand casting, and do 
some centrifugal casting; shop es- 
tablished 20 years, normally em- 
ploying 12 to 15 men; can guaran- 
tee good yearly income to the right 
mare Address “E., 2467,” care 





SALESMAN wanted for mid-western 


territory, Cleveland west to Kansas 
City, including Chicago, Milwaukee, 
St. Louis, Minneapolis, St. Paul, 
etc.; must have following amongst 
jewelry and department store trade; 
large manufacturer popular priced 
line silver plated and aluminum hol- 
lowware and electrical appliances 
in need of a producer; territory 
well established; drawing account 
against commission. Address “H., 


2178,”’ care J C-K. 





ADVERTISING man, 





thoroughly 
versed in every phase of retail in- 
stallment jewelry advertising, cap- 
able of handling newspaper, radio 
and direct mail advertising, for a 
chain of seven stores in the South- 
west; we require a top flight man 
and the salary will be commensur- 
ate with the position; reply giving 
complete information in your first 
letter regarding age, experience and 
salary expected. Address “A., 2554,” 
care J C-K. 


DIAMOND salesman; Denver west, 
established territory; old established 
firm has opening for energetic man 
capable of producing volume busi- 
ness with mounted diamond line of 
delivery merchandise, to travel Den- 
ver west, including California and 
Pacific Northwest; this is an estab- 
lished territory with active ac- 
counts; prefer man who has fol- 
lowing among retail jewelers in this 
territory, to carry only this line; 
10% commission paid; drawing ac- 
count given; all replies will be con- 
fidential. Mack M. Burnstine, 220 
West Fifth St., Los Angeles 13, 
California. — 








For Sale 


Stores, Steeks and Businesses 


Minimum charge (25 words) $1.50 
Additional werds, 5 cents a werd 





FOR SALE jewelry store on Chicago’s 
busy Southside, established 40 years; 
enough work for two men; inventory 
about $5,000. Apply “A. M. S.,” care 
Benj. Allen & Co., Chicago, III. 





VERY small jewelry store for sale; 
watch, clock and jewelry repairing; 
rent $23 monthly; price $200; stock 
very cheap. Inquire, 311A Amsterdam 
Ave., New York City. 





FOR SALE, good paying jewelry store 
in Ohio town of 3500; plenty of repair 
work all the time; best corner loca- 
tion; lease with low rent; no competi- 
tion. Address “M., 2566,” care J C-K. 





WHOLESALE jewelry house for sale, 
having several desirable lines; $30,000 
net income for each of the past five 
years; $20,000 to $25,000 in stock, and 
asking $60,000 for goodwill; located on 
eastern seaboard. Address “N., 2431,” 
care J C-K. 





FOR SALE, old established cash jewel- 
ry stand in central Pennsylvania town 
of 2500; only store in county; lots of 
repairs; wonderful opportunity for 
watchmaker ; won’t take much capital; 
good reason for selling, will explain. 
Address “A., 2505,” care J C-K. 





ONLY jewelry store in Florence County, 
Wisconsin; also has very profitable 
optometry department; owner retiring 
because of old age; requires reasonable 
down payment; balance on monthly 
Saeee. Address Box G, Niagara, 

s. 





FOR SALE, only jewelry store in grow- 
ing Texas County seat, town of 6000; 
nearest competitor 15 miles; state 
hospital, also industry employing 450 
people located here; some oil wells 
being drilled in county; stock and fix- 
tures will inventory $8,000 to $10,000; 
reason for selling, bad health. Address 
“C., 2546,” care J C-K. 








BY February, up-to-date store, modern 
front and fixtures, 100% location, heart 
of town, Woolworth block, reasonable 
rent, lease; population 15,000, draw- 
ing 25,000; good reason for selling; 
going business; metropolitan New Jer- 
sey; can reduce $20,000 stock and fix- 
tures to suit buyer; cash only; bar- 
gain hunters, save postage. Address 
“H., 2539,” care J C-K. 





FOR SALE, established business in best 
section of Eastern Washington; small 
store, fine location, low overhead; re- 
pairs averaged $500 for month until 
present owner became ill; sales ap- 
proximately $30,000 yearly; now carry 
$10,000 stock all fresh, no junk; will 
sell January ist, material and fix- 
tures for $1,000; remaining stock at 
~—. Address “S., 2494,” care 


(Continued on page 374) 
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FOR SALE—Cont. 





(Continued from page 373) 





BUSINESS established 1864, in New 
York City; successor killed in War 
#2; conservative, active wholesale job- 
ber of diamonds, watches, jewelry find- 
ings, etc.; will sell complete with office, 
with or without stock; anxious to re- 
tire; strictly confidential; make written 
appointment after January 1, 1946. 
Address “P., 2553,” care J C-K. 


WELL KNOWN and old established 
jewelry store firm in New York 
City; good trade in fine jewelry, 
diamonds, watches, also clocks, 
especially cuckoo clocks (import- 
ed); plenty of repair work; reason 
for retiring, on account of health; 
$15,000 cash will handle the deal. 
Address “B., 1372,” care J C-K. 








ESTABLISHED retail store since 1892, 
good watch and diamond business, 
in surburb of New York City with 
population of 25,000; excellent 
reputation throughout neighboring 
towns; all modern fixtures; large 
business in high class costume 
jewelry; also does large jewelry and 
watch repair business; owner desires 
to retire; $60,000 cash. - Address 
“F., 2405,” care J C-K. 


JEWELRY store, including real estate, 
stock and business, established 36 
years; excellent reputation and 
clientele; cash business; located on 
developing main business street, in 
prosperous community of 70,000, 
about 30 minutes from New York 
City; watch repair business sufhi- 
cient for two or more men; excel- 
lent opportunity for right party; 
owner wishes to retire; $15,000 cash 
“ price. Address “B., 2437,” care 








JEWELRY manufacturer, doing a na- 
tional business, an old established 
firm, is considering retiring; the 
stock consists of a general line of 
mountings, wedding rings, emblems, 
diamonds, precious and semi-preci- 
ous stones and a fully equipped 
factory; will require approximately 
$160,000; if interested one must be 
financially situated as no sharp 
shooters will be answered. Address 


“X., 2450,” care J C-K. 


AN excellent opportunity for an ex- 
service man or civilian who desires 
wonderful repair work and _ sales 
combination in jewelry; new fix- 
tures, fully equipped, located in 
main section; low rent; attractive, 
clean, well established; central part 
of Florida; $3,500 cash; must see 
to appreciate; more work than two 
men can handle; must sell, due to 
ill health. Address “J., 2423,” care 
J C-K. 





For Sale 


Tools, Equipments, Ete. 


Minimum charge (25 werds) $1.50 
Additienal words, & cents = word 








“AUTO Engraver,” 12 strips master let- 
ters; cost $345 three months ago; best 
offer gets it. O. F. Lovendahl, 208 S. 
Andrews, Ft. Lauderdale, Fla. 


FOR SALE, complete outfit, watch and 
clock repair tools, electric lathe, etc. ; 
some parts and supplies; $300. Mary 
L. Newman, Phoenicia, N. Y. 





SHELLCRAFT jewelry; exquisite, beau- 
tiful and exclusive brooches, necklaces 
and earrings. Naylor’s Marine Prod- 
ucts, Box 163, San Diego, Calif. 





SAWS Swiss yellow 4/0—#3, also staffs, 
mainsprings; best quality Dumont 
tweezers; Glardon needle and big files; 
wholesale, retail. George Gazton, 311A 
Amsterdam Ave., New York City. 





STRONGHOLD and Protection style ring 
guards, gold filied white and yellow 
ladies, size $1.50, mens $1.75 dozen. 
E. Pergament, 3224 Grand Concuurse, 
Bronx, New York City. 





FOR SALE, 50 ton Baker Jack press, 
made by Baldwin Locomotive, similar 
to hydraulic press; make offer. Lauter, 
265 W. 40th St., New York City. Tel. 
Br. 9-3422. 





MANUFACTURERS of unmounted plati- 
num mountings and gold mountings at 
popular prices; no castings. Joseph 
ed Co., Inc., 98 Nassau St., New York 

ity. 





PRICE TAGS, small white string tags; 
they have 20% Federal Tax included, 
printed on one side; price $1.50 per 
thousand. E. S. Pergament, 3224 Grand 
Concourse, Bronx 58, New York City. 








BRAND new electric auto engraving 
machine, with extra letters, made by 
Auto Engraving Company; cost me 
$193.50; will take-$110 for quick cash. 
Johnson Jewelers, Tucson, Ariz. 


ARCH CROWN celluloid and parch- 
ment tags, available in all colors 
and sizes; send for catalog; factory 
and office moved to 277 Halsey St., 
Newark 2, N. J. 


JEWELER and watchmaker signs, hun- 
dreds of stock items, also seasonal 
occasional signs in stock; beautiful 
blue cards size 7 x 11 five asst. $1.25; 
Hite for list. Address “H., 1913,” care 











TEN SWISS wrist watch movements, for 
material, $10; five Elgin, Waltham, Illi- 
nois or Hampden, 18 size movements, 
for material, $10; three 16, 12 or 0 
size, $10. B. Lowe, Holland Bldg., St. 
Louis 1, Mo. 


ONE dozen Ingersoll pocket and wrist 
watches, not running, $9; five Swiss 
wrist watches, in white cases requir- 
ing some repairing, $15; in yellow 
cases, $25. B. Lowe, Holland Bldg., 
St. Louis 1, Mo. 


MANUFACTURERS of assembled 14K 
yellow gold pierced ear wires, and 10K 
and 14K yellow gold assembled French 
screw back ear wires, for unpierced 
ears; immediate delivery. Joseph Ring 
Co., Inc., 93 Nassau St., New York City. 


NEW AND USED wheel cutters; slide 
rests; lathes and attachments; cash 
paid for used watchmakers’ lathes 
and attachments. R. P. “Dick” 
Gallien, 220 W. 5th St., Los An- 
geles, Cal. 


RING TAGS, dumbbell shape, of parch- 
ment paper-gummed, ladies size plain 
$1.15, men’s $1.30; printed with 10 or 
14K, ladies’ $1.80, men’s $2.00 per 
1000. E. Pergament, 3224 Grand Con- 
course, Bronx, New York. 

















FOR SALE;; fixtures for complete jewelry 
store; four show cases, six wall cases, 
office desk and partition, repair desk, 
wall cornice; modern design, red 
gum; remodeling our store and these 
fixtures available about March 1. Coles 
Jewelry Store, Hickory, N. C. 


FOR SALE two double spindle lapidary 
machines, by Kissenger; included are 
two copper laps, one tin lap, one lead 
lap and one cast-iron lap, all in new 
condition. Charles Brenner, 1558 Stil- 
well Ave., Bronx 61, New York. Tal- 
madge 9-8173. 











NYLON thread for bead _ stringing 
yds. to a spool, at $11.50 per dos 
spools; sterling silver clasps, one 
three strands, at $24 per gross: all 
orders sent C.O.D., unless  aceg 
panied by check. American Beag 
— Co., 71 Nassau St., New Yor 

ty. 


MI-CONCAVE crystals, sizes 7 to 9) 
141 sizes, 35c. dozen; 100 len 
bracelet sizes $2.49; 100 Genevas $1.93. 
100 case screws 0 to 18 size 79c.; stem 
crowns, staffs, jewels, etc.; send fy 
bargain bulletin. Beck Bros, La 
Bidg., Fort Wayne, Ind. 


iI——— 
JEWELRY CARDS for rings, p 
brooches, lockets, pendants, lavaliers 
bar pins, earrings, watches, brace 
wrist bands, etc., and displays fy 
counter sales. Dauer Printing (9, 
America’s foremost card manufactyp. 
ers, jewelers’ printed display Supplies, 
31 E. 22nd St, New York 10, N, y¥ 
Algonquin 4-2174-5. U. S. parcel pog 
makes us your next door neighbor: 
a get acquainted; write for sam. 
ples. 


JEWELERS! read carefully; this ig im. 
portant; in stock for immediate d& 
livery, watch and jewelry repair book 
and checks; jobbing envelopes with 
attached call checks, al] sizes ; complety 
stock books for diamonds, wa 
jewelry ; diamond guarantees; daily rm 
port sheets; complete credit forms; 
business stationery; window price 
cards; if not in stock we will make it 
Dauer Printing Co., manufacturer 
headquarters for jewelers; printed sup 
plies of every description; 31 E. 23 
St., New York 10, N. Y.; estimaty 
given; write for samples; a good houy 
to get acquainted with; U. S. pared 
post delivery service, makes us’ you 
ra ‘a neighbor. Phones Algonquin 


DIAMOND lapidary drills $6.50 each; 
diamond reamers $6.50; diamond 
laps $10 each; diamond lapidary 
set consisting of drill, reamer and 
lap $22 set, for onyx, jade and 
other precious and hard stone 
and crystals; Tungsten carbide 
tipped engraver (long point to with 
stand repeated sharpening) just the 
thing for removing balance shafts, 
guaranteed to cut hardened steel, 
$5 each; engraver and lap set com 
taining engraver and diamond la 
for keeping the engraver sharp $14 
set; diamond pencil or scriber $% 
each; we have received nothing bu 
favorable reports from all over 
country on these tools, and trai 
we may have the pleasure of adé 
ing your name to our long list of 
satisfied customers; a check wit 
your order will insure immediate 
delivery. Action Diamond Tool Co, 
a W. Hubbard St., Chicago 10, 

| MR ARE AS SE LET REOPERATION BET Fn eed 

















Business Opportunities 


Minimum charge (25 words) $1.50 
Additional werds, S eents a word 


— 











EVERY EFFORT ts made by The Jews 
ers’ Circular-Keystone to keep its ot 
vertising columns clean. Advertiset 
under Business Opportunities, ¢t 
must furnish trade references. | d® 
nouncements must passa the strict ctr 
sorship requirements of The Jewelert 
Circular-K eystone. 


——— 


SMALL costume jewelry shop wantel 
midtown New York; give full partict 
lars. Address “F., 2418,” care J 


wd 
WANTED to buy, jewelry store, withill 

60 miles radius of New York, W 
particulars to “S., 2552,” care J C-K 
——_S 


INDIVIDUAL will pay cash for esta 
lished jewelry store, cash or 
small town in Pennsylvania. At 
dress “A., 2200,” care J C-K. 
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BUSINESS OPPORTUNITIES—Cont. 








GORDON BROTHERS, cash buyers of 
complete jewelry stores and surplus 
Stock; for details see our advertise- 
ment page 33. 





—_—_—_— 


CASH for diamonds, watches and jewel- 
ry; established 40 years; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel, 29 E. Madison St., 


Chicago, Il. 





—_-:-::”" 


T to purchase small established 
jewelry store, population up to 50,000, 
preferably in the East; give all details 
in first letter. Address “H., 2408, 
care J C-K. 








WANTED, to buy, small well established 
jewelry store with good repair busi- 
ness; prefer Indiana, or surrounding 
states. Malcolm Ross, 733 W. 32nd St., 
Indianapolis, Ind. 








HIGHEST cash prices paid for surplus 
or entire stocks and estates of dia- 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St., 
Chicago. 





PRIVATE party would like to purchase 
small jewelry store, in Connecticut. Ad- 
dress’ “D., 2510,” care J C-K. 





WANTED; small jewelry store in prin- 
cipal location, city of 100,000 popula- 
tion or over. Address ‘‘W., 2484,” care 
J C-K. 





COLMES BROS.; cash buyers of 
jewelry stores with or without fix- 
tures; we interview you at our ex- 
pense in any part of the country; 
_ bank and_ trade- references. 18 
Tremont St., Boston, Mass. 





WANTED, jewelry store, must be 
established, in or near New York 
City; give reasons for selling; all 
correspondence confidential; would 
consider partnership. Address “A., 


2544,” care J C-K., 





AVAILABLE; fully equipped jewelry 
trade shop for lease to a competent and 
reliable man, with staff; profitable op- 
portunity without investment can be 
arranged. West Coast Jewelry Co., 1121 
Washington St., Oakland 7, Calif. 





WANTED, established jewelry store; I 
will pay highest cash price as I will 
continue on business; must have good 
lease and reputation; any correspond- 
ence confidential. Address “G., 2370,” 
care J C-K. 





DESIGNER-artist; will design for high 
grade firms by agreement, to be exclu- 
sive in a general line of jewelry and 
men’s wear; long experience; will co- 
operate to your advantage; all work 
strictly confidential. Address “E., 2416,” 
care J C-K. 








JEWELERS, modelmaker, stone setters; 
space with completely equipped 
benches; modern casting facilities for 
huge production; polishing machine; 
sublet to contractor; work available. 
The Stanmar Co., 126 Maiden Lane, 
New York 7, N. Y. 


SAMUEL GANSBERG will 


buy you: 
surplus or entire stock and fixtures or 
estates for cash; my direct outlet en- 
ables me to pay you higher prices 
bank and trade references of the high- 
est character. Write 15-17 Maiden 
Lane, New York. Telephone, Rector 
2-5928. 





WANTED to purchase, by individual, 


jewelry store in Indiana, Ohio, Mich- 
igan or Wisconsin; town of 10,000 to 
50,000 population; will pay cash; give 
details in first letter; prefer store doing 
$50,000 or more annually; all cor- 
respondence confidential. Address “C., 
2401,” care J C-K. 





MAN with 30 years retail and wholesale 


experience, wishes connection with job- 
ber or manufacturer as partner; for 
the man who wants to be relieved of 
executive responsibilities this is your 
opportunity; will invest up to $5,000; 
all replies in strict confidence; refer- 
ences. Address “B., 2397,” care J C-K. 





WANTED to purchase small jewelry 


store or junior partnership in estab- 
lished store, where owner desires to 
retire in one to three years; prefer 
town of 6000 to 20,000, South or 
Midwest; will invest $2500 to $4000; 
references exchanged. Address “D., 


2323,” care JC-K. 





JACK M. WERST will pay you spot 


cash for vour surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 
ton, Ohio. 





JEWELRY stores and stocks bought for 


cash, any size, any amount, anywhere; 
my tremendous outlet and direct con- 
nections enable me to pay you highest 
prices; communicate with me at once 
and my representative or myself, will 
call on you; our offer wil! amaze you. 
Louis Rifkin, 81 Bowery, New York 
City. Phone Walker 5-3936. 





WANTED to buy established jewelry 


stores throughout the United States, 
anywhere from the Rocky Moun- 
tains to the Atlantic Coast; presently 
we operate 26 stores and wish to 
expand further; pay cash for stock, 
accounts, fixtures, lease and good 
will; brokers protected; all infor- 
mation strictly confidential. Write 
M. J. Fisher, 100 Summer St., Bos- 


ton, Mass. 








ARE YOU GOING out of business? | 


can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all corresp d 

confidential; best of references 
throughout past 30 years. Herman 
—— 5 S. Wabash Ave., Chicago. 








WOULD YOU like to retire from busi- 
ness, if you were given a respon- 
sible guarantee, that your entire 
stock, fixtures, material, lease and 
accounts would be sold for much 
more than the actual wholesale 
cost; our service will find you a 
eash buyer for your store as it 
stands today in bulk, or as a going 
concern; do you realize your good 
will is an asset that will bring you 
cash the same as your stock: Write 
us for complete details, you will 
not be obligated, references from 
many jewelers who have had us 
liquidate their business recently wil 
be sent you along with unques- 
tioned bank references; no atore 
too large or too small. Write at 
once to McRae & Shaw, Sixth Floor, 
168 N. Michigan Ave.. Chicago, III. 








Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED, jewelry store 
Northwest; will pay cash. 
“D., 2465,” care J C-K. 


in West or 
Address 





WANTED; straight line engine turning 
machine, American or Swiss; state 
type and particulars, also attachments. 
“M. J., 2560,” care J .C-K. ; 





WANTED, retail.jewelry store and stock, 
near Erie, Pa.; will deal with owner. 
Howard Gilbreath, 461 W. 5th St., 
Erie, Pa, : ; * 





WANTED to purchase well located jewel- 
ry store in town of 10,000 or larger 
in East Texas, Louisiana or Missis- 
sippi. Box 1311, Alexandria, La. 





ig 

WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513,” care Jewelers’ Cir- 
cular-Keystone. 





HALL, engine turning machines for 
jewelry trade. Address Engraving & 
Engine Turning Co., 52 Edison P1., 
Newark, N. J. 





WANTED to buy desirable jewelry store 
in good college town, west coast pre- 
ferred: pay cash. Address “D., 1689,” 
eare J C-K. 





WANTED, rolling mills, flat and wire 
stock; also wire drawing equipment; 
give full details and price. Address 
“B., 2368,” care JC-K. 





WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roll- 
ing mills, scaies, drills, etc.; give full 
details. Ernest Linick, 29 E. Madison 
St., Chicago, Ill. 





WANTED to buy two engine turning ma- 
chines, one straight liner and one cir- 
cular, American made. Write to Daniel 
Cardegna, 160 Cumberland St., Provi- 
dence, R. I. 





WE PAY highest prices for old gold, 
silver, gold filled jewelry scrap; check 
mailed same day shipment received; 
satisfaction guaranteed. Rose Smelt- 
ing & Refining Company, 29 E. Madison 
St., Chicago, Ill. Dept. .J. 





(Continued on page 376) 
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WANTED TO PURCHASE—Cont. 








(Continued from page 375) 





ONE, Howard, size 16, 19 jewels— 
series 5; complete movement or 
center wheel and bridge. Address 
W. K. Anderson, Jeweler, 708 

Florida Ave., Tampa, Fla. 





ROLLING mill, round and square rollers, 
hand; also, draw-tongs, ring forming 
pliers, engraving and ring blocks; also 
any other tools used in small jewelry 
manufacturing shop. R. W. Gaunt, 
Box 58, Dunkirk, Ind. 





CASH for surplus stock; jewelry, watches, 
movements, diamonds, etc., broken or 
new merchandise; ship what you have 
express collect; check by return mail 
and your shipment held for your ap- 
proval; bank references. B. Lowe, Hol- 
land Bidg., St. Louis 1, Mo. 








Watch Work, etc., for 
the Trade 


Minimum charge (25 werds) $1.50 
Additional werds, 5 eents a word 





CAREFUL watch repairing, skilled work- 
manship; good service for out-of-town 
customers. Frederick Lowey, 48 W. 
48th St.,. New York City. 





© 


SPECIALIZING in repairing of chrono- 
graphs and all kinds of fine watches 
for the trade. I. Altay, 22 W 48th St., 
New York 19, N. Y. 





repaired, all makes, foreign 
and domestic, spring weight and elec- 
tric; prompt service; work guaranteed. 
Gem Clock Service, 1344 W. Division 
St., Chicago 322, Il 





CAREFUL, honest watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 
nel, 2 W. 47th St, New York City. 
Phone Bryant 9-5065. 





INCREASED facilities at our new lIoca- 
tion enable us at present to handle the 
watch repair needs of a few more ac- 
counts; our workmanship is guar- 
anteed and our service is prompt; over 
50 retail stores throughout the coun- 
try send us work regularly; price lists 
sent upon request. Dependable Watch 
Co., 132 Nassau St., New York, N. Y. 








Special Order Work and 
Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





JEWELRY engraving, lettering service 
and workmanship. Kupferstok, 5 S. 
Wabash Ave., Chicago. Dearborn 3679. 





HAIRSPRING tweezers hardened, tem- 
pered, sharpened. Valdemar Virta- 
a? 45 Park Place, Morristown, 





DIAMOND setting, hammered work and 
scholastic work for the trade; prompt 
service guaranteed. Atlas Stone Set- 
oe Co., 44 Franklin St., Providence, 





H. & I. Jewelry Polishers and Lappers, 
93 Nassau St., New York City; ex- 
Pert on gold and platinum jewelry; 
mail us your work to be polished: 
prompt service guaranteed. 








LETTER engraving for the trade; all 
jobs shipped within 24 hours; reason- 
able prices; best workmanship. Blan- 
chards Mfg. Jewelers, 434-16th St, 
Denever, Colo. 








JEWELRY AND WATCH repairing: 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bldg., St. 
Louis, Mo. 





ENGRAVER, particular and trustworthy, 
wants work on jewelry, silverware and 
watches, etc., for crests, monograms, 
letterings, carvings, designing, best of 
references. Bernard A. Thorsell, 30 W. 
Washington St., Chicago 2, IIL 





DIAMOND setter wishes work from 
out of town trade; finest quality 
workmanship; prompt service; ref- 
erences furnished; write today for 
roe list. Address “B., 2361,’ care 





Patents 


Minimum charge (25 werds) $1.50 
Additional werds, 5 cents a word 





| 


PATENT your good ideas; send me your 
simple sketch or model; free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way. New York City. 








Lost 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











WRIST watch (Charles Meylan), 18 
jewels, movement No. 5189, platinum 
case, 42 diamonds, case No. 238268, 
monogram G. L. G.; liberal reward. 

Address “K., 2479,” care J C-K. 








Miscellaneous 


Minimum charge (25 words) $1.50 
Additional werds, 5 eents a word 





LEARN WATCH repairing by doing it; 
thorough training under expert instruc- 
tors. For information write Standard 
Watchmakers Institute, 2061 Broad- 
way, New York City. 





WATCHMAKERS: increase your ability 
through the Ae recommended boo 
“Rules and ce for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter eamemenes 
Your jobber or trade journal 
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CROSSCURVED MAINSPRINGS = 
MADE #8 8.8: & 4 


\ATCH-MOTOR MAINSPRING CO, 1ve. 


Wf, anufact’ E24, NEW YORK 


Longines ' 
__3-Way Split be 


Recommend These Different Types of 
Beautiful Crystals to Your Customers! 
(Write for complete information) 


WE CARRY A COMPLETE LINE OF 


SANDSTEEL MAINSPRINGS 


FOR SWISS AND AMERICAN WATCHES 
$3.00 per dozen 


Ask for our POPULAR SANDSTEEL MAINSPRING ASSORTMENT— 
No. 371—which consists of 2 each of 72 best size mainsprings for 


BULOVA and GRUEN watches at $32.40 per assortment. 
Available for Immediate Delivery! 


Excellent Quality SVISS STAFFS 


BULOVA: 6 A.M.—6 A.Z.—8 A.E. 
A. SCHILD: 970—1023—1001 
A.L. 10 KELTON—F.F. 120—A.B. BENRUS 


. 
\ Pobber of Watch Materials. 
wy Jewelers Supplies, Crystal Fittings 


L $ N N e 5 S. Wabash Ave. Chicago 3, Ill. 
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The 
W atchMaster 


prints a@_ record 
showing the 24 
hour rate of any 
watch, in uny posi- 
tion, indicating the 
cause on any irreg- 
ularity — all in 
30 seconds. 


ALG 
VAR ee 1% 


Just a metal can! Yet it houses the 
basic unit of a frequency standard 
that splits seconds with unbelievable 
accuracy. 


During the war it governed the oper- 
ation of many American Time Prod- 
ucts’ instruments used by the armed 
forces. The same standard of preci- 
sion demanded by the Government 
now reverts to the advantage of the 
watchmaker. 


THE WATCHMASTER 
IS BACK AGAIN. 


American Time Products 


| 580 Fifth Ave. 


Ine. New York, N. Y. 


Distributor of Western Electric Watch-rate Recorders 
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FIT-TITE 


WATCH CRYSTAL CORP.§ crystals 


121 FULTON ST., NEW YORK 7, W. Y. 


Est. 1931 
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Elgin Televises Time Signals 





The Elgin Watch Company telecasts one- 

minute time spots. Here Loretta Pagels 

holds a Lady Elgin, while operators focus 

the Television cameras. The picture was 

taken on October 19 in Chicago's Station 
WBKB. 


The Elgin National Watch Co., cur- 
rently telecasting time signals, on an ex- 
perimental basis, in New York and 
Chicago, is laying plans to be “in on 
the ground floor” when commercial tele- 
vision comes into its own, says Gordon 
Howard, advertising manager. 

“We are very much impressed by the 
promotional possibilities of television,” 
he added, “and are studying how to make 
it work for us to best advantage as 
soon as it is available on a wide com- 
mercial basis.” 

The facilities of WNBT-NBC, New 
York, are being utilized to televize time 
signals before, during the half, and at 
the conclusion of, Saturday afternoon 
football broadcasts. Regular Elgin time 
signals will also be presented during 
the winter in the course of televizing 
basketball and hockey games, and box- 
ing matches. 

In the successive weeks to come, Elgin 
intends to feature other timing instru- 
ments besides watches, including the 
marine chronometer, the elapsed time 
clock and the sweep-second timer. The 
schedule of television stations is to be 
increased as fast as necessary arrange- 
ments can be made. 





Robinson Reminders in New Home 


Howard Robinson, president of Rob- 
inson Reminders, announces the com- 
pany’s purchase and occupancy of a new 
home in Westfield, Mass., a move neces- 
sitated by the firm’s consistently steady 
growth through nearly half a century. 
Here in an ample three-story brick 
building, the company will have the 
needed space and facilities to enable it 
to keep pace with dealer demands. A 
unique and attractive feature is the 
Colonial style office on the corner where 
Robinson Reminders and Billfolds will 
be displayed in all their many styles, 
colors and leathers. 

In keeping with this spirit of prog- 
ress, executive, manufacturing and sales 
personnel have been augmented so that 
increasing demands may he promptly 
met and the utmost in helpful service 
rendered to dealers. 
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Campus Jewelry Products 
Plans Major Campaign 


Campus Jewelry Products, Inc., Provi- 
dence, R. I., manufacturers of men’s 
jewelry, have launched a program of ex- 
pansion which includes a national adver- 
tising campaign already started, with 
plans for even wider use of trade and 
consumer publications in 1946. 

Raymond F. Curran, until last July 
an officer in the U. S. Navy, is the presi- 
dent and treasurer of Campus Jewelry, 
which has been in existence for the past 
five years under that name, succeeding 
the Curran Manufacturing Company. 
The present head of Campus served his 
apprenticeship in the jewelry field under 
his father, the late Leo B. Curran. 

Campus produces a complete line of 
men’s jewelry accessories, including 10K 
gold, gold-filled, rolled gold plate and 
lower priced plated merchandise. The 
Chicago territory of the company has 
been assigned to Lewy & Goodmon Com- 
pany, 29 East Madison Street. Leonard 
Goodman of the same concern will be 
in charge of the Far Western territory. 





Gift Certificates "Pinch-Hit"’ 
For Hamiltons to Come Later 


A practical and timely aid to jewelers 
who may be faced with a demand for 
more Hamilton watches for Christmas 
than they are able to obtain with the 
factory just beginning to get back to 
full production, is being offered by the 
Hamilton Watch Co. 


It consists of a cardboard reproduc- 
tion of the famous ivory plastic box in 
which Hamiltons are packaged, with the 
cover lifting up just as in the actual 
box and disclosing a gift certificate which 
entitles the holder to delivery of a 
Hamilton as a present. from the giver 
as soon as the desired model is available 
at the jeweler’s. The card is enclosed 
in an attractive holiday envelope printed 
in Christmas red and green with space 
for the names of the recipient and the 
donor. 

In this way, the jeweler is able to 
accept orders and payment from pro- 
spective Christmas gift purchasers even 
though he may not have in stock the 
actual Hamilton model desired. The 
giver, however, makes his selection, pays 
for or arranges for payment for the 
watch, and receives the certificate which 
he or she gives to the person for whom 
it is intended. 


Supplies of the certificates with the 
envelopes for enclosing them may be 
had from Hamilton, without charge to 
the retailer. 

Other current merchandising helps 
which Hamilton is offering to aid its 
dealers in capitalizing on the pent-up 
demand for Hamiltons which could not 
be supplied during the war, include 
counter leaflets with an attractive coun- 
ter fixture for holding a supply of them, 
several outstanding display cards with 
a cardboard easel, newspaper mats for 
retailer use, and advance reprints of 
Hamilton’s full-page advertisements in 
leading magazines. 





New Advertising Executives 
Named by Wallace Silversmiths 


Foster Perry has been appointed Aq 
vertising and Sales Promotion Mang 
ger for R. Wallace & Sons Mfg, Co, 
Wallingford, Conn. Prior to this he 
was associated with General Ele 
of Bridgeport and with Roy S. Dursting 
as Account Executive. be 

E. M. Sands who was with 
Mfg. Co. of New Haven for the 
16 years, has been appointed he 
Art and Production. 










"Grand Old Man of Football" 
Honored by Student Body 2 


Coach Amos Alonzo Stagg of the Coll 
of the Pacific at Stockton, California, fe 
“Grand Old Man of Football", admires his 
handsome Longines wristwatch, presented to 
him by Art Carfagni, President of the Pa 
cific Student Association, on behalf of the 
Association in recognition of Coach Stagg 
outstanding service to the College and in 
congratulations for his 56th consecutive year 
of football coaching. 





Announces Distribution Policies 
For "Guildcraft" Silverplate 


With the first pattern of National 
Silver Company’s “Guildcraft” flatware 
line scheduled for retailers’ shelves it 
a few months’ time, Bernard Bernstein, 
Vice-President of the firm, has an 
nounced the distribution policies for this 
new line of plated silverware. 

“Guildcraft” silver plate is to be sold 
through “selected” dealers, who will it- 
clude jewelry stores, department stores, 
and a number of gift shops. Retail 
prices are to be strictly maintained. — 

A cooperative advertising plan will 
be offered to dealers, who will also be 
periodically supplied with dealer aids 
and other sales promotion material. A 
national advertising campaign to the 
consumer is already underway, Mr 
Bernstein stated, with advertisements 
appearing in a substantial list of gem 
eral and “class” magazines. 

“Concerto,” the first of the new 
“Guildcraft” patterns, will be ready for 
retail sales in January, he said. 
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Gruen Watchmaking Institute 
frpanded to Train Veterans 


The Gruen Watch Company, Cincin- 
ati, Ohio, has just completed expansion 
plans for its watchmaking school, to pro- 
fide returning veterans with intensive 
training in watch repairing. 

The Institute is in session forty hours 
, week—thirty-five hours of bench work 
yd approximately five hours of theory. 
Depending upon whether the student 





Disabled veterans receive vocational train- 
ing as watch repairers at The Gruen Watch- 
making Institute, Cincinnati, Ohio. 


wants to finish his training at the In- 
stitute or in a watch factory, the course 
runs from 6 months to two years. 

Discharged servicemen entitled to par- 
ticipate in the government’s educational 
and rehabilitation program may make 
arrangements for entrance into The 
Gruen Watchmaking Institute at any of 
the Veterans’ Administration Offs lo- 
cated throughout the country. Under the 
government plan, the government pays 
for tuition, a complete set of tools, and 
furnishes a monthly allowance for living 
expenses, 

Individuals who have not had military 
service are also eligible, paying per- 
sonally for all tuition expenses. 





Consumer Advertising Campaign 
For Victoria Simulated Pearls 


§. Nathan & Co., Inc., 610 Fifth Ave., 
have announced that “Victoria Pearls in 
the Jewel Box” are to be nationally ad- 
vertised starting this month. These 
simulated pearls are packaged in a 
permanent jewel box, with the pearls on 
a satin tray, and under it, divided com- 
partments for other jewelry. 

Distributed by wholesalers, throughout 
the country, “Victoria Pearls in the 
Jewel Box” have been favorably received 
by jewelers. Now the demand is being 
stimulated by a fall consumer advertis- 
ing campaign in six major periodicals. 
The Eertning agency is Frank Best & 

» Ine. 





Swank Adds Boston Salesman 


Fdward MacMulkin has joined the 
sales staff of the Boston office of Swank, 
Inc, announces Charles B. Hall, branch 
manager, 

Mr. MacMulkin was formerly in charge 
of the Boston office of Cluett Peabody & 
» He was recently released from ac- 
tive duty as a captain in the U. 5. 
Marine Corps. 
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Ronson Adds Use of Radio 
To Present Ad Campaign 


With the return of Ronson lighters to 
civilian dealer outlets, Ronson Art Metal 
Works, Inc., of Newark, New Jersey, is 
expanding its advertising schedule for 
November and December by adding 
radio announcements and programs to 
its already large space campaign in 
national consumer magazines. Spots, 
station breaks and programs originating 
in many of the largest cities throughout 
the country will reassert Ronson’s leader- 
ship, quality, desirability as a gift, and 
its gradually increasing availability to 
the general buying public. The possi- 
bility of some dealers being temporarily 
out of these lighters owing to the tre- 
mendous pent-up demand for them will 
also be stressed, and prospective pur- 
chasers will be urged to be patient just 
a little while longer. 

The bulk of the radio schedule will 
promote pocket lighters and_ table 
models, with some of the messages re- 
minding lighter users of the advantages 
of Ronson Redskin accessories for any 
make of “flint” lighter. Broadcasts will 
continue up to and through the Christ- 
mas holidays, when Ronson sales usually 
reach their peak. 

Cecil & Presbrey is handling the ac- 
count for radio as well as display adver- 
tising. ’ 





Marvella Selects Woman 
As Advertising Manager 


Carolyn Graeves, formerly in charge 
of preparing instruction books on knit- 
ting and crocheting for the Spool Cot- 
ton Company, has been appointed ad- 
vertising manager of Weinreich Broth- 
ers Company, makers of Marvella 
Pearls. Prior to her work with The 
Spool Cotton Company, Miss Graeves 
was assistant to the advertising and 
merchandising director of Bonwit Tel- 
ler, Philadelphia. 





White & Wyckoff Calendars © 
For 1946 Now Being Mailed 


The 1946 edition of the popular 
American historical calendars issued 
each year by White & Wyckoff is now 
being distributed. This year the cal- 
endar features “Famous American Mon- 
uments and Memorials.” It is a 12- 
sheet affair, as in the past, and is again 
printed by the artistic gravure process. 

On the back of each sheet is the story 
of the famous monument depicted on 
the front above that month’s calendar. 
Historical authorities in various parts 
of the country cooperated in the prepa- 
ration of the material with the author, 
A. H. Sampson, White & Wyckoff’s Di- 
rector of Sales Promotion and Assistant 
Treasurer. 

All of the many unusual features 
which have helped to make the White 
& Wyckoff Calendar so popular have 
been retained, including the featuring 
of the important historic dates, religious 
days, and holidays (all in clever pic- 
torial form), three “months at a glance, 
etc. 

The calendars are now being mailed 
to all merchants handling White & 
Wyckoff stationery and greeting cards, 
and as long as the supply lasts, any 
retailer may obtain a copy on request 
to White & Wyckoff Co., Holyoke, Mass. 


Irving Sacks, Inc., Appoints 
Puerto Rican Distributor 


The firm of Ramon Miranda, Rio 
Piedres, Puerto Rico, will be the ex- 
clusive island distributor for the Irving 
Sacks line of costume jewelry, including 
the firm’s “Cleopatra” brand of simulated 
pearls, Irving Sacks; Inc., 264 Fifth Ave., 
New York City, announces. 

The costume jewelry line totals well 
over 1000 items and Cleopatra pearls are 
supplied in single, double and triple 
strands of various lengths in both uni- 
form and graduated styles. 

This new Puerto Rican distributorship 
adds another link in the world-wide mer- 
chandising chain that is being created 
by the Irving Sacks organization. 





Arnstein Bros. Executive 
In Europe on Buying Trip 


Herbert Weisburger, of Arnstein 
Bros. and Co., 608 Fifth Avenue, New 
York, left on Sunday, November 18, for 
London via Pan American Airways. 


HERBERT WRISBURGER 





There he will attend the rough. diamond 
showing at the Diamond Trading Co. 
the last week in November. 

Mr. Weisburger, in charge of the 
firm’s production and purchasing depart- 
ments, will then go to Antwerp and 
Amsterdam where he will arrange to 
resume buying the output of diamond 
factories with which Arnstein Bros. and 
Co. did business prior to the war. He 
will also contact other manufacturers 
before his return to this country the 
early part of next year. 





Offers New Special Service 
On Tissot Repair Parts 


A new service for retail jewelers who 
sell or repair Tissot watches has just 
been announced by The Holzer Co., U. S. 
distributors for this brand of watches. 
It consists of a special parts department 
to speed delivery of needed repair parts 
for all Tissot models. The company 
promises that with this new department, 
they will now be able to make every 
delivery by return mail, and that every 
order will be given immediate and care- 
ful dispatch. 





Speidel Joins Fair Trade Council 


The Speidel Corpo.. ion, manufactur- 
ing jewelers of Providence, R. I., has 
joined the American Fair Trade Council, 
an association of manufacturers of trade- 
marked merchandise, who distribute some 
or all of their products under resale 
price contracts and in accordance with 
the Fair Trade laws of the various 
states. 
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The New Camfield Toaster 


The new Camfield automatic toaster, 
which embodies several exclusive fea- 
tures, will soon be available, announces 
Russell Camfield, senior partner of 
‘Camfield Mfg. Co., Grand Haven, Mich. 

After extensive research as to what 
the housewife wants in her post war 
automatic toaster, Camfield has  in- 





The new Camfield toaster provides both 
automatic and manual "finger-trip" control. 


cluded a pair of features to provide 
either automatic toasting or manual con- 
trol, whichever is desired. First of these 
exclusive features is the “equa-therm” 
control, a thermostatic device which in- 
sures perfect toasting regardless of 
voltage variations which may occur at 
various times of the day. Also in- 
cluded is a “finger-trip” release, for 
manual operation, which provides a con- 
venient inspection of the toast at any 
time desired. 

All Camfield toasters will be pack- 
aged for consumer eye appeal, with a 
carton that can be easily read no mat- 
ter what the position of the box in 
stock or on the shelf. 

A label carrying the trade mark, the 
stock number, the voltage and other in- 
formation on the toaster will be placed 
on each end of the carton as it is 
packed. 





Fisher Silversmiths, Inc. 
Appoint Sales Manager 


Allen E. Fisher has been appointed 
Sales Manager of Fisher Silversmiths, 
Inc., 546 Claremont Ave., Jersey City, 
N. J., and has been placed in charge of 
the New York office at 358 Fifth Ave., 
where he will make his headquarters. 





Joins Goldsmith Agency 


George M. Goldsmith, for the past six 
years managing editor of The National 
Lithographer, has taken up new duties 
on October Ist with the Goldsmith Com- 
pany, advertising agency in Providence, 
Rhode Island, specializing in jewelry ad- 
vertising. He entered the business as 
a general partner with his brother, Jules 
P., who founded the firm in 1939. 

Mr. Goldsmith has spent all of his 
business career in some branch of the 
Graphic Arts. He held positions with 
such firms as Ketterlinus Litho Mfg. 
Co., Franklin Printing Co. and Allied 
Photo Engraving Co., all of Phila- 
delphia. Prior to joining The National 
Lithographer, he acted as representa- 
tive in- eastern Pennsylvania and New 
Jersey for a group of business papers. 
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Goldberg-Kirschman Apply Methods 
Developed in War-Time to New Line 
Of "Old Crest" Silver Jewelry 


One firm which has made good use of 
methods and techniques developed dur- 
ing the war years is Goldberg-Kirsch- 
man Co., New York. An established 
house specializing in diamond and 
platinum jewelry for over 25 years, 
G-K turned to the production of insignia 
jewelry during the war. They devoted 
their entire energies to mass-producing, 
with the permission of the War Depart- 
ment, replicas of Army, Navy and 
Marine insignia for civilian wear. With 
the techniques and facilities acquired 
during this period they turned to 
medium priced sterling silver jewelry 
when peace came. 

The new post-war line, called “Old 
Crest” bench made jewelry, is in the 
Swedish silver tradition with most of 
the designs adapted from nature. Wheat 
sheafs, daisies, buds and other flower 
motifs set the dominant mood for the 
line. The animal kingdom, too, is repre- 
sented with a silver goose, complete 
with golden egg and a well-known ele- 
phant head. Most of the designs are 
repeated with variations in pins, earrings 
and bracelets. 

The pieces, all made with the details 
and in the weight usually prevalant in 
higher priced lines, comes in sterling 
silver and may also be had in gold plate 
and in 14 karat gold. Goldberg-Kirsch- 
man Co.’s new address is 501 Madison 
Ave., New York 22. 





Complete Metal Finishing Service 
Provided by New Organization 


A new company under the name of 
Technic, Inc., with offices in Providence, 
R. I., has been recently organized by 
a group of men who for years have been 
producing and servicing an outstanding 
line of metal finishes and services. The 
line has been considerably expanded and 
modernized, and today Technic claims 
to be the largest enterprise of its kind 
in the United States serving the metal 
and jewelry finishing industries. 


Its facilities provide a complete metal 
finishing service including completely 
modern laboratories, manned by an ex- 
perienced, well-trained staff, for con- 
sulting analytical, research and engineer- 
ing work, as well as specification test- 
ing, plating room design and salt spray 
testing. 


Products include: “Trushade” 24K 
soluble gold (aqueous), white brass, an- 
tique smuts, black finishes for brass, cop- 
per and silver, soluble hard gold alloy 
(aqueous), 14K soluble gold alloy (aque- 
ous), flame flux, wetting agents, pink 
soluble gold alloys, soluble green gold 
alloy, immersion tin, gold strip, alumi- 
num pre-plate, and “Protectox” (invis- 
ible oxide). 

Complete information on any Technic 
product or service may be had by writ- 
ing to Technic, Inc., 39 Snow St., Provi- 
dence R. I. - 





The Cleopatra Jewelry Co. (Cleopatra 
Pearls) and Irving Sacks, Inc., costume 
jewelry and novelties, have appointed 
Frank Kiernan & Co. as their advertis- 
ing agents. Trade papers and consumer 
media will be used. 





Makers of "'Flex-Let" Enlarge 


F. & V. Mfg. Co., Inc., makers af 
Flex-Let Expansion Products, ann 
the completion of plans for the enla 
ment of their factory at East Providence, 
R. I. 

When construction is completed 4 
total of 11,000 square feet of space wij 
be available for manufacturing purpose, 
The new plant will include a handsome 
show room; new, modern machinery is 
being installed, and the entire plant 
being wired for the broadcast of musip 
throughout the working day. It ig 
pected that triple the number of present 
workers will shortly be employed, 

The expansion program has been mage 
necessary by the large demand fy 
“Flex-Let” expansion watch bands, 





Clock Designer Returns 
From Trip to Switzerland 


S. J. Kaufman who is in charge of 
production for both Semca and Phip. 
ney-Walker, has just returned from 


S. J. KAUFMAN 





Switzerland after making an extensive 
tour of all the Swiss clock and wate 
factories. The information gleaned from 
his trip, says Mr. Kaufman, who is 4 
mechanical engineer, will be of consid- 
erable help in designing and creating 
clocks of domestic production for the 
American market. 

His brother, Seny Kaufman, was in 
complete charge during his absence. 





General Electric Adds 
Two New Clock Salesmen 


Edgar A. Jett, II, has been appoint 
ed General Electric clock represents 
tive for the Cleveland area, and Don 
C. Ross has been made representative 
in Kansas City, the company announces. 

Mr. Jett, formerly Lieutenant-Coloned 
in the U. S. Army, has just been re 
leased after five years’ service, half of 
which was spent overseas. His last 
European assignment was as military 
governor of Luxembourg, representing 
the Allied Military Government. Eur 
ployed before the war in a sales capac 
ity with C. H. Sprague & Son, Boston, 
this is his first connection with G. B 

Mr. Ross came to G. E. upon gradué 
tion from De Pauw University in 193. 
First employed as a cost accountant, he 
later entered merchandising, and from 
1935 to 1938 was Minneapolis repre 
sentative for G-E traffic appliances. I 
1940 he left a clock sales position i 
Bridgeport to go to Iceland as a first 
lieutenant in the A.A.F. A lieutenant 
colonel by 1944, he received his honorable 
discharge early this month. 
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Benrus Ships by Air 
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The Benrus Watch Co., being thor- 
oughly air-minded, is a frequent user of 
the service of the Air Cargo Transport 
Corporation to get needed watches to 
their jeweler-distributors as quickly as 

ssible. 

In the photograph above, Adrian J. 
Flanter, Advertising Manager of Benrus, 
js showing Captain Tom Davis of Air 
Cargo Transport one of the new models 
included in a shipment which is being 
loaded aboard Capt. Davis’ plane. 





New Advertising Manager for Cory 


Cory Glass Coffee Brewer Company 
has announced the appointment of N. H. 
Schlegel as Advertising Manager. He is 
well known in Chicago advertising circles 
and comes to Cory with an extensive 
background of merchandising, advertis- 
ing and overall management experience. 
He returns to the advertising field after 
having spent the last two years with the 
War Department as Assistant Chief of 
the Inspection Branch, Chicago Ord- 
nance District. Prior to that, Mr. 
Schlegel was Advertising Manager of 
Cribben & Sexton Company and before 
that served as an assistant to the Ad- 
vertising Manager of Fairbanks-Morse & 
Company. 

At Cory, Mr. Schlegel will direct a 
campaign that includes extensive use of 
four color ads in leading consumer pub- 
lications and a well coordinated jobber- 
dealer program. 





Manning-Bowman Issues Portfolio 
Of New Electric Appliances 


Twenty-two new post-war electrical 
items by Manning, Bowman & Co. 
Meriden, Conn., which will shortly be 
available to the retail trade, are set 
forth in an attractive loose-leaf port- 
folio just issued by that concern. 

Items pictured and described include 
Waffle bakers, electric irons, table broil- 
ets and grills, toasters, percolators, and 
other table clicking devices. Retail prices 
Tange from a low of $4.80 for a bottle 
warmer up to $34.10 for a deluxe coffee 
urn, with most of the items in the $10 
to $15 bracket. The line is attractively 
styled, handsomely finished, with most 
items in chromium plate. 

Jewelers who carry electrical appli- 
ances or are planning to add such a 
line to their post-war stocks will un- 
doubtedly find the story of the portfolio 
of interest. Copies may be obtained by 
addressing Manning, Bowman & Co., 
Meriden, Conn. 
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Thorens Lighters to Start 
Consumer Advertising Campaign 


Thorens lighters are to be nationally 
advertised to the consumer beginning 
just before Christmas, according to an 
announcement just made by Jacques 
Schwalbe, President of Rexon, Inc., U. S. 
distributors for the Thorens line. The 
advertising will appear in several of the 
leading magazines, both weeklies and 
monthlies, and will be continued through- 
out 1946. 

Featured in the advertising will be a 
new Thorens model called the “Vedette,” 
a slender lighter that operates auto- 
matically by sliding a button, which 
causes the lighter to open and produce 
a flame without the use of wheels or 
rollers. The new “Vedette” model is al- 
ready on the market, and according to 
Rexon has already proved popular with 
women because of its ease of operation, 
cleanliness, and graceful appearance. 

However, the advertising will also 
present other styles, some of which pro- 
vide the wheel type of operation for 
those who wish it. The trade is already 
familiar with such models of Thorens 
lighters, as they have been manufac- 
tured in Switzerland for a quarter of a 
century or more, and have been im- 
ported into the United States for a num- 
ber of years. Thorens claims to be one 
of the biggest manufacturers in Switzer- 
land, producing cigarette lighters, phono- 
graphs and record-changers, cigarette 
cases and other novelties. The standard 
line of lighters retails for $5 upwards, 
and the new “Vedette” model for $6 
and up. 


All G-E Small Appliances 
To Be Fair-Traded 


The General Electric Company will 
place all of its small electrical appli- 
ances under Fair Trade contracts, it 
has been announced by C. W. Theleen, 
manager of traffic appliance sales for 
the Company’s Appliance & Merchan- 
dise Department. 

Covered by the new policy are clocks, 
irons, mixers, toasters, roasters, coffee 
makers, waffle irons, sandwich grills, 
portable heaters, heating pads and heat 
lamps, sun lamps, fans and automatic 
blankets. 

These items, Mr. Theleen said, will be 
fair traded in all states except Texas 
and Missouri and the District of Co- 
lumbia, where fair trade laws are not 
in effect. 


Joins A. S. Perry and Associates 


Donald H. Bartow, formerly with 
American Gem and Pearl Company, 
New York City, has joined the New 
York staff of A. S. Perry and Asso- 
ciates, Merchandising Counsellors, as 
assistant to Walter E. Morrell. 

Prior to being with the American Gem 
and Pearl Company, Mr. Bartow was 
with the firm of Warren D. Perry of 
Fifth Avenue and Phelps Perry of 
Maiden Lane. 

Mr. Bartow entered the jewelry busi- 
ness in 1928 and has a background of 
technical and production knowledge of 
finer jewelry which he will use in assist- 
ing Mr. Morrell secure and produce ex- 
clusive items made for A. S. Perry and 
Associates. 





Eisenstadt Adds New Department 


The Eisenstadt Mfg. Co., St. Louis, 
Mo., wholesalers and manufacturers of 
jewelry, announces the opening of a 
new department—plated silverware. 

Hereafter, in addition to its lines of 
American watches and clocks, jewelry, 
diamonds and _ electrical appliances, 
Eisenstadt will feature 1847 Rogers 
Bros. and Wm. Rogers & Sons lines of 
International Silver Co., and Commun- 
ity Plate and Tudor Plate of Oneida, 
Ltd., both houses having appointed 
Eisenstadt as distributors. 

With this new department, the firm 
completely rounds out its service to the 
many retail jowelers whom it has been 
supplying with other merchandise. 





Medals by Irons & Russell 
Displayed by Leading Bank 





Irons & Russell Co. Providence, 
manufacturers of emblems, received 
recognition and much favorable publicity 
as the result of an attractive window 
display, showing the part the company 
played in helping the war effort. 

The display was installed at the bank’s 
invitation in the main window of the 
National Bank of Commerce and Trust 
Company, of Providence, on one of the 
city’s busiest thoroughfares, and at all 
times during the day and night there 
were many persons peering at the ma- 
terial and reading the signs. 

In cooperation with the Quartermaster 
Depot, Irons & Russell were active in 
the manufacture of military insignia and 
medals during the war. The display 
showed the various steps in their produc- 
tion and pointed out that the entire 
jewelry industry had a part in the war 
effort. 





Booklets by Canadian Wm. A. Rogers 
Honor Outstanding Jewelers 


Outstanding Canadian jewelers and 
their methods of success are being fea- 
tured in a new promotion by the Can- 
adian Wm. A. Rogers division of Oneida, 
Limited. 

Every month, a brochure is prepared 
relating the achievements of some suc- 
cessful jeweler, and is sent to the com- 
pany’ entire list of dealers, with extra 
copies supplied to the honored jeweler. 

First success story honors the Os- 
trander Brothers, whose “family com- 
pact” developed 12 stores in Toronto. 
An example of the brothers’ advertising 
alertness is cited. On the first birthday 
of the Dionne Quintuplets they sent five 
specially designed diamond rings, which 
became famous across Canada as Quint 
settings. 

Old St. Nick will be the jewel special- 
ist to be feted at Christmas. 
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A THOUGHT ON TAXES 


JEWELERS WHO ARE concerned about the continuation 
of the 20 per cent excise tax, may well give some thought 
to why taxes have to be so high. 

One of the reasons is the tremendous volume of busi- 
ness that is completely tax exempt, which means that in 
order to provide the total needed to run the government 
ordinary commercial business must pay just that much 
more taxes to make up for revenue that is lost through 
permitting some forms of business to escape all taxation. 

Perhaps the most glaring instance is that of the so- 
called “co-operatives.” This is a form of merchandising 
that competes directly with the regular merchant, is or- 
ganized as a corporation, and makes a profit on its trans- 
actions. But because those profits are distributed in the 
form of “patronage dividends” instead of the conven- 
tional dividend to stockholders, the co-operative is con- 
sidered to be a special sort of creature which should 
not be required to pay any taxes. 

The extent of the additional load which this situation 
throws upon the legitimate taxpayer and which he must 
make up by paying a higher rate of taxes can be gaged 
by the fact that in 1943, for which the figures have 
just been released, tax exempt co-operatives did a com- 
bined volume of over two and one quarter billion dollars, 

This special tax exemption is an angle that we be- 
liéve the industry’s tax committee might well bring up 
in its future discussions of the jewelry tax with the au- 
thorities in Washington. 


WHY BE A CHEAP-JOHN? 


WELL, ir was probably only a question of time till it 
began to re-appear, but we didn’t expect to see it quite 
so soon. 

What we’re talking about is the kind of advertising 
that some jewelers used to run in the days before the 
war, with big black type screaming about some such 
“marvelous offer” as “this gorgeous Indian blanket free 
with every purchase of a diamond ring.” 

Such advertising probably did more than any other 
one thing to lower the prestige of the jewelry store and 
to cheapen the public’s opinion of jewelry and jewelers, 
by associating them with the atmosphere of the fire sale 
or the bargain basement. 

Happily, this Cheap-John sort of advertising disap- 


peared during the war when it was easier to sell goods 


than to buy them; but here it comes again. 

One of the big credit jewelers shortly before. Thanks- 
giving blossomed out with a newspaper spread of two 
full pages with the words “Turkeys! Turkeys! Turkeys! 
Turkeys!” in big black letters all across the top of the 
two pages. Just below them was a big picture of a turkey 
gobbler, flanked with some more bold lettering which 
read “Big 10 Ib. turkey included with any one of these 
advertised items and many others in our various depart- 
ments.” 
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Even if there was justification for that kind of selling 


back in the days of the depression—and we'd be dis. 
posed to argue that—there’s no excuse whatever for it 
today. The jewelry business is prosperous—sales are 
high—and no one has to indulge in fire sale tactics in 
order to sell goods. 

The war cleaned up that abuse—-let’s keep it clean, 
What are we running—jewelry stores, or meat markets? 


THANK YOU! 


We’p LIKE TO TAKE just a little space this month to 
express our appreciation of the compliment that has 
been paid by the jewelry industry to The Jewexeny 
CircuLar-KEystTone. 

During the war, the severe restriction on the amount 
of paper we could use made it impossible for us to ac 
cept any new subscriptions because our entire paper 
allotment was needed to take care of our old readers. 
All that we could do for new applicants was to explain, 
express our regret and ask their patience and under- 
standing. 

To say that we have been gratified at their reaction, 
and especially by the result in the few weeks since the 
ceiling on paper has been removed, would be putting it 
much too mildly. More than two thousand jewelers 
whom we had regretfully had to ask to wait have now 
re-ordered and have been added to the subscription list. 

We take this opportunity to thank them for their for- 
bearance and to express again our appreciation both to 
them and to our old subscribers and advertisers who bore 
with us through the stringency and have re-affirmed 
their appreciation of the services that JC-K has ren- 
dered the industry in its more than 75 years of publi- 
cation. 


MERRY CHRISTMAS 


Merry Curistmas! 

At last it’s true! At last we can truly say it again 
in its fullest meaning of “Peace on earth, good-will to 
men.” 

Let us at the approach of this new Christmas-tide say 
it from the bottom of our hearts in a spirit of heart-felt 
gratitude that the clouds of evil which have hovered 
over the earth for so long have at last been cleared 
away. 

Let each one of us give thanks to that One whom 
each of us reveres in our own way, for His mercy in 
bringing us the blessing of a peace in which all men can 


again be free. And let us pray that never again may 


we be unable to say, “Merry Christmas, peace on earth.” 


net Vo ob. 
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